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Powerful Women 

In Indian Business 
India Inc. could well be 
standing on the brink of a 
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rise, especially in businesses 
such as banking and financial 
services. It will be a while 
before men become the other 
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. Trade Battle Hots Up 8 
The never ending fight between 
European Union and the Us has taken 
another twist. The EU has threatened 
‘to impose up to $4-billion-worth of 
sanctions on the Us, after the WTO 
upheld a ruling that the latter failed to 
end an illegal tax rebate for exporters. 
ch wal uma Analysts believe that Us now has three 
months to act to avoid the reimposi- 
tion of retaliatory measures. A look at the flare up. 
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The use of information and commun- 
ication technologies is often seen as a 
means for making improvements, but in 
practice it is not all good. The chal- 
N lenges and threats including 
b. \ м manipulation, disclosure, modification, 
or damage and loss of data is also a 
— part of it, Understanding information 
security is equally important for both 
developed and developing nations to protect their information 

assets. Will they be able to tackle this growing menace? 
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ambitious plan to open a campus in 
Singapore is finally ready to take off. 
ИМ-А is also taking the first plunge in 
Singapore as it plans to start a manage- 
ment course in collaboration with the 
Essec Business School. Is this phenom- 
enon of Indian B-schools going abroad the next big thing? 
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From The Editor ^ 


IX OF THE WOMEN IN BUSINESS TODAY'S THIRD LISTING 4 
of the 25 Most Powerful Women in Indian Business 
are from the ICICI group, the leading Indian banking ¥ 

and financial services major. All six are super-achievers who "y 
wield power not only within their organisation but also _ 
across India Inc. So we asked Lalita Gupte, ICICI Bank's J 
joint managing director, what the secret was at ICICI, 
How did it throw up so many women achievers? Gupte i 
replied pithily that there was no secret; only that 30 _ ; 
years ago the group’s founding leaders had simply decided 
that their companies would be gender neutral. 

As simple as those two words seem, gender neutrality 
is not something that comes naturally at India Inc. 
Women, according to a recent study, make up only 6 per ^` 
cent of India’s workforce at medium and large companies 
and barely 4 per cent at senior management levels. Yet, um 
things are changing. Women may still be a minority in ' 
Indian boardrooms but they are gradually occupying more 
berths in middle management compared to a few years 
back. And, the percentage of women employees in some F 
companies is impressive. At HSBC, for example, 33 percent | 
of the employees are women; at Infosys 4 
it is 24 per cent. At several companies 
there are affirmative action programmes 
for women. Yet, the most gender neu- 
tral companies are either multinational 
corporations or new ones (like those in 
software and consulting or technol- 
ogy). Traditional Indian businesses are 
largely a men’s domain where the atti- 
tude towards women is still hidebound. 

That cannot be better demonstrated than what we 

encountered while polling the top 100 companies in вт 500 

(our annual ranking of India’s Most Valuable Companies), 

We asked them basic questions like how many of their total 

workforce comprised women and how many of them 

were in senior management. Just 42 of them responded 
with information. Sixteen of them flatly refused to give us 
any data and, more surprisingly, around 30 said they 

did not have the data! We're talking here about the 100 

most valuable Indian companies. One company's can- 

did response stands out: it said it didn't employ a single 3 

woman! When we did the same exercise last vear, I had 

lamented that only 59 companies had responded, hoping 
that we'd see a more progressive attitude in coming years. 

Well, it hasn't happened and it leaves me disappointed. 

But at least the trends emerging from our listing make 
me happy. Eight new women make it as first-timers on the 
list. Half of the 25 have a degree in management and 20 of 
them are professionals or entrepreneurs. A new addition 
this time: a complementary list of women who don't 
occupy executive positions yet wield influence and power 

in India Inc. Check out the Shadow Sovereigns on Page 68. 
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When One Plus One Is 11 

Numerically one plus one equals 
two. But for bankers talking of 
mergers, опе plus one means 11. 
Liberalisation, deregulation and 
privatisation have changed the 
face of Indian banking. With the 
economy opening up, our banks 
need to consciously realign their 
operational strategy and make it 
consistent with the market forces. 
There is also a case for a small 
number of big banks than a large 
number of different size banks. A 
consensus is emerging on the issue 
and the market regulators should 





The cover story (India’s Best Banks, 
February 26, 2006) is highly topi- 
cal, as it focusses on the sector 
catching up with global trends. 
The amazing success of new-age 
banks such as HDFC, ICICI Bank is 
beneficial for the industry as well as 
for consumers. While you have 
focussed on the best in business, a 
detailed analysis on what can go 
wrong for the sector, and a compa- 
rison with the best banks outside 
India would have been interesting. 
This is a Collector’s issue. 


hres c 


LAVANYA LALL, DELHI 





encourage such moves so that 
banks can not only survive in a 
competitive environment, but also 
thrive in them. 

SRINIVASAN UMASHANKAR, NAGPUR 


BT Money: Best In Business 
Your new section on personal 
finance is turning out to be quite 
a hit. The focus on hot sectors is 
helpful for those keen on putting 
their money in markets. More 
tips are welcome. But, I’m sure 
the list is not exhaustive, and you 
will keep us posted on other 
sectors too. The story on financial 
convergence throws light on 
wealth management now. The 
News Round-up is consumer 
friendly, and I hope you will cover 
more topics. 

MADAN GOPAL, BANGALORE 


Tatas: The Big Leap 
The focus on the mid-sized 


businesses of the Tata Group has 
never before attempted, and so is 
informative. One eagerly awaits 
more information on how the 
group manages to stay clean, when 
others wash their dirty linen 
in public. 

ARIJEET BHATTACHARYA, KOLKATA 


Budgets For All Seasons 

The Budget options offered by the 
magazine is novel, covering Ideal 
Budget, Likely Budget as well as a 
Left-inspired Budget. The problem 
areas are many. But, Ї am sure the 
finance minister will spring 
surprises in his inimitable fashion. 
We can only hope that with polls 
in some states, he will spare the 
rod and offer some sops for 
ordinary investors. There is no 
doubt that the economy is 
booming and markets have 
matured enough to take the Budget 
in their stride. 


VINOD KUMAR, MUMBAI 
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An Unequal Battle 


HIS IS JUST THE THIRD EDITION OF THIS MAGAZINE'S 
E study on The 25 Most Powerful Women in 
Indian Business and already the sample from which 
these women are picked is larger, much larger, than it 
was three years ago. That’s surely reason for celebration 
for it means that, at least in the more progressive 
companies in India Inc, women are starting to get 
their due. To resort to the lingo of pharmaceutical 
companies, it also means that there is a ‘strong pipeline’, 
that enough women are entering organisations at jun- 
ior levels to allow for a certain number (after the req- 
uisite merit-based erosion) to reach the top. 

If there is reason to temper these celebrations 
(and there is), it comes from the backgrounds of the 
25 women in the listing. All of them hail from mid- 
dle, upper-middle, and upper class families. Most 
were born and brought up in urban India. Several 
have had the privilege of studying abroad. Still, it has 
taken these women long enough to break into the 
ranks of senior management in their respective 
companies. And still (despite the fact that the sam- 
ple, as mentioned earlier, is larger this year), there are 
not enough of them. 

What of rural and semi-urban India? Let’s start with 
sex-ratios. According to an article in a recent issue of 


_ New York Times Magazine, the sex ratio in Western 


SIPRA DAS 


Europe and North America is around 105 women 
for every 100 men. For India as a whole, it is 94 
women for 100 men and in areas where female foeti- 
cide has been more successful than in others, Punjab, 
for instance, it is lower still, around 87 women for 100 





men. Given these ratios, it might be fair to assume that 
in India fewer girls survive their first year than boys; 
then, there is a constant process of enforced-attri- 
tion—some girls do not go to school at all, others are 
asked to drop out when they finish middle school or 
high school, not too many go to college, and the 
enforced attrition continues. 

Are things changing? Sure, in some parts of the 
country. Are things constant? Sure, in other parts. 
The number of women in corporate India will certainly 
increase, but it will be a slow and painful process. 
And just as the Indian cricket team can be described as 
having ‘arrived’ with several of its members hailing from 
small-towns in the rural hinterland, this magazine’s 
annual listing of women would have arrived when it 
sports the name of at least one small-town girl who 
made it big in corporate India. 


A Budget For The Other India 
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HERE IS A STRANGE DICHOTOMY ABOUT MOST PASI 
Тоо Budgets and the economic policies of suc- 
cessive governments irrespective of their hue. Most 
things to do with industry, and, ergo, things that 
are of interest to urban citizens, are dealt with the way 
any government that subscribes to the free market ide- 
ology should do. “If there is pain, and there will 
be,” industry and urban citizens are told, “you have to 
endure it because you stand to gain so much more 
eventually.” And that is in the fitness of things. 
However, when it comes to rural and agricultural con- 
cerns, the approach of all Indian governments has been 
to subsidise, to proffer sops, to enhance government 
spending on developmental projects, and to generally 
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do the things that increases the disconnect between 
rural India and economic reality. 

This strategy may work in the short-term, but in 
a country where at least 60 per cent of people 
depend, directly or indirectly, on agriculture for 
their livelihood and where things do not appear to be 
alright with rural India (the fact that large number of 
people continue to migrate to the cities in search of 
a better life is proof enough) it will likely not address 
the issues that need to be addressed if economic 
growth is to be all encompassing and equitable. No 
government has had the will to take on land and agri- 
cultural reform (there are powerful vested interests at 
work in both). The Agricultural Produce Marketing 
Committee Act has been amended only in name, 
and contract farming remains a distant dream. Rural 
entrepreneurs have no access to seed capital or 
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А New Game 


HIS HAS TO BE A REVOLUTION ENGENDERED BY 

television. We're speaking, of course, about the fact 
referred to in Ал Unequal Battle, that several members 
of the Indian cricket team hail from small towns, 
something that wasn't the case even a few years ago. 
Broadcasting in India may have taken off after the 
1982 Asian Games (in Delhi). Interest in cricket may 
have first peaked in 1983 when underdogs India 
thrashed favourites West Indies to take the World 
Cup (it was then called the Prudential World Cup after 
the insurance firm that was the sponsor). However, it 
was the emergence of satellite television, which made it 
possible for anyone interested in cricket to catch just 
about all the action happening anywhere in the cricketing 
world that allowed anyone who wanted to overdose on 
cricket to do so. Some of those young boys who ate 
cricket, breathed cricket, and lived cricket decided to play 
the game. The result is there for all to see. 

There is another aspect to this phenomenon as 
well, one involving economics. There are not too 
many opportunities open to young men, in terms of fast 
track careers, in small towns and cities. Cricket prom- 
ises them a way out, a release from the drudgery of hav- 
ing to settle for a B-grade job, a route to riches. The 
Indian cricket board (BCCI) has grown immensely rich— 
it is reported to be the richest cricket board in the 
world—largely on the strength of sponsorship and 
telecast deals it has struck with companies and broad- 
casters. Thanks to this, Indian cricketers are paid very 
well. The interesting thing is that cricket and cricketers 
have blossomed in the small towns without any inter- 


14 BUSINESS TODAY MARCH 12 2006 


venture funding. And archaic laws and narrow eco- 
nomic beliefs have constrained banks from venturing 
into microfinance, at least not in any kind of scale. 
For the record, the last rural-minded policy adopted 
by any government was the Green Revolution and 
that was in the 19705. 

Compared to what it will take to address these 
issues, everything governments have done until 
now in the cause of free market economics, including 
privatisation and disinvestment, looks easy. Yet, it is 
something that needs to be done. The dichotomy in 
the economic policies has already created two Indias; 
if governments continue along this path, they will 
succeed in driving a wedge between the two Indias, 
something that could result in social strife. Will 
Finance Minister P Chidambaram bite the bullet 
on February 28? 





v à 
Indian cricket team: Spot some small town boys 


vention by the Indian cricket board. The money in 
BCCI's coffers, several people have pointed out, should 
be used to develop cricket in the Indian hinterland. The 
board, however, has been loath to do this. 

The wide reach of television—at last count there 
were around 108 million television households in the 
country; some 60 million of these have access to satel- 
lite television—and the healthy economics of being a 
cricketer would suggest that, if things do not go horribly 
wrong, India could well have among the best cricket 
teams in the world shortly. And if the BCCI spends its 
money wisely (it has just signed a four-year, 
$600-million-plus or Rs 2,700 crore deal for broadcast 
rights), it could be even sooner. 8 


VIVAN MEHRA 





Testing Metal 


The Mittal-Arcelor fight is more than a corporate 
battle; it’s a test of globalisation and India’s 
own clout in the new world order. к. sRIDHARAN 


ANAGING A HOSTILE TAKEOVER IS NEVER AN EASY THING. APART 
М“ the target company raising its defences, labour unions 

and local politicians usually move in for their pound of flesh. 
Lakshmi Niwas Mittal, the Kolkata-born steel king who became the 
world’s biggest producer by acquiring Wilbur Ross’ International Steel 
Group in late 2004, must have surely anticipated stiff resistance from the 
world’s #2 steel company when he announced plans of a hostile, 
$22.3-billion (Rs 1,00,350- crore) bid for Arcelor late January. But even 
Mittal, despite being the global dealmaker that he is, must have been 
surprised by the fury his bid has provoked in Europe. 

Even as Luxembourg-based Arcelor’s СЕО Guy Dollé mumbled about the 
bid being inadequate (when announced on January 27, the offer price of 
€28.21 or Rs 1,495.13 per share was a 27 per cent premium over the pre- 
vious day's close) and how Mittal should make an all-cash offer if he were 
serious, political leaders in France and Spain, besides Luxembourg, sprang 
to Arcelor's defence. France's fiery Finance Minister Thierry Breton called 

Mittal “а problem in the grammar of the business world", 
meaning, apparently, to say that Mittal should have 
consulted stakeholders before announcing a bid. 
President Jacques Chirac himself, due to visit 

India over February 19 and 20, expressed 
concerns over the quality of corporate gov- 
ernance at Mittal Steel. But in a subsequent 
interview to BT's sister publication India Today, 
Chirac said, *French authorities are concerned 
about the shareholders and (Arcelor). (But) there 
Is no room for debate on questions like differences 
in corporate cultures between Arcelor and 
Mittal, or the conditions of the bid." Unlike 
Luxembourg, France does not own 
any stake in Arcelor, but some 
30,000 of its people work for 
the steel company. More 
importantly, presidential 
elections are due in France 

in another 15 months. 
As Mittal criss-crossed 
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The fortnight's burning question. 


Q. WILL GOLD TOUCH 
RS, jean (PER 10 


Yes. Nilesh Shah, President 
(Private Client Service), 
Edelweiss 


Over a one-year horizon, goid 
prices will cross Rs 10,000 per 
10 gram. The demand-supply 
mismatch will drive gold prices. 
In fact, our call on gold is that in 
the next two to three years, it may 
touch Rs 12,000 per 10 gm. 


No. Sunil Ramrakhiani, Head of 
Research, IL&FS Investsmart 
Commodities 

| don't think gold will touch 

Rs 10,000 in the next one year. 
But the bullish trend is expected 
to continue following investment 
flow into the commodity. Gold is 
considered a pseudo-currency, 
which is why it's being piled up 
by investors to fight currency 
weakness and inflation. 


The prices may continue to 
remain firm following the demand 
for gold. With the US "twin" 
deficits (trade and budget) inch- 
ing towards unsustainable levels, 
central banks are switching to 
gold as a hedge against a possi- 
ble weakening of the dollar. If 
gold maintains its present rate of 
appreciation,it should touch Rs 
10,000 in 2008. 

COMPILED BY MAHESH NAYAK 
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Europe in his private jet, meeting political leaders and 
trade regulators, it appeared that the world’s third rich- 
est man would have to fight a lonely battle—until India, 
led by Union Commerce Minister Kamal Nath, came to 
his aid. At first, it seemed surprising that Nath should 
shoot off a letter to European Commission trade com- 
missioner Peter Mandelson stating that “the reaction in 
some quarters of the European Union impinges on the let- 
ter and spirit of the National Treatment Principle" (wro- 
mandated rule of equality to all members). While Mittal, 
55, may still hold an Indian passport, Mittal Steel, of 
which he owns 80 per cent, is registered in the 
Netherlands. It's obvious that the Indian government 
would not have taken up the cudgels on his behalf had 
Mittal not been an Indian. 

Yet, the Indian government may actually be testing its 
own clout in the new world order, where globalisation is 
the new mantra and WTO, its shrine. Is the Indian gov- 
ernment really worried about the Mittal-Arcelor spat? We 
don't think so. But what it is worried about is the global- 
isation of convenience, where developed countries can ask 
for lower tariffs and other concessions when it suits them, 
but raise their own defences when it comes to other 
developing countries. And don't forget that the China 
National Offshore Oil Co. (CNOOC) had to withdraw 
from its bid for Us-based Unocal after American regulators 
put the fear of communism in the local company. Unocal 
ended up settling for a lower bid from Chevron. 

There is no doubt that the fight between the two 
steel companies has brought out Europe's paranoid side to 
the fore. France plans to amend corporate laws to allow 
companies to pop a “poison pill” by issuing stock warrants, 
which would make, at least, hostile bids that much more 
difficult. Earlier, late last year, the French government came 
up with a list of 11 sensitive sectors, where its permission 


, “The reaction in some 

_ quarters of the European 

— Union impinges on the letter 
and spirit of (fair play)" 

Е Kamal Nath, Union Commerce Minister 






would be mandatory before a foreign investor could 
acquire a significant stake in them. The law came in the 
wake of PepsiCo's rumoured bid for Danone. Mid- 
February this year, Germany also passed a similar law. 

When BT went to press, Arcelor had announced that 
it would increase its 2005 dividend to 85 per cent. How 
does that matter? In its draft prospectus for the Arcelor 
bid, Mittal Steel says that it would scale down its offer 
price if Arcelor's dividend payout crossed Є 0.80 or Rs 
42.4 per share. At 85 per cent, the payout works out to 
€1.20 or Rs 63.6 per share. 
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stock markets, and with the Sensex crossing the 

10,000-mark, investors seem convinced that the 
deluge of foreign money, which has been fuelling 
the boom, isn’t about to slow down. In the midst of 
all this, several new industries—not just compa- 
nies—have stepped into the IPO market to make 
hay while the sun shines. Those range from mul- 
tiplexes to radio and TV channels to jewellers to 


| T HAS BEEN AN INTERMINABLE BULL RUN ON THE INDIAN 


OFFER 
PRICE 


even shipbuilders (see Fresh Equity). 

Take multiplexes. Shringar Cinemas was the first 
to debut, but since then, PVR Cinemas and Inox 
Leisure have tapped the markets. Now, some 
more sectors are taking aim. These include stock- 
broking (Sharekhan and Emkay Shares) and avia- 
tion (Deccan Aviation and Kingfisher Airlines). All 
the sectors, just like the investors, are counting on 
the fact that India’s burgeoning economy will 
automatically put them on a roll too. Agrees S. 
Ramesh, Executive Director, Kotak Investment 
Banking: “Strong GDP growth and buoyant com- 
pany performance are the two key contributors to 
this continuing interest.” 

If the market holds up, this may be just the 
beginning. Insurance, internet, real estate, airport 
infrastructure and logistics are some of the indus- 
tries waiting to do an IPO. Given the inherent 
uncertainty of stock markets, they may decide to 
debut sooner than later. At any rate, the line up on 
Dalal Street promises to get vastly dandier. Equity 
investors, lick your chops 

KRISHNA GOPALAN AND MAHESH NAYAK 
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With Polycom © 
the impossible 
is now possible. 


Hectic schedules and tight timelines call for a new approach to meetings in todays herce 
business climate. Polycom's video conferencing solutions let busy executives attend face-to-face 
meetings quickly without the hassle of travel. These essential tools previde smooth natural 
motion pictures and crystal clear voice quality. Experience it with our affordable and wide range 
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“Bangalore Is Back In Business” 





UST A FORTNIGHT AFTER TAKING OVER AS THE 18TH 


Chief Minister of Karnataka, H.D. Kumaaraswaamy, 

fondly called ‘Kumar Anna’ by acolytes, seems to be 
a man in a hurry. Head of the first JD (Secular)-B]P 
coalition government in the state, Kumaaraswaamy 
wants to prove that his administration can deliver. 
And he has just 20 months to prove it before Бе hands 
over the chief ministership to his coalition partner. In an 
exclusive interview with &r's Venkatesha Babu, the 
Chief Minister had a simple message to deliver: “I 
want to tell the CEOs who read this magazine that 
Bangalore and Karnataka are back in business”. Excerpts: 


Bangalore’s infrastructure is getting worse by the day. 

Everybody knows what the problems are. І want to pro- 
vide solutions. Within a fortnight of taking power, | 
have already held three high-level meetings to address 
this situation. Half-completed flyovers will be finished. 
Potholed roads will be asphalted. Traffic situation is 
something we are working on. All the infrastructure 
problems of Bangalore will be addressed. One, however, 
has to realise that Bangalore grew very fast in the last 10 
years. Infrastructure could not cope. We will accelerate 


18 BUSINESS TODAY MARCH 12 2006 


infrastructure development. However, I want my inve- 
stor friends to look beyond Bangalore also to Mysore, 
Mangalore, Hassan, Hubli, Dharward. We will provide 
all infrastructure to help industries establish base there. 


Such promises have been made in the past too. 

I have given strict deadlines to the bureaucracy to 
execute these projects. I know that the common man 
wants to see action on the ground, visual changes that 
he can experience. We will deliver that. I have set up a 
taskforce to ensure speedy implementation and I am 
personally heading it. I will also make surprise checks 
to ensure that work is being carried out. 


The IT and biotech sectors have been made to feel unwanted. 
Do you agree? 

I don't want to comment on whatever happened in the 
past. Let me use your magazine to tell all investors, 
*Bangalore and Karnataka are open for business. 
Please, come and invest. If you have problems, we 
will sort them out." The rr and biotech sectors have 
done a lot of work to create a name for Bangalore and 
I want them to continue to see Karnataka as a favoured 
investment destination. 


Karnataka has lost the fab city project to Andhra. 

I have spoken to SemIndia’s Chief Executive officer 
(which is the lead member of the consortium putting up 
the fab city) Vinod Aggarwal and asked him to 
reconsider. We will provide all facilities they want. In 
future, we will ensure that Karnataka does not miss out 
on any big-ticket investment. 


What happens to Bangalore's public-private partnership? 

I firmly believe that the expertise of private sector 
could be used for the larger good. I am shortly con- 
vening a meeting of leading industrialists in the state. 
Bangalore Agenda Task Force will be revived (maybe 
under another name). We will definitely seek the 
help and guidance of private sector for the progress of 
the state. 


One final question. What about your favourite industry 
(Kumaaraswaamy is a producer, distributor and exhibitor of 
movies and has produced five movies till date, including two 
mega hits)? 

(Smiles) I have a project in mind. I will decide on that 
later. Of course, the film industry in Karnataka will be 


encouraged. Kannada movies must thrive. 


Bosch. 
Inventions that have changed our lives. 


Modern day automobiles are powered by 
sophisticated Bosch j 


technologies. These include 
Common Rail Diesel Injection Technology (CRDI), 
Lambda sensors, ABS (Antilock System) 
and ESP (Electronic Stability Program), to 
name a few. In fact, Bosch inventions have 
shaped the face of automotive technology for 
over 120 years. 


| Besides being the world's largest automotive 
supplier, Bosch is a major player in industrial 


E di 


equipment and packaging technology, consumer 
goods and building technology. In India 
too, Bosch is the largest automotive supplier 
through its flagship Motor Industries Company 
Ltd. (MICO). 


Bosch's commitment to India is driven by its 
vision of "Invented for life". This sums up Bosch's 
belief that technology is not an end in itself 
but should serve life. 


Invented for life 
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Cleaning Up Banks 
Suddenly, the market for NPAs hots up. 


ISEEMLY BLOTCHES ON 
banks’ balance sheets, 
non-performing assets 

(NPAS), a euphemism for bad 
loans, have now morphed into 
an emerging and aggressively pur- 
sued asset class. A new breed of 
investors, mainly foreign ones, 
is willing to pay cash upfront to 
acquire them. Since October 
2005, this space has witnessed 
nearly Rs 2,000 crore of cash 
transactions. The trigger: Reserve 
Bank of India’s announcement 
in July last year of norms for inter- 
bank transfers of these assets. 
The players: ICICI Bank, HSBC, 
State Bank of India and Punjab 
National Bank as sellers and 
Standard Chartered Bank, JP 
Morgan, Deutsche Bank and 
Kotak Mahindra Bank as buyers. 
The total NPAs in the Indian bank- 
ing system: Rs 1,11,000 crore. 

The sellers’ rationale: they get to clean up their books and get some- 
thing out of (virtually) nothing. Earlier, they could either recover these 
loans themselves or through the Corporate Debt Restructuring 
Mechanism, both lengthy and cumbersome processes. The option of 
selling them to the Asset Reconstruction Company of India Ltd (ARCIL), 
the sole Indian player in this space, was not particularly attractive. 
*ARCIL issued security receipts which were to be redeemed only after 
it actually recovered the dues,” says К. Cherian Varghese, CMD, 
Union Bank of India. Cash sales are obviously more attractive. 

For buyers, the low acquisition price makes these assets attractive 
as they can scavenge for significant returns. Market sources say ICICI 
Bank received about 15 per cent of the book value for Rs 1,300 
crore of dicey assets it sold Stanchart recently. 

Stanchart expects returns “in the high 20s (per cent) from its ICICI 
portfolio", says Vinayak Bahuguna, Head, Alternate Investment Group, 
at the multinational bank. How? By reviving these units, by settling with 
the promoters and by taking recourse to the law. The time frame: 
18-24 months. Says Badri Narayanan, Associate Director, Ernst & Young 
India: *New investors, without a prior banking relationship with the 
defaulters, stand a better chance of resolving the issue." 

Globally, this is a big business, and market sources say India can see 
huge annual inflows if the government eases the regulations. On the 
wishlist: removal of the foreign investment cap of 49 per cent in 
each asset reconstruction trust, the scrapping of the limit of 10 per cent 
for individual investors and tax breaks on the sale and purchase of NPAs. 
SHALINI S. DAGAR 
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HSBC's Niall Booker: Bad loans sell 
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BANDEEP SINGH 
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BCCI's Sharad Pawar: Rising fortunes 


IMBUS COMMUNICATIONS, A SPORTS 
marketing and production com- 
pany, stunned everyone with its 
$612.18-million (Rs 2,754.18-crore) 
bid for the four-year domestic and 
global television rights awarded by 
the Board of Control for Cricket in 
India (BCCI). But the bid raises some 
questions. The most elementary one is: 
what will Nimbus do with the rights? 
"It will have to come to one of us 
since it doesn't have a television net- 
work of its own," says R.C. Venk- 
ateish, Managing Director, ESPN, 
whose $401 .9-million (Rs 1,808.55- 
crore) bid was the third highest. So, will 
broadcasters pay for Nimbus' ambition? 
"Unlikely," says another broadcaster. 
Nimbus, though, isn't worried. Its 
Chairman Harish Thawani has 
reportedly told sections of the media 
that Indian cricket has "expanded 
beyond the local market to the US, 
the UK, and even to countries like 
Nigeria, Kenya and Fiji". Experts, 
however, argue that the Indian market 
remains the key; all the others 
combined can contribute at best one- 
fourth to total revenues. Then, there are 
rumours of a sweetheart deal between 
Nimbus and the Zee Network, which 
bid $513 million (Rs 2,308.5 crore). 
The BCCI brass, meanwhile, is basking 
in the afterglow of the staggering 
numbers. "We set out to maximise 
revenues and we've done that," a 
senior official says. In the midst of 
this uncertainty, the only party that's 

sure of its fortunes is the BCCI. 
ARCHNA SHUKLA 
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Five minutes to 
showtime guys. 
Good luck. 










But Gaurav was 
supposed to 
compile the data. 
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We're doomed. 


The TEAM'S NOT WORKING AS A TEAM era is over. 





Microsoft® Office has evolved. Have you? After all, the way we work has changed. 
As everyone gets busier, teamwork gets harder. That's why the latest version of | 
Microsoft Office allows easy access to Team Workspaces. Now the whole team can 

access the same documents, schedules, and announcements regardless of their 

location. It's a new world where the old barriers to teamwork have simply gone away.  - 

It's time to evolve the way you work. Discover how at microsoft.com/india/office/evolve r3 | m 
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Gullible's Travels? 


Travel portals are hot with VCs. Caution is advised. 


HEN TWO OF SILICON 
Valley's best-known 
venture capitalists 


(VCS)—KPCP's John Doerr and 
Sherpalo Ventures’ Ram Shrir- 
am—miade their first invest- 
ments in India recently, one 
of the two internet companies 
they picked was Cleartrip.com. 
The $3-million (Rs 13.5-crore) 
investment hasn’t yet been for- 
mally announced because Cle- 
artrip.com is a work-in- 
progress. But Doerr and 
Shriram were hardly the only 
VCs betting big money on a travel portal. In the space of 10 months, 
three other travel portals have attracted venture capital: In May 
2005, Makemytrip.com got $10 million (Rs 45 crore) from SoftBank 
Asia Infrastructure Fund; Yatra Online, founded by ex-Ebookers 
Dhruv Shringi and Manish Amin, received an estimated $5 million (Rs 
22.5 crore) from Promod Haque's Norwest Venture Partners, 
Reliance Capital and Tv18 in January this year; and on February 3, 
WestBridge Capital Partners announced it was investing (report- 
edly $10 million or Rs 45 crore) in Travelguru, founded by 
27-year-old Harvard Business School (HBs) alumnus Ashwin Damera 
(WBCP's co-founders are from HBS, too). Says Damera: “This model has 
been very successful in the us, Europe and even China." (Incidentally, 
world's best-known online travel firm Expedia's stock was hammered 
after it reported disappointing Q4 earnings; peer group stocks were 
down too in sympathy.) 

All the wide-eyed vcs are parroting a number produced and 
hyped obviously by the travel industry. WestBridge expects the 
Indian travel industry to touch $32 billion or Rs 1,44,000 crore by 
2008 and Norwest puts it even higher at $50 billion or Rs 2,25,000 
crore by 2009. The current size of e-Commerce in India is esti- 
mated at Rs 1,500 crore, of which two-thirds is from online travel 
(including flight and hotel bookings). For the travel portals to grow, 
the internet penetration in India will have to increase significantly. 
Currently, there are about 40 million internet users in the country. 
Sure, by 2010, their number is expected to jump to 110 million, but 
that may not be large enough for a crowded online market. Says a 
prominent vc who is currently considering five such investment 
proposals: “I think there will be only two players who will survive in 
the long run." Unless, of course, the portals can expand their reach to 
mass-market segments like railways, and inns and budget hotels. 
Most importantly, perhaps the portals would need to have a "mobile 
strategy”, given that there are 83 million mobile phone subscribers (GSM 
and CDMA) versus 40 million net users. 


Travelguru's Damera: Ticket to ride 


RAHUL SACHITANAND 
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NYBODY WHO'S EVER SPENT TIME STUCK ON 
Bangalore's busy Hosur Road that 
takes legions of city code jocks to India's 
. "Silicon Valley" must have contemplated 


one of the two things: One, tuming into a 
stay-at-home spouse or, two, fleeing the 
city. That's because although the stretch 
is barely 20-km long, it can take two to 
three hours during rush hour to com- 
plete it, courtesy the 80,000 cars that 
pack it every day. That means even before 
the workday has started, employees come 
in feeling frustrated and exhausted. Obv- 
iously, that affects their efficiency and 
productivity too. So, some of the smarter 
companies like Biocon have come up 
with a solution: Reset the workday clock. 
Instead of working, say, 9-to-5, they are 
getting into work much earlier and going 
home earlier too. Biocon has switched to 
a 7:30 a.m.-to-4 p.m. schedule, and so 
has Siemens Information Systems. Tesco 
Hindustan works 8:15 a.m. to 5:15 p.m. 
Infosys, which has 15,000 employees on 
its campus, has been on an 8 a.m.-to-5 
p.m. schedule since the mid-90s. Says 
Gautam Reddy, Biocon's HR head: "The 
new timings have received a good 
response from all the employees, since 
they spend less time stuck in traffic and 
get to spend quality time with their fam- 
ilies." The only problem: If more compa- 
nies switched timetables, the Hosur Road 
stretch will be back to square one. 
RAHUL SACHITANAND 


Free for all: A typical day to work 
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( “То me, business isn't about wearing 
suits or pleasing stockholders. 
It's about being true to yourself, 
your ideas and focussing on the essentials." 


Richard Branson, Chairman of Virgin 
and inspired world traveller. 
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“We Are A Big Ambassador For India" 


S THE CEO OF HSBC GROUP 

Д њон Businesses, Alain 

romer oversees $246 bil- 

lion or Rs 11,07,000 crore in assets 

(as on June 2005). Recently in India 

to attend HSBC's global management 

committee meeting in Mumbai, 

Dromer spoke to BT’s Mahesh 

Nayak on the India opportunities. 
Excerpts: 


Any particular reason for holding 
the meeting in India? 

We strongly believe that the po- 
tential in India is huge. We are a big 
ambassador for this country in the 
global stage, having put forth Indian 
equity fund in our global range, 
called Global Investment Fund (GIF). 
We have sold the fund all over the 
world and I want my colleagues 
who are selling the fund in different 
countries and regions to take a look 
at what this country is becoming 
and to feel and touch as to what is 
happening in the country. 


What is the function of HSBC 
Investment Businesses? 

I am part of the Group Investment 
Businesses, which supports the 
group clients (ranging from institu- 
tions to banks to individuals) when 
they develop investment products. 
When these customer groups need 
to sell investment products like 
insurance or credit cards, they app- 
roach us for developing the product 
anywhere in the world. 


What type of Indian products are you 
managing and offering to your investors? 
Locally, we are managing all types 
of asset class and are trying to exp- 
and the product basket. We have 
global teams that are managing 
Indian instruments by way of global 
and Asian bonds that have Indian 
exposure. In global emerging 
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markets, we have created equity 
instruments like the BRICs fund. In 
general, there is an exposure to 
India and Indian products in many 
different ways. The group has a 
strong confidence in India as a long- 
term, fast-growing story. We are 
also considering multi-manager 
fund-of-fund in India. We would 
also definitely consider developing 
equity here, as there are interesting 
propositions in India. 


Do you see future growth in India 
for HSBC from high networth individu- 
als (HNIs)? 

Yes. We are setting up our portfolio 
management services in India as we 
see huge potential inflows from 
HNIs. The hiring process is on and 
the PMs (portfolio management serv- 
ices) business will be under HSBC 
Asset Management. 


How much do you recommend your 
overseas clients invest in emerging 
markets? 

There should be a lot of precaution, 





and investment of 10-15 per cent in 
emerging markets is a rough esti- 
mate. Individual ability to take risk 
and his investment time horizon 
will decide the exposure to emerg- 
ing markets. However, in 2006, we 
are overweight on emerging markets 
because they are expected to give 
higher return than other markets. 


How do you look at the valuation of 
Indian stock markets? 

Indian market is well valued, if not 
over valued. It's not opportunistic 
compared to markets in China and 
Russia. 2006 will be bumpy for the 
Indian market, unlike 2005, which 
was very peaceful. However, 2006 
will be the year for equities in Asian 
emerging markets. India is so very 
important that we cannot make any 
predictions about it, We are com- 
mitted to India, which is why for 
our budget in 2006, India is a place 
where we have the highest growth 
of head counts. We are optimistic as 
India has huge potential. We have 
only scratched the surface. 
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At Ricoh, we believe that an office is a happier 
place when its key people are happy. But that’s not 
so easy. For instance, it takes future-readiness and 
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BHASKAR PAUL 


It’s About Gas This Time 


Round Ill of L’affaire Ambani may begin any time. 





They love to fight: RIL's Mukesh (left) with ADAG's Anil 


go on and on and on. Of the many fault lines that separate the two 

Ambani siblings, the one that holds the greatest potential of 
sparking of another scrap is their proxy war over gas. The genesis of this 
dispute? The Gas Sale & Purchase Agreement (GSPA) between Reliance 
Industries Limited (RIL) and the public sector National Thermal Power 
Corporation (NTPC), which the former has refused to sign. NTPC claims that 
the Mukesh Ambani-controlled RIL has gone back on its commitment to 
supply gas to its Kawas and Gandhar power projects in order to avoid hav- 
ing to bear unlimited liability on the gas price. RIL, apparently, wants to 
limit its liability to 175 per cent of the gas price. It is not clear why it did 
not raise the issue when it approved the draft GsPA. Company officials 
decline to comment on the matter. 

Where does Anil Ambani fit into this picture? His Rs 11,000-crore, 
3,740-Mw power project іп Dadri depends critically on gas supplied from 
RIL’s fields in the Krishna-Godavari Basin. It is learnt that RIL’s agreement 
with NTPC to supply gas at $2.86 (Rs 129) per million metric British ther- 
mal unit (MMBTU) is a virtual photocopy of its deal with the Anil 
Dhirubhai Ambani Group (ADAG). Gas prices are currently ruling at $9 (Rs 
405) per MMBTU. Supplies to NTPC and Reliance Energy at the agreed price 
will result in RIL having to forego hundreds of crores of rupees worth of 
revenues that will otherwise go almost straight to its bottom line. Sibling 
rivalry apart, there are solid financial reasons for Mukesh wanting to walk 
out of the deal. Here, too, RIL’s official line is “no comments". 

NTPC, meanwhile, has taken RIL to court over the issue. The next 
hearing is scheduled later this month at the Bombay High Court. 
Younger brother Anil will be keeping a keen eye on it. The fate of his 
pet project hinges critically on the court's verdict. But even if NTPC wins, 
Anil's battles will be far from over. He will then have to convince his 
elder brother to extend the same terms to him. Going by the way the 
partition saga and the actual transfer of companies played out, this 
demand for parity of treatment vis-a-vis NTPC might spark off the 
third round of skirmishes in this family saga. 


T HIS IS TURNING OUT LIKE ONE OF THOSE TELEVISION SERIALS THAT JUST 


KRISHNA GOPALAN 
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A CREDIT CARD 





Coalition: Tata (L) with SBl's Purwar 


and offers small margins. But the 
Tatas still want a slice of it. Result: 
the Tata Credit Card. It marks the re- 
entry of the Tatas into the credit busi- 
ness—their last foray into this space 
was through Tata Finance. This time 
around, the Tata Credit Card has been 
launched by the Tata Group in asso- 
ciation with SBI Card and MasterCard 
Intemational. SBI Card is a joint venture 
between the State Bank of India and 
GE Capital. "The Tata Credit Card is 
extremely customer-friendly and offers 
greater choice and convenience (than 
other cards)," says Kishor Chaukar, 

Managing Director, Tata Industries. 
Currently, the card is available in six 
cities—Delhi, Mumbai, Kolkata, 
Jamshedpur, Bangalore and 
Hyderabad—and will be available in all 
major cities and towns by May 2006. 
It is not yet clear if this is a one-off 
event or the first of many more steps 
into the financial services sector. Market 
grapevine suggests that it is the latter. 
The card has a reward scheme called 
The Tata Privilege Program. Says 
Roopam Asthana, CEO, SBI Cards & 
Payment Services: “This is India's first 
multi-brand coalition rewards pro- 
gramme. Customers can use the card 
at various Tata establishments like 
Trent and Indian Hotels and on brands 
like Voltas (and non-Tata brands like 

Jet Airways and Bharat Petroleum). 
The battle for space in your wallet 

just got more intense. 

KRISHNA GOPALAN 
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Betting On Hardware 


it’s the local market that Dell and others want. 


$ RECENTLY AS TWO YEARS AGO, 
Ai you were a hardware firm 

planning on manufacturing 
in India, you would have found a 
dozen reasons—all relating to infra- 
structure and bureaucracy—why not 
to. But how things change. Most of 
the reasons for not bringing hard- 
ware manufacture to India still 
remain. Yet, over the last year or 
so, some of the biggest names in the 
business have either announced plans 
to manufacture in India or have al- 
ready got started. Kevin Rollins, CEO 
of the world’s biggest pc marketer, 
Dell, announced on January 29 in 
Delhi that his company was seriously 
mulling setting up an assembly plant 
in India. Rollins obviously was draw- 
ing inspiration from a spate of simi- 
lar announcements from Nokia, con- 
tract hardware manufacturer Flextronics, Samsung, Huawei, Cisco, 
SemIndia (read: AMD), and even Intel. Nokia, for instance, is setting 
up a manufacturing facility in Chennai at an investment of $150 mil- 
lion (Rs 675 crore), while Flextronics unveiled plans of investing an 
additional $500 million (Rs 2,250 crore). Internet gear giant Cisco 
said that a chunk of its proposed $1-billion (Rs 4,500-crore) 
investment would include a local manufacturing facility. Suddenly it 
seems, India has a real shot at becoming a hardware destination. 

So what has tipped the balance in favour of India? A surge in 
domestic consumption. This year India will sell some 4.7 million per- 
sonal computers, including 320,000 notebooks. РС sales in the first 
half of the current fiscal (the latest numbers available) stood at 
2.34 million units, a growth of 36 per cent compared to the same 
period over the previous year. Notebooks grew at an astounding 94 
per cent to 153,000 over the first half of the previous fiscal. 

It isn't just PCs, though. Servers, printers, networking equipment, 
mobile phones and just about every other segment of the rr hard- 
ware market is clipping, thanks to a booming economy. Says 
Vinnie Mehta, Executive Director of Marr: *The original boom was 
in telecom. With nearly 3 million phones being sold a month, tele- 
com has led the way.” Others like Ajay Marathe, cio and President 
of AMD's India operations (part of the SemIndia consortium setting 
up India's first chip facility in Hyderabad) say that the country's 
excellent engineering base and design skills give it a fair chance of 
becoming an integrated player in hardware. Throw in the big 
manufacturers’ urge to develop alternatives to China, and India’s 
hardware case becomes compelling still. 
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Dell's Rollins: Eyeing India 


VENKATESHA BABU 
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Indian fashion: Splitting ends 


ILL LAST YEAR; THE ANNUAL LAKME INDIA 
Ге Week was the Indian 
Mecca for fashion buyers. Now, 
thanks to a split between Fashion Design 
Council of India (FDCI), the organiser of 
the event, and its title sponsor, Lakme of 
Hindustan Lever Ltd, there will be two 
rival fashion shows held this year on. 
FDCI, which has roped in ITC’s Wills 
Lifestyle as the sponsor for the next three 
years, will hold the show in Delhi be- 
tween April 5 and 9. The Lakme event, to 
be christened Lakme Fashion Week, will 
debut on March 28 and run through 
April 1. In the recent years, the fashion 
shows have been riven with talks of a 
Delhi-Mumbai divide between the fashion 
designers, although FDCI's Director 
General Rathi Vinay Jha calls it “just a 
perception”. Revealingly, established 
designers like Rina Dhaka plan to stay 
with the FDCI show. But the point is, a 
split may actually be welcome. “More 
fashion events mean more business 
opportunities for the Indian designers,” 
says Lakme's Vice President Anil Chopra. 
Also, more hard selling of the events, more 
international buyers and greater 
opportunities for aspiring designers. Free 

markets, we love you. 
SHALINI S. DAGAR 
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It's big, it's bold, it's Xerox colour. Put it to work in 
your business and it can make your sales pitches 
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salient points, and adds "aha's" to your work. That's why our 
wide selection of desktop colour printers, multifunction 
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making business sense in thousands of companies, leaving 
lasting impressions that make an impact on the bottom 
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Xerox colour printers, 
multifunction systems 
& digital presses 


XEROX. 


! | Technology | Document Management | Consulting Services | 
xerox.com/india 


ASK XEROX, CALL 1600 180 12250r390 12 000' 


( Please prefix the local city code when dialing from a mobile phone) 


Corporate Office: 20th Floor, DLF Square, Jacaranda Marg, M Block, DLF City, Phase II, Gurgaon 122 002 (Haryana) India 


Email: digital.solutions@xerox.com 


bt trends 





No Beating About The Bush 


A look at what's in store during US President's visit to India. 


OST OF THE GOOD NEWS 

has got drowned in the 

din of the nuclear debate. 
Will us President George W. Bush— 
who will land in Delhi late on March 
| and commence his official visit 
with meetings and lunch with Prime 
Minister Manmohan Singh the next 
day—finalise the civilian nuclear 
deal he had inked with the PM on 
July 18? Will India get exactly the 
same rights and same benefits as the 
other declared nuclear weapons 
states? Or will the agreement be 
scuttled by an odd, and unwitting, 
coalition of Cold Warriors, nuclear 
hawks, peaceniks and proliferation 
ayatollahs on either side? PMO = 
sources seem confident that the 
agreement will go forward and that the us will accept the 
list of civilian nuclear installations that India will vol- 
untarily open to international inspections. They refuse 
to divulge any further details, except to reiterate that 
“the list is in keeping with India’s strategic interests”. 

But there’s a lot more to the visit than the nuclear 
deal. PMO sources say Bush is likely to announce two 
major initiatives—one in agriculture and the other in the 
knowledge sector after his visit to Hyderabad on March 
3 where he will visit the Knowledge Park, the Andhra 
Pradesh Agricultural University and, if time permits, the 
Indian School of Business. As part of the former, the us 
will provide technology and seeds to India, invest in 
agricultural research and help fund many more agri- 
cultural universities to help the country increase agri- 
cultural production. Some PMO officials say this could 
be the first step to a second Green Revolution. The us 
President is scheduled to meet Sam Pitroda, Chairman 
of the National Knowledge Commission, in Hyderabad, 
where he will make a presentation detailing the kind of 
collaborative research opportunities that exist between 
the two countries. Following this, the Us administration 
is expected to announce a comprehensive programme 
of collaboration in information technology, biotech- 
nology and pharmaceuticals. 

But this is causing some concerns too. Domestic 
pharmaceutical companies fear that the Us President will 
push for a more stringent intellectual property rights 
(IPR) protection regime in India. *Us companies want our 
IPR protection regime to be in line with the Us system; 
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``  Finalise the civilian nuclear energy deal 
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ih defence forces of the two countries 


but this will only result in the evergreening of patents 
held by western multinationals,” says a senior executive 
in a domestic pharma company. Similarly, Bush is 
also expected to make a forceful pitch for India to 
further open up the banking, insurance and the 
retail sectors. 

However, the gems and jewellery, textiles and food 
processing industries are bullish about the visit and 
expect it to result in greater opportunities for them. 
Textile companies, in particular, believe this trip could 
be the catalyst for Us companies to dramatically increase 
sourcing from India. “This visit will generate renewed 
interest in India as an alternative sourcing point for tex- 
tiles, since Us importers are worried about the value of 
the Chinese yuan," says Rafeeq Ahmed, former 
President of the Federation of Indian Export 
Organisation. Adds Rajiv Kumar, CEO of Indian Council 
for Research on International Economic Relations: 
"American companies will now integrate India into their 
global production network." 

Bush and his team will come to an India that is no 
longer caught up in Third World-non-aligned-Cold War 
rhetoric. Senior Indian leaders have even called the two 
nations "natural allies"—unthinkable even a decade ago. 
President Richard Nixon's 1972 visit to China resulted 
in a dramatic breakthrough in ties between the two 
countries and changed the geo-politics of Asia. Does 
Bush's visit hold the same potential? We'll have to 
wait till March 4 to find out. 

ASHISH GUPTA 


When it's time 
to take the vows, 
be sure you're 
ready for it. 
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Rahejas Go Shopping 


Dairy Farm finds new partners for Foodworld. 


HE HONG KONG-BASED DAIRY FARM 
International, which operates super- 
markets, hypermarkets, drug stores and 
convenience stores, has finally found Indian 
partners for the Foodworld supermarket 
chain and Health & Glow health and beauty 
stores that it runs across the country. 
Replacing Sanjiv Goenka’s RPG for the 51 
2 per cent stake are Arko Ltd and Bestow 
= Contractors and Developers Private Ltd, 










Seek . $7 whose major shareholders are Rajan Raheja, 
zer Я: = Chairman of the R. Raheja Group (of 
A Health & Glow Globus) and Hemendra Kothari, Chairman 


of psp Merrill Lynch. Foodworld has 48 
branches and Health & Glow 35 outlets 
primarily in Bangalore and Hyderabad. Dairy Farm had earlier 
invested in the company seven years ago with its previous partner, 
the RPG Group, but the two split last year to focus on their respective 
retail plans. The RPG Group has bought three Foodworld stores in 
Chennai, which it will rename and operate. Raheja and Kothari were 
unavailable for comments. Howard Mowlem, Group Finance 
Director of Dairy Farm International, says Dairy Farm will not be 
directly involved in running the stores. 


outlet: Glowing again 


AHONA GHOSH 


Intel Inside Bollywood 


Chip maker to make a splash with in-film ads. 


NTEL WILL SOON GO TO TOWN WITH ITS NEW VIIV 
| еттк which offers а new platform for 
PC-, laptop- and Tv-based lifestyle products. The 
message: Intel is present not only in PCs and 
laptops, but is a part of other aspects of your life 
as well. The medium: in-film advertisements. It has tied up with 
Mahesh Bhatt’s Vishesh Entertainment to showcase the technology 
in his films. “This isn’t in-movie advertising of the kind used by ap- 
parel companies. We are working with Vishesh on a Hindi remake 
of the 2004 Tom Cruise and Jamie Foxx movie Collateral called 
Killer. The film shows the stars of Bhatt’s film (Irfan Khan and 
Emran Hashmi) access information on the latest Intel-powered 
Centrino Duo laptops and 02 mobile phones,” says Surendra 
Arora, Director, South Asia (Customer Solutions Group), Intel, 
adding: “The brand and the products will be woven into the sto- 
ryline of this thriller. This is perhaps the first time that such a deal 
has been signed in India. And more such deals are in the pipeline.” 
He declines to reveal any financial details. Mahesh Bhatt could not 
be contacted for his comments. 


RAHUL SACHITANAND 
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Cipla's Hamied: Passing on the baton? 


AS YUSUF К. HAMIED, CIPLA'S 
H Chairman & Managing Director, 
finally anointed an heir apparent? 
Company sources respond with an 
emphatic no. But the buzz refuses to die. 
The facts of the case are still a little 
sketchy. Hamied, who has no direct heirs, 
is believed to be keen to pass on the 
baton to his 30-year-old nephew Kaamil, 
son of his brother M.K. Hamied. Kaamil 
has been working "sporadically" in the 
marketing department of Cipla for about 
one year. The buzz grew loud when he 
began coming to work a little more regu- 
larly than before. 

The top brass at Cipla calls the entire 
reportage on the matter speculative. "No 
successor has been named," Amar Lulla, 
Managing Director of the company, has 
been quoted in the media. "We are a 
team of professional managers. That is our 
succession plan," he adds. 

Cipla's future is being discussed with 
considerable interest in industry circles. 
There has been a persistent buzz about 
the promoters wanting to cash out. 
Sections of the media have even named 
the US-based Sandoz and the Israel- 
based Teva as potential suitors. But Y.K. 
Hamied has consistently denied any 
intention of selling out. 

It is the absence of a credible 
succession plan that is fuelling these 
rumours. Only the Hamied family can 
shed light on this, but it is keeping mum. 
Meanwhile, the company has declared a 
bonus of 3:2. That should drown the 
succession talk for a while. 

KRISHNA GOPALAN 
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What: Mass diagnostic tests for bird flu that can be completed in a day 
against the two to 10 days that it currently takes 


Who: SRL Ranbaxy, a pathology laboratory network promoted by India’s 
pharma major, Ranbaxy 


How: The primary reason for the long turnaround on tests is the logistics 
involved. Samples taken from remote locations need to be sent back to the 
laboratory (typically located in a major city). But SRL Ranbaxy “covers the 
full country”, says Group Director Janak Singh Bajwa, with 550 testing cen- 
tres in more than 350 cities. So turnarounds are much faster 


Cost: Rs 2,500, although Bajwa says it could come down as the volumes 
increase. In the same breath, he adds, “but let us hope the situation never 
comes to that” 


Relevance: Nice to know that at least somebody in India is thinking of a pos- 
sible bird-flu epidemic and gearing up for it 


SHALEEN AGRAWAL 







SRL Ranbaxy: 
Ready for the 
bird flu pandemic 





Low-cost PCs: Few takers 


Rs 10,000 PCs: 
Are They Selling? 


HIS МАСА, NI 

maintained that value, and 

not pnce, is the issue when it 
comes to selling personal comput 
ers (PCs) in India. As it turi | 
we weren't too wrong. A handful of 
sub-Rs 10,000 PCs launched last 
year aren't exactly flying he 
shelves.The Kolkata-based Xenitis 
Group, which launched one last 
April, had shipped out just 1,300 
units until the middle of February 
HCL Infosystems, а mi 
player, has sold 40,000 of its tw 
low-cost PC models sinc: 
ing in August last year. Manu 
facturers like Xenitis say they are 
happy with the numbers. "Out 
expectations of this segment are 
conservative," says a senior off 
cial at Xenitis. 

But analysts like IDC's Piy 
Pushkal say that the low-cost PC 
market will never really be big 
“The truth may be that the sub-Rs 
10,000 PCs erode margir n 
already low-margin business," he 
says. Besides, these PCs are almost 
nobody's idea of a PC. They come 
with rudimentary software (like 
DOS instead of Windows, in the 
case of Xenitis; and Linux for HCL 
and cost more when the buyer 
starts adding features. In fact, ID 
data shows that even PCs that 
cost less than Rs 15,000 had just 


2 per cent share of total desktor 
shipments during July-l mber 


2005. That's not to say the low 
cost PCs haven't expanded the 
market base; they have, but 
nificantly enough 
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P-WATCH 


A bird’s eye view of what's hot and what's 
пої оп the government's policy radar 


BANK CONSOLIDATION STILL A LONG WAY OFF 


A NUTSHELL — 


No national consensus on PSU 
banks merger — 

Employees still resisting merger 
Finance Minister P. Chidambaram 


ale E t 
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. Bank by Indian Overseas Bank, the first 


ГНЕ RESERVE BANK OF INDIA (RBI) HAS 
blessed the takeover of Bharat Overseas 


time it has allowed a public sector bank 
to acquire a profitable private counter- 
part. Does this mark the beginning of 
consolidation in the banking sector? 
Public sector bank CEOs are not reading 
much into it. “There is a need to build a 
national (political) consensus on this 
before things can move forward," 
says one such CEO. Finance minister 
P. Chidambaram is pushing aggressively 
for this, so the idea has a powerful backer 


at last, but resistance from employees, who apprehend job cuts, remains the 
biggest hurdle. And except for one off events like the one mentioned above, the | 
sector is expected to remain as it is till March 2009 when the banking sector will 
be thrown open to mergers and acquisitions by foreign banks. 


ANAND ADHIKARI 


WATCH OUT,LPG, PETROL, DIESEL PRICES MAY RISE AGAIN 
IF THE GOVERNMENT ACCEPTS THE RECOMMENDATIONS OF THE C. RANGARAJAN | 
Committee on Pricing and Taxation of Petroleum Products, then the common | 
man is in for hard times. The price of liquefied petroleum gas (LPG) will shoot | 
up by Rs 75 per cylinder; petrol and diesel by Rs 1.21 per litre and Rs 1.96 per | 
litre, respectively, and only people below the poverty line (BPL) will be entitled | 
to subsidised kerosene. But it will help loss-making public sector refining and 
marketing companies like Indian Oil Corporation, Hindustan Petroleum, 
Bharat Petroleum and IBP no end. They will be allowed to fix their own retail 
prices, and the full subsidy burden on LPG and kerosene will be borne by the 
national Budget. Moreover, state governments will have to scrap octroi, entry 
tax and other local levies. The government will take a decision on whether or 
not to accept the report in the next couple of months. 


ASHISH GUPTA 


INTEREST ON FIXED DEPOSITS MAY BECOME TAX FREE 

TERM DEPOSITS WERE BROUGHT UNDER THE AMBIT OF TAXES IN THE LAST BUDGET; 
this means the accumulated interest, which had till then been tax free under 
Section 80L of the Income-Tax Act, is now liable to be taxed at the marginal 
rate. Result: depositors moved into Kisan Vikas Patra, National Savings 
Certificate, National Savings Scheme, public provident funds and mutual 
funds. The banking industry now wants tax breaks for term deposit holders up 
to Rs 1 lakh (principal) under Section 80C of the i-T Act to boost deposit 
growth. A 6.5 per cent tax-free return from bank deposits, it feels, will put the 
shine back into this once-popular instrument. And Finance Minister 
P. Chidambaram is likely to oblige on February 28. 
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BETTER PAY FOR BANK 
OFFICIALS 


TOP OFFICIALS OF PUBLIC SECTOR 
banks may get performance- 
linked pay packets at last. The 
basic salary structure of bank 
chairmen and executive direc- 
tors will, however, remain 
unchanged, as these are pegged 
to those of secretaries and joint 
secretaries. “It will certainly hap- 
pen, but no time-frame has been 
set for the implementation of 
this proposal," an Indian Banks’ 
Association official says. 
SHALINI S. DAGAR 





MCA 21—envisaged in the 
Companies (Amendment) Bill, 


2006, will enable various stake- · 


holders to interact with each 
other in a simple, hassle-free 
environment. The public will have 
full access to all online public 
records (the current norms under 
the Companies Act don't provide 
for online filing). And financial 


institutions will be able to register 


and verify charges against assets 


anywhere in the country. Ѕауѕ 


Prithvi Haldea, Managing 


Director, Prime Database: "The - 


initiative will make the corpo- 


transparent." b 
KUMARKAUSHALAM 
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A PRABHAKAR RAO 


price is three times E 1 
revenues, against the accepted $ 
multiple of 1.75 to 2. Says — 


CURRENT 


HEADLINER 
G.V. Prasad 





Ass n ноне GERMANY'S 


fourth-largest generics marketer 


 betapharm now belongs to Dr 


Reddy's Labs (DRL), which agreed 
to pay €480 million (Rs 2,544 


crore) recently to buy it from private - 


equity investor 3i. The deal, to be 
funded through a combination of 


internal accruals and debt, gives - 


DRL an immediate 3.5 per cent 
share of the largest generics market 
outside the US. The bad news: 
DRL may have overpaid. The deal 





Malvinder Singh of Ranbaxy 


` Laboratories, which was also a - 


bidder: "Sometimes walking away 
is also winning." CEO of the tri- 


umphant company, G.V. Prasad, - 
- does not deny there were compet- 
itive pressures, but says that the - 


deal wasn't overpriced "if you look 


at the profitability" of betapharm, - 
-which posted €40 million (Rs 212 


crore) in EBITDA last year. D-Street 


` seems to agree with Prasad. His- 
company's stock was up almost - 


10 per cent to Rs 1,281 the day 


the deal was announced. _ 
| E. KUMAR SHARMA WITH - 
SHALINI S. DAGAR - 
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Dr Reddy’s Labs trumps Ranbaxy to bag 


Germany’s generic firm betapharm. 


Focussing On 
Petrochem 





Indo Rama’s Lohia: Change in focus 


О.Р. LOHIA OF INDO RAMA GROUP 
struck a deal to sell his family’s 49 
per cent stake in Indo Rama Textiles 
to Spentex Industries for about 
Rs 128 crore. Spentex already owns 
15 per cent of Indo Rama Textiles, 
and will be making an open offer to 
non-family shareholders. “The 
acquisition puts Spentex among the 
top three yarn (manufacturers) in 
the country," Spentex's Managing 
Director Mukand Choudhary said 
in a release. Lohia, on his part, 
plans to focus on the petrochemicals 
business. His Indo Rama Synthetics 
is the second largest polyester man- 
ufacturer in India. 


Novartis Trips 
On Patent 


INDIA'S NEW PATENT REGIME IN 
pharma may have just been put 
through its first big test. India's 
Patent Office refused Novartis а 
patent on its anti-cancer drug Glivec 
and agreed with challenger Natco 
Pharma that it had merely tinkered 
with the original molecule (patented 
in the us in 1993). In other words, 
*this was a classic case of ever- 
greening", according то Hyderabad- 
based Natco. Novartis, which also 
gives away Glivec through the Max 


VWAVHS H53.L1M 








Foundation to those that cannot 
afford it and to others, sells a 
month's course of the branded drug 
at Rs 1.10 lakh versus Rs 10,000 of 
local firms. Novartis may appeal. 


From Copper 
To Classes 





Vedanta's Agarwal: Learning curve 


CHAIRMAN OF VEDANTA RESOURCES, 
Anil Agarwal, is reportedly plan- 
ning to set up a world-class uni- 
versity like Oxford or Harvard at a 
cost of $1 billion (Rs 4,500 crore). 
To be called Vedanta University, it 
will be launched by July 2008 and 
offer courses in arts, engineering, 
law and medicine. Consulting firm 
AT Kearney will be advising. 


STRESS TEST 


How do CEO stress levels compare now 
to one year ago? 
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Figures are percentage increase 
Source: Grant Thornton 2006 International Business 
Owners Survey 
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LALU PRASAD YADAV 





Tumaround man: At least now he can afford a smile 


AILWAY MINISTER LALU PRASAD YADAV HAS BEEN CALLED 

many things: Badshah of Bihar, strongman, canny, 
wily, casteist and a whole host of less wholesome 
epithets. The latest is tumaround man; and he's actu- 
ally earned it the hard way—by delivering. The Indian 
Railways is expecting to end 2005-06 with record 
net revenues of Rs 8,000 crore and a fund balance of 
Rs 11,000 crore, This will allow it to transfer money— 
Rs 2,000 crore—to its Capital Fund, which is used for 


long-term investment purposes, after a gap of eight 


years, and pay the government Rs 3,500 crore as 
dividend. And it has achieved all this despite absorbing 
a Rs 12 per litre hike in diesel prices in five phases over 
the last year, and giving away Rs 250 crore by way of 
discounts on short distance tickets. 

What's the secret behind this turnaround? Ministry 
officials say it was Yadav's decision to tap the unex- 
ploited potential of the Indian Railways that did the trick. 
Giving a 20 per cent discount on freight in the “empty 
flow direction" (when goods trains retum to their points 
of origin after delivering goods) substantially boosted rev- 
enues. Since running costs remained constant, the 
revenue wentt straight to the bottorn line. 

Onthep side, e-ticketing has boosted traf- 
fic. And its scheme of upgrading lower class passengers 
to higher classes has led to a huge increase in capacity 
utilisation. As a result, the railways expects its daily refunds 
of Rs 7 crore a day to come down by about Rs 2 crore. 
These initiatives point to a major change in mindset. “The 
Railways now operates as a transporter and not as another 
government department,” says a spokesperson. 

SHALEEN AGRAWAL 


NUMBERS OF NOTE 
17,000: The number of Indian students in 


Britain, compared with nearly 80,000 in the US 


4,000: The number of Municipal Corporation of 
Delhi (MCD) officers and employees found guilty of 
corruption or misconduct till January 15, 2006 


1 b billion: Number of smokers worldwide. China 
accounts for about one-quarter of the world's smokers, i.e 
around 350 million 


$250 billion (Rs 11,25,000 crore): Worth of 
Indian retail sector in a year. But it is heavily 
underdeveloped, over 95 per cent of the market is 
made up of small, family-run stores 


$168 million (Rs 756 crore): The amount the 
Rolling Stones generated in record and concert sales 
last year (2005). The band topped Forbes’ list of last 
year's biggest money makers in music, followed by U2, 
which generated close to $150 million (Rs 675 crore) 


$200 bition (Rs 9,00,000 crore): China's trade 
surplus with the US. It also has a $137 billion (Rs 
6,16,500 crore) trade deficit with the rest of Asia 


$1.1 million (Rs 4.95 crore): General Motors CEO 
Rick Wagoner's expected salary in 2006, representing 
a 50 per cent cut over last year (2005). GM suffered 
$8.4 billion (Rs 37,800 crore) loss on continuing 
operations last year 


42 million: The number of sleeping pill prescriptions 
filled in the US last year (2005), according to the 
research company IMS Health, up nearly 60 per cent 
since 2000 


55,000: The number of workers US-based 
business software maker Oracle Corp. plans to employ 
worldwide shortly 


522 tonnes: Amount of gold imported from Dubai 
by the rest of the world in 2005. This is up from 502 
tonnes in 2004, according to a recent statement from 
the Dubai Metals and Commodities Centre (DMCC) 


$15.3 billion 


(Rs 68,850 crore): 
The size of the US 
chocolate industry 
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FINANCE, MERGERS, ACQUISITIONS, GROWTH, STRATEGY. 


Todays CFOs do more than just manage money. They play a pivotal role in mergers 
and acquisitions. They align corporate strategy to financial expectations. And they 
ensure that the organisation meets the highest standards of corporate governance. Like 


the trusted Swiss Army knife, the CFO performs multiple functions, all of them important 


Last year, Business Today instituted the Best CFO Awards to salute the financial stars of 
india Inc. Now it's that time of the year again to salute and celebrate India Inc's best financial 
leaders. Ambit RSM presents the Business Today Best CFO Awards. A true recognition of 
excellence in a job that is all about precision. Be sure you are there to catch the action, and 


read the special Business Today Best CFO issue, which will be released on the occasion. 


INSPIRE 


Ambit RSM (business today} 
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Human resource 
management is gathering pace in India, Japan 
and Taiwan, says a survey by the US-based HR 
services firm Towers Perrin. In Taiwan, Japan, 
India, Australia, Argentina, Spain, Belgium and 
Venezuela, senior HR executives in companies 
with annual sales of at least $500 million 

(Rs 2,250 crore) command compensation 
packages that are nearly half that of their CEOs. 






SELECTED GLOBAL CORPORATE LEAD 


SECTOR: Air transport 

company. Iberia 

COUNTRY. Spain 

ACHIEVEMENTS & PLANS: Reduced fuel 
consumption per flight 6 per cent between 
2002 and 2004. Plans to reduce fuel usage 
by 19 per cent from 2001 levels by 2006. 


sector: Banking 

company. HSBC 

COUNTRY: United Kingdom 

ACHIEVEMENTS & PLANS: Taking a leading role in 
creating and strengthening environmental 
screens for lending. 













India's technological capability 
in the oil sector has received another boost. Oil giant Shell, 
which has major tech facilities in Houston (US) and the 
Netherlands, has announced plans for a 40-acre campus 
in Bangalore to house its third global tech centre. As 
the challenge to find hydrocarbon reserves in harsher 
geographic locations intensifies, Indian R&D is at а 
premium. Shell has already invested close to $1 billion 
(Rs 4,500 crore) in India, a major portion of which is in 


SECTOR: Chemical products 

company. Henkel KGaA 

country: Germany 

ACHIEVEMENTS & PLANS: Between 2000 and 
2004, reduced the amount of water and 
energy used and several pollutants released 
per ton of output. 


sector: Electronics 

company: Philips 

country: The Netherlands 

ACHIEVEMENTS & PLANS: Established an 
EcoDesign Process to produce efficient, 
recyclable, low-weight, low-toxicity products. 


ү" an LNG import terminal in Hazira. 


ERS IN REDUCING ENVIRONMENTAL IMPACTS 





sector: Healthcare products 

company Johnson & Johnson 

country: United States 

ACHIEVEMENTS & PLANS: Acquires 24 per cent 
of electricity from renewable sources, 
making the company the biggest US 
corporate purchaser of renewable energy. 


SECTOR: Insurance 

company. Swiss Re 

ountRY: Switzerland 

ACHIEVEMENTS & PLANS: Sector leader in pushing 
for stricter climate regulation. Has internal 
goal of being carbon-neutral by 2013. 






ЇЇ: In a further boost to Indian information technology 
Sector, British Telecom (BT) is planning to set up a research and 
КЁ heath base in the country. It is also scouting around for 
اور‎ with start-ups to drive its next generation network 
21st Century Network. 21CN is BT's £10 billion 
77,000 crore) ЇР backbone project spanning 160 countries. 
By 2010, this network would power latest services such as broadband 






VERBATIM 










„ over mobile, triple play and seamless roaming, among others. “The steel industry needs strong, value 

bag creating, growing companies with global reach” 
ie. Lakshmi Mittal, who is currently fighting European government ^ 
i bid to acquire Arcelor, announcing bis company’s latest results, quoted | 
\ Agencies 

Spagna. “Calendar year 2006 is the year in which India 
ФАТА с will look at the extent of compliance and will 
Чы, punish those who break corporate governance 


| ^ With India on a textile machinery buying spree, European standards" 
"d are licking their chops. Switzerland-based weaving machinery Sebi Chairman M. Damodaran, at û lecture in Singapore, I 
ma Sulzer is considering setting up either a manufacturing facility The Financial Express | 
огап unit in India. Another Swiss company, Rieter is also 
мети through its subsidiary Suessen India. Belgian major | | | 
already announced a venture with Italian apparel company “You go to bed with a sleeping giant and he 
Carrera in Maharashtra. Incidentally, competitor China's machinery might just wake up and crush you” 
exports have declined i in recent times. Analyst Peter Firstbrook, on US s soft 


j І | n 
Деайтпе with its partners, in newstactor.com 


oftware giant Міст 


“They probably need somebody running it 
who hasn’t worked there all his life and doesn’t 
have loyalties to other executives, so he can do 
what needs to be done” 


Don Hodges, Lo-manager of the Hi dges Fund, on US automaker GM 
leadership, inm USATODAY.com 


1KORROS-DATA 


“This is a company that didn't have to cheat. 
But once they began, they found it hard to 
stop. And like an addict, they grew dependent 
on financial gamesmanship that could 
ultimately destroy the company” 

New York Attorney General Eliot Spitzer, on American Internati 


Group Inc. (AIG), one of the world's largest insurance companies, to AP 


*The Indian stock market has grown three 
times since 1999. But in dollar terms, it has 
grown only 30 per cent . Hence, there is a 
tremendous scope for Indian ешн to rise” 


ECTOR: Paper 


‚ Svenska Cellulosa Gloom, Boom and Doom Report of Marc Faber, in The Economi 
COUNTRY: Sweden 
ACHIEVEMENTS & PLANS: Largest collector and user of recycled “Renault is not in crisis but confidence 
paper in Europe. Plants three times as many trees as it remains fragile” 
harvests each year EGE LASS; MO ق‎ 35. 


“I would love to personally escort Lay to an 8 
ECTOR: Vehicles by 10 cell that he could share with a tattooed 
company. Toyota dude who вау, ‘Hi my name is Spike, honey" 
— AP quoting California Attorney General Bill Lockyer, as saying (about 
HIEVEMENT s. Sector leader in operational efficiency Enron's former CEO Kenneth Lay), in The Wall Street Journal 
and i in candice low emission, fuel-efficient, and 


hybrid cars е 
Hource- Stale 0! the World UUb 
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RECALLED: 

Clemenceau, the 
asbestos-lined war- 
ship, by French 
President Jacques 
Chirac. The French 
high court has 
blocked its export to India for disman- 
tling. This was in response to com- 
plaints by Greenpeace and anti-as- 
bestos groups, which said the ship 
posed environmental and health hazard. 





ACQUIRED: By Aurobindo Pharma, 
UK generics drug firm Milpharm for 
an undisclosed sum. Milpharm had 
revenues of £7.7 million (Rs 59 crore 
approx.) in the year to September 
2005. Aurobindo will use a part of 
the proceeds from a $60-million (Rs 
270 crore) convertible bond issue 
raised in 2005 to fund the deal. This is 
Aurobindo's first European acquisition. 


РАСТ: Between Tata Consultancy 
Services and Stanford University, for 
research in data privacy. TCS will be 
investing $1 million (Rs 4.5 crore) 
In this research collaboration. As part 
of the five-year agreement, TCS will 
also become an industrial partner on 
data privacy in the new Team for 
Research in Uniquitous Secure 
Technology (TRUST). TRUST is a 
multi-university and multi-industry 
initiative that includes UC Berkeley, 
Cornell University and Camegie Mellon 





University, Cisco Systems, HP, IBM, 
Intel, Microsoft, Qualcomm, Sun and 
Symantec. 


OVERSEAS BORROWING: 
Of $1.5 billion (Rs 6,750 crore), by 
Reliance Petroleum Ltd (RPL), a wholly- 
owned subsidiary of Reliance Industries 
Ltd (RIL) through 
a mix of 10-year 
and seven-year 
loans. This is the 
single-largest lim- 
d ited recourse 
financing mandated 
in the Asian markets in recent years, 
excluding China, and the fourth-largest 
single mandate in Asia in the last five 
years. The loan will be used to finance 
the setting up of a new 27-million tpa 
refinery and a 0.9-mtpa polypropy- 
lene complex. The total cost of the 
project is $6 billion (Rs 27,000 crore). 
RPL also plans a domestic IPO. 


MILESTONE: Reached by Airtel, 
which has crossed the two million cel- 
lular phone customer mark in Delhi. 


BOUGHT: By United Phosphorus Ltd 
(UPL), Advanta Netherlands Holdings 
BV, a supplier of seeds and seed tech- 
nology, for €100 million (Rs 530 crore 
approx.). The acquisition, through 
United's Mauritius-based subsidiary, 
would help UPL's strong entry into the 
global agri-biosciences sector. 


A QUESTION OF TRUST 


ROY 1A 


AHARA GROUP 19 pH E MO UBR A | A ! 3 А 
announced that he plans to transfer all 


Shares controlled by him in all his group com 
panies to a trust to pre-empt any split in the 
business. Disclosing his plans to select news 
papers, Roy said the trust would be headed by 
him but have 60 members, just six or seven of 
whom would be family members. “The trust is 
being made to ensure that no single person can 
ріау around with the shares for his own bene 


г ^ 
P IR 


р ч 


Tm 


fit," Roy told Business Standard. Sahara just exited the airline business 


апа could be looking for investors in its media and housing 


ventures to focus on the core business of para-banking 
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INE YEARS AFTER BARE-BONES 
N retailer Subhiksha opened its first 
store in Chennai, it is mulling a 
makeover. It is switching from a serve- 
on-demand model to a self-service 
format. “The customer has changed 
10 years down the line,” says R. 
Subramanian, Managing Director, 
Subhiksha Trading Services. Since 
space is at a premium, the retail chain 
wants to increase sale per square foot 
without compromising with its dis- 
count philosophy (discounts of up to 
10 per cent are offered on a range of 
items). Therefore, Subhiksha stores 
will relegate dry groceries like sugar, 
dals, rice to the background (they will 
be fetched for the asking) and bring 
several new “impulse items” to the 
fore. “It is cosmetics, after shaves 
and ready-to-eat items that are seeing 
very good sales,” says Subramanian. 
Simultaneously, the Rs 235-crore-in- 
revenues retailer plans to open 800 
new stores in markets like Andhra, 
Karnataka and Delhi, in addition to the 
145 it already has largely in Tamil 
Nadu. Planned investment in the 
expansion: Rs 145 crore (for the next 
four months). Subramanian, however, 
isn't straying too far from his no-frills 
model. None of the new stores, like the 
existing ones, will have air-conditioning. 

NITYA VARADARAJAN 
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India's Public Finances: Do They Matter? 
Government deficit and public debt have remained high despite faster economic growth 


in recent years. 


Stronger public finances could help India realise its full growth potential 
10 
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Iii Real GDP growth © General govt deficit/GDP 


Centre and state deficits: Almost 
zero-sum game 


Fiscal deficit, % of GDP 
10 
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Sources: Govt data and IMF 


India’s public debt ranks high among 
emerging markets... 


Gen. govt debt, % of revenue, 2004 
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India’s fiscal deficit is among the 
highest in emerging markets 
Average fiscal deficits 1995-2004, % of GDP 
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„Dut it has little public external* debt 
Gen. govt debt, % of GDP 2004 
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Take pride in giving, 
even after retirement. 


B 


= HDFC Standard Life PENSION PLANS = 
By investing today, you can continue to take care of your family even after 
retirement. HDFC Standard Life Pension Plans have been devised with Respect Yourself 


various options to suit your needs : 


* Avail tax benefits under Sec 80CCC. . sms PLAN to 7333 


Ж ———À чы AR | Email: life&hdfcinsurance.com 


HDFC Personal Pension Plan Form No 5307 & HDFC Unit Linked Pension Plan Form No SN18. Unit Linked Plans are different from traditional insurance plans & are subject eo different risk factors In Unit Linked 
Pension Plan, the investment risk in your chosen investment portfolio is borne by you. HDFC Standard Life Insurance Co. Lid. Insurance is the subject matter of the solicitation 
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N INDIAN 
USINESS 


VERY REVOLUTION STARTS SMALL, SO SMALL 
that most people do not realise there is one 
underway. By the time they do, it is too 
late. Going purely by the simplistic logic 
that the sample that came up from this 
year's informal polling of consultants, headhunters, 
analysts and know-it-all corporate types (the same 
methodology used to generate the list of the most 
powerful women in Indian business in previous editions 
of the survey) was larger than anything that had come 
up in previous years, India Inc. could well be standing 
on the brink of a revolution. The number of women in 
senior executive positions seems to be on the rise, 
especially in businesses such as banking and financial 
services. It will be a while before men become the other 
sex at the workplace—realistically speaking, it may 
never be—but right now, it is time to forget everything 
else and celebrate our Power 25. They deserve it. 
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50/ CEO/ Britannia Industries 


HE HAS HEADED THE STRATEGY FUNCTION FOR 

Coca-Cola (globally), overseen the com- 

pany's Andean business and worked as а 
consultant with marketing whiz Sergio Zyman's 
consulting firm. Now she is working her quiet 
kind of magic at Britannia. 
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37/ MD & Head (Investment 
Banking)/ JP Morgan India 


ER MOVES ARE THE ENVY OF 

the competition. That’s 

only to be expected: she 
takes Kathak lessons every week- 
end with her daughter. Seriously 
speaking, however, what Bhan- 
darkar’s fellow investment bankers 
would like to know is how the 
lady manages to seal a deal even 
before they can smell it—a case 
in point being the mandate from 
the Anil Dhirubhai Ambani Group 
for restructuring the Reliance 
Group. Much of this has to do 
with the quiet aggression 
Bhandarkar exudes. And at least 
some of it has to do with desire 
and her early grounding in the 
tenets of banking. “I always 
wanted to be in finance and | 
learnt a lot in the project finance 
division of ICICI Ltd," she Says. 


ANAND ADHIKARI 
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49/ Vice Chairperson & Editorial Director/ HT Media 


HARTIA’S NEWSPAPER HAS HELD ITS OWN AGAINST THE TIMES 

India in Delhi and taken on the latter in Mumbai. The 

lady is now in the process of launching a business daily to 
take on market leader The Economic Times. And she has iust been 
nominated to India’s upper house of Parliament. 





SHAILESH RAVAI 





13/ Founder/ SEWA 

NCLUSION IS A BUZZWORD THAT HAS WORKED ITS 

way into the corporate lexicon in the 2000s. It 

simply means that companies that have hitherto 
ignored the poor, even the not-so-rich, stand to gain by 
engaging with these segments. Try telling that to Ela 
Bhatt, the lawyer-turned activist who founded a move- 
ment called sEwA (Self Employed Women's Association), 
and she is sure to smile. “From making the poor work 
for business, we have to make more and more busi- 
nesses work for the poor,” she says, repeating something 


VIVAN MEHRA 





she has said before, something that could well serve as 
a definition of the term inclusion. SEWA's focus is poor 
and self-employed women who work in the informal 
sector (think maids, cooks, nannies, farm labourers, veg- 
etable vendors and cart-pullers), some 800,000 of 
them across the seven Indian states where it operates; 
it provides them with banking and insurance services; 
healthcare; childcare and microfinance. There's noth- 
ing Bhatt would like to see more than the poor women 
she works for becoming the focus of the economic 
reforms the country has embarked upon. That, an 
increasing number of companies are beginning to realise, 
would be real growth. 

AHONA GHOSH 
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46/ Managing Director/ Microsoft India 


OU ARE THE FIFTH WOMAN COUNTRY MANAGER FOR 
Microsoft worldwide." That, says Neelam 
Dhawan, were the first words Bill Gates spoke to 

her when she met him for the first time last year. 
Microsoft has 100-odd country managers and it does- 
n't have a reputation as a great place to work for 
women (for the record, it doesn't have the reputation 
of not being a great place to work for women either); 
ergo, Dhawan's is some achievement. There's something 
else Dhawan can be proud of: after working for 22 
years in the hardware industry (she began 22 years ago 
as a trainee with HCL), she has finally ended up as the 
Managing Director of the India operations of the best 
known software firm in the world. Initially, Dhawan ad- 
mits that she was *apprehensive about the career shift", 
but says that Microsoft India Chairman Ravi Venkatesan 
managed to convince her. *Both (software and hard- 
ware) are about the deployment of IT,” reasons the lady. 
SAHAD P.V. 
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UMESH GOSWAMI 


36/ Chairperson & Managing Director/ UBS Securities 


AST YEAR, JET AIRWAYS MADE A HIGH-PROFILE IPO (OVERSUBSCRIBED 
some 26 times), Videocon acquired the picture tube business of 
French consumer electronics major Thomson Electronics. and 
Vodatone acquired a 10 per cent stake in Bharti Tele-Ventures. Manisha 
Girotra had a role to play in all three. And there were challenges involved 
in all. In the case of the Vodafone-Bharti deal, Girotra spent two years 
convincing Vodatone that there was merit in an India-play. And in the 
case of the Jet IPO, she says, “There was not too much understanding of 
the sector in the Indian context." Apart from these deals, Girotra, a gold 
medallist from Delhi School of Economics, has also been involved in the 
ADR offerings of Infosys and icici Bank, and the privatisation of VSNL, IPCI 
and BALCO. That makes for an interesting resume. 
KRISHNA GOPALAN 


Ekta Kapoor 
30/ Creative Director/ Balaji Telefilms 


HE IS THI INDIAN TELEVISION, WITH HER 
programmes (largely soaps) safely ensconced in the top 24 positions 
in the list of the top 50 programmes on the tube . “I create concepts 


UNDISPUTED QUEEN О! 


by instinct,” says Ekta Kapoor. Well, her instincts seem to have a keen 
insight into the collective psyche of Indians, largely women who swear 
by her soaps. Much of that has to do with Kapoor's conviction that 
Indians are “an emotional audience”. Thus, her soaps shun the complex 
New Woman some producers of TA soaps and motion pic makers are 


beginning to depict. The interesting thing: despite everyone seeming to 
know what Balaji’s formula is, no one has been able to reproduce it. 


Maybe there is something instinctive about Kapoor’s creative process. 
\HONA GHOSH 





9// Joint Managing Director 
ICICI Bank 


N ICICI-LIFER, GUPTE HAS HELD 
a variety of positions in the 
bank and is now in charge 

of its international operations. She 

was the first in a long and growing 
list of women who have established 
beyond doubt that 


doesn’t have any glass ceilings 


Bank 





ТНЕ MOST POWERFUL WOMEN IN INDIAN BUSINESS 
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53/ Executive Director/ HDFC 


ENU KARNAD IS JUST BACK FROM A 10-DAY TRIP TO JAPAN 
and Australia. She travels a lot, to strike alliances, dis- 
cuss where the Indian housing finance business is 
going with HDFC's international partners, or to simply reas- 
sure investors (foreign holding in HDFC 15 around 78 per cent) 
that India's real estate boom is for real. “People outside are 
worried whether we can sustain the growth rate," says 
Karnad. In some ways, the lady could well be the ambassador 
for India's property business. Karnad is #3 in terms of HDFC's 
hierarchy. Deepak Parekh is Chairman and Keki Mistry, 
Managing Director, but as the head of the retail and corporate 
lending operations at HDFC, she is indubitably the most imp- 
ortant person in India's housing mortgage industry. 
SAHAD P.V. 
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45/ Executive Director/ 
ICICI Bank 


НЕ 15 THE LADY BEHIND 

ICICI Bank’s aggressive 

(and successful) retail 
play and is widely tipped to 
succeed K.V. Kamath as CEO 
when he retires. 





Naina Lal Kidwai 
48/ Deputy CEO/ HSBC 


N HER OWN WORDS, THE PAST YEAR HAS BEEN ONE "FILLED WITH 
interesting changes" for Naina Lal Kidwai. The first Indian 
woman to graduate from Harvard Business School may also be 
the first Indian woman to sit on the board of a multinational (she will, 
in all likelihood, be elected to the board of Nestle $А in April), but 
she'd rather talk about the bank's achievements in India where it grew 
its retail business and became a significant player in the fund man- 
agement space. "Across businesses, we have done well," she says. “It 
has been a year where we took a lot of initiatives and encountered 
several successes." India, it is evident, is important to HSBC; the 
bank's global board met in Mumbai and Delhi last November and it 
hopes to become a large player in the retail banking business in the 
country. For Kidwai, who has been-there-done-that in several high- 
profile postings, and who can be excused for slowing down (not that 

the lady is having any of that), this, is time to *reset one's goals". 
KRISHNA GOPALAN 
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43/ Executive Director (Marketing)/ PepsiCo India 


HERE IS SOME POETIC JUSTICE TO THE FACT THAT PUNITA LAL IS THE 
person in charge of Pepsi’s marketing efforts in India. Circa 
1992, it was the same Punita Lal, then an executive with J. 
Walter Thompson India (then Hindustan Thompson Associates) who 
mid-wifed the brand’s launch commercial. The ad, with the punchline 
Are You Ready For The Magic and featuring Indipop singer Remo 
Fernandes and Bollywood’s favourite girl-next-door Juhi Chawla, 
was a hit, and Lal, who also gave birth to a son the same year, says it 
remains the one “closest to her heart”. In her 17-year long career, Lal, 
an alumnus of Delhi’s St Stephen’s College and Indian Institute of 
Management, Calcutta, has been an advertising executive, then a 
brand director with Coke (in Hong Kong), before moving to her 
current assignment. “I enjoyed every bit of advertising,” she says, 
but adds that shifting to the other side of the table made sense as she 
wanted to get the most out of her career. “Working for Pepsi, by far, 
has been the most challenging and fulfilling phase of my career,” 
says Lal. She, apparently, is ready for the magic. 
ARCHNA SHUKLA 
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92/ Chairman and 
Managing Director/ Biocon 


NDIA'S RICHEST WOMAN, KIRAN MAZUMDAR- 

Shaw isn't just the founding СЕО of the 

country's best-known and most respected 
biotech company; she is also a torch-bearer for 
the entire biotech industry. 
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49/ Partner/ AZB & Partners 


NCREASED CORPORATE ACTIVITY 

equals more work for law- 

yers. Just ask Zia Mody. 
Last year, she was involved in 
Tata Steel’s acquisition of 
Natsteel, Maxis’ of Aircel, and 
she represented Mukesh 
Ambani in the settlement he 
hammered out with his brother. 
Many of these deals have been 
high-profile ones and Mody, 
the daughter of India’s former 
Attorney General Soli Sorabjee, 
thinks that is good. “There has 
been a higher profiling of our 
practice in the past year,” she 
says. “Over the next five years, 
we will hopefully be more suc- 
cessful. The kick is in creating 
an institution.” Legal circles 
would vouch for the fact that 
the lady, who was also elected 
to the board of directors of 
HSBC, is one herself. 


KRISHNA GOPALAN 
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You send out invoices, you wait. 
You send them out with Xerox colour, they return 
paid up to 30% faster. Now you've really got game. 
Xerox Colour. It makes business sense. 


Heads up! Xerox colour is hard to ignore, easy to react to and 
can do really good things for your business. Like get people to 
pay your invoices 30% faster. Why? Studies prove colour 
boosts attention, improves comprehension and helps 
retention. Simply put, it elicits response. Why Xerox colour 
over others? Xerox has been perfecting the science of adding 


For best results use genuine Xerox Quality Supplies 





colour to business documents for over 30 vears. We've boosted 
quality, reduced cost, improved reliability and dramatically 
increased speeds. What's more, our line goes from fast 
desktop printers to high-speed production presses. To learn 
more, contact us. We'll be happy to volley back with more 
good reasons why vou'll get great results from Xerox colour. 


Xerox colour printers, 
multifunction systems 
& digital presses 


XEROX. 





xerox.com/india 


Technology | Document Management | Consulting Services 


ASK XEROX, CALL1600 180 12250r390 12 000' 


( Please prefix the local city code when dialing from a mobile phone) 


Corporate Office: 20th Floor, DLF Square, Jacaranda Marg, M Block, DLF City, Phase II, Gurgaon 122 002 (Harvana) India 


Email: digital.solutions@xerox.com 


Е 


97/ Deputy Managing Director/ 
ICICI Bank 


HE VERSATILE MORPARIA IS 

ICICI Bank's preferred trou- 

bleshooter, and oversees a 
range of functions from legal to 
HR to strategy to risk manage- 
ment to treasury management. 
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62/ Chairperson/ National Dairy Development Board 
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43/ Managing Director/ 
Kotak Mahindra Capital 


OR EIGHT-AND-A-HALF YEARS 
after she graduated from IIM-A, 
Falguni Nayar worked with 
A.F. Ferguson. In late 1993, 
moved to Kotak Mahindra Finance 
to oversee M&A and corporate advi- 
sory. In 1994, her husband, Sanjay 
Nayar, now CEO, Citigroup (India) 
and a high-flier in Citibank even 
then was posted, first in the UK, and 
the Us. Falguni saw this as an 
opportunity and offered to set up 
Kotak's international equity: busi- 
ness. The business bloomed and in 
the early 2000s, the lady returned 
to India to head Kotak's institutional 
equity business. In June 2005, she 
was asked to head the company's 
investment bank. “The capital market 
is all about today while investment 
banking is about developing busi- 
ness strategies for the next five years,” 
says Nayar, a mother of two, and 
swimming enthusiast who still finds 
the time for Bollywood's latest. 
ANAND ADHIKARI 
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MRITA PATEL IS PROBABLY IN HER LASI 
(it is her second) term as 
Chairperson of the National Dairy 


Development Board and could retire by 
2008. By then, the First Lady of the Indian 
co-operative movement would like to see 
co-operatives everywhere. Patel is clearly 
in a hurry; she knows that in the wake of 


increased competition from the private 
sector, co-operatives have to become 
efficient. For instance, she wants 
X to link the auction mechanisms in 
Д rural marketplaces “to commod- 


А This, she 
, will benefit the 
ег”. That'll take 
М some doing. 

ARCHNA SHUKLA 
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49 /Director (Strategic Alliances & 
Communications)/ Nicholas Piramal 


WATI PIRAMAL IS IN THE PRIME О! 

her organisational life. “Women 

typically peak after the age of 40 
because they lose time in bringing up 
children,” “And in a sphere 
like scientific research (which she is à 
in), they end up losing more years in. | 
academics." Factoring all that in, 2005 
must rank as a great year for Piramal. 
"We became a global company with 
two acquisitions in the UK," 
says the lady who was 
also nominated to the 
Prime Minister's 
Scientific Advisory 
Board last year. “l 
am the only woman 
there," adds 
proudly. Then came 
appointments to 
the boards of LIC 
and State Bank 
of India. All that 
in one year. 

KRISHNA 
GOPALAN 
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Insurance is the subject matter of the solicitation. 





CELEBRATING 
[00 YEARS OF 


ENSURING 
FREEDOM 





Freedom from worries. From insecurities. The fear of uncertainties 
and from the anxiety of the unforeseen and the unexpected. In the 
100th year of serving the nation, National Insurance Company Ltd. 
dedicates itself to ensuring India's happiness for all times to come. 





И NATIONAL INSURANCE COMPANY LIMITED 


www.nationalinsuranceindia.com 


OVER 200 POLICIES THAT INCLUDE FIRE, HEALTH & AUTOMOBILE INSURANCE. 
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Madhahi Puri-Buch 


39/ Sr GM & Country Head 
(Customer Delivery and Ops, 
Products and Technology, and 
Brand Mgmt)/ ICICI Bank 


HE TOOK A FOUR-YEAR BREAK 
2 ICICI to be with her 

family in the UK (where her 
husband was posted at the time), 
but has since worked her way to 
overseeing three of the bank’s 
most critical functions, customer 
delivery, brand management 
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Renuka 
Ramnath 


45/ CEO/ ICICI Venture 


ENUKA RAMNATH 
heads one of the 
argest private 


equity funds in the coun- 
try, and as the deal with 
Dr Reddy’s to share risks 
and rewards of the drug 
discovery process shows, 
one that is probably the 
most innovative of its 


and technology. 


Preetha Reddy 


species in India. 


48/ Managing Director/ Apollo Hospitals Group 
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doctor," says the 48-year-old 

Preetha Reddy, a chemistry 
graduate . Well, in this case, med- 
icine's loss has been medicine's 
gain. Reddy has ended up at the 
helm of the country's largest 
organised healthcare business— 
quite the best compromise possible. 
Her fascination with healthcare 
shows. As Managing Director, she 
has taken the Apollo Group to new 
geographies and new frontiers of 
quality and technology. *Access to 
medical care is the chief issue today 
in India," she says. Today, the Rs 
800-crore Apollo Group owns 23 
hospitals with 4,000 beds at over 
10 locations, and manages an add- 


| ALWAYS WANTED TO ВЕ А 


itional 2,700 beds across 14 locations, and runs a sprawling 
retail pharmacy chain of over 200 stores. Woman power rules 
at Apollo, with all four Reddy sisters actively involved in the 
group’s management. When Reddy came into the business, she 
recalls having to start from scratch, but “in the healthcare 
industry, you learn a lot by standing on your feet”, she says. 


VAISHNA ROY 
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Radhika Roy 
56/ Managing Director/ NDTV 





media company, and for someone 

who decided long ago that journal- 
ism was where her “heart and mind” 
was, Radhika Roy is an extremely low- 
profile individual (something made just a 
little more surprising by the fact that her 
sister is the in-your-face Brinda Karat, 
one of the leading lights of the cPr-M). A 
qualified speech pathologist, Radhika 
met her husband Prannoy Roy when they 
were both students in London; both 
wanted to be journalists. 

She realised that dream (of being a 
journalist) in 1978, and after a decade 
spent equally at The Indian Express and 
India Today, she and her husband decided 
to launch their own Tv production com- 
pany. In 1988, NDTV was born, an original 
garage start-up: Radhika and Prannoy did 
everything “from writing scripts to editing". 
Today, NDTV is a 1,200-people strong full- 
fledged broadcaster with three round-the- 
clock channels, it is a listed company and 
Radhika has moved on from journalist to 
Managing Director. 

The past year has been challenging: 
competition has intensified; the pressures of 
being listed (and having analysts assess 
performance quarter on quarter) are con- 
siderable; and several senior employees 
have moved on. “More than anything, it 
has been a learning experience,” says 
Radhika. Still, she thinks NDTV's “com- 
mitment to credible journalism" will see it 
through. That it should. 

ARCHNA SHUKLA 
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47/ CEO/ ICICI Prudential Life Insurance 


HE ALUMNUS OF INDIAN INSTITUTE OF 
Management, Ahmedabad has the reputation 
of being a start-up pro. And ICICI Pru Life is 


the largest private sector life insurer in the country. 
С, KRISHNASWAMY 


49/ CEO/ Vyas Giannetti Creative 
UMOURED TO BE THE MOST EXPENSIVE ADVERTISEMENT EVER MADE FOR AN INDIAN 
company, the new commercial for the Aditya Birla Group meshes the group's 

ndianness with its global footprint (it is a multinational group with manufacturing 
locations in nine countries) into a visually compelling whole of the kind one has 
come to expect from its creator Vyas Giannetti Creative (VGC). If VGC is different it is 
because the agency believes that it can marry the creative process with the brand man- 
agement one. “I wanted to create an organisation that derives its culture from my own 
experience,” asserts Preeti Vyas Giannetti who insists that everyone leaves work by 

7.30 p.m. (they need permission to stay back). *Everyone's inspiration comes from 

life," she says, explaining why it is essential to strike a balance. For instance, the 

single mother manages to have lunch with her daughter every day. 
AHONA GHOSH 
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Start your own office. 
Set your own pace. 
And be the master of your own destiny. 


Sounds impossible? Believe it. Across the world, 3.6 million 
people across 88 countries have opted for the Amway life, 
and never looked back. At Amway, your energy and passion 
get channelised towards fulfilling your own ambitions. You 
have the freedom to work in your own space, to set your own 
pace and to chart your own career course. Every Amway 
product that passes through your hands, carries the promise 


of absolute quality. So you improve not only your =, 
own, but the lives of all those you touch. Moreover, | 
you won't find our products at the local grocery store. There 
are no Amway shops, or shopkeepers. Just a group of people 
who in turn bring like-minded individuals into the fold. To 
know more about us, log on to www.amwayindia.com. Make 
the most of your life. 


"Nutrition & Wellness *Cosmetics *Home Care *Personal Care *Insurance www.amwavindia.com 
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India’s richest woman; her holding in Biocon is worth 


Rs 2,059 crore 


Founded Biocon in her garage in 1978; capital, Rs 10,000 


President of Association of Biotech Led Enterprises (ABLE), 


biotech's NASSCOM 


Biocon's heads of marketing, R&D, finance and operations 
have been with the company 20 years 


Biocon started with enzymes, moved to statins, and now focuses 
on bio-therapeutics, outsourced R&D and clinical research 


Conferred the Padmashri in 1989 


Brewing Up A Biotech Empire 
The story of how a Gujarati 
Brahmin girl—important because 
alcohol is anathema to this com- 
munity even today—became India's 
first female brewmaster and brewed 
up a biotech empire, in a classic 
garage success story, has entered 
Indian corporate folklore. 
Mazumdar-Shaw founded Biocon as 
an enzyme manufacturer in the 
November of 1978; the company 
worked out of the garage in her 
Koramangala house (it continued 
to do so for three years); and her 
initial capital was a mere Rs 10,000. 
All this is known. What isn't is her 
ability to attract and retain talent. 
Six years after she founded Biocon, 
when neither its revenues nor its 
profits would have warranted a tag 
of ‘the next big thing’, she was 
approached by Shrikumar 
Suryanarayan, a just-graduated 
engineer from Indian Institute of 
Technology, Madras, who wanted 
to borrow some enzymes (they were 
expensive) for a project he was 
working on. She loaned him the 
enzymes, and then convinced him to 
come to work for her. Today, 
Suryanarayan says he is the only 
one of his class of 1984 who still 
works in India. “I wanted to destroy 
the notion, and this was before the 
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IT boom happened, that to work 
at the cutting-edge of science or to 
even earn a decent living, one had 
to necessarily emigrate,” says 
Mazumdar-Shaw. “I wanted to 
attract the best brains in the business 
and provide them a work environ- 
ment where merit and talent was 
nurtured to the fullest and duly 
rewarded.” That she has done: most 
of Biocon’s senior executives have 
been made millionaires by the com- 
pany's April 2004 IPO. 

The desire to make Biocon a 
great place to work didn't mean 
the company escaped going through 
the growth pangs most start-ups 
suffer. Nor does it mean 
Mazumdar-Shaw was a pushover. In 


the early 1980s, the company's 
labour union created trouble and 
the lady stood her ground. “Biocon 
has always recognised and rewarded 
talent," she says, *but no one can 
browbeat me into making unviable 
concessions." The labour unrest 
prevented Biocon from servicing 
its Rs 12-lakh loan from the 
Karnataka State Finance 
Corporation (KSFC). Her company 
was declared an offender and the 
government-firm released adver- 
tisements in newspapers stating that 
its assets would be auctioned, but 
Mazumdar-Shaw was not intimi- 
dated. “She is a very determined 
person,” says Vijay Mallya, Chai- 
rman, UB Group, and a childhood 
friend of Mazumdar-Shaw (her 
father was Chief Brewmaster at UB 
in the late 1970s). “Once she 
decides on something, she gives it 
her all.” In this case, she managed to 
convince KSFC to hold on, and 
sacked the troublemakers. 
Biocon’s most severe challenge, 
however, was funding, or the lack of 
it. “Today, funding options are 
numerous and there are individuals 
and institutions that understand the 
sector,” says Mazumdar-Shaw. 
“Back then, there were really few.” 
Sometime in 1988, in the quest for 
funds, she convinced N. Vaghul, 
then CEO of ICICI (now ICICI Bank), 
to grant her an audience. Over 





Trained classical singer (Guru: Ustad Ghulam Rasool Khan) 


Lives two km from office in Spanish-themed villa, Glenmore 


India’s first female brewmaster; author of A/e and Arty 


Married John Shaw, a Scotsman and former CEO of 
Madura Coats, in 1996 when she was 42 


Only brother Ravi is a professor at Purdue; 
Mazumdar-Shaw is a doting aunt 


Drives around in E200 and E220 Mercedes cars 
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The Shaws in Glenmore: John Shaw is in charge of Biocon's international forays 


breakfast, she managed to convince 
him to extend a loan to Biocon. 
And things looked up. Bala Manian, 
Vaghul’s brother, a serial entrepre- 
neur based in Silicon Valley, one 
of the few individuals in the world 
who understands the curious com- 
ing together of biotechnology and 
nanotechnology (his start-up, 
ReaMetrix is trying to parlay this 
understanding into a competitive 
advantage), and a member of 
Biocon’s board says Mazumdar- 
Shaw has the three things required 
to make anyone a success. “Kiran 
has maintained her connections to 
her roots through the entire jour- 
ney to success, lives the moment 
with gusto, passion and energy, 
and wants to make a difference to 
other people’s lives with her energy 
and commitment.” 

Along the way, Mazumdar-Shaw 
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has also proved to be a canny 
entrepreneur. In the early 1990s, 
she realised the potential of the 
market for statins (cholesterol fight- 
ing drugs) long before large Indian 
pharma companies did. Biocon 
didn’t just bet aggressively on statins 
(today, these account for a little 
over 50 per cent of the company’s 
revenues), it entered into long-term 
supply contracts thanks to which 
it continues to get better prices 
despite prices of some statins such as 
Lovastatin and Simvastatin having 
fallen. And even as prices of statins 
plummeted, Mazumdar-Shaw 
steered her company into bio-ther- 
apeutics. Biocon has already 
launched human insulin and is 
working on oral insulin (Pfizer is 
working on an inhaler version), a 
Rs 300-crore opportunity in India 
alone, the country with the largest 





population of diabetics in the world. 
And four years ago, when the 
Centre for Molecular Immunology 
from Cuba was scouting for Indian 
partners to jointly work on drug 
discovery, Biocon jumped at the 
opportunity. Today, the company’s 
oncological (anti-cancer) product 
pipeline is overflowing and some 
of the products are in early stages of 
human trial. 


Biotech’s Untiring Advocate 
Mazumdar-Shaw, however, isn’t 
just a successful entrepreneur or 
rich promoter; she has been an 
untiring advocate for the biotech 
industry. She fought and won the 
battle to simplify the procedure to 
import genetically modified organ- 
isms, a key requirement to tap the 
massive Opportunity in contract 
research and manufacturing and 
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"My inspiration comes from Gwalior, 


Amjad Ali Khan, Sarod Maestro 
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Gwalior 15 just one of the amazing destinations of Madhya Pradesh, India's heritage heartland Steeped ir 


history, blessed by nature, sanctified by faith and alive with wildlife. Moments of valour and glory, etched ir 


stone. Love, passion, feasting, divinity, arrested in the sensitive chisels of master-craftsmen. Meandering 


rivers, lush forests, hills and ravines. The roar of the tiger. It's the magic of a many splendoured land 


Come see и all for yourself. Have the holiday of your life without going North, South, East or West 


Make ıt Madhya Pradesh this time 


For more information and bookings, contact 
Madhya Pradesh State Tourism Development Corporation Ltd. HEAD OFFICE Bhopal: Tel. 0755-2778383 I 
MARKETING OFFICES Agra: Tel 0562-2227646, 3957615 E-mail mpt agra(gisancharnetin Ahmedabad: Te 
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Vijay Mallya 
Chairmar/ UB Group 


“She is a very determined 
person. Once she decides 
on something, she gives 

it her all” 


spearheaded the move to establish a 
biotech park in Karnataka. As the 
head of India’s largest biotech com- 
pany, she is closely involved with 
not just industry, but with academia 
as well, leveraging her position as 
the head of the government’s 
Biotechnology Vision Group to 
establish the Institute of 
Biotechnology and Applied Bio- 
informatics in Bangalore. And she 
has a ready wishlist of things Budget 
2006 could do for the industry. 
“We want exemption of customs 
duty on R&D equipment,” she rattles 
off. “Patent filing costs should be tax 
deductible”. “There should be pri- 
ority lending status for investments 
in biotechnology.” That kind of 
focus has won her friends and 
admirers within her industry and 
without. Nandan Nilekani, 
President, CEO and Managing 
Director, Infosys, who has known 
Mazumdar-Shaw for over a decade 
calls her “an absolute role model for 
first generation entrepreneurs”. “She 
has the guts to say what she feels is 
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Bala Manian 
Founder/ ReaMetrix 


“Kiran wants to make a 
difference to other 
people’s lives with her 
energy and commitment” 


+, 


wrong,” he adds. R.A. Mashelkar, 
Director General of Council of 
Scientific and Industrial Research, 
seconds that. “Some people have 
already referred to Kiran as 
Narayana Murthy of Biotech! Yet, 
she has remained a totally humble, 
humane and warm human.” 

Even as she lobbies for the sector 
as a whole, however, Mazumdar- 
Shaw faces challenges at home (see 
Biocon's Stress Test, Business Today, 
August 14, 2005). Biocon has 
embarked on the risky gambit of 
the pharma industry's equivalent 
of discovering a new molecule (it is 
akin to an Indian IT services firm 
stepping off the trodden path and 
trying to build an operating system 
that can compete against Windows). 
And the company will have to man- 
age expectations; with few biotech 
companies listed, Biocon's stock 
enjoys a significant scarcity pre- 
mium and that, in turn, means that 
the company's stock trades at 20.3 
times its estimated 20006-07 earn- 
ings, according to brokerage Motilal 





Nandan Nilekani 
President & CEO/ Infosys Technologies 


"A role model for first 


generation entrepreneurs, 
she has the guts to say 
what she feels is wrong" 


Oswal. The report, which was 
released after Biocon announced 
its results for the October-December 
quarter, adds that “while this is not 
cheap" there are mitigating factors. 
"The insulin and immunosuppre- 
sants markets' portfolio may bring 
long-term benefits. A significant 
expansion in statin volumes (post 
patent expiry) can lead to upside 
in the short term." 

Whichever way Biocon goes 
Manian, for one, believes “it has the 
potential to become a great global 
company”—the fact is, Mazumdar- 
Shaw’s journey so far (she is the 
head of a company that will end 
2005-06 with Rs 775.4 crore in 
revenues and Rs 175 crore in net 
profit according to some 
estimates) qualifies her as an A-lis- 
ter in the Indian corporate sector. 
And very few of her fellow listers 
can claim to have founded a com- 
pany, even an entire industry, as 
recently as 1978. Ш 

ADDITIONAL REPORTING BY 
RAHUL SACHITANAND 





VIT has always made the headlines in India. 


Now, they've done it in Washington! 


The Washington Post 
Monday, January 2, 2006; Page A13 





"The classroom of the future 
will feature electronic white 
boards. The teachers of the 
future will write equations 
on these boards with 
electronic pens. And the 
students of the future won't 
have to choose between соп" 
centrating on the teacher 
and scribbling the equations 
into notebooks. They will 
devote all their energy to 
listening, then download 
the equations straight into 
the laptops they've plugged 
into their desks. 

Okay, that isn't quite right. 
The classroom I'm describ- 
ing is not some figment of 
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the future. It's the reality 
| visited a month ago at the 
Vellore Institute of 
Technology. 


Until a few years ago 
Vellore was notable only for 
its large Christian medical 
center.... But now it has 
sprouted this 9000-student 
technical college, complete 
with a sports stadium, an 
incubator for start-up 
high-tech business and a 
bio-separation lab. Every: 
where you look, fresh build- 
ings are under construction: 
over here a new laboratory 
complex, over there а 
gleaming student hostel 


with its own swimming 
pool. 

The college started out in 
1984 with just 180 students, 
and its extraordinary 
growth is a symbol of the 
modern India as much as 
forts and palaces symbolize 
the India of old. 


Colleges such as the Vellore 
Institute of Technology 
promise the qualifications 
needed to work in the auto 
industry or in software”. 


Sebastian Mallaby 


The full text of the article referred to above 
may be seen at www.washingtonpost.com. 


As alumni of Vellore Institute 
of Technology, we are thrilled 
to read an independent account 
of our alma mater in a recent 
issue of "The Washington Post” 
newspaper published from 
Washington, USA. 

Mr. Mallaby visited the Vellore 
Institute of Technology in 
December 2005 while on a visit 
to India to examine the progress 
being made by the country in 
technical education. At VIT, he 
could not but be impressed. 


VIT has always believed in 
raising the bar when it comes 
to providing the very best of 
facilities for their students. The 
state-of-the-art techno-campus 
is unarguably, India's most 
hi-tech campus. 

Today, there are more than 
9,000 VIT alumni all over the 
world, occupying positions of 
power and privilege. 

On this happy occasion we 
extend our best wishes to VIT. 
Not just one, but 9,000 of them! 


Vellore Institute of Technology Alumni Association (VITAA) 


USA Chapter : 117 Orient St, Worcester, Massachusetts, USA. ZIP: 01604 


www.vitaa.org email: info@vitaa.org vitaa_usa@yahoo.com 


International Chapters at: Australia, Germany, Rwanda, Singapore and USA. 
Indian Chapters at: Bangalore, Chennai, Chittoor, Delhi, Hyderabad, Kolkatta and Vellore. 
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VIT 


Vellore Institute of Technology 
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NOW WHAT’S THE REAL MEASURE OF POWER? WHEN IT DOESN'T COME BY VIRTUE OF 
an office held, but is given unto you for being the real, if unobtrusive, force behind a power- 
ful personality. In another words, you, the male CEO with a large corporation to run, are 
powerful because the person behind you has not just helped create an environment where 
your powers can bloom, but has actually contributed to its potency. In corporate India, 


JEN IN INDIAN BUSINESS 





more often than not, such shadow sovereigns tend to be the wives (or widowed mothers) of powerful 
corporate chieftains. They are not just the alter egos of their powerful husbands, but also accomplished - 
women in their own rights; women with vision, courage, ambition and energy. It would have been unfair 
not to recognise them. Ergo, in this section, Business Today looks at 10 such women. 
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Homemaker who ао the peacemaker 


spent her life in the shadow of her husband 

Dhirubhai Ambani as he took Reliance from 
one great height to another. But last year, the girl 
from Jamnagar who married Dhirubhai when she 
was just 21 and lost him in 2002, became the one per- 
son millions of Reliance shareholders looked to to 
save the conglomerate from a debilitating fight between 
her two sons, Mukesh and Anil. The mother in 
Kokilaben did not let either her sons or the share- 
holders down. Quietly, but very firmly, she helped ham- 
mer out a settlement between her warring sons. 
Dhirubhai must be proud. KRISHNA GOPALAN 


[ » THE ARCHETYPICAL INDIAN WIFE, KOKILABEN, 71, 
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Chief confidante and counsel 


E IT RELIANCE INDUSTRIES’ IMPRESSIVE TOWNSHIP 
B: Jamnagar or the 140-acre Reliance Infocomm 

campus in Navi Mumbai, Nita Ambani's subtle 
influence on the group shows up in many ways. But 
the subject closest to her heart is education. Nita, 43, 
whom husband Mukesh consults on every major 
decision, runs the Dhirubhai Ambani International 
School in western Mumbai, besides the Dhirubhai 
Ambani Foundation. With the school growing in 
size and stature, the next few years promise to be busy 
for the mother of three. KG 
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Tina Ambani 
It's art that inspires her 


HINK ‘HARMONY AND YOU 

have to think of Tina. Over 

the years, the 43-year-old 
former movie star and wife of Anil 
Ambani has turned Reliance’s pre- 
mium fabric brand into a buzzword 
in the world of art. Her annual 
Harmony show, launched in 1996, 
has grown from a one-off event to a 
movement of sorts. Its mission: 
Offer a common platform to both 
seasoned and amateur artists. Last 
year’s show, for instance, brought 
together 200 artists who displayed 
more than 500 of their works. KG 
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Rajashree Birla 
Spreading the sunshine around 





OR A MOTHER OF TWO AND GRANDMOTHER OF FIVE, RAJASHREE 
Birla keeps a rather busy work day. She’s in at the group’s 
sprawling headquarters every day at noon and puts in at least 
six hours of work before calling it a day. On her plate is none 
of the group’s diverse businesses, but almost all of its social work, 
including rural development and hospitals. “The focus on rural 
development is important since it’s not possible for the government 
to handle everything," says the 58-year-old Birla. Agreed. — KG 


Parmeshwar Godrej 
The lady you ought to know 


HERE'S ONLY ONE WAY 

to figure out your social 

quotient: Either you've 
been invited to a Parmeshwar 
Godrej party or she's been to 
one of yours. For, Godrej, 61, 
is the epitome of uber-chic: 
Rich, beautiful, phenomenally 
networked, but most of all 
sophisticated and caring. Wife 
of Godrej group Chairman 
Adi Godrej, the lady was fun- 
damental in starting in 2004 
"the Heroes Project" to fight 
the stigma of Aips. Once the 
life of Page 3 parties, Godrej is 
keeping a low profile. She even 
refused an interview for this 
profile. KUSHAN MITRA 






















ТНЕ MOST POWERFUL WOMEN IN INDIAN BUSINESS 


dr 
2 
, 
ГТА 
Е 
A s 
* 
* 
> 
J 
* 
* 
_ 
V 
i 
b. 
va 
y^ 
» 


"RS. 
"3 + 
~~ 


Г «AS à. D 


qi 


TL М 
~ <a oak Ч 





Geetanjali Kirloskar 
Businesswoman, goodwill ambassador and TV show host 


F THERE WERE A WAY TO TAP INTO GEETANJALI KIRLOSKAR'S ENERGY, 
her city of Bangalore would never face outages. Mom to 16-vear-old 
Manasi and wife to Vikram, Kirloskar, 41, likes to don several hats at 
one time. She is the Director of ad agency Quadrant Communications, 
a 50:50 Jv between Pratibha and Inter Public Group, Chairperson of India 
Japan Initiative, which promotes better understanding between the two 
countries, and a newly-minted Tv show host (Life's Like That on Times 
Now). "I want to be intellectually engaged in my multitude of interests," 
says Kirloskar. It shows. VENKATESHA BABU 
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sudha Murty 
Writer, teacher and do-gooder 


HE HELPED HUSBAND N.R. 

Narayana Murthy set up 

Infosys by being its first code 
writer, she's authored 20 books 
(royalty last year: Rs 4 lakh), taught 
computer science to underprivi- 
leged students, and is currently the 
chairperson of Infosys Foundation, 
which has a budget of Rs 15 crore 
and works in the area of education 
and healthcare. “We have a 
responsibility to give back to society. 
Wealth is only a means to an end 
and we are just trustees of that 
wealth,” says the 50-year-old Padma 
Shri winner of 2005-06. VB 
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THE — MOST POWERFUL WOMEN IN INDIAN BUSINESS 


HEMANT CHAWLA 


Rohini Nilekani 
Making the world flatter and fairer 


HILE HER HUSBAND NANDAN SELLS BRAND INDIA ABROAD, ROHINI, 47, IMPROVES 
things at the grassroots. The journalist-turned-novelist-turned-philan- 
thropist has been spending personal money and time on causes close to her 
heart. Rohini's Akshara Foundation and Pratham Books seek to make education avail- 
able to poor children in and around Bangalore. Another of her NGOs Arghyam 
(Sanskrit for “offering”) works to make access to water, both equitable and sustainable, 
to all—its Rs 100 crore corpus is courtesy the Nilekanis alone—while Sanghamitra 
offers micro finance to very small entrepreneurs. Two others, CISED and ATREE, pro- 
mote ecology. In between all this, the mother of two (she refused an interview), found 





time to write a thriller called Stillborn. Impressed? You bet. Vb 
Simone Tata Maureen Wadia 
India's answer to Coco Chanel А good word for all 


HE GOT OUT OF THE COSMETIC BUSINESS EIGHT YEARS AGO, BUT 
Simone Tata will always be remembered for giving India its first 
chic cosmetic brand, Lakme. Seventy five years old today, Tata 
hasn't lost any zeal for business. *We will be doubling our turnover 
in two years," says the Chairman of Trent Ltd, which owns the 
Westside chain of departmental stores. Last year, Trent acquired 
Chennai-based bookstore Landmark and now has big plans in 
the hypermarket space, where it debuted last year with Star India 
Bazaar in Ahmedabad. AHONA GHOSH 





REUBEN SINGH 


time," says Maureen Wadia. *My 

family, friends, doctors, patients, 
employees, models...everybody seems 
to turn to me for advice," she says 
jokingly. For good reason. Wife of 
Bombay Dyeing group Chairman Nusli 
Wadia, Maureen, 60, seems excep- 
tionally talented at managing multiple 
businesses. She oversees the family's 
charitable hospital, publishes a magazine 
(Gladrags), organises model talent hunt 
and the Mrs India pageant every year. 
No wonder it was past bedtime when 
this magazine finally managed to catch 
the workaholic mother of two for a 
quick chat. ж KM 
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Ride the wild side of life 


Come to a paradise where nature has left its mark in every walk of life 
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No prizes for guessing, it is ICICI Bank. What 
makes it a breeding ground for power women? 
And how do its male managers feel about this? 


KUSHAN MITRA 








" е an 
B 
5—2 27 N | 
. e. i 


Power pack: (From left) Kalpana Morparia, Deputy Managing Director, ICICI Bank; Chanda Kochhar, Executive Director, 


ICICI Bank; Madhabi Puri-Buch, Senior GM, ICICI Bank; and Shikha Sharma, CEO, ICICI Prudential Life Insurance 


ET ME TELL YOU A 
secret”, says Renuka 
Ramnath, CEO, ICICI 
Venture, “it’s not men 
who discriminate- aga- 
inst women, it's women 
themselves, from the family to the 
workplace and even in their own 
heads." She narrates a story from 
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her time in engineering college 
when she was the only girl in her 
class: “The boys wanted to have 
nothing to do with me, and one 
day my watch had stopped and 
none of them told me the time. I sat 
down and started crying, and then 
one of my seniors, a girl came up to 
me and scolded me, ‘Renu, don’t 


expect them to change, you are the 
one who must change’. I did, and 
my life is better for it." 

That said, however, it is hard 
to dispute the fact that ICICI is a 
special organisation for women to 
work in. Six of the women in 
Business Today's list of 25 work 


for the financial services 


WOMEN@ICICI 


Total Number of employees 
of ICICI Group (Bank, ICICI 
Prudential Insurance, ICICI 
Lombard Insurance, ICICI 
Prudential Mutual Fund, 
ICICI Securities, etc): 
35,000 


Number of women employees: 
10,000 4 


Number of employees in senior 
management positions (General 
Manager and above): 80 


Number of women employees 
In senior management 
positions: 20 
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Breaking the glass ceiling: Lalita D Gupte, Joint Managing Director, ICICI Bank and Renuka Ramnath, 


CEO, ICICI Venture 


supermarket formerly known as the 
Industrial Credit and Investment 
Corporation of India. 

So, to borrow a phrase from 
Tom Friedman, what is the secret of 
ICICI's sauce? "There is no secret, it 
is just that this organisation had 
visionary leaders 30 years ago who 
decided that the company would 


be gender neutral," says Lalita 
Gupte, Joint Managing Director, 
ICICI Bank. "Things don't happen 
overnight. You must remember that 
women are half the talent pool," 
adds K Ramkumar, Senior General 
Manager (Human Resources), ICICI 
Bank. “If we were to ignore this 
part of the talent pool we would 


shoot ourselves in the foot". 

Still, given age-old prejudices, 
it can't be easy being a man in an 
organisation with so many women 
at the helm. Not necessarily, says R 
Shankar, the head of mercer Human 
Resources Consulting in India. "If 
an organisation is transparent about 
its practices and treats everybody 
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the same way, why should there be 
any problems?” “Big deal, if I have 
to report to a woman,” exclaims 
Ramkumar who then (or so it 
seems) realises that he does. “In 
fact, I do have to report to Kalpana 
(Morparia, Deputy Managing 
Director, ICICI Bank)." “The only 
time I ever feel different here is 
when a male colleague offers me a 
lift back home late at night, and 
that is because sometimes it isn’t 
safe on the roads. Otherwise in 
office I don’t expect anyone to pull 
chairs or open doors, and nor 


weapon. Sure, it allows for career 
prospects that firms with a male- 
mindset would never allow, but it 
also means that family life can take 
a major hit in the process. “There 
were enough ten, eleven, twelve 
o'clock nights, but you have to 
decide how you balance that," says 
Gupte. “1 firmly believe that being a 
career woman made me a better 
mother." *You know, sometimes 
it is wonderful being in India, 
because there is an extensive support 
structure," adds Chanda Kochhar, 
Executive Director, ICICI Bank. 





A GREAT PLACE TO WORK FOR 





ec Gender Neutrality: The best person for the job is given that 


responsibility, ee of gender; babies. and | 


oe rule. 


hi of equality: Three of ICICI Bank's fiver 
бе e eê, members are women; all of them have 
been with the organisation for over 20 years. | 
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differently 


the organisat 


is when they have a kid. 
off, and the bank will hold their job at 


—— An All-India presence: The best part of a services-sector 
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requests by women if their husbands get posted elsewhere. 


ЭРИТҮҮ? 
557; 


© An excellent sexual harassment policy: With the promise . 
anonymity, the organisation takes this issue very seriously - 


would I expect people to do that for 
me otherwise”, says Madhabi 
Puri-Buch, Senior General Manager, 
ICICI Bank. “Just because I’m talking 
to a woman colleague doesn’t mean 
ГИ be soft. If I have to raise my 
voice to get my point across ГЇЇ do 
that. Just because a colleague is a 
woman doesn't mean that I won't 
call her up at night on work because 
if a job needs to be done, it needs to 
be done. This organisation has not 
prospered because it has been ‘soft’ 
on women, quite the opposite," 
explains Ramkumar. 

Total equality is a double-edged 
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“You have family and caretakers, 
and our husbands have also played 
a major role.” 

But children do play an 
important role for all these women, 
“Our children have been extremely 
understanding about our jobs, they 
realise that their mothers won’t be 
there all the time, but they are also 
proud of their mothers”, says 
Kochhar. “I think it is one of the 
privileges of women to be a mother, 
it is also a privilege to have under- 
standing kids”, says Lalita Gupte. 

Renuka Ramnath’s story is 
possibly the most amazing. Having 
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lost her husband when her chil- 
dren were very young, she man- 
aged to juggle her career and being 
a single-mom at the same time. 
“My parents were a great help, 
but one must realise that a parent is 
a parent and a grand-parent is a 
grand-parent,” she says. “I used 
to tell my children when I came 
back late sometimes or if I was 
travelling, that their Amma could 
not be with them because, I had 
two bachhas (children) at home, 
and five more at office." However, 
the story has had a strange fall- 
out: freshers at the ICICI organisa- 
tion are almost universally called 
bachhas nowadays. 

There are two major conces- 
sions that ICICI makes to women. 
First, it allows them to press the 
‘Pause’ button on their careers when 
they have children. *If they want to 
take time off, we will let them take 
time off and we will hold their jobs 
for them, and they will come back 
to the same job with the same pay 
and perks," explains Ramkumar. 
The second is that it allows its 
employees to transfer to another 
location whenever possible so as to 
be with their spouse. 

Puri-Buch took quite a differ- 
ent route; when her husband was 
posted by Unilever to the UK for 
three years, she decided to take a 
career break. The IIM-A graduate 
actually worked as a sales-girl at 
British Home Stores (BHS), а 
supermarket and says her under- 
standing of consumer behaviour is 
better off for it. 

Having women at the top 
certainly helps attract women. “Girls 
in B-schools realise that this is an 
organisation that will treat them 
equally, and that is a huge moti- 
vating factor," says Ramkumar. The 
next rung of women at ICICI is 
already climbing up the ladder. 
Who knows, one day a separate 
listing may well be required just for 
the women in India's most women- 
friendly organisation. 8 
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В Lalita Gupte 

Joint Managing Director, ICICI 
Bank: She signed on with what 
was then ICICI in 1971. Since 
then she has held a variety of 
posts across the organisation. 
Today, she is responsible for 
spreading the bank’s reach 
beyond Indian shores. 


£ Kalpana Morparia 

Deputy Managing Director, 
ICICI Bank : A law graduate 
from Mumbai University, she 
has been with the organisation 
for over three decades; in that 
time she has played an integral 
role in the transformation of a 
small government lending 
agency into India’s most divers- 
ified financial services organi- 
sation. Her responsibilities 
include finance and treasury, 
risk management and human 
resources, and maintaining 
strategic consistency across the 
ICICI Group. 


9 Chanda Kochhar 
Executive Director, ICICI Bank : 
She joined ICICI in 1984, 
straight from Mumbai's 
Jamnalal Bajaj Institute (where 
she had topped her class). 
Responsible for ICICI's retail 
banking operations, she is the 
lady behind India's fastest 
growing bank and is widely 
seen as a successor to CEO 

K V Kamath. 


£d Madhabi Puri-Buch 
Senior General Manager, ICICI 
Bank: Despite having left ICICI 
for four years while her hus- 
band was posted in UK, she 
rejoined the organisation and 
now heads several key func- 


. tions including customer 

: service, operations, technology, 
: and brand management. Her 

. current pet project is a rural 

. smart credit card for women 

: which will help them keep their 
: savings safe from the hands 

: of their husbands. 


` © Shikha Sharma 

: СЕО, ICICI Prudential Life 

: Insurance: She has spent 

: 25 years with the ICICI 

: organisation, starting up ICICI 
: Securities, among other things 
: (she is seen as a start-up 

. specialist in the organisation). 
. She has not only successfully 

: started up ICICI Prudential 

' Life, but made it the country's 
: largest private sector life insurer. 


` ©) Renuka Ramnath 

: CEO, ICICI Venture: She has 

: headed India's largest private 

: equity fund for over five years 

: and invested in several of the 

* country's most happening 

: start-ups, including Air Deccan, 
: TV Today and Naukri.com. 


: *- Vishaka Mulye 

` Chief Financial Officer & 

: Treasurer, ICICI Bank: She 

: joined ICICI soon after she 

: became a qualified Chartered 
; Accountant in 1993. She 

: played an instrumental role 

: іп the establishment of the 

: Special Asset Management 

: Group which focussed on large 
- Non Performing Assets. 


. 8 Bala Deshpande 

: Director Investments, ICICI 

: Venture: A rarity in this list, 

: Deshpande has spent less than 
: a decade at ICICI. She has a 


keen eye for investment and 
has nurtured several companies 
through their initial growth 
pangs. She has also success- 
fully executed over 10 exits for 
her firm reaping tremendous 
profits in the process. 


A Suvalaxmi Chakraborty 
General Manager, ICICI Bank: 
She heads the bank's rural, 
micro-finance and agricultural 
loans business and is charting 
its future in the hinterland. Like 
most of her colleagues she has 
been with the organisation for 
over a decade and in that 

time she also headed up ICICI 
Bank's Corporate Banking 
division and set up 
ICICImarkets.com (now ICICI 
e-business.com) 


Ө Shilpa Kumar 

Joint General Manager, ICICI 
Bank: An ICICI-lifer, she gradu- 
ated from Indian Institute of 
Management, Calcutta over 15 
years ago and after a variety of 
roles across the organisation, 
currently looks after the 
Markets Advisory Group which 
has the ambition of becoming 
the premier treasury research 
house in India. 


£ Beena Chotai 

Chief Financial Officer, ICICI 
Venture : She has been with 
ICICI Venture for almost 15 
years in various capacities and 
has handled all stages in the life 
cycle of a venture capital/private 
equity fund, setting up and 
exiting several domestic and 
cross-border funds as well 

as restructuring a large 
cross-border fund. 
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THE 25 MOST POWERFUL WOMEN IN INDIAN BUSINESS 


2003-04’s listing of the 25 most 
powerful women in Indian business 


Arnavaz ‘Anu’ Aga 
Shobhana Bhartia 
Vidya Chhabria 

Lalita Gupte 
Shahnaz Husain 
Ekta Kapoor 

Naina Lal Kidwai 
Chanda Kochhar 
Ravina Raj Kohli 
Ranjana Kumar 
Meenakshi Madhvani 
Kiran Mazumdar-Shaw 
Kalpana Morparia 


Chairperson, Thermax 

Vice Chairperson, The Hindustan Times 
Chairperson, Jumbo Group 

Joint Managing Director, ICICI Bank 

Chairman and Managing Director, Shahnaz Husain Group 
Creative Director, Balaji Telefilms 

Vice Chairman and Managing Director, HSBC Securities 
Executive Director, ICICI Bank 

President, Star News 

Chairman and Managing Director, Indian Bank 
Managing Partner, Spatial Access 

Chairman and Managing Director, Biocon India 
Executive Director, ICICI Bank 


Sulajja Firodia Motwani Jt Managing Director, Kinetic Engineering 


Sunita Narain 
Amrita Patel 
Villoo Morawala Patell 
Priya Paul 

Swati Piramal 
Vineeta Rai 
Renuka Ramnath 
Shikha Sharma 
Mallika Srinivasan 
Simone Tata 
Kishori Judeshi 


Director, Centre for Science and Environment 
Chairperson, National Dairy Development Board 
Founder & CEO, Avestha Gengraine Technologies 
Chairperson, Apeejay Surrendra Park Hotels 
Head, Strategic Alliances, Nicholas Piramal 
Revenue Secretary, Government of India 

CEO, ICICI Venture 

CEO, ICICI Prudential Life 

Director, TAFE 

Chairman, irent 

Deputy Governor, RBI 


2004-05's listing of the 25 most 
powerful women in Indian business 


Arnavaz Anu' Aga 
Vedika Bhandarkar 
Shobhana Bhartia 
Vidya Chhabria 
Lalita Gupte 

Kavita Hurry 

Renu S Karnad 
Naina Lal Kidwai 
Chanda Kochhar 
Kiran Mazumdar-Shaw 
Zia Mody 

Kalpana Morparia 


Chairperson, Thermax 

MD and Head, Investment Banking, J.P Morgan India 
Vice Chairperson, The Hindustan Time 
Chairperson, jumbo Group 

Joint Managing Director, ICICI Bank 

Managing Director, ING Vysya Mutual Fund 
Executive Director, НОН 

Vice Chairman & MD, HSBC Securities 
Executive Director, ICICI Bani 

Chairman and Managing Director, Biocon India 
Partner, AZB Partners 


Deputy Managing Director, ICICI Bank 


Sulajja Firodia Motwani Jt Managing Director, Kinetic Engineering 


Sunita Narain 

Dipti Neelakantan 
Amrita Patel 

Priya Paul 

Gita Piramal 

Swati Piramal 
Madhabi Puri-Buch 
Renuka Ramnath 
Hema Ravichandar 
Preetha Reddy 
Shikha Sharma 
Mallika Srinivasan 


Chairperson, Centre for Science and Environment 
(00, LM. Morgan Stanley 

Chairperson, National Dairy Development Board 
Chairperson, Apeeiay Surrendra Park Hotels 
Director, Corp. Communications. Blow Plast 
Head, Strategic Alliances, Nicholas Piramal 
Head, Operations & Service Delivery, ICICI Bank 
CEO, ICICI Venture 

Head, HR, infosys Technologies 

Managing Director, Apollo Hospitals Огои; 
CEO, ICICI Prudential Lif 


Director, TAFE 





2005-06's listing of the 25 most powerful women in Indian business 


inita Е CEO, Britannia Industries 
| йа Bhandarka ш MD & Head (Investment Banking), J.P. Morgan India 
Shobhana Bhart Vice Chairperson & Editorial Director, HT Media 
| Elabe n Bhatt Founder, SEWA 
Neelam Dhawan Managing Director, Microsoft India 
Manisha finta Chairperson & Managing Director, UBS Securities 
Lalita Gupte Jt Managing Director, ICICI Bank 
Ekta 5% Creative Director, Balaji Telefilms 
Renu S Karnad 5.3 Executive Director, HDFC 
Chanda Kochhar Executive Director, ICICI Bank 
Deputy CEO, HSBC 
Executive Director (Marketing), Pepsi 
imdar-Shaw Chairman and Managing Director, Biocon 
Partner, А/В Partners 
| Deputy Managing Director, ICICI Bank 
| Ei ET Managing Director, Kotak Mahindra Capital 
Amrita Patel Chairperson, National Dairy Development Board 
ай Piramal = Director, Strategic Alliances and Commns, Nicholas Piramal 
Madhabi Puri-Buc Sr General Manager, ICICI Bank 
Rent nuka атпай CEO, ICICI Venture 
Radhika Roy Managing Director, NDTV 
Praia Redd Managing Director, Apollo Hospitals Group 
Shikha Sharma CEO, ICICI Prudential Life Insurance 
 Mallika Srinivasan Director, Tractors and Farm Equipment 
Preeti Vyas Giannetti ) CEO, Vyas Giannetti Creative 
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HE QUICKEST WAY TO 
irritate the otherwise 
unflappable Mallika 
Srinivasan is to ask her a 
stereotypical question: 
How do you manage to thrive in a 
very male and very old economy 
business like tractors? She'll sigh, 
throw up her hands and go on to 
explain why it’s a silly question to 
ask. And that is soooo Srinivasan. 
Diminutive and always armed with 
a charming smile, the mother of 
two is as unpretentious as can be. 
She loves her gym sessions, her 
annual travels on the wild side (her 
idea of a great holiday is to go 
camping on an iceberg in deepest 
Alaska), and the business she is in. 

TAFE was a Rs 80 crore com- 
pany when Srinivasan, 46, formally 
joined her father’s Amalgamations 
Group in 1986 as General Manager 
of the tractors and farm equipment 
division. She had earlier done a 
brief stint there, trying to figure 
out whether this was what she 
wanted to do. Obviously, the 
instinct for business ran strong in 
her blood, and she decided to arm 
herself with an MBA from Wharton 
before joining full-time. “I found 
that | was drawn to the business; | 
had grown up in the environment,” 
says she. Being born into one of 
India’s first families in business, it’s 
easy to see why Srinivasan should 
have found it so easy to don the 
role of enterprise leader. 

Still, to run a business in a con- 
servative, male-dominated family 
is not the easiest of jobs. Thankfully 
for Srinivasan, her father was firmly 
on her side, and she had the free- 
dom to do just what she wanted. In 
fact, he handed the baton over to 
her, asking her to do what she could 
to improve business, although 
assuring her that the entire family 
would be there to guide her. 
“Running a tractor business is no 












© NAME: Mallika Srinivasan 
© AGE: 46 


© MARITAL STATUS: Married to Venu Srinivasan, Chairman- 
TVS Motor Company, with two kids (daughter and son) 


© EDUCATION: MA in Econometrics from Madras University, 
and MBA from Wharton School 


© WORK EX: Over 20 Years. Currently CEO of TAFE, Chennai 


© CAREER HIGHPOINT: Acquisition of Eicher's tractor, 
engine and gear businesses last year for Rs 310 crore 


© MOST TREASURED POSSESSION: Her Mughal miniatures 
© CREDO: Climb another mountain 


different from running any other 
business,” she points out, “the 
essentials are the same.” 

For Srinivasan, the challenge 
was the whole idea of taking up 
the business and pushing it up the 
growth ladder. “I am fascinated by 
it all—the holistic aspect of run- 
ning an enterprise, the whole gamut 
of entrepreneurship, the challenge of 
building a solid institution.” She 
joined her father to bring in the 
latest technology into TAFE, gear- 
ing it up to meet global standards, 
and successfully took the company 
through the serious market down- 
turn of the late 80s. TAFE's strategy 
was to go ahead and invest heavily 
in design and product development, 
and to keep launching new tractor 
models so that the TAFE brand 
continued to stay top of mind for 
the farmer. The tactics worked. 
*Our aim is to make TAFE the 
farmer's first choice," says the lady. 


Stepping On It 

This financial year has been a sig- 
nificant one for TAFE. When 2005- 
06 comes to a close, the company's 
turnover would have doubled from 
the previous year to touch about 





Rs 2,500 crore. It would have sold 
over 65,000 tractors (34,000 last 
year) and consolidated its market 
share at about 24 per cent, lock- 
ing into a strong position as No.2 in 
the tractor market. And, of course, 
this is the year that TAFE closed its 
dramatic acquisition of Eicher 
Motors' tractor, engine and gear 
businesses, which gives the company 
a foothold in the lower horsepower 
tractor category, plus a manufac- 
turing base and market in north 
India, as well as an entry into the us 
market, one of Eicher's strongholds. 
This adds to TAFE's already strong 
presence across the South Asian 
markets. *Our next target is to grow 
our presence in the international 
market," says Srinivasan, an avid 
collector of antiques and paintings. 

The acquisition has also given 
TAFE a nation-wide footprint. “From 
a south-based company, we are now 
present across India, in Himachal 
Pradesh, Rajasthan, Madhya 
Pradesh as well as Tamil Nadu and 
Karnataka,” points out Srinivasan. 
But for her, the acquisition has not 
been just about numbers. “It has 
created tremendous synergies in 
terms of people, cultures and 
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products; a whole bunch of com- 
plementary competencies have 
come in... there is so much excite- 
ment." As she explains, it's obvious 
that TAFE is going through an 
exhilarating phase in its growth. 
А young new generation has come 
into the company, injecting enthu- 
siasm, and complementing the 
experience of the senior managers. 
"There is so much energy in the 
system... you should see our meet- 
ings... everybody is jumping up, 
wanting to know what's the next 
new thing they can do. This 
excitement is what this year has 
chiefly been about,” she says. 

As Srinivasan now leads her 
company through the phase of 
inorganic growth, the importance 
given to organic growth via R&D 
and product innovation has not 
diminished. Tractors were tradi- 
tionally products with long life- 
times. Not any longer. In a bid to 
capture market share, tractors and 
farm machinery have to be treated 
as consumer goods, with continuous 
changes in features and looks. 
"Rural India is a demanding 
market," says Srinivasan, *and com- 
petition is intense." 

The challenge is to keep adding 
new features and technology to 
the tractors and yet making them 
available at a low price point. The 
upside is that the market is huge. 
And the industry is about to wit- 
ness the wholesale entry of global 
tractor makers into India, as they 
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seek a cheap manufacturing hub. 
This will create a new set of prob- 
lems, chiefly that of keeping up 
with new technology. TAFE has a 
strong in-house tech team but also 
draws heavily from its collaborator 
AGCO Corporation of the us. Apart 
from tractors, TAFE has other busi- 
nesses such as engineering plastics, 
hydraulic pumps, panel instru- 
ments, gears, automotive batteries 
and farm implements. 

Srinivasan's chief strength is her 
passion for learning. “It’s vital to 
keep a learning attitude through- 
out your life," she says. *And it's 
important to do something you are 
passionate about." As a youngster 
fresh out of business college, 
Srinivasan joined a difficult, tech-ori- 
ented business, which catered to a 
market that has traditionally posed 
one of the biggest challenges to 
companies—rural India. But 
Srinivasan simply went to the 
farmers directly to find out what 
they wanted, pioneered customer 
service centres for TAFE's tractors, 
and the results are evident. 


Power Couple 

One hotshot business tycoon mar- 
ried to another—the lady's hus- 
band is Venu Srinivasan who heads 
Tvs Motors and Sundaram-Clayton. 
So, what happens when the tycoons 
meet? Is there a clash of egos? Do 
they end up talking shop at the din- 
ner table? A smiling Srinivasan 
refuses to comment, saying she 
would rather not answer personal 
questions. But in a family that 
houses three generations of auto 
entrepreneurs, conversation about 
the auto industry is bound to 
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dominate. “Automobiles and 
entrepreneurship are a passion in 
our family; we love talking about 
it.” According to Srinivasan, whose 
23-year-old daughter Lakshmi 
recently joined Tvs Motor as a man- 
agement trainee, the fact that both 
spouses are strong entrepreneurs is 
a source of huge strength. “There is 
so much to learn as we talk and 
share ideas, so many different 
viewpoints.” What surprises her 
though is the automatic assump- 
tion that women have to struggle to 
straddle two lives—that of home 
and business. “It comes naturally 
to women, this balancing act. We 
do it naturally... all of us.” 

As a woman heading a huge 
organisation, one question that’s 
perpetually thrown at her is what 
she herself is doing to promote the 
employment of women in her 
organisation. This is an area where 
Srinivasan refuses to bow to stereo- 
types. She refuses to accept reser- 
vations or other artificial, politically 
correct operational modes grafted on 
to her company policies. “We have 
our Own unwritten policies that 
encourage diversity.” According to 
her, these are gentler and more suc- 
cessful than forced external inter- 
ventions. She points out that Indians 
have their own cultural baggage, 
both good and bad, and that she 
would rather work within this 
framework than apply typical 
western models of organisational 
structuring to her company. “We 
Indians are good at finding our own 
models and creating successes.” 

Srinivasan has certainly created 
her own success—in both life 
and work. 8 


"WE INDIANS ARE GOOD AT 
FINDING OUR OWN MODELS 


AND CREATING SUCCESSES" 
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India Inc is still largely a men’s club. But an 
increasingly large number of companies are taking 
steps to make it more gender-diverse. 
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HEY RE STILL A MINORITY IN апа exchange views with suc- 
boardrooms and in the cessful role models. “To con- WHITE COLLAR 
higher echelons of India tinue to be a global player Rm 
Inc. That's the bad news. and have the best talent, 
The good news is that this is GE has to be able to ac- 52 31 
changing fast. Women now occupy a cess half the world's pop- ree 
much larger—though far from equi- ulation and that's women. NON-WORKING 
table—percentage of middle manage- — It is just the right thing to 
ment berths than was the case even a do,” says Scott Bayman, 
few years ago. There аге both push President & CEO of GE 
and pull factors behind this. The felt India. So as a policy, GE does 
need to appear politically correct isun- hot recruit from campuses 
doubtedly playing an important role; with less than 20 per cent 
but the economic pull of the fairer women candidates. 
sex is making the process irreversible. Adil Malia, Vice President, Human 
Two years back, research data at Coke Resources at Coca-Cola India, says Figures in per cent Source: Institute of Applied 
India showed that women were key communication and propaganda are 
decision makers behind the purchase of of little use without structured 
its products. So, in order to mirror its interventions to ensure greater gen- 
consumer demography, the soft drinks der diversity. So, about three years 
giant launched a programme to hire back, Coke hired a batch of 25 women 
and retain women employees. Rival from local B-schools—it now does so 
Pepsi goes a step further; its Marketing twice a year under its WoTES (Women 
Director is usually a woman. Operational Trainees) programme—for 
Diversity is the new buzzword in front-end sales functions, till then a 
India Inc. But one rider here: this male bastion. It also created a posi- 
phenomenon is more in evidence at tion of GM, In Charge of Diversity. 
multinationals than in Indian corpo- Besides, at least one of four shortlisted 
rates. Says Nancy Reisig, Vice candidates for senior-level recruitments 
President, Human Resources, Ford have to be female. These initiatives 
Motor Company India: “Our strong аге paying off. Women now make up 
commitment to diversity is a part of 20 per cent of its payrolls compared to 
Ford's global philosophy." 14.5 per cent 36 months ago. "Women 
General Electric (GE) launched its bring grace, poise and sensitivity to 
GE Women's Network (GEWN)—which the workplace," says Malia. Adds 
was started in the Us in 1997—in India Pavan Bhatia, vr (HR), Pepsi: “Female 
in July 2002 with three hubs in Delhi, | employees сап have opinions and 
Bangalore and Hyderabad. GEWN pro- perspectives that are very different 
vides opportunities for women to from those of their male colleagues, 
engage with GE leaders and learn from and these can be very useful while 
their experiences. А variety of fora preparing business plans." Rahul 
are used, including seminars, work- Varma, India HR Director, Accenture, 
shops, networking dinners and sums up: "Companies need a right 
regional mega-events. Participants gender mix to foster creativity." A 
share information on job opportunities Мегсег-вт study a few months ago gnat ik qut on Source: Mercer and BT Research 





COMPANIES ARE MONITORING THE GENDER 
EQUATION AND PROACTIVELY HIRING WOMEN 
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A BLOW 
FOR GENDER 
EQUALITY 


These companies have 
affirmative action programmes 
for women: 


ACCENTURE 

More Women@aAccenture: А 
metrics-based recruitment process 
for hiring women, a referral 
programme for women and 


special recruitment drives at 


women-only colleges. 


MOTOROLA 

Women's Business Council: This is 
a women's networking forum that 
focusses on empowering women 
employees through expanded 
opportunities to gain skills and 
experiences required to be 
successful and to enable 
work-life integration. 


HSBC 

Makes a conscious attempt to 
build a strong female executive 
pipeline by effectively using the 
graduate campus trainee pro- 
gramme and building databases of 
successful female candidates in 
the industry at all levels. 


SAPIENT 

A role model programme for 
women highlights the achieve- 
ment of senior women managers 
and showcases the absence of a 
glass ceiling. 


GE 

The GE Women's Network is a 
voluntary organisation formed to 
support the professional develop- 
ment of women at GE. The net- 
work helps build a pipeline of high 
potential women for senior 
leadership roles. 
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Pallavi Muralidharan 
Manager/ Software Development/ Cisco 


MOST POWERFUL WOMEN IN INDIAN BUSINESS 
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“Опе Indian software company actually asked me 
. whether I'd continue working after marriage” 


showed that women make up 30 
per cent of its workforce (see More 
Than Lip Service). 

The concept of diversity in the 
workplace was born in the us; so 
it’s not surprising that American 
companies are driving this trend in 
India. “Gender diversity helps 
employees become more tolerant 
of each other and prepares them to 
be a part of global team," says Ford's 
Reisig. Diversity also helps in a 
highly competitive environment 
where customers are also diverse 
and demand the same of their ven- 
dors. Concurs Jayashree Satagopan, 
Global Sourcing Manager, GE 
Healthcare India, who opted to be a 
part of GEWN out of curiosity and is 
co-leader of the Bangalore hub: 
"Diversity brings in different lead- 
ership styles that complement and 
balance one another and enriches a 
company's talent pool." 

Women currently account for 
18 per cent of Cisco India's bench 


strength. The goal: take this figure 
up to 25-30 per cent figure over 
the next one year. *One of our 
focus areas in India is to bring more 
women into the technology space," 
says Lokesh Mehra, the company's 
Regional Manager, Corporate 
Responsibility, South Asia. It has 
tied up with engineering institutes 
across the country to train women 
who are then hired by the company. 
Pallavi Muralidharan, Manager, 
Software Development, Cisco, 
joined the company in 1998 after a 
two-year stint in the us. “Much has 
changed over the last 6-8 years," 
she says. “Опе Indian software 
company actually asked me then 
whether l'd continue working after 
marriage. But such questions have 
become rare today." 

Motorola, which aims to increase 
the representation of women on its 
rolls from 18 per cent at present to 22 
per cent over the next one year, is in 
the process of setting up a Country 
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Diversity Council for India. 
Raghuram Reddam, Director (HR), 
Motorola India, defines diversity as 
something that is “more holistic and 
goes beyond just numbers”. To 
guard against gender biases, 
recruitment panels have a fair 
number of women. Myrelle 
Machado, Financial Controller, 





Region Leader/ GE Women's Network 
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Mobile Devices, was recruited into 
Motorola’s global leadership pro- 
gramme in Chicago and has been 
with the company for over 10 years. 
She believes that “the focus on 
diversity at Motorola will bring great 
value to the organisation—in terms 
of thought leadership, innovation, 
creativity and energy.” 

At Pepsi, for instance, women 
employees drove the compulsory 30 
days leave initiative in place of the 
previous practice of leave 
encashment. Now, even the men 
accept that is a great work-life 
balance enabler and enhances 
productivity. And when the in-house 
women’s group invited children to 
visit the office during school holidays, 
working fathers were seen cleaning 
up their workstations. 

But recruiting women is just one 
side of the story; retaining them is 
often the more difficult thing to do. 
In order to arrest post-maternity 
attrition levels—that’s the single 
largest reason for women leaving 
their jobs—companies like GE, 
Motorola, Cisco and Ford have set 
up créches on campus or have tied 
up with them. Motorola, Accenture 
and GE also set up office infrastruc- 
ture—laptops and high-speed broad- 
band and telephone connections at 
company expense—at the homes 
of new mothers to enable them to 
carry on with their careers. 

Women often have to give up 
their careers due to transfers of 





IT’S JUST NOT FAIR 


Women enjoy the following five rights 
that men don't. 


Ө |т exemption of Rs 35,000 
Ө Flexi-timing 

CQ ® Tele-commuting 

Ө Extended maternity leave 


Ө Day-care centres 


spouses. Companies nowadays also 
walk that extra mile to accommodate 
such employees by creating a job 
opportunity or by transferring them 
to another department. When 
Purnima Sahni Mohanty, Region 
Leader, GE Women’s Network in 
India, opted for flexible work hours 
when she was expecting her second 
child in 2003, Bayman, her boss, 
was completely supportive. And 
Accenture routinely reschedules shift 
allocations for women in its busi- 
ness process outsourcing business. 

But can these affirmative action 
programmes result in sympathy and, 
eventually, create a glass ceiling? 
“No way,” retorts Punita Lal, 
Director, Marketing, Pepsi. “It is 
important for an organisation to 
understand my special needs as a 
woman, but beyond that I am a 
professional who is here on merit.” 
Adds Sahni Mohanty: “GE is a 
meritocracy where performance is 
the foundation for growth. A diverse 
organisation ensures that we get the 
best people to come and work for us 
from the entire talent pool. We get 
different perspectives and several 
new ideas—all of these add up to 
making a better GE.” This was 
echoed by everyone ВТ spoke to: 
creating a gender-diverse work 
environment is not incompatible 
with the goal of rewarding merit; in 
fact, it’s a great enabler. 

But are the traditional Indian 
business houses listening? 8 
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Vinita Bali 

to become 
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THE BALI ESSENTIALS 


^ NAME: Vinita Bali 
AGE: 50 
MARITAL STATUS: Single 


° EDUCATION: Convent of Jesus and Mary, 
Lady Shriram College, New Delhi; JBIMS, 
Mumbai 


` WORK ЕХ: Voltas (1978-80); Cadbury's 
(1980-94); Coca-Cola (1994-2003) 


— CAREER HIGHPOINT: "Every job is a new 


experience, every job has its unique rewards." 


С MOST TREASURED POSSESSION: Free time 
239 ROLE MODEL: Her mother 


— CREDO: You cannot have two sides to your 
character, you must be authentic at all times 
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AY ‘POWER’ AND THE LAST 

name that'll come to mind 

is Vinita Bali. And that’s not 

because Bali, 50, has been 

Britannia’s CEO for just over a 
year. Rather, the woman Chairman 
Nusli Wadia hand-picked after a global 
search seems severely designed to exude 
anything but power. She is about 5- 
feet, 8-inches tall, but has a frail frame, 
wears rim-less glasses and almost no 
piece of jewellery, speaks with no undue 
urgency and has a kind face that could 
well belong to a school teacher. 

But then, like they say, looks can 
be deceptive. And in Bali’s case, they lie 
shamelessly. For, the Delhi-born and 
brought-up Bali is the Indra Nooyi (the 
hi-profile President & CFO of PepsiCo) 
who never sold herself. Starting off her 
career in marketing with Tata group 
company Voltas in the late 70s when 
there were few women marketers, Bali 
was handpicked a couple of years later 
by Cadbury India’s then СЕО С Y Pal. 
After several global stints with the con- 
fectionery giant, which took her to 
places as far off as the UK, Nigeria and 
South Africa, Bali showed up as the top 
candidate in Coca-Cola’s search for a 
global head of strategy in the mid-90s. 

From then on, it was a quick rise 
to the top for her at the Atlanta-based 
cola behemoth. When she left Coke in 
2003 to join the consulting firm set up 
by her friend and mentor and Coke's 
former but legendary marketing head, 
Sergio Zyman, Bali was the Vice- 
President of New Business Initiatives, 
based out of Atlanta. Just prior to that, 
she was President of Coca-Cola's Andean 
division, spanning Bolivia, Chile, 
Ecuador and Peru, and clocking more 
than $1 billion in annual sales. *You 
know, I have never actually looked for a 
job, I just stepped into them," says she. 
Apparently, she never planned on leaving 
Cadbury, but Coke made her an irre- 
sistible offer; she was happy at Coke, but 
“Sergio used to call me every day until | 
said yes"; she was mulling returning to 
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India to take care of her mother 
but not too seriously, when the 
Britannia offer landed on her lap. 


Cookie Queen 
Bali may blush at the tag, but hers is 
the biggest and best-known biscuits 
brand in the country. Since taking 
over as CEO in January last year, 
she hasn’t spoken about Britannia or 
what she plans to do with it. For 
this story too, Bali refused to talk 
about the company, except to say 
that “we are doing a lot of exciting 
things in the coming months”. Such 
discretion may be precisely the 
reason why Wadia picked her in 
the first place. Bali’s swashbuckling 
predecessor Sunil Alagh was ousted 
in a very public and ugly battle in 
2004, amidst allegations of mis- 
management. His sacking split ex- 
ecutives at Britannia into two camps, 
and the company itself ran with- 
out a CEO for nearly a year. So Bali’s 
priority would have been to steady 
the boat, rally around employee 
morale, and focus on growth. 
Today, the people part seems 
to have been accomplished. But Bali 
still has a tough job ahead of her. 
Sure, the company is growing—its 
net sales grew 10 per cent to Rs 
1,586 crore last year, and earnings 
25 per cent to Rs 149 crore—but 
there has been a spate of new 
entrants in the industry, including 
giants like ІТС and regional players 
like Surya Food & Agro (Priyagold). 
Their entry has meant pressure on 
pricing and greater spend on pro- 
motions. Britannia, long used to 
only one other competitor Parle, 
has had to respond by reinforcing its 
brand image and launching new 
products. Last year, it launched new 


products like 50-50 Pepper Chakkar, 
Marie Gold Doubles, Greetings and 
Tiger Cream. Thanks to the new 
launches, net sales for the nine 
months to December 31, 2005 grew 
9 per cent to Rs 1,318 crore, but net 
profits dropped 14 per cent to Rs 
119 crore. Says a Mumbai-based 
analyst: “With more players entering 
the market and an aggressive ITC, 
Britannia needs to expand beyond 
just biscuits.” 

Not just Dalal Street analysts, 
but Chairman Wadia will be keep- 
ing an eye on Bali, who works out 
of Bangalore. With the lady opting 
to keep quiet about her future plans, 
it’s hard to say with any accuracy 
how things will unfold at Britannia. 
But some signs of future strategy 
are emanating from the market. 
For instance, Britannia may want to 
go slow on fresh biscuit launches (it 
already has a dozen biscuit brands) 
and instead focus on the organised 
snacking segment, where market is 
clipping at 50 per cent plus a year. 


Easy Rider 
Things will likely get tougher in 





POWERFUL WOMEN IN INDIAN BUSINESS 


the industry, but Bali won’t be the 
one to lose her cool. One reason 
will, of course, be the high-pres- 
sure jobs she’s thrived in in markets 
as varied as the Uk, Nigeria, South 
Africa, the US and Chile. The other 
reason will be her approach to life— 
she takes life as it comes. Consider 
how she resolved her post-graduate 
dilemma 28 years ago. After fin- 
ishing her degree in economics from 
Delhi’s Lady Shriram College, Bali 
had four options: Get a master’s 
from the Delhi School of Economics 
or the Jawaharlal Nehru University, 
or do an MBA from IIM Calcutta or 
Mumbai's Jamnalal Bajaj Institute. 
“I was seriously thinking about JNU, 
(in which case) I would have prob- 
ably ended up as a jhola-carrying 
communist," she jokes. But then 
one day, her cousin from Mumbai 
came down and urged her to come 
to the business capital because she 
would have a blast in the city. “Апа 
that’s why I went to Bajaj, and I 
did have a blast," she reminisces. 

Over the years, Bali made sure 
she had fun doing whatever she did. 
At Coke, she spent half the year 
travelling and so far has visited, by 
her own count, 45 countries. She 
says her schedule is a bit easier now, 
but it still involves a lot of travel 
within India. Recently, she visited vil- 
lages around Muzzafarnagar in east- - 
ern UP, and among the things that 
excited her was the scene at a village 
school, where there were as many 
girls as boys. “You can talk about 
women in powerful positions in 
business, but the real changes are 
things like this, which didn't happen 
50 years ago," she says. 

Now you know where the next 
Vinita Bali could come from. m 


"YOU KNOW, ! HAVE NEVER ACTUALLY LOOKED 
FOR A JOB, | JUST STEPPED INTO THEM" 
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Maintaining the momentum: Dilip Shanghvi has turned Sun into one of the hottest pharma companies in the country 





SUN PHARMA: 


By putting the risky drug discovery business into a new 
company, Dilip Shanghvi is freeing up Sun to focus purely on the 
global generics markets. Investors seem to think it's a good idea. 


BOUT A YEAR AGO, WHEN 
executives at the 
Mumbai-based Sun 
Pharmaceutical Indus- 
tries started drawing up 
budgets for the medium term, they 
were struck by the growth in spend 
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in One cost centre: R&D. From just 
Rs 20 crore in 2000, the spend on 
R&D had soared to Rs 140 crore 
last year, and was projected to grow 
over 12 per cent annually over the 
next few years. There were two 
reasons why a galloping R&D 


budget was an issue for Sun. One, 
the company's size itself. With rev- 
enues of Rs 1,264 crore last year, it 
meant that Sun was already spend- 
ing nearly 12 per cent of its topline 
on R&D versus an industry aver- 
age of 7-8 per cent. 


A DECADE OF DEALMAKING 





SELLER 

Knoll Pharma 
Gujarat Lyka Organics 
М) Pharma 
ТОРІ. 


















Caraco, US 
NATCO, Hyderabad ÉL. 
Milmet Pharma, Gujarat — 
Pradeep Drug: 
Phlox Pharma — — 

Women's First Health Care, US | 
Valeant Pharmaceuticals _ 
Valeant Pharmaceuticals 
Able Labs 


Two, as the experience of other 
bigger, research-intensive pharma 
rivals such as Ranbaxy Laboratories 
and Dr Reddy’s Labs had shown, 
R&D investments—especially those 
on developing new drugs, or new 
chemical entities (NCEs)—don't 
immediately translate into revenues, 
thereby putting pressure on the bot- 
tom line. As a valuation-conscious 
Chairman and Managing Director 
of Sun, Dilip Shanghvi knew that he 
had to avoid the fate of players like 
Ranbaxy, which has lost 20 per 
cent of its market value over the 
last seven months, thanks to rising 
R&D costs and falling revenues. 

Shanghvi's bold answer to the 
challenge: Take the risky innovative, 
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Or NCE, research out of Sun and 
put it in a separate company. While 
de-risking Sun was clearly one rea- 
son behind the move, the other was 
to create two sharply-focussed com- 
panies that would focus on generic 
drugs (reverse engineered copies of 
patent-expired drugs) and new 
drugs, giving each a chance to go 
their respective ways. As Shanghvi, 
50, told analysts on a conference call 
a day after the company’s board 
approved the plan on February 9, 
“Managing innovative products and 
businesses requires a very different 
skill set than generic...the key pur- 
pose of (this) decision is to be able 
to manage the business more effec- 
tively”. Recently, Dr Reddy’s 
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NATURE OF DEAL 

Cash buyout costing about Rs 10 crore 
Share swap - 21.33:1 (post bonus) 
Share swap - 210:1 — 


Share : swap - 4: m ч 
$7.5 million in 1997; subsequent $43 million 
tolarge shareholders 

Cash buyout. Size of deal not av available 
Share swap- 5:4 — 

Share swap - 500:1 

Share swap - 710:1 

Buyout costing about t$4 million - | 


— — - —- — — — 


The two deals with Valeant in all cost ‘about $10 million 
Buyout costing $23. 15 million 


created a separate company, 
Perlecan Pharma, to lodge some 
specific NCEs in it, but it continues to 
do innovative research. Point: Sun ts 
the only pharma player to have 
completely spun off basic research. 


Two To Tango 

Traditionally, Sun has refrained 
from giving details of its new mol- 
ecules. But now, it will have to 
reveal the specifics, since the new 
company (this will be announced at 
a later date) plans on listing on the 
stock market and for investors to be 
able to price its stock, they'll need to 
know just what potential winners it 
has shimmering on its Petri dish. 
Expect that information to come 





Source: Company and Capitaline Plus 
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through in another month or so. 
For now, all that Sun is willing to 
reveal is that it has one NCE soon to 
go into phase two of clinical trials, 
and two NDDS drugs (that is, novel 
drug delivery system, which takes an 
existing drug and makes it more 
effective in terms of either dosage or 
drug chemistry) in trials. 

Set up with Rs 200 crore in cash 
and Rs 50 crore in assets (equip- 
ment and buildings), the R&D com- 
pany will have 120 to 140 people to 
start with and focus on a few spe- 
cific therapeutic areas. Typically, 
the company will bring successful 
molecules past phase two of trials 
and then license them to another 
pharma company. In 
certain cases, it may try 
to take the drug to mar- 
ket on its own, 

It will be at least 
two years before the 
R&D company sees its 
first dollar in revenue. 
The NCE will spend 
another 18 months in 
phase two, after which 
it will need to find a 
buyer. As for the two 
NDDS drugs, which are 
expected to go into 
phase two of trials in 
the Us and Europe over 
the next three months, 
it will be another four years before 
they make it to the market—if at 
all. In effect, what Shangvi seems 
to be saying with the demerger is 
that, ‘yes, Sun wants to be a drug 
innovator, but not at the cost of its 
generics business’. 


Generics All The Way 

Compared to innovative research, 
the R&D (read: reverse engineer- 
ing) for generic drugs is far cheaper, 
quicker and less risky. So that part 
of R&D will continue to be with 
Sun. At present, formulations (that 
is, finished drugs) account for 80 per 
cent of Sun’s revenues and bulk 
drugs, the rest. Although Sun was a 
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late-comer to the international 
markets, a good 40 per cent of its 
revenues come from overseas. With 
its focus clearly set on generics, Sun 
can now go after the global $50-bil- 
lion market for generics (The us 
market accounts for a large chunk 
of this—about $31 billion). Says a 
company spokesperson: *Generics 
and branded generics would con- 
tinue to be a business of predictable 
revenue and profit growth, as the 
model that has worked for us in 
India is rolled out across markets". 

A string of acquisitions over 
the last 10 years (see A Decade of 
Dealmaking) ensured Sun's rapid 
growth in India and its diversifi- 





R&D thrust: Innovation will now be a different ballgame 


cation from speciality prescription 
products (for cancer and the central 
nervous system) to global generics 
to bulk drugs. The us has clearly 
been Sun's most important target 
market. In 1997, it bought an ailing 
$0.8 million firm, Caraco, which it 
slowly nursed to health over the 


years. Last year, Caraco logged 


$75 million in revenues and a loss 
of $1 million. Able Labs also needs 
a turnaround, but Shanghvi is 
counting on the fact that it will 
boost Sun's generics portfolio in 
the us. With Able, *we will have a 
presence in all key dosage forms 
compared to now, when we are 
present only in solid and oral seg- 


ments," he says. Injectibles, oint- 
ments and creams are some of the 
forms Sun intends to tap shortly. 
Notes Saion Mukherjee, Senior 
Analyst at BRICS Securities: “They 
have niche products that are diffi- 
cult to make, so they should have 
moderate revenues from the us 
with comfortable margins." 

With $350 million (Rs 1,575 
crore) in funds raised through a 
foreign currency convertible bond 
(FCCB) issue, Shanghvi has enough 
juice to keep the M&As going. By his 
own prediction, domestic business 
will account for just 30 per cent 
of Sun's revenues in another 10 
years (compared to 60 per cent 
now). Says Ravi Menon, 
Director and Co-head 
(Global Investment 
Banking-India), HsBC 
Securities: *The moti- 
vation for acquisitions 
by Indian pharma com- 
panies is to increase their 
product baskets and of- 
fer niche products, 
which in turn enhance 
leverage with the 
distribution network." 
The other advantages, 
as Menon points out, 
are shifting corporate 
overheads to India, 
increasing offshoring 
possibilities and outsourcing from 
the country for production and 
product development. 

Considering that Sun has a 
minuscule—less than 1 per cent— 
share of the Us generics market, 
and almost no presence in the other 
regulated markets of Europe and 
Japan, it can only grow—provided, 
of course, it keeps its generics 
pipeline flowing. Shanghvi himself 
is very optimistic, stating at the 
February 10 analyst meet that “there 
are many, many products that are 
very interesting, very profitable, 
and can be genericised". By getting 
out of innovative R&D he may just 
have cut the drag on Sun. 8 
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bt economy 


How Real Is Our Growth? А Taxing 


The Indian economic growth story may well be a | Proposition 
Statistical sleight of hand. | 
| 


With the Budget just a few days 
T»: IT SEEMS, ARE CHOMPING ON COPIOUS QUANTITIES OF away. here's a look at some 
, 


paan, consuming humungous amounts of sea water salt, drinking | 

lots of goat, buffalo and camel milk and toasting every new | 
economic high with the much maligned toddy. And, these, believe it | 
or not, are turning the country into an economic superpower. On 
February 7, the Central Statistical Organisation (CSO) let the cat out 
of the bag. In its advance estimates for 2005-06, it projected a gross | 
domestic product (GDP) growth rate of 8.1 per cent, a significant 
improvement over last year’s figure of 7.5 per cent. This growth was 
fuelled by the manufacturing and services sectors, which are likely to 
grow 8.1 and 11 per cent, respectively. The farm sector will grow at 
2.3 per cent during 2005-06 compared to 0.7 per cent last year. 

So far, So good. But it might be prudent to add a few of 
qualifications to these rah-rah figures. CSO has conjured them up by 


anomalies in the tax structure. 
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shifting the base year from 1993-94 to 1999-2000 and by improving | 
its terms of coverage by incorporating the recommendations of the 
United Nations System of National Accounts, 1993. Production of salt | 
through sea water evaporation, production of betel leaf, toddy, 
goat, buffalo and camel milk and meat production from unregistered 
slaughter houses have been included in the data for the first time. A | 
new category of “valuables”, which covers expenditure on the | 
acquisition of valuables, has also been included in gross capital | 
formation. Besides, reinvested earnings of foreign companies have been 
added to the savings of the private corporate sector; this has, naturally, 
also impacted the external transactions account. There’s more statistical 
jugglery: the weightage of trade, hotels and restaurants has increased 
from 14 to 14.2 and that of finance, insurance, real estate and | AN WOULD HAVE THOUGHT THAT 





t | 
Chidambaram: Reality bites 


business services from 12.5 to 13. a dream team could also cause 


CSO officials take pains to point out that these changes have | nightmares for an entire nation? But 
brought the results in greater sync with Indian economic reality. Has | that’s precisely what Prime Minister 
it? “It is a little more reflective of the Indian economy because it | Manmohan Singh and Finance 
covers many new areas," contends Subir Gokarn, Chief Economist Minister P. Chidambaram have done. 
at credit rating agency CRISIL, *but the major issue here is of | How? This reformist duo introduced 
extrapolation of the data and the multiplier effect that each sector | three very bad taxes in the last Budget— 
has on the economy." Conclusion: the CSO needs tobe commended | the Securities Transaction Tax (STT), 
for its efforts at increasing the depth of its coverage, but questions | the Fringe Benefit Тах (FBT) and the 
still remain over the integrity of the statistical methods used to | Banking Cash Transaction Tax (BCT)— 
analyse the raw data. | which have further complicated an 

ASHISH GUPTA already complex system. The stated 
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goals of simplifying the tax structure 
and streamlining its administration 
were obviously not on their minds 
when they authored these. 

A lot has been written about 
these. The FBT increases compli- 
ance costs for employers and has 
been challenged in court. And the | 
BCTT has achieved precisely the 
opposite of what it set out to. All it 
has done is drive a large part of the 
parallel economy out of the banking 
system, and, in effect, outside the 
pale of the law. These are just two 
high-profile tax-related boo-boos. 
But there are other, less discussed, 
anomalies that need urgent correc- 
tion. Says Gaurav Taneja, National 
Director, Ernst & Young's India 
Tax Practice: *The existing service 
tax regime is completely out of tune 
with the new realities of the econ- 
omy and needs to be reworked." 
Mandap owners, for instance, have 
to pay both service tax (on serv- 
ices rendered) as well as the value | 
added tax or VAT (on the sale of | 








goods). This is obviously neither V 
justifiable nor equitable. "The num- PEE NT bone oo c UN, ` 

ber of withholding taxes should | a o mci un fes 1 E" 
also be brought down from 27 at | = „тшге. AAW ee? 
present to three or four at the | des eed inar 

most," says Taneja. | 
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“We need greater clarity on a 
host of issues such as e-commerce, 
cross-border transactions, and tax- | 
ation of satellite companies. And | 
why should expatriates working in 
India for limited periods have to | 
pay taxes on incomes they earn | 
abroad?” asks Ketan Dalal, Senior 
Partner at RSM & Co. 

Then, there is the inverted cus- | 
toms duty structure, which discour- 
ages value addition in the country; 
and octroi, entry tax and mandi tax 
which prevent the creation of a sin- 
gle pan-Indian common market and 
merely increases the incidence of | 
indirect tax liability on companies. 

| 
| 





All these taxes need a fresh, and 
critical, look. Mr Chidambaram, 
are you listening? 





ASHISH GUPTA 


MARCH 12 2006 BUSINESS TODAY 101 


The Blue Chip State 





he present Government of Haryana under the able 
and visionary stewardship of the Chief Minister 
Mr Bhupinder Singh Hooda, is celebrating the 
completion of an eventful year of his governance 
and is on the threshold of an industrial revolution. 

Haryana is emerging as the economic hub of the country and 
attracting major international investors. An industry friendly 
New Industrial Policy, Special Economic Zones, IT parks, 
Industrial Townships with world class infrastructure, 
expressways, special incentives and concessions to industry have 
worked to make the state one of the most investor friendly ones 
in the country. Maruti Udyog has been allotted 600 
acres of land for its expansion plan at the IMT 
Manesar and will invest a sizeable amount of 
Rs. 3272 crores. Some of the companies that 
have set up shop in the other model industrial 
townships at Bawal and Manesar include 
Mitsui Mining and Smelting, Nippon 
Leakless Talbros Pvt Ltd., Kehin Fie Pvt 
Ltd, Sankie Giken India Pvt Ltd., India 
Japan Lighting Pvt Ltd., and Suzuki 
Metal Corporation. 

The Chief Minister who 
enjoys the reputation of having a 
scrupulously clean image has shown prudent foresight to set 
priorities and taken effective steps to implement them so that the 
state can attain new horizons of progress and prosperity. Mr 
Hooda shares with BT his ambitious mission and vision for this 
blue chip state. 


* What have been the major highlights of your Government 
post taking over as CM? 

During the time I have been the Chief Minister, the Haryana 
government has taken concrete steps to ensue the rapid 
development of the state. On one hand it has announced new 
Industrial, Labour, IT and education policies and alongside it has 
implemented many innovative schemes towards the welfare and 
social justice of the people which include a number of 
concessions and incentives to farmers, people belonging to the 
Scheduled Castes and backward classes, women, youth, traders 
and employees. 

As a result of the progressive policies of my Government, 
new avenues of employment generation are opening up on one 
hand, on the other it has thrown open the doors of a new era of 
prosperity and has led to a healthy growth in revenue collections. 


* What are the advantages Haryana has as a State, to attract 
investment & promote growth of Industry? 

My Government is according top priority to the expansion of 
infrastructure facilities and industrial development. The Haryana 
State Industrial Development Corporation is actively engaged in 
the prime task of providing the essential infrastructure facilities 
by developing Industrial Estates, Industry Parks, Institutional 
and Commercial Premises and Expressways. 


In order to attract the optimum indigenous and international 
investment for providing a fillip to quick industrial growth, the 
State Government has implemented a New Industrial Policy. 
This initiative proposes to encourage balanced industrial 
development of the State through superior infrastructure, new 
avenues of employment generation and ensuring a conducive 
milieu for investors. It lays special emphasis on fostering public- 
private partnership in infrastructure schemes and launching new 

industrial townships for attracting big projects. 
Under this policy initiative, we are promoting 
the development of agriculture related food 
processing units, auto industries, software 
companies, information technology, bio- 
technology, apparel, scientific 
instruments, and other priority 
areas. During 2006-07, it is the 
ambitious ат of my 
Government to double the 
quantum of industrial exports 
from Rs. 20,000 crores. 

We have also developed 
Special Economic Zones to 
promote industry and exports 
within the ambit of the New 

Industrial Policy. My government has actively encouraged both 
foreign direct investment and private sector investment for the 
effective development of these special economic zones. At the 
SEZ at Garhi Harsaru, investors can find facilities like duty free 
enclave, grant of foreign territory status for purposes of trade, 
concessional tax rates, world level infrastructure base, 
internationally competitive atmosphere, efficient transportation 
and communicative set up, smooth accessibility to regional and 
international markets, and duty free receipt of materials from 
regional levy areas. 

We have envisaged a big role for the private sector in 
industrial infrastructure development. Large number of projects 
are planned in public private partnership. These include Special 
Economic Zones, Industrial Model Townships and a Mega 
Petrochemical Hub at Panipat. We have signed MoU with 
Reliance Industries Ltd. to put up the largest Special Economic 
Zone in the country over an over of 25,000 acres to promote 
manufacturing and exports. This SEZ envisages an investment of 
Rs.40,000 crore. The Petrochemical Hub is expected to generate 
investment of Rs.25,000 crore. 
















* How has the Haryana State geared itself and the measures 
initiated by your government to boost infrastructure- 
especially roads & power generation ? 
My government believes that infrastructure is basic to all round 
development of the state and so it is laying special emphasis on 
developing basic facilities like electricity, water, roads and 
education in the State. 

The Government is trying to make the State self-dependent 
in meeting electricity needs in both urban and rural areas. For 


this the government has initiated several projects to come up 
during the next three-four years so as to enhance the electricity 
production capability of the State by 5000 megawatts. The 
Government is installing power plants at Yamunanagar, Hisar 
and Panipat. Other plants to come up in Faridabad and Jhajjar. 
The two old units at the Panipat thermal Power Plant are being 
modernized to increase its unit capacity. The transmission and 
distribution system is being strengthened over the next two years 
by opening new grid sub-stations and increasing the capacity of 
many others. The government is also encouraging the use of 
solar energy in public places like offices, hospitals and industries 
and the possibility of setting up a nuclear power reactor is also 
being explored. 

The road network is also being strengthened and efforts are 
being made to link Gurgaon, Faridabad. Bahadurgarh and 
Sonepat to the Delhi Metro, Other development works include 
building bridges, developing the road network and upgrading of 
national highways. The State Government has initiated work on 
the Kundli-Manesar-Palwal expressway at the cost of Rs.2000 
crore. At any other places, roads are being four and six laned on 
sections of the national highways. 


* What are the priorities of your Government to ensure the 
overall growth of the State? 
My government has set its priorities and taken effective steps to 
implement them so that the State may attain new horizons of 
progress and prosperity. High on the priority list of the State 
Government are issues addressed to agriculture, industry, 
electricity, public health, welfare, education, roads and 
transport etc. 

Haryana is the first State in the nation to have achieved 100 
per cent rural electrification, and to have connected all its 
villages with metalled roads. 


* Kindly comment on the plans you have for the Education 
sector & the Health sector in the State. 

The Haryana Government is committed towards providing 
quality employment-oriented education to the youth in the State. 
My state has evolved an effective educational set up consisting 
of equitable public and private initiatives to foster the human 
quotient of a stratified society. We have initiated significant 
programmes to bring about a qualitative improvement in the 
level of education which include setting up of the Rajiv Gandhi 
Education City, Edu-Sat programme, Soft Skills Training 
Programme, rationalisation of teacher-student ratio and filling up 
of vacant posts of teachers. 

We have also implemented a unique scheme called Dr. 
Ambedkar Meritorious Students Scheme to attract talented 
students from weaker sections and Scheduled Castes to take up 
higher studies under which interest-free loans will be provided to 
Scheduled Caste students for pursuing higher studies. Besides 
this, the State Government has also taken a number of steps for 
the welfare of women which includes а separate university, 
scholarships, tool kits, books, concessional fares and cash 
awards. 

The Health Department, Haryana has initiated many 
programmes to control and treat dreaded diseases like Aids, 
leprosy, tuberculosis, blindness and malaria and develop good 
health among school children. For women there are programmes 
like the Janani Suraksha Yojana, which being implemented under 
the National Rural Health Mission and aims to reduce maternal 





and infant mortality and to increase institutional deliveries in 
families living below poverty line. The scheme would benefit 
those women who are 19 years of age or above. In addition, the 
Government is implementing schemes like Vikalp Aarogya Kosh 
(Alternative Health Fund) and delivery huts. With the intention 
of providing safe delivery services, there is a scheme to set up 
300 labour huts in the first phase. Health cards will be made for 
all the children and their health check-ups will be conducted 
every three years. 


* What efforts are being taken up by your Government to 
promote telecommunication, keeping in mind that telecom & 
IT are the lifeline for industrial growth? 

On the information technology front, Haryana stands tall on the 
3rd rank in exporting software solutions and our government 
realizes the importance of the IT Enabled services and the fact 
that they are a lifeline for industrial growth. We are aware of all 
the software and BPOs that have set up shop in Gurgaon. We aim 
to provide them with facilities like good infrastructure and 
communication facilities and other specific incentives. We have 
also set up and are in the process of setting up many software 
technology parks and are encouraging the participation of the 
private sector in these initiatives. Our State Government will 
encourage the process of establishing research and development 
labs in public, private and joint domains and we are actively 
looking at attracting foreign direct investment in this area. 





Information technology and IT related services have been 
declared as public utility services and have been included in the 
first list of Industrial Disputes Act, 1947. This step will ensure 
that no strikes or lockouts are declared in this sector without prior 
notice, creating an atmosphere of further congeniality in this 
sector. This will reassure the many software and BPOs about our 
resolve to encourage their investments. 


* Gurgaon has emerged as an important city and has put 
Haryana on the global map. What are your plans to make it 
more world class city in terms of infrastructure & industrial 
growth? 

We realize the importance of Gurgaon and its proximity to the 
NCR. The fact that we have been able to attract investments from 
software firms, BPOs, the biggest investments in the Auto and 





the auto ancillary sectors as well as other manufacturing sectors 
is a measure of its importance not just to Haryana but to the 
country as a whole. My government is taking steps to enhance 
the infrastructure of the area and bring it to world standards, We 
have sanctioned nearly Rs 500 crores for the development of 
facilities like network of roads, sewerage and supply of drinking 
water. Out of this amount Rs.85 crore will be spent on laying and 
recarpeting of roads, Rs.45 crore for sewage treatment plan and 
Rs.280 crores will be spent on a plan to enhance the supply of 
potable water. Along with basic infrastructure, we have 
encouraged the development of a comprehensive infrastructure 
of housing, malls and hotels and recreation areas like world class 
golf courses, starred hotels and conference facilities, 


* Where do you see Haryana in the next decade? 
In the coming decade, Haryana will be a world class state 
comparable to the best both in style and substance. The Metro 
will provide clean and efficient transportation; we will have 
world class infrastructure, smooth roads, uninterrupted power, IT 
connectivity and well developed industrial townships. With this 
we plan to attract the best companies from all over the world to 
come and invest in the state. The welfare programmes that we 
have implemented will lead to an empowered community who 
will enjoy a per capita income among the highest in the country. 
The policies that are high on our priority list and being 
implemented at present will ensure that we achieve what we are 
setting out to do - prove that the state of Haryana will achieve its 
true potential in due course and go on to become the number one 
State in the country. 


INDUSTRY - HARBINGER OF PROGRESS 


The industrial scenario in Haryana looks promising and the 
statistics speak for themselves. This has come about because 
investors have found that state a promising location and the 
industries present have benefited from the facilities and 
incentives provided to them. . Some of the companies that have 
set up shop at the industrial estates at Bawal and Manesar are 
Mitsubishi Electric Automotive Ind., Napino Auto & Electronics, 
Pricol, Toyota Kirloskar Motor Systems Pvt Ltd., India Japan 
Lighting Pvt Ltd., and Caparo Maruti. 

Out of the country wide production of cars more than 50 per 
cent such vehicles, 50 per cent motorcycles and 25 per cent 
tractors are produced in Haryana. The number of big and 
medium scale industries from a meagre 162 in the year 1966 has 
taken a quantum jump to 1266 in December 2005. Further the 
State fosters nearly 80,000 small scale industries. During the nine 
month span from March 2005 to December 2005 of the 





incumbent government, the State has attracted fresh industrial 
investments of Rs.230 crore in the form of new 20 big and 
medium industrial units and 682 small scale industries. At 
present 69 industrial entrepreneurship memoranda with a gross 
investment of Rs.2245 crores are being actively implemented. 
After the declaration of a new industrial policy by the Hooda 
Government, the State has received fresh industrial proposals 
worth more than Rs.10,000 crores. The Hooda Government has 
worked actively to take a number of measures and hand out 
several key concessions for the promotion of trade in the State. 
Most have been by far welcomed by the members of the trade 
and industry bodies. 

To promote industry in the state, the Industrial Assistance 
Group has been converted into Investment Promotion Centre and 
will be further strengthened to take up the task of providing 
Single Window Services. This centre will act as an operational 
unit to High Powered Clearance Committee and State Level 
Clearance Committee. 

This Investment Promotion Centre has been set up in Delhi 
and Chandigarh to act as а Single Point Contact Agency to 
provide information, guidance and hand holding services for 
venture location by prospective entrepreneurs particularly with 
regard to various sanctions/approvals needed for implementation 
of the projects, availability of land and present level of 
infrastructure in the State and to assist entrepreneurs in 
submission of applications for approvals/registration to different 
organizations. This Centre will have complete database on 
availability of land, water, power, finance etc. and norms, rules 
and regulations of all the institutions engaged in industrial 
development. This agency would showcase Haryana as an 
ultimate destination for investment. 


ON THE HIGH-TECH HIGHWAY 


The Hooda Government has realized that there are unlimited 
possibilities of employment generation and exports in the field of 
information technology. Under the new industrial policy the 
Government is according top priority to information technology, 
information communication technology and IT enabled services. 
This is proved by the fact that the Haryana Government web 
portal has won a merit citation award at the 7th National 
Conference on eGovernance. At present Harvana's software 
exports are the third highest in the country. 

The State Government recognises the role of IT as an 
effective tool in catalysing economic activity, in efficient 
governance and in developing human resource. The IT policy 
encourages the replacement of traditional delivery system of 
public services by IT driven system of governance that works 
better, is economical and is capable of serving the citizens' needs 
with ease. 

The state aims to achieve its IT vision through a process of 
modernisation and rationalisation of the administrative set up for 
an efficient, cost effective and responsive government. The 
Hooda government has encouraged IT literacy and education to 
generate IT related employment opportunities. IT plans to 
encourage private sector initiative in IT industry and IT related 
infrastructure and services to increase the share of It in the state 
GDP. 

In Northern India, Gurgaon has emerged as the favored town 
of entrepreneurs seeking to establish IT units. The Hooda 
Government has undertaken all efforts to maintain this avant 





garde position of Gurgaon by developing and upgrading the 
available infrastructure. Other parts of the State, especially the 
economic hubs to be developed along the Kundli-Manesar- 
Palwal Expressway and Panchkula will be fostered as IT 
corridors. 

The Department of Information Technology is the nodal 
agency for clearing and monitoring IT parks projects. The private 
sector and public-private joint ventures are being encouraged in 
establishing and maintaining IT parks and other infrastructure 
facilities. The State Government will facilitate the process of 
establishing research and development labs in public, private and 
joint domains. In this concern due efforts will be made to attract 
foreign direct investment. 

The Hooda Haryana government has also developed a 
package of incentives for the IT industries. This includes 
infrastructure facilities like preferential allotment of land, 
uninterrupted power supply, single window clearances, 
relaxation in floor area regulation (FAR), changes in land use, 
various rebates and concessions on Sales Tax. IT has also been 
designated as a priority sector for lending by state level lending 
institutions, is exempt from the pollution control board and 
various incentives have been provided for mega projects. To this 
effect, the state government shall be establishing reliable, 
adequate and efficient telecom and communication infrastructure 
in all the districts in Haryana. 

At the IT Park being developed on 140 acres of land in 
Manesar by Haryana State Industrial Development Corporation, 
12 big IT companies including HCL, Bharti, Galilo, e-Clark, 
KLG systels, Agilent Technologies, Shapurji Polanji and Co. 
have been allotted land. Another IT corridor on similar lines is 
being developed on 250 acres in Panchkula. Haryana State 
Industrial Development Corporation has already allotted 97 acres 
of land for this purpose. 

The Hooda Government has envisaged a project to introduce 
E-Disha civic amenities in all the villages, development blocks 
and district headquarters in a phased manner. Under this project, 
service centres will be established where information pertaining 
to different departments and corporations will be made available. 

A Statewide Zonal Network to take IT services to the village 
level has been planned and an online payment gateway is 
planned. The results of the 2005 Haryana State School Board 
were made available on internet and a software system, which 
was the first of its kind in the country, was prepared to analyse 
the results. 


The Government of Chief Minister Hooda realizes that the 
existence of a strong basic infrastructure is necessary for the 
development of a healthy industrial climate. In view of this, the 
government has laid special emphasis on developing facilities 
like electricity, water, roads, education and health in the State. 
The Government of Haryana has made efforts to ensure that 
industries receive uninterrupted electric supply of standard 
voltage. For this the government has initiated several projects to 
come up during the next few years to increase the capacity by a 
healthy 5000 MW. 

Some of the efforts include installing a thermal power plant 
of 600 megawatts capacity in Yamunanagar and raising a gas 
based plant of 600 megawatts. Contracts have been finalised for 
installing a 1080 MW gas based plant in Hisar, a 600 MW plant 


in Panipat. A 1065 MW gas based power plant in Faridabad and 
a tri-partite contract involving Tata Group company, Gas 
Authority of India and the State Government to set-up a 1000 
MW gas based power plant in Jhajjar will go a long way in 
alleviating the power situation in the state in the coming vears. 

The Panipat Thermal Power Plant is being modernized to 
produce electricity at low cost. The work of modernisation of one 
unit of 110 MW has already been entrusted to Bharat Heavy 
Electrical Limited (BHEL) to increase the capacity of this unit to 
117.8 MW. This will help save Rs.58 crore every year. After the 
completion of modernisation of this unit, the third and fourth 
units of 110 MW each will be modernized. 

In the coming two years, the transmission and distribution 
system will be strengthened to provide high quality power supply 
to consumers. Around 17 new grid sub-stations have been 
opened, capacity of 80 sub-stations has been increased and 
transmission lines of more than 395 KM have been laid. In the 
next phase, 63 new sub-stations are being set up and the capacity 
of 58 sub-stations is being increased at a cost of Rs.702 crore. 

Under the Renewable Energy policy of the state, there are 
plans to produce 1400 MW surplus based on non-conventional 
energy. Under the policy, projects based on bio-mass, sugar mills 
waste, air, water, solar energy and are to be set up through 
Government private sector partnership. All such projects will be 
considered as an industry and will be given incentives at par with 
new industries. The Rajiv Gandhi Renewable Energy Park has 
been set up in Gurgaon and the government has encouraged the 
use of solar energy in Government buildings, industries, hotels, 
hospitals, banquet halls, jail barracks, canteens, residential 
complexes, educational institutions, tourist resorts etc. 


Haryana has created a niche for itself in the field of tourism as 
well. The state has developed an excellent network of 44 tourist 
centres situated strategically along the national highway passing 
through the State for the convenience of tourists. These tourist 
centres have been quaintly named after different birds. In 
addition to this, majestic tourist centres have been established in 
district headquarters and other important places. 

These tourist centres have superlative facilities of stay, 
restaurants, motels, bars, green parks, boating, fast food 
counters, ice cream parlors, souvenir shops, health shops, camper 
huts, conference halls, party lounges and golf courses. Sprawling 
lakes and attractive land scapes add to the charm of these tourist 
centres and make one feel in the midst of nature. 

Haryana has developed a few genres of tourism to attract the 
discerning tourist. The scenic Yadavindra Gardens at Pinjore, 








Cultural tourism at the yearly Surajkund Crafts Mela, Adventure 
tourism at Morni Hills and Damdama Lake, and the famed 
temples at the hallowed sites at Dharamkshetra Kurukshetra - 
where Lord Krishna delivered the divine message of the Gita - 
Brahma Sarova, Jyotisar and the Kurukshetra Panorama and 
Science Centre, are being developed as a major religious tourism 
destination of the world. 

The Haryana Government has not only promoted golf 
tourism, it has also added new dimensions to it. Some excellent 
internationally acclaimed golf courses - the DLF Golf Course, 
ITC Classic Golf Course, the Golden Greens Golf have been 
developed in the State. These courses attract many expatriates, 
high net worth individuals and the emerging professional class. 
With Gurgaon and its suburbs becoming a mini Hamamatsu, golf 
courses have become a basic prerequisite to attract the right mix 
of corporates. A unique concept of Farm Tourism has recently 
been introduced by the Haryana Government. These farms 
located near Delhi in the lap of nature help relieve tourists of the 
tensions and bring tourists face to face with the quintessential 
Indian way of life, with its centuries old traditions, and introduce 
them to traditional arts and crafts. Haryana Tourism proposes to 
set up Insitute of Excellence in Hotel Management and Travel 
Trade at Telyar (Rohtak) and Badkal (Faridabad) in public 
private partnership. Tourism has been declared as industry under 
the new Industrial Policy and sites for starred hotels are being 
earmarked under this policy. 


Gurgaon is the hot and happening town in Haryana. Auto, auto 
components, software and manufacturing units are among the 
many kinds of units that are setting up there. Along with the 
industrial areas, the infrastructure in the other areas is up for a 
shake-up to match words and action and to attract the right kind 
of investor. The government has realized this and taken steps to 





develop the infrastructure and other amenities of the town at a 
fast pace. The State Government has sanctioned a sum of Rs.470 
crore for development of facilities like network of roads, 
sewerage and supply of drinking water etc. in Gurgaon, so as to 
make it the most developed city of the country. Out of this 
amount Rs.85 crore will be spent on laying and recarpeting of 





roads, Rs.45 crore for sewage treatment plan and Rs.280 crores 
will be spent on a plan to enhance the supply of potable water. 

For widening and recarpeting of the network of roads in 
Gurgaon, a sum of around Rs.100 crore being spent by HUDA, 
the Municipal Committee, the Public Works Deptt. (Building and 
Roads) by the Marketing Board. HUDA will spend a sum of 
Rs.25 crores on improving the facilities of sewage disposal in old 
and new Gurgaon and to raise the present capacity of the sewage 
treatment plant to 98 MLD. An amount of Rs.21 crore has been 
earmarked for setting up of a new sewage treatment plant of 50 
MLD capacity in village Behrampur. 

Similarly to augment the potable water supply of Gurgaon, a 
covered canal of 570 cusecs capacity will be built between village 
Kakroi and Gurgaon at a cost of Rs.280 crores. Finances for this 
project will be arranged by HUDA. This canal will make 245 
cusecs water available to Gurgaon, which exceeds the present water 
supply of Gurgaon by two and a half times.At present much of 
Gurgaon lacks upto date rain water drainage mechanism and so the 
government has decided that Rs.27 crores will be spent on 
improving the rain water drainage system of Gurgaon. 


The development of a State is largely dependent on a network of 
roads and transport system. The Bhupinder Singh Hooda 
government is working actively to improve the road network and 
the transport system. One of the most ambitious projects under 
consideration is the transport system to link Gurgaon, Faridabad, 
Bahadurgarh and Sonepat with the Delhi Metro. This will enable 
the residents of the NCR region to avail world class facilities of 
a Speedy transport system 

During 2005-06, Rs.606 crore will be spent on building 
bridges and developing the road network as compared to Rs.421 
crores during the past years. The State Government plans to build 
63 new railway overbridges at the cost of Rs.900 crore and State 
and national highways will be upgraded at the cost of Rs.12,000 
crore A Volvo bus service has been started between Chandigarh 
and Delhi. To upgrade bypasses in the VCR region, the State 
Government has envisaged a Rs.371 crore project for smooth 
flow of traffic. During the current financial year, 36 bridges and 
nine railway overbridges are slated to be built at the cost of 
Rs.58.90 crore. 

Since forty per cent of the State falls in the National Capital 
Region and due to this the roads are burdened with heavy traffic. 
To ease the existing traffic, the State Government has initiated 
work on the prestigious Kundli-Manesar-Palwal expressway а! 








the cost of Rs.2000 crore under public - private partnership on a 
BOT basis through which a vast area of NCR will be covered. 
The government plans to develop Special Economic Zones along 
this expressway to increase employment opportunities and usher 
an era of prosperity in the State. 

The four laning of NH10, the Gurgaon-Faridabad road and 
the Zirakpur-Panchkula-Kalka section of NG-22 is underway at 
a fast pace. To ease traffic on Faridabad-Delhi route, a six lane 
elevated highway project at the cost of Rs.267.50 crore is 
underway at Badarpur. For easing growing traffic congestion 
work on a Rs.417.85 crore project has been initiated on NH | at 
Panipat. Under this project elevated and underground roads will 
be built. Work on eight laning of 28 km stretch of NH 8 which 
links Delhi and Jaipur is also progressing at a fast pace. 

Renovation of bus terminals, a centralized advance booking 
system, modernization of workshops and depots are on the anvil. 
The State Government also plans introducing ATM facility on all 
bus terminals and run CNG buses. Nine computerised toll plazas 
will be set up on national highways to check overloading. 


PRODUCTIVITY WITH SOCIAL JUSTICE 


Under the visionary leadership of Chief Minister Bhupinder 
Singh Hooda, Haryana has achieved the status of becoming the 
first state of the country to have declared a labour policy. The 
government is pledged to ensure quick industrial development of 
the State, along with protecting the interest of the workers. This 
will ensure industrial development and social justice in an 
atmosphere of peace, mutual trust and complete security. This 
revolutionary policy intends to prepare such an industrial milieu 
which fosters trust and coordination among industry, workers 
and government. It will result in wiping out of corruption and 
exploitation, leave no scope for strikes and lock outs, ensure the 
rights of the work force and get them full payment for their work, 
ensure the implementation of the provisions of industrial security 
and worker health, bring qualitative improvement in the 
prevailing conditions for women workers, and wipe off child 
labour and bonded labour. In addition to this, the further 
objective of this policy is to increase productivity by speeding up 
the pace of industrial development and develop a work culture. 
Womens’ rights are effectively protected by this policy. 
Permission has been extended to women to work on night shifts. 
District Vigilance Committees are empowered to stop child and 
bonded labour. The labour policy takes due cognizance of 
removing the complaints of contract labour and lays special 





emphasis on protecting their rights and putting an end to their 
exploitation. Industries and workers both will be made aware of 
labour laws and safe work ethics, and it will be ensured that 
labour laws are implemented in letter and spirit. Factories are to 
be inspected once a year and Work slips will be duly given to 
workers and compliance of minimum wages will be scrutinised 
from time to time. Computerization of the Labour Department is 
also on the cards. 

Information technology and IT related services have been 
declared as public utility services and have been included in the 
first list of Industrial Disputes Act, 1947. This step will ensure 
that no strikes or lockouts are declared in this sector without prior 
notice, creating an atmosphere of further congeniality in this 
sector and will be a boon for the many software firms in the state. 


LEADING LIGHT TO THE YOUTH OF HARYANA 


The Government of Mr Hooda in a far reaching and proactive 
measure, decided to provide assistance to the youth of the State 
who are interested in gaining employment abroad. This is under 
its multi dimensional policy of increasing employment avenues 
and getting exposure abroad. For this purpose, a Foreign 
Employment Assistance Committee headquartered in Panchkula 
has been constituted. 

This Committee will assist youth in getting employment in 
foreign countries and will also help students going abroad for 
higher studies. The students will be apprised of the syllabi of 
various universities, passport, visa and migration law and rules. 
The committee will liaison with international agencies in this 
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regard. All employment exchanges in the State will be nodal 
points of the committee. This Committee will provide services 
free of cost and help save those going abroad from falling into 
the hands of middlemen. After registration of this Committee 
with the Foreign Ministry under the Migration Act, 1983, a 
foreign employment bureau will be constituted. This bureau will, 
in future, act as a recruitment agent in providing jobs to people 
in foreign countries and minimize the chance of corruption 
through middlemen. Agreements have been made with private 
companies for bringing about qualitative improvements in the 
training standards of five Industrial Training Institutes. Similar 
agreements would also be made for improving the training 
standards of 21 more Industrial Training Institutes. 

The Committee has the Finance Commissioner of the Labour 
and Employment departments and State's Principal Secretary as 
its Chairman. 


Budget 2006, 
consumer ka Budget? 
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SHOP FOR 
STOCKS 


A casual shopping trip in cme N 
gives ARCHNA SHUKLA more tips about 
stock picking than the fattest 





investment tome. 






OEVER SAID 
Gurgaon was the 
emerging corpo- 
rate capital of the 
country?” I said in 
exasperation as our car hit NH8. 
The infrastructure in this mush- 
rooming commercial, retail and 
residential hub on the outskirts of 
Delhi is in a shambles. Roads 
are in a permanent state of dis- 
repair, traffic snarls are routine, 
and construction projects in full 
swing only add to the chaos. 

“Infrastructure companies will 
be minting money out of Gurgaon 
in the days ahead,” said my friend, 
manoeuvring the car out of a pot- 
hole. “We should buy stocks in 
some such companies,” she added 
casually. It set me thinking. Indeed, 
as we looked around Gurgaon, I 
realised that if I kept my eyes open, 
I could pick up any number of stock 
tips around me. 

And that’s exactly what we did. 
Our Gurgaon visit was converted 
into a shopping-for-stocks trip. First, 
we identified areas that were obvi- 
ously going to see heavy activity. 
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companies—con- 


struction, cement, steel 

businesses—were an obvious 
choice. Next, going by the sheer 
volume of traffic, were the auto 
and, by corollary, the auto ancillary 






















and oil sectors. 
The huge number 
of apparel outlets and 
the crowds there put 
textiles firmly on our list. 
" Then, of course, banking 
services—there were ATMs and 
bank branches at every turn. 
We had identified our sectors; 
over the next few days we roped in 
stock analysts to help us spot value 
picks stocks here. Ravi Sardana, 
Vice President, ICICI Securities, D.D. 


Sharma, Head (Research), Anand 
Rathi Securities; and Rajeev 
Thakkar, Head (Research), Parag 
Parikh, helped us create a list of 
picks. Retail and entertainment, 
both booming in Gurgaon, are 
absent in our list because these 
scrips, according to our experts, 
are highly over-valued. 

Here are the stocks we finalised 
after several rounds of consulta- 
tion and research. Go ahead; see 
how you too can make the most of 
our shopping trip. 

Kesoram Industries makes tyres, 
tubes, cement, viscose filament 
rayon yarn, and cellophane paper. 
Of these, the cement business is 
likely to boom on strong volumes 
and robust prices. Increased 
demand for tyres will also boost 
turnover. Plus, analysts expect the 
untangling of crossholdings in the 
Aditya Birla Group to unlock hid- 
den value. Earnings are expected to 
grow at 41 per cent CAGR between 
2005 and 2007. Price: Rs 169.25 
Crompton Greaves has emerged 
as a strong Indian MNC after the 
acquisition of Belgium-based 
Pauwels Contracting. It is among 
the world’s top 10 transformer 
manufacturers. Revenues grew 37.3 
per cent (y-o-y) in the third quarter 
of FY2005-06, thanks to a booming 
power systems and consumer prod- 
ucts market. Analysts expect con- 
solidated earnings to grow 46 per 
cent in FY2006. Price: Rs 910.10 
Bharat Gears is the country's largest 
automotive gear manufacturer. It is 
the preferred supplier to OEMs like 
M&M, Ashok Leyland, Escorts, Tata 
Motors, and Volvo. Revenues are 
expected to grow at 45 per cent 
(CAGR) over the next two years. 
Price: Rs 90.60 

Bharat Forge is the country’s largest 
exporter of auto components and 
among the top chassis component 
makers worldwide. It has manu- 
facturing facilities in five coun- 
tries—India, Sweden, Scotland, 
Germany and North America. 








The Best Picks 
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Value For Money 
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Analysts expect it to post combined 


sales of Rs 4,290 crore in FY2007 
and a net profit of Rs 400. crore, 
with a consolidated Eps of Rs 20.3. 
Price: Rs 416.80 

Nagarjuna Construction Company 
is actively involved in roads, water 
and irrigation projects, being one of 
the early movers in BOT (build- 
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operate-transfer) projects. An irri- 
gation order from the Andhra 
Pradesh government and the water 
supply order from Gujarat and 
Maharashtra alone have contributed 
Rs 1,700 crore to its order book. Its 
current order book is around 3.7 
times last 12 months’ revenues. 
Price: Rs 298.85 


Hindustan Construction Company 
is the country’s largest private sector 
construction and infrastructure 
building company, with 29 proj- 
ects in hand. Its ambitious hill-station 
township project at Lavasa, between 
Mumbai and Pune, alone could 
change its balance sheet. A Motilal 
Oswal report puts the value of HCC’s 
share in Lavasa at Rs 300 crore. 
Analysts expect HCC’s net profits to 
grow 52.3 per cent (CAGR) between 
2005 and 2008. Price: Rs 143.90 
Gammon India is one of the largest 
construction companies in India, 
with several lucrative National 
Highways Authority of India projects 
under its belt. It was one of the first 
entrants into the BOT segment. Its 
two annuity road projects have given 
superior returns of over 30 per cent, 
Analysts expect a CAGR of 30-37 per 
cent in earnings over the next three 
years. Price: Rs 524.90 

Swaraj Mazda is active in the goods 
vehicles segment, with two power- 
ful brands, Swaraj and Mazda. 
Sumitomo recently increased its 
stake in the company to 40 per 
cent. The company is also wooing 
Japan’s Isuzu. An alliance with the 
latter will give a fillip to its portfo- 
lio in higher-end cvs. A 9 per cent 
growth in volumes and a 12 per 
cent growth in sales is expected in 
FY06. EBITDA margins are expected 
to rise to 8 per cent and РАТ 30 
per cent. Price: Rs 371.60 

Sanghvi Movers is the fourth largest 
crane-hiring company in Asia. It 
plans investments of Rs 135 crore in 
FY06-07, which should boost growth. 
Capex programmes across sectors 
have created a huge demand for 
cranes. Sanghvi is running at 
95-100 per cent capacity utilisa- 
tion, and is estimated to report an 
EPS of Rs 33 for FYO6 and Rs 45 for 
FY07. Price: Rs 669.05 
International Combustion India 
makes heavy engineering equip- 
ment, gear motors and gear boxes. 
Capex increases in this space are 
likely to benefit the company 
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hugely. It has orders worth 
Rs 30-32 crore for the next six 
months, and earnings are likely to 
grow 104 per cent CAGR between 
2005 and 2007. Analysts find the 
stock valuation attractive at a P-E 
of 7.9X (estimated 2006-07 earn- 
ings). Price: Rs 315.20 

Deepak Fertilisers and Petro- 
chemicals produces bulk chemicals, 
and has a 70,000 mt isopropyl 
alcohol unit. It is expanding capac- 
ity of its ammonium nitrate business 
with an investment of Rs 400 crore. 
Experts say the ever-increasing 
demand from sectors like pharma- 
ceuticals, textiles, paints and 
explosives will help it boost turnover 
and profits. It has a good dividend 
yield of 3.3 per cent, and is quoting 
at an attractive valuation of 5.9X 
(estimated 2006-07 earnings). Price: 
Rs 108.95 

SKF India is a 54 per cent sub- 
sidiary of SKF, Sweden, and con- 
trols 29 per cent of the bearings 
market, with clients in the aero- 
space, automotive, electrical and 
industrial sectors. It will attain debt- 
free status by end-2006, and is de- 
risking its business portfolio by 
reducing its dependence on the auto 
sector. Experts expect a re-rating 
of the stock price, quoting now at 
13.1X (estimated 2006 earnings). 
Price; 303.20 





In the limelight: Infrastructure companies 
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Colgate-Palmolive is one company 
that has managed to maintain its 
market share even as the fast mov- 
ing consumer goods (FMCG) sector 
again witnesses buoyant growth. 
Analysts are upbeat about its future 
growth. Commercial operations in 
the Baddi plant commenced in April 
2005, and the company can thus 
start availing tax benefits promised 
it by the Himachal Pradesh gov- 
ernment. It is expected to record a 
29 per cent growth in net profit 
over a 13 per cent growth in rev- 
enues in 2005-06. Price: Rs 379.30 
ITC has a diversified presence in 
cigarettes, agri-business, packaged 
foods, confectionery, and other 
FMCG products. It also has the sec- 
ond biggest luxury hotel chain, and 
ranks third among private sector 
companies in terms of pre-tax prof- 
its. New ventures in FMCG and ap- 
parel are gaining ground and will 
likely be future revenue drivers. 
Analysts expect an over 23 per cent 
increase in sales and net profit in 
2005-06. Price: Rs 163.65 

Tata Chemicals has a 40 per cent 
share of the branded salt market, 
and is also a leading player in soda 
ash and fertilisers. The latter two 
businesses are likely to grow fast 
in the wake of good demand. 
Analysts expect net profits to grow 
32 per cent y-o-y. Dividend yield in 


2005-2006 is expected to be 3.6 


per cent. Price: Rs 251.25 


Crawling traffic & construction clutter: There’s money to be made in this din 





Syndicate Bank has an asset base of 
Rs 52,100 crore and a prominent 
presence in the West and South. 
Profits declined 7 per cent in 2004- 
05, but analysts expect strong 
growth over the next two years in 
retail, agriculture and credit to 
small and medium enterprises— 
the bank’s core operations. The 
bank’s profit is expected to grow 
32 per cent over the next three 
years. Price: Rs 93.20 

Raymond, a leading player in the 
booming branded apparel and retail 
industry, is also a strong player in 
worsted fabrics, and one of the few 
textile companies with a strong bal- 
ance sheet (around Rs 600 crore 
in cash). Analysts expect EBITDA 
margins to expand from 11 per 
cent in FY05 to 16 per cent in FY07, 
while earnings are likely to record a 
CAGR of 47 per cent. Price: 
Rs 412.50 

Arvind Mills is one of the world's 
largest exporters of denim, and 
market conditions suggest the 
company will grow consistently 
in the next two to three years. 
The dismantling of quotas, high 
demand, and lower cotton prices 
are expected to boost turnover 
and profits. Analysts expect profits 
to register a 37 per cent CAGR 
between 2005 and 2007, while 
return on equity is expected to 
increase to 14.3 per cent in 2006- 
07. Price: Rs 97.55. 
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IF YOU'VE BOUGHT A RETIREMENT PLAN 


JUST TO SAVE TAXES, 


THAT'S ABOUT ALL IT'S GOING ТО DO. 


A retirement plan in which you invest Rs.10,000 a year solely for tax benefits would 
fetch you a pension of about Rs.2366/-** a month. 25 years from now, that won't cover 
even the basic necessities. 


A good retirement plan should help you maintain your way of life through your 
retirement. And for that, we believe you'll need to make a more substantial investment. 


For more details on Met Advantage, our unit-linked pension plan, call today and speak 
to our Financial Advisors. And learn how your retirement plan can do a lot more than 
just save taxes. 
Added Benefits 


6 investment options * 7 annuity options * No health check-up * Switching between funds 
For a free booklet on retirement planning, write to metlifeindia@metlife.com 


Returns under Met Advantage are subject to market fluctuations and increase in charges. Premiums paid 
are subject to investment risks associated with capital markets, and net asset value may go up or down 
based on the performance of the fund. Met Advantage is only the name of the product and does not in 
any way indicate the quality of the contract, future prospect and returns. 


** At a premium of Rs.10,000/- a year for a period of 25 years, for a 30-year-old male @ 6% gross investment returns 
under life annuity option. 


Insurance ki sacchi baat. Seedhe se. 


MetLife 
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SOUTHERN SPICE 


If you are looking for spiralling returns from realty, head for 
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BOUT SIX MONTHS AGO, 

Seethalakshmi Ganesh 

bought a 950 sq. ft 

apartment at Thorai- 

pakkam for Rs 16 
lakh, which she can today sell for 
Rs 18-20 lakh. That’s a cool 25 
per cent appreciation and is more 
or less the real estate story across 
the two southern cities of Chen- 
nai and Bangalore. In both cities, 
real estate prices are peaking an 
ascent that began just about three 
years ago. In both cities, a couple 
of areas stand out for the sheer 
degree of appreciation— 
Whitefield in Bangalore, and the 
Old Mahabalipuram Road (OMR) 
area in Chennai. 
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Bangalore and Chennai. RAHUL sacHITANAND AND NITYA VARADARAJAN 
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Another Garden City? Whitefield on the-oufskdits 
of Bangalore has seen steep rise in land rates 


Whitefield, Bangalore 
From being a pensioner's paradise a 
decade ago, eight million residents 
today squeeze into the steel and 
glass metropolis that is Bangalore. 
Fuelled by the rr and ВРО indus- 
tries, Bangalore has been growing 
like a mushroom cloud, trying to 
accommodate a populace that is 
growing at 15-20 per cent per year. 
Skyrocketing real estate rates mean 
that people are now willing to go 
that extra mile to find a home. And, 
equally, businesses are going fur- 
ther away from the central busi- 
ness district in their search for land. 
In this race to head out of 
Bangalore, Whitefield on the city's 
eastern periphery has become the 


DEEPAK G. PAWAR 


magnet, first for the IT companies 
and, over the last two-three years, 
for large residential properties. And 
it is today perhaps Bangalore's 
strongest realty magnet. *Whitefield 
has displayed high growth as a 
major peripheral business district 
of Bangalore over the last decade. 
Anchored by the International Tech. 
Park, Whitefield has evolved from a 
suburban industrial location into a 
technology hub with large multi- 
national companies setting up oper- 
ations here," says Manisha Grover, 
Associate Director, Strategic 
Consulting, Jones Lang LaSalle. 
Over a dozen large private parks 
have been developed here over the 
last couple of years, and projects 
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covering an aggregated four million 
sq. ft are expected to be completed 
by end-2006. Real estate developers 
and analysts point out that the 
profile of buyers and residents has 
also completely changed over the 
last decade. It’s today a mix of large 
villas, two-bed apartments and 
swank row houses priced at over 
Rs 1 crore. “Whitefield has become 
the new growth driver of Bang- 
alore’s real estate market and land 
rates have climbed 50-60 per cent in 
the last 12 months in this locality,” 
says Sushil Mantri, Managing 
Director, Mantri Developers. 
Gurgaon near Delhi developed 
along similar lines, with offices first 
coming there to leverage cheap real 
estate and then employees shifting 
house to cut commute time. Part 
three saw the whole gamut of supp- 
orting infrastructure come up— 
malls, multiplexes, schools and even 
hospitals. “We believe Whitefield 
is taking a similar path,” says 
Grover. Residential developers have 
already made a beeline for the 
locality, with developments like 
Golden Blossom, a 550-unit 
apartment complex with its own 
departmental stores, clubs, parks, 


G KRISHNASWAMY 


and play grounds on about nine 
acres of land. 

Realtors like Mantri Developers 
are queuing up too. “We have 
acquired 60-70 acres there and plan 
to have exclusive 6,000-12,000 sq. 
ft villas, each priced at over Rs 2 
crore soon,” says Mantri. 

Supporting these developments 
are investments in multi-million 
dollar campuses by MNCs like SAP 
and Dell and Indian companies like 
iGate and Infinite Computer 
Solutions. 

The booming popularity of 
Whitefield as a Tier-I residential 
and office location means the sur- 
rounding social infrastructure has 
also begun to fall into place. “It’s 
no longer a question of just work- 
ing and living in Whitefield. Now, 
there are a lot of facilities here it- 
self,” says Jonathan Yap, Managing 
Director, Ascendas India. The ЇТРВ 
mall, which has everything from 
gyms to restaurants and shops, 
was the first step in this evolu- 
tion, and several others are in the 
pipeline. Other infrastructure like 
hotels, hospitals and schools have 
also come up rapidly. With 
Bangalore’s population growing 








CHECKLIST 


EAL ESTATE IS AN ILLIQUID AND 

still slightly risky buy. If you 
are planning to buy land outside 
the city, whether as an invest- 
ment or for living in, do your home- 
work first: 


ш When you plan to move to the 
suburbs, decide if you can han- 
dle the commuting, and factor 
in the cost. You will have to 
drive to the city for theatres, 
cinemas and restaurants 

B See if there are good schools, 
hospitals and supermarkets in 
the area 

m Check infrastructure and ament 
ties like roads, water supply, 
sewage and electricity connec- 
tions 

8 Make sure that you are not 
being sold property in a lowland 
or marshy area, which is prone 
to flooding 

m Check title deeds and the urban 
layout plans. Often, unscrupu- 
lous developers will sell you 
land that has been earmarked 
for parks or schools 

ш Check the access to your prop 
erty. Is it sandwiched behind 
some IT company? Lack of 
approach roads lowers chances 
of appreciation 

8 |f you are near a potentially 
large IT campus, there is danger 
of the government notifying your 
property at any time. Ensure 
that there is no current notifi- 
cation on the land 

ш Property is highly illiquid—t is 
difficult to get a buyer when 
you want to sell. Make sure 
you only tie up your investible 
surplus. Or plan to live there 


MARCH 12 2006 BUSINESS TODAY 117 


bt money 


G KRISHNASWAMY 


The Climb Up 


A steady rise in land prices has seen savvy investors in these two areas take home a packet. 


Bangalore 


WHITEFIELD 


Prices in Rs lakh 


this may just be the beginning of 
the boom at Whitefield. 


OMR, Chennai 

Till recently, the OMR stretch outside 
Chennai was nothing much than a 
prosperous village. Residents along 
the stretch were largely small traders 
or factory workers employed in the 
small-scale industries in Perungudi. 
Then the tr companies discovered 
the area. Cognizant, Infosys, Wipro, 
TCS, and HCL Tech. all came in with 
huge campuses; and in 2003, the 
Tamil Nadu government labelled 
OMR an ‘IT Corridor’ and started 
to six-lane it. It fuelled a speculative 
price rise that is causing ripples 
even now. 

In just the past one year, land 
prices in OMR have almost tripled, 
from roughly Rs 300 per sq. ft to Rs 
900 per sq. ft. Rentals in pockets at 
Rs 6 per sq. ft are comparable with 


Siruseri, Chennai: Lack of infrastructure has not stopped realtors from flocking here 
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Chennai 


Source: Developers 


Adyar (Rs 7 per sq. ft), an upmarket 
residential area with every amenity. 
Luxury row houses are going for 
roughly Rs 1,950 per sq. ft. 
Amenities along OMR, however, 
do not justify the prices. Do these 
prices reflect a true value or are 
they largely driven by speculative 
buying? Take the road itself, which 
is prone to waterlogging and among 
the worst roads in the city, despite 
being labelled the rr Corridor. There 
are no large department stores or su- 
permarkets, schools, hospitals or 
restaurants. Public transport is 
infrequent and crowded, and the 
road is choked with private buses 
serving the engineering colleges and 
IT campuses, Despite this, investors 
are in for a good deal. In 2004, a 
block of 32 apartments was sold at 
Rs 1,150 per sq. ft at Thoraipakkam, 
an area of OMR. Within five months, 
five of the new owners sold their 


*Real estate prices in Rs crore per acre 
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flats for Rs 1,650 per sq. ft. 

Meanwhile, about 26 more rr 
campuses are coming up along the 
OMR, while the Perungudi Velachery 
road (just off the OMR) is getting 
many new buildings. With land 
prices here too climbing gradually, 
this could be a good investment if 
you can afford it. A new hospital has 
come up here and signs of afflu- 
ence are seen, with large shops and 
wide roads. The Tamil Nadu gov- 
ernment is acquiring a whopping 
1,000 acres for the Siruseri Park, but 
the development will not be res- 
tricted to Siruseri, spreading instead 
across the entire OMR stretch. 

Land prices get cheaper as you 
move towards Siruseri, starting at 
about Rs 350 per sq. ft. But big 
builders are coming in. Singapore 
Realty is planning residential com- 
plexes within Siruseri 2, Mumbai's 
Hiranandani Group has picked up 
95 acres, while other big builders are 
waiting in the wings. The prospect 
of development has pushed up 
prices in places as far away as 
Tiruporur from Rs 1 lakh an acre to 
Rs 4 lakh, although the second 
phase development of the rr corri- 
dor is still a few years away. 

Fourteen months ago, an 
investor bought land behind the 
Infosys campus for about Rs 400 
per sq. ft. Today, nothing is avail- 
able there for less than Rs 1,250 
per sq. ft. Says E. Manoharan, 
Managing Director, MSN Property 
Development: “Today, it is cheaper 
to buy and hold land here than do 
any development." 
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BRIDGING THE DIVIDE 
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INDIA TODAY CONCLAVE 2006 
BRIDGING THE DIVIDE 


India Today Conclave 2006 will bring the best 
minds together to discuss, debate апа 
determine the best way to bridge the several 
Indias. Whether it is at all possible, or just a 
utopian dream. Pictured alongside are some 
distinguished speakers, who will address India 


Today Conclave 2006. 
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NEWS ROUND-UP 


High Sugar | zd 
SUGAR IS NOT EXACTLY FANCIED STOCK ON D STREET. BUT A 
sudden revival in the commodities market has changed 
its fortunes quite dramatically, with a strong rebound - 
happening on the back of soaring income levels. "The Smooth ride: The road ahead looks equally good 
reason for the bullishness can be largely explained ui < P S 


by the high prices in the international market. The price 
has touched its 25-year high in the international mar- Cement Shakeout 





PEU A 


سے 





LITWOAVNNVHO NVATIVSY 


ket," says V.K. Sharma, Investment Consultant, CLEARLY, THE HOLCIM-GUJARAT AMBUJA DEAL HAS SET INTEREST 
Anagram Securities. In India, prices are ruling in the levels soaring in the cement sector. And given the coun- 
Rs 1,950 to Rs 2,050 per quintal range. try's emphasis on infrastructure development, the indus- 

Sugar demand is predicted to touch 19.2 million try is likely to gain significantly. Analysts tracking the sec- 
tonnes in 2005-06 against a production of 17.5 mill- tor see immense potential. So, what are the stocks to look 


ion tonnes. Credit rating agency CRISIL expects this at? Devina Mehra, Director & Chief Global Strategist, 
demand-supply imbalance to continue. In its assessment First Global, maintains a *moderately positive" outlook on 
of the price situation in January, RBI said: "Although | the sector. She points out that the Gujarat Ambuja stock 
global production in the 2005-06 season (October- | is fully valued, but is upbeat on stocks like India Cements, 
September) is expected to increase, led by a record ACC and Ultratech. Other interesting stocks: Shree Cement 
and K.J. Lakshmi Cement. What's important to note, 
though, is that cement is a cyclical industry and in that 
sense, an outlook that is too long term may not be so pru- 
dent. The biggest positive as far as investors are concerned 
is that the sector is growing by about 11 per cent per annum. 

KRISHNA GOPALAN 


Sitting pretty: With — What Happens At 10K 


prici 





VIVAN MEHRA 


EUPHORIA GREETED THE SENSEX 
harvest in Brazil and a recovery in India, higher global touching the 10K mark on 
sugar consumption, especially from the developing February 6. In the past year, 
countries of the Far East and Latin America, and the Sensex has zoomed 52 
declining stocks in China and India, are likely to keep per cent, from the 6,602 
sugar prices firm in the coming months." of December 31, 2004. 

It's a situation the sugar companies on the bourses With most retail investors 
are basking in, with stocks like Bajaj Hindusthan and unable to participate in the 
Balrampur Chini Mills making prominent gains. How- rally, the question that arises 
ever, being a commodity, the industry is prone to is this: What significance 
cyclical movements. Prices were Rs 1,100-1,400 does the number really have 
per quintal between 1991-92 and 2002-03, but the for them? Says |.V. 













uptrend started soon after, with prices touching Rs Subramaniam, Fund Manager, Quantum Mutual Fund: “It's 
1,750 in 2004-05. As new capacity is built worldwide, just another milestone and one should not, therefore, attach 
there is every chance of prices falling or stagnating at too much importance to it." In fact, similar euphoria was 
a particular level. However, analysts think sugar prices generated 20 years ago when the index touched 400. The | 
could remain firm for the next couple of years at least. retail investor actually need not worry about tracking or 


The industry price-earnings (P-E) multiple is currently exploiting these milestones. "Investors should concentrate on 
a high 20-25—Bajaj Hindusthan has a P-E of 32 making good allocations rather than think about the index," 
and Balrampur Chini 29. It's a good time to invest but says Subramaniam. From here on, what will work is a bottom- 
equally important to be cautious. up approach rather than an index approach to stock-picking. 

ANAND ADHIKARI MAHESH NAYAK 
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THE YIN OF 


INVESTING 


Or why women continue to be more 
conservative than their male counterparts 
when it comes to investing decisions. 


money since the days of Ahilya Bai Holkar, who was 
an astute manager of state finances in the mid- 
1700s. Sadly, things do not seem to have progressed 
much since then. Most women continue to remain 
conservative investors, who believe in traditional ins- 
truments that give assured returns, such as fixed dep- 
osits, post office deposits and RBI bonds. Now, though, 
things seem to be finally changing. The boom in the 
equity market has seen more women seeking high- 
risk, high-return avenues for their investments. And the 
interesting fact is that these women are both from 
high-profile jobs and from ordinary households. And as 
the number of such women increases, financial service 
providers are increasingly launching niche products. In 
fact, mutual funds (MFs) like ING Vysya have launched 
exclusives schemes like Mahilanivesh for women 
investors, tailored to suit their investment philosophy. 
The important thing that has changed is that 
more women today have large independent in- 
comes. Not only do they have to make tax-sav- 
ing investments, they also have to plan smart 
to take their earnings further, which invariably 
leads them to new investment avenues. Says 
Sharmila Doshi, Institutional Dealer, Asit С. 
Mehta: “Of late, many women, especially house- 
wives, have started investing in direct equities. Thanks 
to the electronic media, women have even started 
tracking stocks and managing their family portfolio.” 
The second factor is the stock market rally, which 
has tempted women to take a little risk with their 
money. Says Vikas Sachdeva, Country Head (Business 
Development), ING Vysya MF: “In places like Nagpur, 
women are even doing day trading.” As Doshi points 
out, the arrival of online trading has made the stock 
market much more accessible to women. 
Recognising the huge potential in this investing 
segment, financial service providers are targeting it. 
Geojit Securities recently started several all-women 
trading branches, while MFS too are trying to attract 
women investors. Says Sachdeva: “We have nearly 
2,000 women investors from all walks of life in our fund 
Mahilanivesh. Mostly, they are conservative and don’t 
understand MF and equities. We sell by explaining the 


[re WOMEN HAVE BEEN HANDLING 


124 BUSINESS TODAY MARCH 12 2006 






р 
+ ^us d ME ? 
(w 
, 
P. 
+ 
C ۴ j 
aa اظ“‎ f 
б i» 
UN S 
K P 
> м P 
Р 
ppr 
x 





concept of rupee-cost averaging, to prove that over а 
period of time they will certainly make money.” 

The third factor that has pushed women to equity 
is the drastic fall in interest rates of fixed-income 
instruments. This has meant that even older women are 
taking that big leap from assured returns to market 
returns. A single parent and an ex-banker, H.]. 
Badshaw, 60, used to invest only in RBI bonds and 
company fixed deposits. But the booming stock market 
has encouraged her to start looking at equity. “On 
the advice of my daughter, a finance professional, I have 
started investing in equity MES. The decline in interest 
rates is the primary reason for my decision," she says, 
but adds that she is not very comfortable with equity. 
As a senior citizen, of course, Badshaw should ideally 
keep her equity exposure to the minimum. She plans to 
put most of her money in fixed deposits and take the 9 
per cent rate applicable for senior citizens. 

"The risk of capital diminishing as well as 
the lack of confidence and knowledge about 
equity products is the key reason why women 
stick to traditional instruments," says Aditi 
Someshwar, formerly a consultant with Airtel, 
who has put her investible surplus only in 
insurance products or fixed deposits. 

Says, Shalini Tibrewala, fund manager, JM 
Financial AMC: “Unlike men, who have acquired a 
higher risk appetite, women are still conservative. 
They require a guarantee for their investment, at least 
the invested capital, which is why we have seen 
most women investing in bank deposits, postal 
schemes, RBI bonds and provident funds." Tibrewala 
herself, being a debt fund manager, used to invest 
exclusively in debt instruments. In the last one year, 
what with falling interest rates and rising equity 
markets, she has shifted her portfolio to a mix of 
equity and debt, but debt continues to account for a 
substantial portion of her portfolio. 

While some change is visible in the way women are 
handling investments now, the fact remains that much 
progress remains to be made. That will happen as 
awareness about financial products increases. The end 
result can only empower women more. 

MAHESH NAYAK 
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WHICH 
PLAN 


FITS YOU? 


There are various ways to invest in 
a mutual fund. A look at how the 
options work. MAHESH NAYAK 


POWER OF REGULARITY 

Af you start investing Rs 1,000 — 
every month from the ages given 
below, this is how much your 
money will grow when you 
reach 60. The earlier you start, 
the more you make. 
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Returns at age 60 in Rs lakh Source: Stanchart Mutual Fund 


ITH THE SENSEX TOUCHING 
the 10K mark, the equity 
market has never looked 


more attractive. Or more scary. Is the 
market over-valued? Is it worth 
entering equity at such high levels? 
However, with assured returns slid- 
ing down, investors are forced to 
look at other asset classes, especially 
equity. The best way for the average 
investor to get into equity is via mu- 
tual funds (MFS). And in Mrs, the best 
and safest way is to come in through 
a Systematic Investment Plan (SIP). 
But are sips the only option that 
MFs offer by way of investment 
method? Actually, there are two 
other methods too, but these are 
seldom mentioned. The reason 
being that retail investment in MES is 
still so new in India that there is 
little scope to talk of the variants. 
Which is why it makes sense to 
speak here of the various ways in 
which you can allocate your money 
into MBs. First, of course, 15 SIP. This 
plan allows you to invest in any fund 
by way of monthly instalments. Says 
Ranjeet Mudholkar, СЕО, Financial 
Planning Standards Board India: “As 
a concept, SIPs have been in exis- 
tence for a long time. They should be 
used primarily for equity investment, 
which helps averaging costs with- 
out having to time the market." 





VIVAN MEHRA 


SIPs are ideal for people who 
are starting off their investing life. 
The earlier you start, the more sur- 
plus you will end up post-retire- 
ment. The numbers illustrate this in 
a particularly dramatic fashion (see 
The Power Of Regularity). 

A second kind of investment is 
the Systematic Withdrawal Plan 
(SWP), which allows investors to 
take money out periodically from a 
debt or equity fund in equal 
instalments. sWP takes away the 
need for you to time the liquida- 
tions of your investments. You are 
allowed to redeem a certain num- 
ber of units from your investment 
to make up each withdrawal 
instalment, and you can choose 
how much and when you want to 
withdraw from the fund. However, 
you have to tell the fund before- 
hand about your withdrawal 
periodicity, and where and how 
you want the money delivered. 

SWPs are of two types—the fixed 
product, where the investor chooses 
to receive a fixed sum each month, 
by way of withdrawals. The second 
is the appreciation product, where 
you can instruct the fund to redeem 
units only to the extent of capital 
appreciation, if any, on the units. 

Since SWPs can be used to set 
up a regular stream of monthly or 
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TOP SIPS AT A GLANCE 
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quarterly income, they make sense 
for retired people or for those with- 
out a regular source of income. 

The third option is the 
Systematic Transfer Plan (stp). Here, 
investors who are primarily invested 
in the debt market can take a call in 
the equity market by using the STP 
route. STPs are used to transfer funds 
from floating or debt schemes to 
equity schemes at regular intervals. 
The trick is to keep the exposure 
down to the minimum, or at least, 
only invest surplus funds after 

needs are met, so that the 
volatility in the market does not 
impact the investor. 

Though most funds allow funds 
to be transferred from debt to 
equity, only a few allow the reverse. 
Kotak Mutual, for instance, has the 
two-way option. This is particu- 
larly useful when an investor wants 
to contain his equity investment 
within a desirable limit. Here, too, 
you have to choose between a fixed 
plan, where a preset amount is 
transferred periodically, or the 
appreciation plan, where the trans- 
fer happens only when capital 
appreciation on your investment 
crosses a certain preset limit. 

Let's look at how Ramesh Patil, 
48, a Mumbai-based businessman, 
has used these options. When he 
got a bonus of Rs 3 lakh, Patil 
wanted to invest in the equity mar- 
ket at a higher rate of return than 
what he could hope to get from as- 
sured return instruments. However, 
the market in January 2005 was so 
volatile that he did not dare risk a 
direct equity exposure. That's when 
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^ As on November 2005 
his financial adviser told him about 


STPs. Basically, Patil's entire Rs 3 
lakh is invested in a floater fund. 
Every month, Rs 25,000 is 
transferred from the floater fund 
to the equity fund for one year. In 
the last nine months, till September 
2005, Patil's investment has given 
him 17 per cent absolute returns. 
This might be lower than the 
absolute returns from the Sensex 
for this period, but it certainly is a 
higher return than the risk-free rate. 
And if Patil wants money for any 
future contingency, he can use the 
SWP option, as his capital would 
have accumulated in equity over 
the next three months. 

The fact, though, is that very 
few investors have actually learnt to 
make these various options work 
for them. According to Hemant 
Rustagi, CEO, Wiseinvest Advisors: 
“Despite being a good product, SIPS 
still aren't in favour as distributors 
undersell them; their commission is 
dragged out over six months, 
whereas in a lump-sum investment 
they get a commission when they 
sell the product." 


The SIP 
As an investing tactic for begin- 
ners, SIP has little competition. 
Working on the principle of rupee- 
cost averaging, it is the best way to 
grow your money. Your average 
cost per unit will be much less 
than the average price per unit. 
Says Ajay Bagga, CEO, Lotus 
India AMC: "Apart from averaging, 
sip brings in discipline in investing. 
To play the equity market, you 
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п Values are calculated on percentage returns given by funds 


need nerves of steel: Although the 
market gives you opportunities, 
emotions trap most investors even as 
they try to time the market.” If you 
are investing in equities through 
SiP, any time is the right time to 
buy. According to a Standard 
Chartered Mutual Fund spokesper- 
son, if you had invested Rs 5,000 
per month in the Sensex from 1997 
till date, via a SIP, your investment 
would have nearly doubled. So far, 
you would have invested Rs 4.75 
lakh and would have redeemed 
Rs 8.49 lakh. 

Actually, most parents use just 
this tactic when, for instance, they 
start accumulating gold as soon as a 
daughter is born, What they are 
doing basically is to systematically 
invest in gold at regular intervals, 
which grows not just in quantity, 
but in worth over the years, The sip 
option has given excellent returns 
over the years (see Top SIPS...). 
Historically, equity has given the 
highest return among asset classes. 
“Over 25 years, equity has given a 
compounded annual growth of 18 
per cent compared to gold and bank 
deposits at 7.5 per cent and 7 per 
cent, respectively. In fact, equity 
has beaten inflation, which has been 
about 7.2 to 7.3 per cent,” points 
out Bagga. 

As of now, retail investment in 
MFS is itself low, so it will take a 
while for people to grasp second- 
level plans. But if they are to make 
the most of withdrawal or transfer 
plans, they first have to start 
investing in equity, and the right 
first step there is the sip. 
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Cover All Bases 


A look at insurance for pre-existing illnesses. 


YOU BUY INSURANCE TO HELP MEET SPIRALLING MEDICAL COSTS. 
And then you find the only bills your mediclaim policy 
won't cover are for the illness you suffer from. Till 
recently, no insurance policy covered pre-existing illne- 
sses, but today you do have a few options to choose 
from. The best solution for individuals looking to cover 
pre-existing illnesses is to subscribe to group insurance. 
Most companies today give their employees group 
cover at zero or discounted premiums. Such mediclaim 
policies that are tailored by insurance companies for 
their corporate clients do cover pre-existing diseases. In 
fact, most such policies do not even ask for a pre-pur- 
chase health screening. 

If, however, your employer does not offer group 
insurance, you could look at enrolling with a hospital 
health scheme. Many large hospitals offer an umbrella 
under which individuals can bargain with insurance com- 
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Mediclaim for pre-existing illnesses: A healthy trend 





panies for group mediclaim coverage, similar to what 
companies offer. In fact, the hospitals even help you file 
the claims so that they are passed fast. 

Your third option is to look at PSU insurers who offer 
modified covers—Oriental Insurance’s Good Health 
and National Insurance's Sampoorna Arogya. Basically, 
depending on its gravity, your existing illness is not cov- 
ered for an initial number of years, and then covered, 
but with caps on room rent, operation fees, etc. A 30- 
year-old will pay about Rs 2,300 premium (sum 
assured: Rs 3 lakh), while a 60-year-old will pay 
about Rs 3,900. However, PSU insurers only insure the 
whole family, not individuals. 

Among private insurers, Bajaj Allianz has Silver 
Health, a policy for people aged 45 and above, which 
covers pre-existing diseases. Premiums and features vary 
based on individual health reports. Thankfully, a 
healthy trend is being set in mediclaim rules. 

NITYA VARADARAJAN 
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TODAY'S WRITING PRODUCTS; PRICE: RS 89 


FROM 54 PER CENT IN 2000, THE ORGANISED SECTOR NOW CONTROLS 
70 per cent of the writing pens market. Today's, the only 
listed pen company in India, is reaping the rewards. 
Operating in an industry with a healthy growth rate of 20 
per cent, Today's is expanding capacity from 1.5 million 
pens per day to 4.5 million. It is also venturing into office 


and school stationery. For the quarter ended December - 


2005, it reported a 56 per cent rise in net profit. At Rs 89, 
the stock trades at a P-E of 8.97 on an annualised EPS of 
Rs 9.92. The scrip is expected to move up, following its new 
plant going live in April 2006. 

MAHESH NAYAK 


Trend-spotting 


THERE IS RESURGENCE IN THE POWER 
sector—industry watchers say 
the long-awaited growth phase 
is finally here. Investment in 
the sector has increased from Rs 
73,800 crore in the years 
between 2001 and 2005 to 
Rs 2,95,700 crore (estimated) 
in those between 2004 and 
2007. And, from about 2,500 
MW in 2002-03, power gener- 
ation has moved to 8,000 MW 
in 2005-06. MNCs like ABB 
and Siemens have posted impressive growth rates of 33 per 
cent and 56 per cent, respectively. Easun Reyrolle, the only 
Indian company that operates in the sector, bears watching. 
Its profits rose 240 per cent for the third quarter, and its 
turnover is set to touch Rs 100 crore. The stock has risen 
from about Rs 265 six months ago to Rs 700 today. 
There are definitely bright days ahead. 

NITYA VARADARAJAN 


High-powered: There's 
definitely light here 
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Few alcoholic beverage companies can boast of 135 brands or of 15 brands that sell over a million cases each, with 
market shares ranging between 40 to 80 percent and turnover of above Rs.3500 crores. But then McDowell (to be 
christened as United Spirits Limited) together with its subsidiaries Shaw Wallace, Herbertsons and Triumph Distillers is f 
India's No.1 and the world's third largest alcoholic beverages conglomerate. f 


The flagship brands of our portfolio include Black Dog, Royal Challenge, Signature, McDowell's No.1, Bagpiper, 
Celebration, Green Label, Honey Bee, Blue Riband, White. Mischief, Romanov to name a few. Considering our 


inimitable track record, imagine what United Spirits can do for your career. 


REGIONAL TRADE MARKETING HEADS 
Location : Kolkata, Bangalore, Hyderabad 


The Person: 

The candidate must be an MBA (Marketing) from a well 
known institute with about 10 - 12 years' experience in Brand 
Management or Trade Marketing of multiple consumer 
products or services. He should have achieved significant 
successes in his current assignment and the brands / 
services handled, should be market leaders in their category / 
segment. Analytical, communication and conflict 
management skills are a prerequisite. The ideal candidate 
should bring a strategic outlook to the role, be assertive and 
achievement oriented. 


The Job: 

The incumbent will be responsible for developing and 
implementing brand strategy based on local needs and 
industry trends in the region. His responsibilities will include: 
understanding industry trends, brandwise contributions and 
ROI; leading the Brand Development Managers in planning, 
implementing programs for visibility drivers, trial generation 
and image building. He will also be responsible for 
institutional sales in premium on-premise outlets in the 
region. He will be assisted by Brand Development Managers 
and ап Institutional Sales team. He will report to the Chief 
Operating Officer of the region and to the National Trade 
Marketing Head at the HO. 


CATEGORY MANAGERS 
Location- Bangalore 


The Person: 

The candidate must be an MBA (Marketing) from a well 
known institute and with about 10-12 years’ experience in 
marketing of consumer non-durables. He should have one or 
more successful launches to his credit and should have 
interacted with the media, directing the creative work of 
advertising agencies to maintain and increase market share 
of brands handled. Products handled should have been 
market leaders in their class/segment or should, preferably, 
have got there due to the candidate's specific contribution. 
The candidate should have a minimum of two years of sales 
experience. 


The Job: 

The incumbent will be responsible for development of the 
marketing strategy for a range of products marketed 
nationally. He will need to study the market to detect trends 
therein, identify and exploit gaps in the market and expand it 
through the launch of appropriate new products. He will have 
to devise innovative ways to reach existing and new 
consumers to strengthen the franchise on our products. He 
will be assisted by a team of brand managers. He will report 
to the Head of Marketing. 


Please send your curriculum vitae, indicating the post applied for in the subject line, with details of age, qualification, experience, 
current and expected salary within 7 days to: nat@ubmail.com. Salary will not be a constraint for the right candidate. 
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New Age Mentors 


Several top managers are giving up lucrative, high-profile jobs and becoming 
consultants and independent directors. Here’s why. ARNAB MITRA 


been there, done that, seen it all and then decided 
to move on. They’ve been СЕО$, Directors, 
Presidents and Vice Presidents of large companies; many 
of them have appeared on television and featured in 
newspaper columns; and most had several years of 


T: HEY ARE A NEW BREED OF PROFESSIONALS. THEY'VE 
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Hema Ravichandar: Strategic HR challenges excite her 





The truth is that the corporate high life (unlike that — 
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corporate life ahead of them. But they chose to give it all 
up and, become consultants and independent directors on 
the boards of various companies. 

Hema Ravichandar was Group Head and Senior 
Vice President (Human Resources) at Infosys and 
led the global HR function at the software giant. Her 
media profile was next only to those of the founders. 
Yet, she resigned her position in 2005 and started 
afresh as a strategic HR consultant to a handful of 
clients. Why? “I first joined Infosys in 1992 as Head 
of HR when it had just 250 employees. When I tran- 
sitioned out last year, that number had swelled to 
40,000 worldwide. I had a fantastic tenure at Infosys 
and enjoyed every moment of it; but felt it was time 
to move on. HR has always been a passion and | 
wanted to work on strategic HR challenges across 
industries. And that’s what I’m doing today.” 

The motivation was different for Gurcharan Das. 
He had been СЕО of P&G India, Vice President of P&G Far 
East, and Vice President & Managing Director of P&G 
Worldwide. *But how long can an adult keep thinking of 
and selling Pampers and Ariel?" he chuckles. *I was 50; 
had earned enough money; the kids had grown up; and 
there was no real need for me to carry on holding a 
regular job. So I quit." That was in 1995. There was 
another reason for wanting to move on: he had a passion 
for writing, which he wanted to pursue. Das had already 
published three plays, one of which had won a prize in the 
US, another made into a film by the BBC and a third into 
a Broadway production. What does he do now? “I write 
full-time and like to call myself a writer,” he says, “and also 
advise companies like Ranbaxy, Berger, Citibank and 
some others on global corporate strategy." This last, 
which he calls a part-time occupation, keeps him busy for 
six to seven days a month, earns him a nice packet—“I 
charge my clients very high fees,” he says—and leaves him 
with sufficient time to pursue his passion. 

All the executives BT spoke to admitted that they 
opted out of the corporate rat race only after securing 
their financial future. Says Ravichandar: “Infosys’ tremen- 
dous scheme of sharing wealth with employees and 
other stakeholders created a safety net.” She’s referring 
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Gurcharan Das: A full-time writer-cum-part-time-advisor 


to Infosys’ stock option scheme. 

But does walking away from a high flying corporate 
job and becoming a consultant or an independent 
director involve a financial sacrifice? P.P.R. Rao, former 
Managing Director, Nortel Networks India, former 
CEO, Wipro Infotech, and another member of this tribe, 
says there are two parts to the answer. “The rewards are 
comparable when you consider salary earned to con- 
sultancy fees earned. But if you bring stock options 
and other long-term benefits into the equation, then it's 
obviously a lot less." Adds Anal K. Jain, former MD of 
Sun Microsystems South Asia, who now runs his own 
consultancy firm: *It's a trade-off. You accept the 
slightly lower income in return for greater control over 
your routine and priorities." 

And Rao debunks the notion that a consultant's job 
is any less glamorous than that of a senior corporate 
executive. “I continue to rub shoulders with Tier | 
executives and also get to interact with people down the 
line, right down to the shop floor supervisor. So, this job 
is neither less glamorous nor less challenging. The only 
difference is that I now work fewer hours than I used to." 

That's one factor driving this trend. The truth is 
that the so-called glamorous corporate high life is actu- 
ally very stressful. It involves travel for 10-15 days a 
month, 12-15 hour working days and often-impossible 





Anal K. Jain: Has greater control over routine and priorities 


ALL YOU WANT TO KNOW | 
ЇЇ] Chairmen, Managing Directors, CEOs, COOs, 
Presidents and Vice Presidents 





WHAT Independent directors on the boards of 
various companies and/or consultants on global 
strategy, mergers and acquisitions (both domestic 
and global), branding, positioning, fund raising, etc. 


WHY Ennui; an urge to opt out of the corporate rat 
race; an urge to become one’s own master; 
comfortable financial position 


ТЛ Typically, these executives are in the 45-55 
age group 


HOW MUCH Depends on the brand equity of the 
individual. Star executives can earn as much as Rs 


1.5-2 lakh a day. The figure at the lower end of the 
scale is about Rs 25,000 a day 





ШИШ АЙЕ] Again depends on the individual. 
But most such executives get about five to 10 days 
of consulting work a month 


_of independent consultants) is actually very stressful 
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P.P.R. Rao: Yes, financial sacrifice is involved, but... 


deadlines. Independent consultants don’t have to undergo 
any of this. “It’s not really a very exacting job,” admits 
Das, “we give advice on how to solve a problem or go 
about a particular issue; that’s the easy part. The imple- 
mentation, which is the difficult part, is done by some- 
one else. A consultant is essentially a mentor who passes 
on his practical experience as a corporate executive to the 
next generation of managers.” 

Ravichandar adds another dimension to the 
discussion. “There are many reasons why people decide 
to move on. The need to do something different, to set 
up an initiative or enterprise which can make a difference 
in a particular field is a major decision driver. The 
motivation to stay ‘relevant’ and not get frozen on the 
learning curve is another reason, I believe, that motivates 
people to leave the safe cocoon of regular jobs and get 
into consultancy,” she says. 

Das, Ravichandar, Jain, Rao and others like them also 
serve on the boards of various companies as independent 
directors. Ronesh Puri, Managing Director of search 
firm Executive Access, thinks this trend will gain 
momentum. “It doesn’t pay very well. But, it doesn’t mat- 
ter to these people as they have already made their 
money. For them, it’s the prestige that counts,” he says, 
adding: “but as the pay increases, more candidates will 
take this up as a career option.” 

In the meantime, they'll simply step off the corporate 
fast lane to become mentors to their successors. 

ADDITIONAL REPORTING BY 
SHALEEN AGRAWAI 
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| am a 26-year-old science graduate working as a Senior 
Sales Assistant (Corporate Marketing) with a reputed 
company for the last one year. | also have over two 
years' experience as a sales executive in a construction 
company. Although 1 am comfortable in my current job, 
1 still if sticking to the sales line would have been 
a better option. 

The sales profession is quite good and there are job 
openings there all the time. However, there is a dis- 
tinction between a job in actual sales and the sales 
support function. While the former may some- 
| ving to achieve tar- 
gets, frequent travel and long working hours, the 
rewards and growth opportunities are much better 
as compared to the latter. | 


I am a 40-year-old woman teaching English in classes ХІ 
and XII. 1 have been in this profession for the past 14-15 
years and am now considering becoming a lecturer. I've 
done BA (English Hons), MA (English) and BEd. Is it a good 
idea to become a lecturer at this stage? If yes, what kind 
of a formal training or course do | need to pursue? 

Do you now want to teach in a college rather than 
a junior college/school or are you currently teaching 
coaching classes? In either case, you do have the 
necessary qualifications, though there are some 
colleges that insist on a PhD. Also, the curriculum (in 
colleges) is quite different and you will need to 
familiarise yourself with it. 


| have been working with a leading realtor for the past six 
months. Before that, | used to work for a small estate 
agency. | now regret my decision to quit, as | had more 
freedom, responsibility and my work used to be app- 
reciated. Here, | am one among many. Please advise. 
Think about your ultimate goal and do a pros and 
cons analysis. It may open your eyes to things that 
you may be taking for granted in your current job. If 
size is not an issue, then the choice is pretty clear. But 
remember, all small agencies may not be alike! 
Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 











The IC Quotient | 
' 
It's still at a nascent stage. But this new tool for : 
evaluating corporate value can change the way 
companies recruit fresh talent. 
1 


HE TREND STARTED IN THE 80s. THAT'S WHEN 
Tossa and accountants noticed an increasing gap 
between the book value and the enterprise value of 
companies. And that's when a new term was coined to 
identify the key input behind this incremental value: 
intellectual capital (1С). The most important component 
of IC is obviously people or human capital. But 1С has 
other intangible elements as well—internal processes, 
databases and the customer relationships that form the 
superstructure within which human capital operates. 

Says J. Suri, Executive Vice President (Intellectual IC RATING PLATFORM 
Capital Services), Bizworth India Pvt. Ltd: “Human 
capital is unique because it's the only form of capital 
which can never be owned by a company; it can only 
be contracted. And therein lies the challenge in max- — -" 
294 әйе ; Business Human Capital Î Organisational Structure 
imising returns on capital employed.” Bizworth, inc- Recipe | 
identally, is the only company in the country that 
measures intellectual capital. 

How does it help? “On the human capital side, Ic 
evaluation can help companies determine the 
contribution of groups of employees to its overall 
performance,” he says, adding: “Ic, however, can- 
not be used to assess individuals.” THE GROWTH OF THE INTANGIBLE VALUE 

IC evaluation is a long process—it takes 10-12 weeks 
to calculate the IC of a mid-sized company and involves in- 1980 
depth interviews with 30-40 people—two-thirds of them 
outsiders—on over 300 parameters, followed by 1990 
aggregation, analysis and extrapolation of the collected data. 
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IC evaluation can, thus, help companies get a handle 2002 ШЫ - 
on human capital and other intangibles—the largest «суу 1980-2002 Asa% of total market value : 
components in their enterprise value. ® Tangible/ Book Value ® Intangible Value + 

ARNAB MITRA Sources: Accenture, Baruch Lev = 
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Read in the following order - Company Name, Position, Location, Experience, Job Description. 


Iconium Consulting Group, Regional 
Manager, Hyderabad, 

5 to 8 Years 

Effective Redistribution of the products at all 
Levels, Brand building & Business 
development. Development & Implementation 
of Strategies/ Schemes for improving sales to 
improve current market shares. 


Six Sigma Softsolutions Pvt. Ltd., 
Project Manager, Chennai, 

12 to 15 Years 

Should have knowledge of application of 
Enzymes in Garments / Mills. Should be able to 
build up dealers / distribution network and 
should have in dept knowledge of Tex. 
Auxiliaries, Build & maintain client/ customer 
database. 


Artech India, Regional Sales Director, 
Chennai, 10 to 25 Years 

Build a team to achieve the sales target. Lead 
channel manager to build good channel 
marketing, Lead sales manager to direct sales 
the SME marketing. Prove Company to upgrade 
the brand. Promoting products to potential 
clients. 


S.P.E.E.D. Consulting Pvt. Ltd., 
Business Head Development, 
Chennai, 15 to 20 Years 

Account management functions which involves 
high level of detail & tendering process. MBAs 
preferably with engineering background,strong 
communication,presentation,relationship 
building & negotiation skills would meet the 
required profile 


Santech Cybernetics Pvt. Ltd., Deputy 
Manager, Kerala, 8 to 10 Years 

He would be required to be the interface 
between the Business Process Manager and the 
Assistant Managers handling various processes. 
Candidate should have excellent managerial and 
man-management skills. 


Mudra Communications Ltd., 
Research Head, Mumbai, 

20 to 14 Years 

Should have thorough understanding of setting 
up the research cell right from scratch. Should 
necessary from good research institutes / 
organizations. 






To know how to apply for these jobs, go to fi 





resume 


Let your resume reach 1800 Top Consultants in a click. 
Know More... SMS "ER BT" to 3636 


Convate, Development Lead, 
Bangalore, 6 to 8 Years 

Excellent Experience in .NET framework, 
C#, ASP.NET SQL Server. Excellent 
ecommerce experience. Good Analytical & 
Communication Skills, 


Snorg, Quality Manager, Bangalore, 

7 to 9 Years 

Project management, Manage a team of 
analytics and Six Sigma resources. Ability to 
understand customer needs, types and identify 
customer satisfaction gaps. Bring in Business 
excellence across all the businesses at India and 
support businesses achieve their goals. 


Microsoft SMSG - Delhi, MTC 
Technical Architect, Bangalore, 

10 to 15 Years 

The position requires a commitment to positive 
Customer and Partner Experience, including 
internal customers, the ability to thrive in a 
virtual team environment, and strong 
communication and presentation skills. 


Health Asyst Private Ltd., 
Sr.Technical Architect, Bangalore, 

7 to 10 Years 

Manage multiple accounts /projects and ensure 
proper functioning. Co-Responsible for 
formulating business plan and for revenue 
generation along with the sales / business 
development organization. Ensure customer 
satisfaction by delivery of quality solutions on 
time and within budget. 

Oracle India Pvt. Ltd., Sr Business 
Development Manager, Bangalore, 

10 to 16 Years 

Achievement of Quota by meeting Revenue 
Targets by developing and executing a territory 
plan to maximize revenue. Ensuring Optimal 
Customer Engagement. Ensuring adoption of 
Sales Tools for Better quality Opportunity. 


Dell computer corporation, 
Outsourcing Site Leader, Kolkata, 

10 to 12 Years 

Receive assignments in the form of objectives 
and establishes goals to meet objectives. 
Provide guidance to subordinates to achieve 
goals in accordance with established policies, 
including task assignment, performance 
measurement and reporting, 
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Virtusa (India) Pvt. Limited, 
Technical Trainer, Chennai, 

5 to 7 Years 

Will be responsible for designing a 
conducting training for freshers as well 
experienced employees. Will be responsible 
maintenance of technical training metrics. 


Skytech Solutions Рут. Ltd., Unix- 
Project Manager, Mumbai, 

8 to 10 Years 

Strong knowledge in project manageme 
disciplines as well as high - level technolo; 
architectures surrounding Open system 
Knowledge of Operating Systems: Unix, Lim 
(Linux System development / Applicatie 
development / Linux Device Driv 
development). 


Vaks Online Services, C,C++,Linux - 
PL, Bangalore, 10 to 12 Years 

Experience in VxWorks, printer or ima 
processing or network or security. Knowled; 
on control panel or web design. Capability · 
understand Japanese language. Knowledge ‹ 
MFP (Multi Functional Peripheral). Capabili 


to understand Japanese language. 


Afila Tech India Pvt. Ltd., Director- 
DCVE, Bangalore, 10 to 13 Years 
Design, develop, document and execute syste 
level verification tests for IP routers. Candida 
should possess outstanding problem solvis 
skills in the diagnosis and resolution of issues, 


Deeksha Human Resource Initiative. 
Ltd., Chief Financial Officer, Delhi, 
10 - 12 Years 

Manage treasury, working capital, Banking 
Accounts, Audits, MIS, Budgeting & Proce 
improvements etc. Business and financi 
strategy planning, monitoring, management . 
reporting including management an 
development of policies, systems, processi 
and personnel involved. 


P.V.Shastri Associates, Director - 

Operations, Bangalore, 12 to 15 Years 
Involved in developing, implementing, an 
managing high level projects in the areas c 
support programs, training, and operation 
Ensure programs are current with regard ¢ 
trends, practices, and costs. 
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Read in the following order - Company Name, Position, Location, Experience, Job Description. 


Citicrop Software & Technology 
Services (Shanghai), J2EE Assistant 
Systems Manager, Mumbai, 

5 - 8 Years 

To build up and manage a software 
development team, ensure the team to run with 
high quality and efficiency To be the Technical 
Leader on all current and future regional 
project. 

Keane, Inc., Ascential DataStage, 
Gurgaon, 3 - 5 Years 

Prepare program/technical specifications and 
UTCs for the Datastage jobs assigned, Make 
code fixes when any bug arises. Communicate 
with the team on any re-usable components. 


Innominds Software Inc., Software 
Engineer, Hyderabad, 2 - 4 Years 

The candidate should have sound work-ex on 
J2EE [may be $ / 10], Must be Well versed 
with XML [using xml as parser for |2EE, other 
kinds of parsers can also be entertained ], Good 
understanding about CONTENT 
MANAGEMENT. 


Virtusa (India) Pvt. Limited, Senior 
Software Engineers, Hyderabad, 

5 - 7 Years 

Understand the product functionality. Identify 
code impact and create detailed design 
document based on high level design document. 
Participate in high level design document 
discussions and gain understanding. 


Hexaware Technologies Ltd., 

Software Developer, Mumbai, 

3 - 8 Years 

The candidate should have good 
communication skills along with sound 
knowledge of VB/ VB ASP, SOL Server, 
ORACLE 9. He should also have good 
academic background. 


Accel Frontline Ltd., Project Leader - 
Accel, Hyderabad, 
8 - 10 Years 


Technical coordination,Plans 


deliverables, Work allocation,Design 
reviews,process integration and delivery. He 
should also have good communication skills 
— with — DN background. 

у 









by your side 


Search for a job with a Monster 
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Get noticed! Post your Resume for FREE Today 


Infoexpress Inc., Software QA 
Engineer, Bangalore, 2 - 5 Years 
Experience with scripting and scripting 
languages, Experience managing Cisco switches 
and routers, Knowledge of Internet security, 
Experience with Linux servers and 
workstations, Experience with Mac OS X. 


Winsoft Technologies (I) Pvt. Ltd., 
HR Manager, Mumbai, 

5 - 8 Years 

Excellent communication skills and PR, 
Positive attitude, result orientation. 
Recruitment in IT, should posses innovative 
ideas to manage the SME. Cruitment Strong 
managerial skills and ability to manage multi 
location HR. 


Oracle India Pvt. Ltd., Senior 
Consultants, Bangalore, 5 - 8 Years 

Financial Management. Budgets, Revenue 
Forecasts, Financial plans, Project Profitability 
Calculations, Invoice Reconciliations, Resource 
Management — Resourcing, Resourcing 
agreements, New Consultant Set-up, Resource 
on-boarding, Forecasting,Project Resourcing 


update,s etc. 


Sun Microsystems, Systems 
Integrator, Bangalore, 5 - 7 Years 

The ideal candidate should be able to work 
cooperatively with others in a multi-location 
team. This person must have an understanding 
of storage systems, have systems integration 
experience, excellent problem solving and 
troubleshooting skills, etc. 


Sun ITech, Product analyst(Testing), 
Bangalore, 2 - 5 Years 

Product / System Testing, Defect Logging and 
Tracking, Regression Testing, Prefer less than 
one-year experience in software testing in a 
Software Development environment. 


Satyam Computers Services Ltd., 
TECHNICAL - ABAP, Hyderabad, 

4 - 7 Years 

ABAP programming, ABAP Reports, SAP 
Script/Smart forms, OO ABAP, SAP SMART 
FORMS, INTERFACE DESIGNING, 
Knowledge in FLALV,OO ABAP, SAP 
SMART FORMS, INTERFACE, SD Function, 
CRM Functional as well M TEC etc. 
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Microsoft SMSG - Delhi, Partner 
Solutions Architect, Bangalore, 
7 - 10 Years 
An advanced degree or equivalent work 
experience combined with several years 
relevant work experience. Skills in large-scale 
Enterprise Architecture Planning issues, 
application/systems development, 
architecture, design, network planning & 
operations infrastructure architecture. 
Intel, Windows Device Driver 
Bangalore, 5 - 7 Years 
Working closely with architects in India & U.S. 
to design, develop mobile optimized Windows 
Device Drivers for storage subsystem, 
Responsible for architecture, design & 


implementation of core storage subsystem 
components. 


Polaris Software Labs, |2EE 
Professionals, Chennai, 3 - 5 Years 
Experience in Banking domain is highly 
preferred. Highly creative, assertive & analytic. 
Strong communication & interpersonal skills. 


Deloitte, Senior HP-Unix System 
Admin, Hyderabad, 8 - 10 Years 

Above average communication. Ability to plan, 
coordinate and process savvy. Experience in 
doing Application Server administration of 
application servers, namely- BEA Web logic or 
Web sphere or Broad vision or ATG Dynamo 
like setting up, configuring, troubleshooting, 


Tavant Technologies, Head-Quality, 
Bangalore, 15 - 18 Years 

Ability to start and develop а testing practice as 
an independent revenue stream, Must have 
influenced or gone through a CMM 
certification, Strong exposure to project 
management, Implement, practice and audit 
best practices. 


EMC Data Storage Systems (I) Pvt. 
Ltd., Senior Software Engincer, 
Bangalore, 2 - 5 Years 

Knowledge of Web Services and Services 
Oriented Architectures, XML technology and 
application server is desirable. Strong analytical 
and troubleshooting skills, good 
communication skills. 
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Read in the following order - Company Name, Position, Location, Experience, Job Description. 


Hutchison Essar south Ltd., Channel 
Manager, Bangalore, 2 - 3 Years 

The candidate should have good 
communication skills along with good analytical 
skills and also have good understanding of the 


customer behavior. Must have the sound 
knowledge of the market. 


Dell Computer Corporation, 
Customer Support Associate, 
Hyderabad, 0.6 - 2 Years 

Fields inbound customer calls, Focuses on 
delivering a positive customer experience 
according to Dell standards. Responsible for 
post-sales service to customers , Facilitate 
resolution, Monitor and track issues to ensure 
accurate resolution. 


Datamatics Financial Software & 
Services, Manager International Sales, 
Mumbai, 6 - 8 Years 

Conceptualize & implement sales & marketing 
activities for a geographic region, Prepare & 
Implement plans to meet revenue targets in 
target segment. 


Colorcon Asia Private Limited, Area 
Sales Manager, Mumbai, 7 - 10 Years 
The incumbent will be responsible for sales 
Strategizing, managing and achieving a high 
level of sales growth and maximizing company’s 
return. Good Sales track record. In-depth 
knowledge of selling to Pharmaceutical 
Markets in India. Should be capable to exploit 
business opportunities for major cosmetic 
market segments in India. 


Transversal е Networks Рут. Ltd., 
Senior Sales Manager, Bangalore, 

5 - 7 Years 

Create new opportunities for TeN's solutions 
and close deals with customers. Generate 
revenue/sales through partners and dealers. 
Directly manage high-performing sales team. 


Detection Instruments (I) Pvt. Ltd., 
Sales Engineer, Mumbai, 2 - 5 Years 
Develop & grow Cricinfo's mobile value added 
Responsible for target oriented selling of 
Calibration Gas mixtures in the relevant 
industrial segments. Must have relevant 
experience in selling Calibration Gas mixtures 
to uscr industry. 


Tvisha Technologies Pvt. Ltd., 
Business Development Executive, 
Hyderabad, 1 - 3 Years 

Pursue a specific vertical revenue growth plan 
which mects/exceeds corporate objectives. 
Develop and implement a lead generation plan. 
Identify and prioritize profitable, near term win 
opportunities. 


Gates Computing Pvt. Ltd., Business 
Development Manager, Mumbai, 

10 - 13 Years 

Proven track record to meet and exceed sales 
quota. Demonstrated ability to build and 
maintain a strong pipeline. Strong business 
acumen, Excellent communication skills. 


IBM India Ltd., ISV Business 
Solution Professional, Bangalore, 10 - 
14 Years 

As the Independent Software Vendor (ISV) 
Business Solution Professional for Siebel, you 
will execute sales leadership and demonstrate 
proficiency in identifying ISV opportunities in 
conjunction with our top ISV partners. 


Vivid Visions Trexim Private Limited, 
Accountant, Mumbai, 2 - 5 Years 

The candidate should have good academic 
background. Should have good communication 
skills and have a flair for acounting. 


Interface Cybertech Рут. Ltd., Pre 
Sales Executive, Hyderabad, 

2 - 3 Years 

Marketing & Sales experience in Enterprise side 
IT solutions & Applications. Tele sales cycle 
exposure, RFQ/RFP exposure, Exposure in 
US/UK/Singapore markets, Preferably in 
BFSI/Retail/Research/Data services area. 
Appreciation & knowledge about 
Datawarehousing / Non Datawarchousing 
markets. 


William Penn, Asst.Manager, 
Bangalore, 5 - 7 Years 

Will handle /manage the logistics and purchase 
function of the Company. Planning 
procurement in close co-ordination with stores 
& corporate sales, to ensure that stocks are made 
available to meet requirements. Identifying cost 
reduction opportunities like strategic sourcing, 
etc. 


India Gypsum Limited, Sal 
Executives, Bangalore, 2-5 Years 
The candidate should have go 
communication skills . he should be able 
handle sales & marketing for a wide regio 
channel Sales Management / Dealer netwi 
„frontline Sales Management. 


Nitco-tiles, Sales Executive, 
Hyderabad, 2 - 4 Years 

Sales of Company's Products through Proje 
and Trade Sales / dealing wi 
architects/interior designer 
builders/contractors & project consultant 
institutional sales in highly competitive marke 


Great Eastern Impex Private Limite: 
Sales Co-ordinator, Gurgaon, 

2-5 Years 

He should be Coordinating with the Regio: 
Offices/ vendors/ sales team for purch: 
orders, Coordinate with the sales staff | 
timely delivery of goods, Provide support 
Retail Manager to handle corporate clients, C 
ordinate with Production department f 
deliveries, Invoicing, Generate sales repor 
stock reports, etc. 


Carbon Accessories Limited, Area 
Manager (West), Mumbai, 3 - 4 Year: 
Achieving the set target Region vise a 
ensuring the Profitability region vise and stc 
vise by controlling Stock Vs Sales ratio a 
increase performance level of the Staff. Has 
ascertain better inventory management st 
vise vis-à-vis region vise. 


Oracle India Pvt. Ltd., Sales Manage 
Bangalore, 5 - 7 Years 

Drive the sales delivery of license reven 
targets for the Oracle 10р products and t 


corresponding Development Tools in the MR 
vertical in India Market. 


Pramati Technologies Private 
Limited, Inside Sales, Hyderabad, 
0.6 - 1 Year 

To initiate First Level contact with 'C' and oth 
level prospects & pitch the ground. Prospectis 
for new customers by cold calling in US Marke 
Interaction with VP or C level people over tl 
phone. 


To know how to apply for these jobs, go to finance jobs listing page. 





Get your job advertisement 


on this page. 


To find out more, type ‘HIRE BT’ and SMS to 3636 
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tead in the following order - Company Name, Position, Location, Experience, Job Description. 


JTI Technology services Ltd., Asst. 


Manager, CBD Belapur, 

| -5 Years 

'horough knowledge of all aspects of Initial 
'ublic Offer (IPO) activities ( Including 
farketing, Comprehensive experience in 
iandling IPOs ( Public issues & Mutual Funds), 
Sook Building Process, Share allotments, 
‘ransfers, Demat activities, Corporate actions, 
dividends, Investor Servicing, etc. 


Morgan Stanley, Analyst, Mumbai, 

! - 5 Years 

"his involves considerable control, 
econciliation, attention to detail, and 
uardianship of all financial and descriptive 
ields including cost centres and job numbers. 
'roduction of month end reports from the GL 
Or transactional review. 


?ragna Thakkar & Co. Advocates, 
Accountant, Mumbai, 2 - 4 Years 

fo maintain the Account, Issue Memo of 
*rofessional fees and Reimbursement 
ixpenses to clients, To follow up for collection 
ind all account and office related works. Person 
nust be a B.Com Graduate having basic 
inowledge of accountancy. 


{Bs Clothing Co., Accounts Assistant, 
Aumbai,1-2 Years 

fust be capable of handling Petty cash, Entire 
'oucher Entries related to accounts, both 
omputerised as well as manual. Should have a 
leasing personality and well spoken english. 


Deloitte, Financial Advisory, 
Hyderabad, 3 - 4 Years 

3asic knowledge of commercial real estate (i.e. 
amiliarity with leases, financial statements, and 
Argus) a must. Strong oral and written 
'ommuniícation skills in English required. 


Dinesh Nair & Assocites, Internal 
Auditor, Mumbai, 2 - 4 Years 

[he Candidate must be B.Com and/or Inter 
zA/Final CA with relevant audit exposure . 
Mart from the regular work involved, the 
'andidate will be interacting with the top 
nanagment of the client, hence 
Zommiunication skill is a must. 


Lehman Brothers, Analyst, Mumbai, 
2-5Years 

The position is a part of the US credit research 
team, undertaking fundamental and relative 
value rescarch for US credit sales and trading 
desk & its clients. 


Olive e Business Pvt. Ltd., Account 
Manager, Delhi, 1-3 Years 

Manage clients Account Starting from project 
initiation till closure. Developing an Overseeing 
all the aspects of software development life 
cycle. Requirement Analysis, Project 
Development, Quality Checking and Delivery 
of Projects. 


Ambrosia, Manager, Mumbai, 

2-4 Years 

Coordinates Operations & Service deliveries 
within Central Operations to handle Marine and 
Contingency. The candidate should also have 
good communication skills. 


Hutchison Essar south Limited, 
Executive- Accounts, Bangalore, 

1 -3Years 

The candidate should have good 
communication skills along with a flair for 
accounting . The job involves collection. & 
roaming Accounting. 


Columbia Asia Hospital Pvt Ltd., 
Finance and Admin Manager, 
Bangalore, 5 - 7 Years 

Position reporting to the CEO of the Hospital 
and with functional reporting to VP Finance. 
Will share profit centre goals for the entity like 
Inventory Management / Collections, Expense 
goals etc. Responsible for AR/Credit 
management/Inventory/MIS of the hospital. 
Will lead a team of Accountants and will be 
responsible for Finance and Administration of 
the unit. 


Vice President - Finance, Vice 
President - Finance, Mumbai, 

7-8 Years 

'To perform all financial & accounting aspects 
of the Group. To ensure that all regulations are 
complied with (Works Contract Act, Income 
Tax, Customs, etc.). He should also have good 
communication skills. 


Get more interview calls. 


Give your resume the touch of a 
professional resume writer. 
To find out more, type 'RR BT' and SMS to 3636 





© monster.com 


India’s No.1 Jobsite. 


Catapult Info Solutions Pvt. Ltd., 
Business Analyst, Mumbai, 

5-7 Years 

Writing and reviewing business requirements 
and implementation of improvements in 
applications. Interaction with end users, 
Interaction with vendors, Business Analysis, 
Second level Application support, Project 
Management. 


IBS Software Services Pvt. Ltd., 
Executive-Corporate Audit, 
Trivandrum, 2- 5 Years 

Evolve a systematic & disciplined approach to 
evaluate the effectiveness of existing control 
and governance processes. Participate in the 
preparation of checklists, duc diligence, 
information memorandum for M & A and, 
private equity initiatives. 


Suzlon Energy Ltd., Executive 
Finance, Mumbai, 5 - 7 Years 
Preparation of financial reports, project 
reports, analyzing & finalization of the Balance 
Sheet, to interact with our clients & bankers, 
advocates etc. Person should be willing to travel 
as including site visits with bankers. 


Deeksha Human Resource Initiatives 
Ltd., Sales Manager (Insurance), 
Delhi, 2 - 4 Years 

The candidate would be recruiting the financial 
advisors, training them for selling the insurance 
policies and also meeting the clients for 
Business Development. 


ParsecTechnologies Ltd., Accounts 
Assistant, Gurgaon, 0.6 - 2 Years 

The candidate should have good 
communication skills along with the knowledge 
of the following voucher Entry, Record 
Keeping using Tally & MS Office. 







HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 

2. Type in the Job Title along with the 
Company's name in the "Keywords 
Search" box 

3. Click on "Search Jobs" button 
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India doesn’t buy іп malls, discovers ARCHNA 
SHUKLA in the badlands of Uttar Pradesh; large 
portions of it still buy in haats, rural marketplaces. 





Rural mall: One of ће 47,0007" w 
such haats that dot India б 
„чы ЖЯ 
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Meerut District, Uttar Pradesh, February 2 


ANTARI DEVI, 54, IS BUSY LOOKING FOR NEW 
designs of “paajeb” (silver anklets), rifling 
through the box in which the jeweller 
keeps his stock. Suman, her 18-year-old daugh- 
ter 15 to be married in March, and the family 
(other members here include husband Madan 
Singh and daughter Babli) are out shopping 
for the trousseau. They haven't chosen to shop 
in the nearest town, Muradnagar, though; 
instead, they are here at Saunda Haat. The fam- 
ily works the fields and mill of a sugarcane 
farmer in Saunda. There's work for nine months 
of the year, a monthly income of between Rs 
8,000 and Rs 9,000, and the family saves around 
Rs 30,000 to Rs 40,000 a year, money that 
will run the household, pay off debts, and fund 
the weddings of the daughters. Santari trusts the 
jeweller; she has bought from him in the past 
(for the weddings of two other daughters). “I 
know his (the jeweller's) family," adds Singh. 
Residents of at least four villages visit Saunda 
Haat every Thursday, as do merchants from 
the same villages, even the nearest big town, 
Muradnagar. There are around 60 stalls in the 
haat selling everything from groceries to apparel 
to kitchenware to fresh produce. Few of the 
brands are familiar, Parle G, Tiger, Dabur Lal 
Dant Manjan, Parachute, and Lifebuoy. Most 
aren't. "Being a wholesale market, this haat is 
cheaper than the shops in the villages which are 
anyway few," says Chowdhary Vedpal, a mem- 
ber of the Muradnagar Panchayat, adding that 
the haat does business of Rs 60,000 every week. 
Saunda Haat is one of 47,000 that dot India, 
serving the needs of around 70 per cent of 
India's rural population of 742 million. 


Accessible and affordable 
Over 47,000 held annually across India 
Average no. of stalls: 200 


Average no. of visitors: 1,000-3,000 
(15-20 per cent are women) 


Over half the visitors at haats 
have shopping lists 


» Average daily sales: Rs 50,000-200,000 


Each haat caters to customers 
from between five and 50 villages 


According to the National Council for Applied 
Economic Research (NCAER) such haats do business 
worth Rs 100,000 crore every year. “Most of these 
baats have been in existence for the past 100 years," 
says Pradeep Kashyap, Managing Director, MART, a 
rural-marketing consultancy. *They haven't lost their 
relevance because the consumers they cater to remain 
untapped by the organised industry." 

According to Census 2001, there are 6,38,365 
villages in India; a study by the Federation of Indian 
Chambers of Commerce and Industry estimates that 35 
per cent of these have no shops. Even consumer prod- 
ucts companies with enviable reach such as HLL and ITC 
have not been able to go beyond the top 250,000 vil- 
lages. “We reach only around 2 lakh villages through 
our regular distribution network and an additional 
34,000 through the e-choupal programme,” says S 
Sivakumar who heads ІТС”ѕ agri-business division. 
"The rest of the rural India is out of our reach." 

Inaccessibility is one reason why; 60 per cent of 
India’s villages is not connected by all-weather roads and 
80 per cent does not receive regular power supply. Low 
population density is another. Census 2001 indicates 
that the population in over 45 per cent of India’s villages 
is between 500 and 2,000 and in another 42 per cent, 
below 500. Then, the per capita income of consumers 
in these rural markets, between Rs 1,000 and Rs 8,000 
a month, according to IRS 2005, is also low. “The 
cost of setting up retail network in these areas would be 
more than the business generated,” says Sivakumar. 
“Unit sales in these villages are so small that it doesn’t 
make sense to set up an independent distribution and 
retail network,” adds an HLL spokesperson. 

Haats gain significance in this backdrop. These 
are, essentially, gather-and-disperse rural supermarkets 
held mostly once a week. “Haats are the only centre for 
commercial, cultural and social activity for the not-so- 
connected parts of the country,” says Pradeep 
Lokhande, Chairman, Rural Relations, a Pune-based 
rural marketing agency. No big-ticket purchases 
happen in these markets simply because liquidity is an 
issue for rural consumers. “Shopping for expensive 
items like durables or automobiles happens only once 
in a year, usually after the harvest season when these 
consumers have cash to spare,” says Priya Monga, 
Business Head, Rural Communication and Marketing. 
Such transactions happen in mandis, which are different 
from haats; they happen once a year after harvests. 

Despite such constraints, the rural market, especially 
for fast moving consumer goods (FMCGs), apparel, 
footwear and fuel, is bigger than the urban market for 
the same products. According to MART, the size of rural 
FMCG market was around Rs 65,000 crore in 2002; the 
current size of the organised FMCG market is only 


HOW BIG IS THE RURAL MARKET 





Toilet soap 6021 





Body talc powder 793 23.654 
Toothpaste o ДАФ 2 

Cooking medium (Oil) 15,377 10.91A 
Tea 4,955 10.97A 
Health beverages 601 28.544 
Electric bulbs 354 . 9.404 
Cigarettes 6,422 13.094 
Packaged biscuits 1,323 6.79А 
Hair oil 179 30.854 


(Figures in Rs crore, Source: NCAER) 


around Rs 55,000 crore. “That’s mainly because around 
60 per cent of the goods sold in rural markets, mainly 
haats, are manufactured locally and their contribution 
remains unmeasured,” explains Kashyap. Rural India is 
a big market for durables (Rs 5,000 crore) but haats are 
not the relevant markets for these. Says Girish V Rao, 
Vice President, Sales, LG: “Over 40 per cent of our 
total sales comes from rural markets but these sales 
mainly happen during the harvest and festive season.” 

The true potential of haats as points of sales has not 
yet been explored by marketers, says Monga. “Around 
50 per cent of rural India has no access to traditional 
media, thereby limiting the points of interaction with 
rural consumers. Haats can be used as media plat- 
forms for marketing and promotion," she says. 

Some banks and insurance companies, in fact, are 
already looking at such opportunities. Life Insurance 
Corporation, which sells 35 per cent of its policies 
in rural India, is looking at haats as premium col- 
lection centres for groups of four or five villages. 
*Almost 50 per cent of our agents work in rural 
markets but because of infrastructural problems 
collecting premiums becomes a major problem," 
says A K Shukla, Chairman and Managing Director, 
LIC explaining the logic behind this move. 

Meanwhile, Santari Devi and Suman are done with 
their shopping. Suman wants to pick up some nail-pol- 
ish and lipstick for herself but her father is furious. 
*Your husband will be ruined if you squandered his 
money like this," he thunders. *I am spending my 
own money," she shrugs. “Why should anybody 
complain?". And she is off running towards the small 
pushcart selling the stuff. m 
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The Face Of Tomorrow 


Some bold predictions about globalisation from two—no, 
not economists but—professors of marketing. к. sRIDHARAN 


LOBALISATION JUST HAS TO BE THE MOST WRITTEN 
( subject in recent history. Run a search for 
the word on Amazon books and you get 3,466 
results. Writers on the subject range from Thomas 


TECTONIC SHIFT 


Jagdish N. Sheth and 
Rajendra $. Sisodia 


Response Books Friedman to Kenichi Ohmae to Jagdish Bhagwati to 
: jg 8 Joseph E. Stiglitz. So when you come across a book like 
се: AS 


Tectonic Shift, one is tempted to state—much like 
the gentleman from the us patent office of 
early 1800s—that everything that can be 
written on globalisation has been written. 
But guess what? Such sweeping statements 
tend to be egregiously wrong, be it the 
early 19th century or the 21st. For, Tectonic 
Shift—penned, surprisingly, by two mar- 
keting experts—isn’t about why globali- 
sation is inevitable, how it will shift eco- 
nomic balance from the developed coun- 
tries in the west to developing countries in 
the east, yada yada...Most of all, Sheth 
and Sisodia’s work is about predictions— 
make that bold predictions—about how 
the global economic boundaries will meld in 
another two decades. Like marketing guru 
Philip Kotler says in his foreword to the 
book, “it is to Sheth and Sisodia’s credit that 
they offer a penetrating analysis of where the 
future of different countries is going under 
the pressure of geoeconomic forces”. 
How does the world in Sheth and Sisodia’s 
view—the former is a professor of marketing at Goizueta 
Business School in Emory University, Atlanta, and the latter, also 
professor of marketing at Bentley College, Waltham—look by 2020? Let’s 
start with Europe. According to the authors, for Europe, “the former 
Soviet states will provide the ‘developing world’ through which its 
stagnating economy will refuel itself”. In other words, expect a much big- 
ger and more powerful Eu, where the already prosperous economies will 
find trading partners in the poorer East European countries. As for 
the Americas, they will find reason enough to create an FTAA, i.e., the Free 
Trade Area of the Americas, including the us, Canada, and South 
America. "FTAA is the destiny of the Americas, and our prediction is that 
it will stay on track for implementation—perhaps as early as 2010", the 
authors say. Similarly, Sheth and Sisodia propose, Asia will create its own 
enlarged free trade zone, where Japan and China (despite the heavy odds 
against it) will be closer than before, and new members will include 
countries like Australia and New Zealand, besides those of ASEAN. 
Most of the authors' predictions seem reasonable, if not pre- 
dictable, enough. But relentless as the economic forces are, let us not 
underestimate the paralysing power of volatile global politics. That still 
remains the single-biggest challenge to globalisation. ш 
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KALYAN CHAKRAVORTY 


“obs And Wealth Creation 
Will Drive 21st Century” 


Recently in India to launch his book, 
Jagdish Sheth spoke to BT's Archna 


Shukla on why he expects a global 
tectonic shift. 


What'll be different about the 21st 
century? 

While the 18th century was 
about ideologies and wars, the 
current century will be about 
markets and economies. In the 
21st century, it will be jobs, 
wealth creation and economic 
growth that drive nations. 


Which nations will be at the fore- 
front of this re-revolution? 
Developing economies will drive 
the world in 21st century. One 
reason for this is that advanced 
economies are ageing very fast. 
And if a country doesn't have 
enough population growth, its 
domestic economic growth will 
suffer. Then, they will need to 
get growth from elsewhere like 
developing countries. 


What will be India and China's role 
in the new world order? 

India, China and the us will be 
the three main economic super- 
powers that will shape the first 
half of the current century. And 
the relationship between these 
countries and their relations with 
other countries will determine 
world relations. 
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Ph.D. Program 





Management Teacher Program 
Leading to the award of Ph.D. Degree 
3 Year Full-Time Program (2006-09) 






e Unique opportunity to simultaneously pursue the program and | e Postgraduate degree (with 60% and above) | 
complete Ph.D. in Management, Engineering, Science, Commerce | 


e Financial Assistance: | or Arts. 
or | CFA, CA, ICWA and CS. 
a) Monthly Stipend: | 


€ First Year : Rs. 18,000 per month | © Age > yeas: 


€ Second Year : Rs. 20,000 per month 


@ Third Year : Rs. 22,000 per month 
April 2006* and Interviews. 


| b) Visiting Scholar Program in US / UK/ | | : 
France / Singapore. | @ RAPT April 2006 is on April 09, 2006 (Sunday) 
| с) Annual Professional Development Grant. at 57 Test Centres all over India | 
e Classes from August 01, 2006. 


e Placements: e Last date for submission of application at 
All candidates who successfully complete the Program will be CPAD, Hyderabad: March 25, 2006. 


+ Certain categories of applicants are exempted from RAPT | 


absorbed by the ICFAI Business School as faculty members. t oor dalila ba O | 











For Prospectus & Application: Please send Rs.400 by Demand Draft in favour of "ICFAI A/c ІМТ", 
payable at Hyderabad (Please write your complete Name & Address at the back of the DD) to: 


The Admissions Officer (MTP), Campus Programs Admissions Department (CPAD), 
45, Nagarjuna Hills, Punjagutta, Hyderabad — 500 082 Tel: 040-23435328/29/30/45 
Fax: 040-23435347/48; Email: cpadhq @icfai.org 


Alternatively Prospectus is also available at following CPAD branches i: 


e AGARTALA (0381-2319380); e AHMEDABAD (079-55217120); e ALLAHABAD (0532-2420692); e BANGALORE (080-57625911); e BHUBANESWAR (0674-2506202) 
e CHANDIGARH (0172-3099088); e CHENNAI (044-52138856); е COIMBATORE (0422-5369447, 5369448); ө DEHRADUN (0135-3098500) 
e GUWAHATI (0361-2730716, 2732050); e HYDERABAD (040-23430289/90); e INDORE (0731-5066020); e JAIPUR (0141-5101102); e KOCHI (0484-3942723, 3018334) 
e KOLKATA (033-55340510); e КОТА (0744-2434096); e LUCKNOW (0522-2207518); e MUMBAI (022-30975784); e NAGPUR (0712-2447124, 2464314); e NEW DELHI: 
Barakhamba Road (011-51047530), Meera Bagh (011-52333726); e PATNA (0612-2320529, 3093329); e PUNE (020-56285705); e VIJAYAWADA (0866-5556336 


www.icfai.org/iimt 
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BANGALORE 


TREADMILL 


Victoria Redux 


UNDAY MORNING, 7.30 A.M. AND 

| am standing over the grave of 

a soldier who died in 1806. 
Actually, there is no grave; my 
memory is a bit dodgy on the date 
too; but there is a dead soldier, at 
least a plaque dedicated to him. 
There are several plaques in the 
church—did it slip my mind to 
mention that I am in one, Trinity 
Church—and each is dedicated to a 
soldier; many, Ї am told died on 
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the long voyage from England to 
India. This, Trinity Church, was 
the preferred place of worship of 
the resident English upper class in 
the 1700s, 1800s and part of the 
1900s, right up to India’s inde- 
pendence. It was also used to meas- 
ure Bangalore’s elevation (height 
above sea level, and anyone who 
has even a casual acquaintance with 
trigonometry can show you how 
this is done) at one time, a small 


PRINTED 
CIRCUIT 





A lesson in history: Guide Pai 
(left) shows his fellow walkers 
around a recently renovated 
portion of Mayo Hall 


engraving on the second step leading 
up to the church attesting this fact. 

There are six of us here on this 
overcast morning. We are here to 
take a walk through time. It is a 
two-km walk, which will take 
around two hours to complete and 
Arun Pai, Big Five consultant at 
one time, venture capitalist, 
Bangalore-boy (he claims to have 
played street cricket with another 
Bangalore-boy Rahul Dravid) and 


00, 


& E 
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The best way to discover a city is to walk. 
Not convinced? Our reporters joined five 
walking tours in five cities to make a point. 


walks-entreprenuer (he has several, 
including a pubicrawl), is our guide. 
This is the Victokian Bangalore walk 
and it starts at ardund the time Major 
(later Lord) Cornwallis defeated Tipu 
Sultan in the Battle of Mysore (1792; 
the Third Mysore War) and ends at 
the turn of the 20th century, when the 
Empire was at its peak. 

The walk takes us—an assorted 
bunch of long-time residents, recent 
migrants and tourists—through famous 
streets, villas and churches. “I am not 
a qualified tour guide or a historian,” 
admits Pai. “Bangalore just has some 
interesting history and walking seems 
to be the best way to tell it.” He has 
spent time with old-timers, read cart- 
loads of books and is a veritable fount 
of interesting (and sometimes gristly) 
trivia. Human sacrifices at Trinity 
Church, anyone? We visit several vil- 
las that have survived the ravages of 
time and the demands of a growing 
city; one such is the residence of V.S. 
Thiruvenkataswamy, a man who 
made his fortune by cornering con- 
tracts for supply of oil to the British. 
We also walk through Mayo Hall, 
which today hosts several courts. It 
was originally built to honour the 
memory of Lord Mayo, the only 
Governor General of India killed in of- 
fice. Then we are back on the arterial 
MG Road, walking past the remnants 
of Tom’s Pool Parlour, another 
Bangalore landmark of times past. 
“The Bangalore I know is all rr, but 
there’s so much history,” gushes fellow 
walker Radhika Lakshman, a British 
Indian yoga exponent. That there is. 
CONTACT: www.bangalorewalks.com 

RAHUL SACHITANAND 
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DELHI 


Walkin’ Blues 


N ONE OF THOSE IRONIES THAT 

make a reporter’s day, I dis- 

cover, in my quest for a good 
walking tour that Delhi, the city 
with the most cars in the country 
also has several walks. INTACH 
(Indian National Trust of Art and 
Cultural Heritage) has two, one 
of Old Delhi and another, 
Mehrauli; and The Habitat 
World (at the India Habitat 
Centre) has Habitat Walks on 
most Sundays. 

I pick the Old Delhi walk and 
find myself standing in front of a 


Chandni Chowk: 
Born in 1650 as 
Shahjahanabad, 
this part of Old 

Delhi still thrives 


Jain temple opposite Red Fort 
on a still-nippy Saturday morning. 
There are 10 others with me, 
including Bhanupriya Rao, 
INTACH-volunteer and history 
buff. It was in 1650 that Mughal 
emperor Shah Jahan started 
building what is now known as 
Chandni Chowk. He named the 
place Shahjahanabad. 

Chandni Chowk was divided 
into lanes, with each lane housing 
people of a particular vocation; 
lanes such as Kinari Bazaar, 
Chawri Bazaar and the famed 
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A PRABHAKAR КАО 


Paranthewali Gali exist even today. 
The area is full of surprises: the 
local branch of State Bank of India 
is in an 18th century colonial house 
that was once part of the estate of a 
famous courtesan Begum Samroo; 
further down is Sunheri Masjid, 
from the minarets of which Nadir 
Shah supervised his army’s sacking 
of Delhi in 1739. 

We walk past Paranthewali Gali 
where the wok-like utensils used 
to fry bread are slowly coming to 
life, and Sheesh Mahal, a decrepit 


HYDERABAD 


Eight For The City 


ET THIS: HYDERABAD HAS 

not one or two walks, but 

eight. They are organised, 
in turn, on the last Sunday of every 
month by the local tourism de- 
partment. This Sunday, it is the 
turn of the Shah Ali Banda Walk. 
The walk starts from Rafa-e-Am, 
one of the oldest schools in the 
city (founded in 1895), and about 
12 km south of Hyderabad's central 
business district, Somajiguda. Over 
the next two hours we pass: houses 
of minor retainers of the Nizam; 
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building that once housed 
St Stephen’s College. Stopping only 
to sample some Makhan Malai, a 
frothy concoction of whipped 
cream, yellow gobs of butter and 
coarse ground sugar, we walk down 
the brass-makers' lane, Gali Guliyan 
to the Jama Masjid. That very 
imposing structure (circa: 1650s) 
is a fitting end to the walk. 
MORE INFORMATION AT: 
http://www.intach.org/pdf/DelhiH 
eritage Walk.pdf 

AMANPREET SINGH 





Shah Ali Banda: 
A busy street in 
the old city of 
Hyderabad 


the Jali Ki Masjid, thus named after 
the intricate jali (lattice) work that 
characterises it; an old Hanuman 
temple; the city walls themselves 
(built by the Mughals who occupied 
Hyderabad in 1680); and Aliabad 
Sarai which once served as a check- 
point for visitors. The walk ends 
there, outside one-room structures 
along the walls that once housed 
horses. Today, they do shops. 
FOR MORE INFORMATION: 
www.aptourism.com 

E. KUMAR SHARMA 


SHAMIK BANERJEI 


KOLKATA 


Rue de 


OLKATA’S BEST-KNOWN 

walk isn’t actually in 

Kolkata; it 15 In 
Chandannagore, an old French 
settlement 39-km from the city. 
[he walk from one end of the 
promenade at the settlement to 
another, a distance of 1.5 km, 
30-minutes. 
Called the Chandannagore 


takes around 


Heritage Walk, it 15 organised 
by Chandannagar Heritage, a 
non-governmental organisation 
(NGO), and is a veritable walk 
through the area’s history. 
Chandannagore first became a 
French colony in the late 1600s; 
its ownership changed several 
times till 1815 (this was a 
period when Anglo-French 
rivalry was at its peak) when it 
reverted to the French who 
ruled over it till 1952 when, 
along with Pondicherry, it 
became part of India. 


[he promenade, or Strand, 





The French con- 
nection: Joraghat 
at the Strand in 
Chandannagore 


Fh E E 
istoire 
as locals term it, 15 bedecked B 
lights and surrounded by lush 
foliage. Every second building 
has a history to it. Then, there's 
Institut de Chandernagore, one 
of the oldest museums in this 
part of the world. Among its 
exhibits is a canon used їп the 
Anglo-French wars. Further 
down the promenade 1% a church 
that is over 200 years old; a tem- 
ple of similar vintage that now 
serves as an auditorium and 
library; and finally, near the river 
(the Ganga), a dilapıdated struc- 
ture with its lower floor fully 
submerged. This is Patal Bart 
(the underground house), and и 
is Where Rabindranath Tagore 
and reformer Ishwar Chandra 
Vidyasagar used to stay on their 
visits to the settlement. 

FOR MORE INFORMATION: 
wiww.geocities.com/www.chan 


dannagore.cutecity.com 


RITWIK MUKHERJEI 





SOUMIK KAK 


MUMBAI 


Secret River 


F HINDU MYTHOLOGY IS TO BE 

believed, we are standing on 

the banks of a water body cre- 
ated by Lord Ram. This is the 
Banganga tank in the Malabar 
Hills borough of Mumbai, and 
the source of the water is sup- 
posed to be an underground trib- 
utary of the Ganga that came to 
the surface as a spring when Ram, 
on his way back from 14 years 
spent in exile, and thirsty to boot, 
shot an arrow into the ground 
to tap a vein of water. “Banganga 
was the first of all Hindu sacred 
places in the city,” says Abha 
Bahl, an architect who works on 
projects that have something to 
do with urban design and her- 
itage conservation, and co- 
founder of The Bombay Heritage 
Walks (it organises, apart from 
the Banganga Walk, 19 others, 
with 14 around the Fort area and 
four in different areas of the city). 

On this Sunday, there are 
around 50 of us standing by the 
side of the 150 m X 170 m tank. 
In the exact geometric centre of 
the tank is a long metal rod, sym- 
bolising Mount Meru, the centre 
of the world according to 





Banganga: Mumbai's 

oldest Hindu holy-spot 
actually happens to be E 
in Malabar Hills р 


т 


€ 


Hindus. All around the tank are 
temples. Our walk takes us to 
seven of them (and two memori 
als). The most famous of these 
is the Walkeshwar Mandir; the 
original was reportedly destroyed 
by the Portugese; what stands in 
Banganga today is a 20th-cen 
tury reproduction. Most of the 
temples have undergone renova- 
tion; the only one that hasn't is 
the Jabreshwar Mahadeo tem- 
ple, built in the 1800s (the temple 
looks as if it was forcefully placed 
where it is, on top of a flight of 
steps, by a giant hand; that 
explains its name; Jabreshwar is 
derived from the Hindustani 
word for force, zabardasti). 
Along the sides of most tem- 
ples are the residences of priests. 
Some fifth generation priests live 
in a few houses; in others, there 
are people who have nothing to 
do with the temples. And right in 
the middle of this (the tank, the 
temples, the priestly residences) 
are some modern residences. 
Then, this is Mumbai. 
FOR MORE INFORMATION: e-mail: 
heritagewalks@hotmail.com 
AHONA GHOSH 
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Drive-By-Wire 

OR SEVERAL DAYS EARLY FEBRUARY, | DROVE AROUND TOWN 

with a punctilious woman in my car (let me finish, 

dear). Every time | got into the car with her, her first words 
would invariably be “drive carefully”. Now, 1 am ordinarily a 
patient man, but not when it comes to back-seat drivers. In fact, 
| don't even like anybody else driving my car—one reason 
why I've stoically resisted the temptation to hire a driver for my 
70-km commute to and fro work. So why was | suffering this 
matron, allowing her to dictate my every thrust and parry in 
Delhi's notorious traffic? For one, she wasn't really a back-seat 
driver; she wasn't even seated beside me, but stuck to the wind- 
shield, about 45-degree north-west to my steering wheel. 
Actually, she wasn't even a lady, but the Nippon SatGuide, 
except that the Destinator (that's what the navigation software 
on the Pocket PC is called) did come with pre-recorded 
instructions in the voice of a woman. (As for my uncharacter- 
istic patience, did | mention | have a job to keep?) 

Priced at Rs 37,990, the Nippon SatGuide, touted as 
India's first in-vehicle navigation device, currently covers three 
cities: Delhi & NCR, Mumbai and Hyderabad. Apart from a driv- 
ing map for the cities, the SatGuide offers information on a 
variety of other things: points of interest, public utilities, 
entertainment locations like malls and multiplexes. To put the 
Destinator to test, | pick a route | know better than the device: 
the Jhandewalan-Gurgaon stretch, snaking through the ridge 
and onwards to NH8. The system performs beautifully, 
telling me to take a U-turn at the Jnandewalan roundabout to 

head up onto the 
ridge. The first prob- 
lem surfaces at the 
Dhaula Kuan spag- 
hetti junction. The 
Destinators map has- 
n't been updated, and 
the lady seems 
annoyed that | am not 
following her instru- 
ctions. The same thing 
happens at a couple of 
other places, but on the 
whole, the Destinator 
works beautifully, even 
on routes | am not familiar 
with. Would ! buy it? Yes, 
if it ends up mapping inter- 
city routes. But in its cur- 
rent form, the Nippon 
SatGuide has little use for a 
city-rat like me. 
В. SRIDHARAN 


Nippon SatGuide: A nifty thing 
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The ultimate recliner: 106 springs do the trick 


Lazeeeeeeeeee 
Boyyyyyyyyyyy 


HE EDITOR OF THIS MAGAZINE IS A FITNESS 

| fanatic and it shows. I am not and it 

shows too. Then, there is a price to 

be paid for wanting to put one's feet up, all the 

time. Take it from me, it isn't easy to do this. 

For one, there are deadlines to be met. Then, 

there is the mechanics of it all. For instance, if 

| tried to effect the putting-the-feet-up thinga- 

majig while sitting on my chair in the office, Pd 
probably damage my spinal cord. 

I have always been partial to soft, thickly 
upholstered furniture and have owned 
recliners (right from a stiff bare wooden one 
owned by my grandfather, which was made of 
Burma teak) to a recently-acquired Chinese 
one whose reclining mechanism rather cruelly 
reinforces that old axiom about there being a 
direct relationship between quality and price. 

So when the real McCoy arrived in the 
marketplace, 1 had to check it out. The verdict 
Is in. There are recliners and then there is 
La-Z-Boy. When cousins Edward Knabusch 
and Edwin Shoemaker in 1927 designed a 
wooden slat outdoor folding chair fashioned 
from orange crates, boy, did they catch on to 
something or what? 

Sunil Suresh, СЕО, Stanley Seating that 
imports La-Z-Boys, says it is the product's 
106-patented-moving-springs mechanism that 
gives it that ultimate-recliner feeling. (Not 
just the overall mechanism, but each of the 106 
moving springs have been patented, he points 
out to any would be adventurers). And yes, the 
handle of the recliner mechanism is made of 
solid wood, which gives it that perfect feel 
compared to the cheapy, tacky plastic one 
on my current Chinese recliner. All | am wait- 
ing for now is my next hike to go and exercise 
my right to recline. 

Price: Rs 26,000 to Rs 60,000 
VENKATESHA BABU 








MB A 


Distance Learning 
(2 years) 


jet wA 


Distance Education 


E-Learning 
Package 





The MBA Program of ICFAI will broaden your business acumen 
and sharpen your analytical insights. The unique combination 
of both Indian and international perspectives and the genera! 
management focus will give you an edge in your career 
progression and will prepare you to act effectively as a manager 
in the ever-changing business environment. 





The unique features include quality courseware; e-learning 
package; training classes; case-based learning; web support; 
electives in seven disciplines and examinations every quarter. 
Equated monthly instalment (EMI) facility is available for 
payment of fee. Placement assistance is provided to all 
successful students. 





Eligibility : Graduates (any discipline) 





For details, please contact ICFAI branch in your city 
(for address, please visit www.icfai.org) 
Alternatively you can contact: ICFAI Center for Distance Education, 
23, Nagarjuna Hills, Punjagutta, Hyderabad 500082. 
Ph: 040-23430431-36, Fax: 040-55639711. Email: info@icfai.org 





SUA SU 


For online registration, visit: www.icfali.org 


Alchemist HR Services (P) Ltd., is a full HR Solutions provider, with offices at major cities. For more details, visit: www.alchemistindia.org 





bt treadmill 


When Less Is More 


HE UNIVERSAL QUEST FOR 
| anyone who’s seriously into 
weight training is to get a 
ripped and well-defined body in the 
shortest period of time. Wouldn't it 
be a boon if you could do your work- 
out in half the time it normally takes 
and yet build stronger muscles? In 
fact, you can and I’m not talking 
about performance enhancing drugs 
or steroidal supplements. Indeed, if 
you've been weight-training for a 
while you will probably have heard of 
super-setting, a way of working out 
that packs more into less time and can 
give you better results. 

Supersets, as many readers know, is an advanced technique where 
two exercises targeting the same muscle group are done one after the 
other without resting in between. So, say you're doing exercises for your 
chest muscles. A superset could be a set of barbell bench-presses, quickly 
followed by a set of dumb-bell flys, both targeting the pectorals but 
done consecutively rather than with a rest in between. 

Besides an obvious boon for those starved for time, super-setting has 
other advantages. Supersets increase the intensity of a workout. Because 
you don't rest between two sets, a superset makes you do more work in 
a shorter period of time, thus, putting your muscles through a more intense 
workout. And, more intensity is equal to bigger, stronger muscles. 

Secondly, supersets can help prevent injuries during workouts. 
How? Well, because during supersets you can usually lift (or push, or 
pull) less weight than you can in straight sets, the chances of injury 
because of lifting too heavy are less. In other words, you can put 
pressure on your muscles through supersets without going very heavy 
with weights. Say, you can do 80 kg in a straight set of squats. In a 
superset you'd probably do just 60 per cent of that. Most gym injuries 
are caused either by wrong technique (posture or movement) or by using 
too much weight. Supersets can help prevent both because it's easier to 
maintain good form when you use lighter weights. 

You needn't do supersets all the time. You can use them to spice up your 
workout. When my workout schedule gets drab and monotonous or my body 
gets used to the same old routine, I sprinkle in a week or two of supersets. 
And, of course, they're a great way to work out if you're short on time. 

А variation of supersets is the pre-exhaust set. In this, you target the 
same muscles but use two exercises, the first—usually an isolation 
exercise—totally exhausts the muscle followed by the second—a com- 
pound exercise. But more on that in another instalment of Treadmill. Till 
then, lift your dumb-bells and clink. Happy super-setting! 

MUSC LES MANI 





Supersets: More muscle in 
half the time 





write m musclesmani@intoday.com 





Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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ALL ABOUT 


CHOLESTEROL 


HAT EXACTLY IS CHOLESTEROL? IT'S 
үү: fat the body needs to help 
form certain hormones, cell 
membranes, and bile. Unfortunately, 
too much of this soft, waxy 
substance means trouble. With so 
much at stake, advertisements 
increasingly tout foods with no or low 
cholesterol, while others claim to 
lower cholesterol. 


What Is It: High cholesterol is the 
best known of all the many threats to 
a healthy heart. When excess 
amounts of fat-like substance build 
up along the walls of the arteries, one 
faces a dramatically higher risk of a 
complete blockage, leading to a 
heart attack or stroke. Says Dr 
Ashwani Mehta, Senior Consultant, 
Sir Ganga Ram Hospital: "In India, 
the rate of incidence is as high as 
30-40 per cent of the population.” 


Causes: “Poor diet leads to unhealthy 
high cholesterol values. Cholesterol 
in diet comes exclusively from meats 
and dairy products,” says Dr Mehta. 
Eggs are the best-known source of 
cholesterol. Inactivity and other 
lifestyle choices such as smoking 
and drinking alcohol contribute to 
unhealthy high cholesterol values. 


Symptoms: Symptoms of high 
cholesterol are usually rare. It does 
not make one feel sick. Blood 
cholesterol levels in both men and 
women begin to go up around age 
20. If enough oxygen-carrying blood 
is blocked from reaching the heart, a 
person may experience chest pain. 
Treatment: There are two ways to 
treat high cholesterol. The first is 
with simple lifestyle changes 
including change in diet, weight 
management. The second is to 
combine lifestyle changes with cho- 
lesterol-lowering medicines. Diet 
should be low in saturated fats. It's 
also important to eat plenty of fibre 
found in fruits, vegetables, beans and 
oats. According to Dr Mehta, "the 
disease can be controlled by medi- 
cines. Surgery is rarely resorted to." If 
not dealt on time, the disease could 
also affect brain and liver functions. 

MANU KAUSHIK 





bt printed circuit 


Nokialand? 
E Series Phones СФ 


INLAND IS KNOWN FOR A FEW THINGS. ONE IS THAT IT SNOWS А 

lot out there. Two (judging from the number of Formula 1/wrc driv- 
ers the country churns out), that Finnish children are born drivers. And three, 
Finland might well be renamed Nokialand. Just when you thought the company 
couldn’t come up with more phones, it does, and not just with one, but three. The 
E series phones (all 3G) have the works, e-mail, РОЕ readers, internet browsers and an 
office suite. The £60 looks like a fairly normal candy-bar phone, but in reality can change 
into Superman if you ask it to (really). The £61 looks like a Blackberry, but won’t get its knick- 
ers in a twist about some patent, or so we hope. And the £70 looks like Nokia’s old 6800 and 6820, 
but one that has been put on a steroid-heavy diet. When/where/how much: Expect them to hit Nokia 
dealerships in March-April at pricepoints starting around Rs 20,000. 









A Steady Hand 
Gorillapod 


HE WORST PART ABOUT OWNING A 
а is the blurred images you 
get when the camera (ok, your hand 
actually) shakes just before you click. 
Even though all the latest cameras have 
‘Image Stabilisation’ software, these can 
only do so much. And tripods are either 
bulky or expensive (or both). Say hello to 
the Gorillapod. With ring and leg grips 
that can fit just about anywhere, and 
flexible joints, you don’t need a flat sur- 
face to use it; you can attach it to the 
branch of a tree for example. It is quite 
simply the best digital camera accessory 
out there. Expect Indian retailers to start selling this in a few months. It is 
available from www.gorillapod.com for $24.95 (Rs 1,123 approx). HAT DO YOU DO WHEN 

your company is not 
#1 or #2 or #3 in the 





Control Freak vin Кш se alee aa 
you form an alliance with 

Evergreen Remote, EG-LR 21D another laggard. That’s 
what BenQ and Siemens 

HAT DO YOU BUY SOMEONE WHO HAS EVERYTHING? A UNIVERSAL have done and the four new 

MU econ: of course. If you are the kind who tries to reduce the phones that the companies 
temperature on the air-conditioner with the CD player's remote or tries to expect to showcase at the 


next 3GSM summit at 
Cannes do look good, 
although they could have 
been named otherwise (they 
are called, clockwise from 
top left, the Venus c3, 
Hermes B, Ulysses В1 and 
the Cupid). Availability and 
price? No details yet. ш 
COMPILED BY 
KUSHAN MITRA 


zap channels using the DvD-remote, Evergreen Elect- 
ronics’ universal remote is just the thing for you. 

The EG-LR 21D can control your TV, 

CD/DVD player, amplifier and at pea 
AC, эы it is элс ET e 
able only in Japan 
right now, but give 
India's grey markets 
some time. Should retail 
at between Rs 5,000 and 
Rs 7,000 in India. 
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Sizing Up The Banks 


The awards ceremony of Business Today best banks in India brought the 
country's top bankers under one roof in Mumbai for a scintillating evening. 





Best In Business: Winners (From left) Bhaskar Ghose, CEO, Indusind Bank, HDFC Bank's Aditya Puri, Chanda Kochhar, ED. ICICI 
Bank with Vilasrao Deshmukh, CM of Maharashtra. A. K. Ravi Nedungadi, CFO, UB Group and Sanjoy Narayan, Editor, Business Today 


T'S A GREAT TIME TO BE A BANKER IN INDIA. 

With profits growing, non-performing assets 

shrinking, and M&A gathering pace, bankers are 

all smiles. Not surprisingly, then, the mood at the 

third Business Today Best Banks Awards held in 
Mumbai on February 9, 2006, reflected the upbeat sen- 
timent. The awards are based on an annual survey 
(this is the 12th) the magazine undertakes in collabo- 
ration with KPMG. The event, sponsored by UB Group, 
kicked off with вт Editor Sanjoy Narayan's welcome 
address. Pointing out how Br had pioneered the survey 
a dozen years ago, he highlighted the key findings of the 
survey. Apart from an all-round improvement in the 
performance of all scheduled commercial banks, 
Narayan said, the public sector banks in particular 
had done well. He cited as examples Corporation 
Bank, Andhra Bank, and the Punjab National Bank. 
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These banks have greatly improved their scores over the 
past years, and are among the biggest gainers on the list. 

Talking about the RBI roadmap of 2009, when for- 
eign banks may be allowed to acquire weak Indian 
banks, Narayan said it would be quite a challenge for 
the industry. At the same time, he added, it would be an 
ideal opportunity for banks to get their organic and 
inorganic growth strategies in place. 

Moving on to the highlights of the survey, KPMG's 
Executive Director, Pradip Kanakia, said, “the landscape 
in the financial sector has been changing all the time." 
Talking of the RBI roadmap for the sector, he said, 
"it is likely to change the face of the banking industry. 
It will be a precursor to open markets in the financial 
sector." He added that 2009 would mark a watershed 
as by that time banking industry would have a 
compounding impact on the Indian economy. 





Best Bank: НОЕС Bank CEO Aditya Puri bagged it 





Lubricator: UB Group CFO Ravi Nendungadi holds forth 


Releasing the BT special issue, Vilasrao Deshmukh, 


Chief Minister of Maharashtra and Chief Guest of 


the evening, congratulated the magazine for its initia- 
tive to honour the best banks in the country. He said, 
“the survey is based on several contemporary issues and 
is an eye opener to all of us.” Adding that the authentic 
data reflect the undercurrents and trends prevailing in 
the country, Deshmukh said, “Our country ts passing 
through a very important phase. The Sensex has 
touched the golden 10,000 mark and even us President 
George Bush has recently indicated that in future, 
America would be competing with only two coun- 
tries—India and China.” He added that India's edu- 
cation in engineering, medicine, pharmacy and man- 
agement is better than those available elsewhere in 
the world. He said this would help the country in 
achieving its goal of becoming an economic superpower. 

Talking about the present banking scenario, 








Fastest Growing: Chanda Kochhar's ICICI Bank was it 


Deshmukh said, “there are concerns that banks have not 
been able to reach the underprivileged sections of the 
society. In critical times, the response of financial 
institutions and banks was quite discouraging.” 

Which were the award-winning banks of the 
evening? The first award of the evening, which was for 
the India’s Fastest Growing bank, went to ICICI Bank. 
Chanda Kochhar, Executive Director of ICICI Bank 
received the award. Hinduja Group's IndusInd Bank 
walked away with the award for the Most Productive 
bank, with cEo Bhaskar Ghose receiving the award. 

The final and the biggest award of the evening, 
that of India's Best Bank, went to HDFC Bank. Th: 
bank retained its top perch for the third vear in 
row. Accepting the award Aditya Puri, CEO, НОЕ! 
Bank, said, *the bank has made substantial strides in the 
past few years. In the new India, we are not scared of 
foreign banks. We can beat them." ш 
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1. Tushar Banerjee, Director, Haldia Petrochemicals 2. Arjun Bhandari, Head Corp Banking, Deutsche Bank Ag (East) 


3. A.K. Sareen, MD, Ceratizit India P. Ltd. 


BUSINESS TODAY BALLANTINE’S PRO-AM OF CHAMPIONS 





HERE WAS A SPRING IN THE STEPS OF 
| aspirants as the Business Today Ballentine’s 
Pro-Am Golf got underway in Kolkata on 
February 4. It was still foggy at the historic Royal 
Calcutta Golf Club (RcGC) when R К Mohanty, 
director general of police (crime) teed off. But 
Mohanty was clear in his mind. He hoped he would 
rekindle the same devastating form that he displays as 
a super cop. Mohanty was not alone, there were 71 
others like Pradeep Sureka, Managing Director, Ps 
Group, Ravi Venkatesh, CEO, Bengal Park Chamber, 
Rupinder Singh, Regional Director, Showdiff 
International, who were vying for a place in the sun. 
It was like revisiting history. The Royal Calcutta Golf 
Club, established in 1829 is the oldest golf club in 
India and the first outside UK. Known as the favourite 
grooming ground of many professional and amateur 
golfers, RCGC was the right choice to host a golf tour- 
nament, especially designed to accommodate both the 
accomplished and the not-so adept golfers. Incidentally, 
the Business Today Ballentine’s Pro-Am championship 
is the only stand-alone Pro-Am golfing event recognised 
by the pGal. The top echelon of city’s corporate world 
were only too eager to participate. 

Take a look at the leading group, which flagged off 
the event. Leading from the front were Lt Gen Arvind 
Sharma, Army Commander Eastern Command; Anup 
Singh, Director, ІТС; Shyamal Mullick, Mp, Flenders; 
and former Asian Games Gold medallist and India 
International Lakshman Singh. 
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Battle Royal In Bengal 


The Business Today Ballantine’s Pro-Am of 
Champions-2006 was played on the accepted Stableford 
format and it had three distinct handicap categories of 
0-8, 9-16, 17-24. Running concurrently was a team 
event with teams randomly chosen by the computer. The 
prize for those winning in their handicap divisions was 
a trip to the grand finale in the Capital in early March. 

After an exciting day of golf, Ashit Luthra, ex- 
Captain of RCGC, narrowly edged out Lakshman 
Singh (also ex-Captain RCGC) for the top spot in the 
gold 0-9 category, with Shiv Mohan and Pradeep 
Das coming winners in the other two categories. 


SAME. 
`  PRO-AM OF CHAMPIONS 





Runners up: Lakshman Singh, GM, McLeod Russel India; Prasan Lohia, 
MD, Century Laminating Co.Ltd.; Amitava Sinha, Sr. VP, Rediffusion 
DY&R; L.B. Singh, VP, ITC Ltd. with Jatin Byala, VP, Operations, 
Ballantine's (fourth from left) and Pavan Varshnei, Publishing Director, 
Business Today (fifth from left) 


T 
ды 





- 
val م‎ © 
Jie i 4 


Ashit made it a memorable double, winning the team 
event along with Vivek Bhartia, N N Framjee and 
Sanjay Sood. Lakshman Singh had the misfortune 
of again being edged out with his team comprising 
Prasan Lohia, L B Singh and Amitava Sinha. 

Every golfer had his eyes set on the Ford 
Endeavour which was on for a hole-in-one on the 
13th hole. All 72 golfers walked off with regret that 
they could possibly have hit a better shot there. On 
the par-three second hole, the closest to the pin prize 
was annexed by T V Ramaswamy and the longest 
drive by Sanjeev Mehra, who hit a 300 yards plus 
drive on the 10th hole. 

The lucky winners of the final leg can now look 
forward to great airline and hotel holiday packages from 
American Airlines and Marriott International. 

For food connoisseurs, there was a spread of Indian, 
Chinese and Japanese delicacies. The two Russian 


EXC A alanine =" 


PRO-AM OF CHAMPIONS 








Winners: Ashit Luthra, Director, Facility Services; Vivek Bhartia, Director, 
North India Wires Ltd.; Sanjay Sood; М.М Framjee, Consultant, СЕ$С, 
with Pavan Varshnei and Jatin Byala 





4. Ranvir Bhandari, GM, ITC Sonar Bangla 5. HS Atwal, Director, GS Atwal & Co. (Engg.) 6. Mohan Chirimar, MD, Rex Agro Pvt. Ltd 
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dancers, specially flown in for the event, added colour 
to the fun-filled evening. 

Also, corporate biggies who couldn't make it to the 
golf course, joined the golfers, and ensured they did not 
miss out on the festivities. The sprawling lawn at the rr 
Sonar Bangla christened *Sunderban' eventually turned 
out to be a pleasant weekend getaway for corporate 
honchos, away from bottom-line pressures and 
boardroom battles. 

As Pavan Varshnei, Publishing Director, Business 
Today, and Jatin Byala, Senior Vice President, 
Ballentine's gave away prizes, there was a spirit of 
camaraderie and a big round of cheers for the winners. 
“It’s not that only a few individuals have won, the pur- 
pose of the game has won," said S C Saxena. Managing 
Director, Tata Logistics. Sanjay Budhia, Managing 
Director, Patton Industries, emphasised the true spirit 
of the game displayed in the Kolkata event. Ш 
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Individual Winners in handicap categories: Pradeep Das, MD, Das 
Styles Ltd.; Ashit Luthra, Director, Facility Services; Shiv Mohan, MD 
Sumo Minerals & Metals P. Ltd. 
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In The Dragnet 


DINESH DALMIA, LODGED IN DELHI'S 
Tihar Jail as this magazine goes to 
press, is something else. The man, 
who set up the DSQ Group in 
Chennai, fled India in December 
2003 after it came to light that he 
had fraudulently stripped DSQ 
Software of its assets. He fled to 
the Us, where he is said to have 
spun a bigger scam by secretly pro- 
moting a BPO company called All- 
serve System Corp. in New Jersey 
that, it now appears, defrauded 
banks by borrowing money ($100 
million or Rs 450 crore and count- 
ing) to buy computers. He did buy 
them, but used ones for a paltry 
$300,000 or Rs 1.35 crore. 
Arrested last fortnight soon after his 
return from the us, Dalmia, also 
involved in the Calcutta Stock 
Exchange scam, will have enough 
time to look back and reflect. 
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Hooked For Good 


ABOUT A YEAR AFTER A.S. WATSON ANNOUNCED ITS PLANS FOR INDIA, LI KA SHING'S 
Hutchison Whampoa-owned retailer may have found a man to spearhead 
its launch. KRISH IYER, who recently quit Pyramid Retail as its Managing 
Director after spending eight years with it, is said to be the man Watson has 
picked. Iyer, 48, would not confirm whether he was joining Watson, 
but he did say that he had found an "exciting new opportunity at this point 
in my career". A trained Chartered Accountant and Company Secretary, 
lyer wandered into retail when he was asked by the Piramals to study the 
viability of setting up a mall, which became the famous Mumbai landmark, 
Crossroads. “I am very proud of what I have achieved with Pyramid, | will 
have great memories of that job," he says. It is not known what formats 
Watson, which is into everything from supermarkets to drug stores and food 
courts in Asia and Europe, plans to bring in. But lyer says his new employer 
and he plan to “transform the retail experience for Indian consumers". 
Willing investors and eager consumers. It's a deadly mix for retail. 


Dogfight Over Airports 


UP UNTIL THE FINAL WINNERS WERE ANNOUNCED ON JANUARY 31, ANIL AMBANI'S 
(left) Reliance Airports Development (RAD) was pretty confident of win- 
ning the airport modernisation/privatisation bid for either Delhi or 
Mumbai. So, when a relatively obscure G.M. RAo's СМК Group walked 
away with the Delhi bid, Ambani cried foul. Early February, he challenged 
the selection process, alleging that the bids were rigged in favour of GMR 
and GVK (the bidder that got Mumbai). In its petition, the Ambani com- 
pany has alleged that the Airports Authority of India and the Union Civil 
Aviation Ministry made last-minute changes to the tender conditions to 
favour GMR over RAD. Spokespersons for both the groups refused to 
comment, stating the case was sub judice. When ВТ went to press, the 
Delhi High Court was to hear the case on February 20. But it will be a 
long while before the dust settles over this kick-up 





Big Mama Moves 


BACK HOME IN GERMANY, EVERYONE 
calls Deutsche Bank (DB) the Big 
Mama. We don’t expect you to 
know that because in India, DB has 
been a corporate bank and hence 
largely invisible. But four months 
ago, it decided it wanted a piece of 
the booming retail business. And 
guess who flew in last fortnight for 
a little go-go talk? DB’s CEO JOSEF 
ACKERMANN, 50, himself. It was a 
low-profile visit with no media int- 
erviews, but it’s obvious that the 
Big Mama, with €972 billion (Rs 
5,151,600 crore) in assets worldw- 
ide, is excited about India. So much B 7% 
so that India is the only country in " . 

Asia where it has a retail business. My Епету S Friend. T 

VIJAY MALLYA'S (LEFT) FRAGILE PEACE WITH BDA'S KISHORE CHHABRIA 
seems to have been shattered. At Herbertson's EGM in Mumbai on 
February, Chhabria, 51, opposed plans to merge Herbertsons (a 
company he sold to Mallya in 2005 while retaining a nominal stake) 
with Mallya’s United Spirits. Why is Chhabria having a change of 
heart? "| have an issue with the UB-Herbertsons merger and it Is re- 
lated to the fact that they haven't recalled the case in the Kolkata 
High Court as per our understanding,” Chhabria told ВТ as he pre- 
pared for his daughter's wedding in Mumbai. The issue: Last year 
when Mallya bought Shaw Wallace owned by Chabbria's late 
brother Manu, he also inherited a fight that had been going on be- 
tween the two brothers over BDA, a company Kishore took with him 
when he left the Shaw Wallace fold in 1992. Apparently, Mallya had 
agreed in principle to drop the case, but hasn't. 





Oracle Of Outsourcing 


WHEN DENNIS MCGUIRE FOUNDED TPI IN 1989, HE LAUNCHED AN ENTIRE 
industry: BPO advisory. Over the years, McGuire, 59, now Chairman of 
Veritage (formed following TPI’s merger with EquaTerra early February 
this year), has been involved in outsourcing decisions worth billions of 
dollars. So, when people want to know how things will shape up in the 
industry, they talk to McGuire. What does the Guru of BPO have to say 
about India's position in the marketplace? *You must remember that 
western IT giants are fast catching up in the offshore game, which the 
Indians invented," he cautions. McGuire also believes that “(Indian IT 
companies’) claims of having broached the rarefied consulting arena is 
stretching it a bit", since most of the deals coming their way are still about 
application maintenance. Despite that, McGuire feels there's more 
business that could come India's way. 8 
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Only on Airtel. 
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NAME: 

AGE: 55 

DESIGNATION: Chairman & CEO 
COMPANY: Mittal Steel 





Carnegie From Calcutta 


HEN YOUR BUSINESS BECOMES EVERYBODY ELSE'S BUSINESS, YOU CAN CLAIM TO HAVE 
arrived in life. Not that Lakshmi Niwas Mittal, the world's largest steel maker and 
the third richest man on the planet (net worth: $25 billion, or Rs 1,12,500 
crore), hadn't arrived till now; it's just that his boldest-ever business move is exercising the 
minds of statesmen, politicians, business executives, regulators and Р3Р all over the civilised 
world. Corporate Europe and large sections of the Continent’s politicians have ganged up 
against his $23-billion (Rs 1,03,500 crore) bid to take over the world’s second largest steel 
company, the Luxembourg-based Arcelor. Even as Mittal has launched a charm offensive to 
win over hostile politicians, he's achieved what few would have thought possible till the other 
day—he's managed to get the Indian government to tick off and threaten France and 
Luxembourg over the issue. Mittal, who owns the world's most expensive private residence, 
(which he bought for $128 million or Rs 576 crore), is a remarkable business leader. 
After splitting with his father Mohanlal and brothers РК and ук in 1994, Mittal set out on his 
own, building a transnational steel empire, mostly by acquiring rundown rustbuckets at rock 
bottom prices and then turning them around. A hands-on workaholic, he depends on a trusted 
band of senior executives many of whom he recruited from the public sector Steel Authority 
of India Ltd. But this Carnegie from Calcutta—that's what a section of the western media has 
dubbed him—has had his brush with controversies, too. British Prime Minister Tony Blair 
dashed off a letter to the Romanian government asking it to favourably consider Mittal's bid 
for the public sector Sidex steel plant in return, it was alleged, for a £125,000 (Rs 96.25 lakh) 
contribution to the Labour Party. This connection was never proved. He was also criticised 
for spending £30 million (Rs 231 crore) on the 2004 wedding of his daughter Vanisha. 
Mittal has already achieved what only a handful of others have. But his ambitions are far 
from satiated. "I want to be the Henry Ford of steel," he proclaimed to the London 
Sunday Times on September 4, 2005. If he can pull off the Arcelor deal, he'll definitely be 
in a position to claim that mantle. Ш 
SAHAD P.V. 
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Projects Launch Price* 


Omaxe Citadel, New Delhi J“ - 
Omaxe City, Jaipur p^ 





(Rs./sq. Ft.) 


™ 12500 15500 








The Forest Hi-end Appt. Noida 1.25 Cr. 1.90 Cr. 
NRI GR HS - JI" Greater Noida 1650 2300 
The Nile conn 1850 2300 
NRI City , Greater Noida 6800 10000 
Gr y Appt. & Villas, Faridabad 1150 2100 
NR HS - |, Greater Noida 1250 2300 
4 e Arcade, Greater Noida 5200 10000 


axe Plaza, Gurgaon 





Jd NRI City-Plots, Greater Noida 


3250sq. yards. 5500/54. Yards. 








жа Royal Residency, Noida 4000000 8500000 
P .  Suncity Floors, Gurgaon 1500000 3500000 
| Mayfield Villas, Gurgaon 4000000 8500000 

- Habitat Floors, Kausambhi 1600000 3800000 

====Өез!дпег Floors South Avenue, Gurgaon 1700000 4000000 

| NERIS [ 1600000 4000000 

| signer Villas South Avenue, Gurgaon 4000000 8500000 





* Average inécative market onces of ground floor considered 


More high-end projects being planned and launched very soon, keep 


watching for profitable opportunities from Omaxe. 


Projects to be Launched Soon: Integrated Townships: Omaxe City Indore * Omaxe City Palwal 
* Omaxe City Kundali * Omaxe City Rohtak * Omaxe City Raipur * Omaxe City Agra. Group Housing : 
Omaxe Hills Faridabad * Omaxe Heights Faridabad * Omaxe Heights Bahadurgarh * Omaxe Heights 
Sonepat * Omaxe Вад! + Omaxe Baddi-ll. Shopping Malls: Omaxe Terminal Mall Amritsar 
* Omaxe Novelty Amritsar. IT Parks, Bio-tech Parks, 5 & 7 Star hotels and Leisure & resort properties. 


Projects Under Initial Construction Phase: Integrated Townships : Omaxe City Lucknow 
* Omaxe City Jaipur * Omaxe City Sonepat. Group Housing : Omaxe Greens Derabassi * Omaxe 
Heights Lucknow. Shopping Malls: Omaxe Plaza Ludhiana * Park Plaza Indirapuram. Wedding 
Malls : Agra * Patiala * Gurgaon. Commercial Complexes : Pearls Omaxe New Delhi * Omaxe 
Connaught Place Gr. Noida * House 2 Home Interiors Mall Gurgaon. 


Turning dreams into reality | 





Hits North 
» investing in an Omaxe property can be a wise decision 


Current Price* | Appreciation % Effective Annualised 
(Rs./sq. ft.) Return on Investment 








4000 8000 100% 
Launch Price’ Rs) | Сатин Prise (ај ET N 
300 


24% 960% 
69% 554% 
52% 79% 
40% 88% 
25% 139% 
47% 251% 
83% 110% 
84% 112% 
92% 105% 
107% 
% Write to us for а Mutually 
112% beneficial partnership 
0 unities: 
133% "e 
OMAXE CONSTRUCTION LTD, 
112% 11, L.S.C. Kalkaji, 
E-mail: ankurgupta(Qomaxe.com 
135% Website: www.omaxe.com or call 
150% Ankur Gupta - 9818099201 
112% Rajesh Agarwal - 9818099202 


SURGING AHEAD 


Year 

2004-05 
2005-06 
2006-07 


450 Cr. 


850 Cr.* 
2100 Gr.* 


Annual Turnover 


Profit 
22 Cr. 
125 Cr.* 
320 Cr.* 


Developing Projects Worth 12000 Crores 
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Rs. 12,000 CRORES, 
30,000 PROFESSIONALS, 
AND IN 15 COUNTRIES? 

WHO ARE YOU TALKING ABOUT? 








HCL is a Rs.12,000 crore enterprise employing 30,000 best-of-breed 
professionals across 15 countries. 


There's a lot more to HCL than just being the big computer guys. From cutting edge technology in 
highly evolved fields such as Aerospace and Life Sciences. to pioneering work in Remote Infrastructure 
Management, offering BPO services in 14 international languages and supporting the computing 
backbone of 40,000 bank branches across India. While we quietly keep busy with solutions that 
impact lives and empower customers, OUR NUMBERS DO THE TALKING. 


To know more, e-mail us at brand Ghcl.in 


Rs. 12,000 CRORE ENTERPRISE А 30,000 PROFESSIONALS Д OPERATIONS IN 15 COUNTRIES I - À CA. 
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ATER IS MICHAEL PHELPS’ NATURAL ELEMENT. | = MY CHOICE. 
PLANET OCEAN IS HIS WATCH. 
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IVAILABLE AT - Omega Boutiques: CR2 Mall, Nariman Point, Mumbai. Tel : 56580351 * Grand Hyatt Plaza, Santacruz East. Mumbai. Tel.: 30602002. Bangalore: 51130612. Chennai: 42316336. Delhi: К2 ( 
tl: 41513255. Other Authorized Dealers- Delhi: Johnson & Co. 23416592, Johnson Watch Co. 24642255, Kapoor Watch Co. 2461 500. Gangoly Bros. 23743734, World of Watches 2923454 


LA f Watch House 
5750058, Samay 25117400, Amarsons 23412745, Balson Watch Co. 55160170, Phoenix Times 51 757200. Gurgaon: Kapoor Watch Co, (0124) 5017773. Mumbai: Watches of Switzerland 2402511, Ethos 56406991, Swiss 
iallery 23520903, Pallazzio 56603060, Popley-La Classique 26422290, Swiss Paradise 28983501, Time Avenue 265! $757. Maru Times 27896251. World Time Maru 56055523, Samay 56055535. Ahmedabad: Thi 
ime Ї 2644 1420, Golden Time II 30911313, La Creation 26468201, Pallazzio 8315630. Amritsar: Standard Times 2556926, Bangalore: Rodeo Drive 222 11977, Richfields 25590138, Ethos 22067775, Zimson Swiss Boutique 
5141020, Time Shop 26344559. Bhubaneshwar: Lalchand Jewellers 2535040, Calicut: Malabar Gold 2720004, Chandigarh: Ethos 5086480, Chennai: The Helvetica 28490013, Zimson Watch World 24331495, P. ORR 
Sons (P) Ltd. 26262620. Coimbatore: Zimson Watch World 2553093. Hyderabad: Time in Style 55667872. Meena Jewellers 23299509. Indore: Avadh 5070581. Jaipur: Hari Watch Co. 23669258. Jalandhar: Gujranwala 
wellers 2400131. Kanpur: Kashi Jewellers 2312887. Kolkata: Prime Watch World (Forum Mall) 22837185. Exclusive Lines 22820597, Rams 22888882. B С Sen Jewellers 22473310, Prime Watch World (Salt lake) 
1584333. Lucknow: Jugal Kishore Jewellers 2281834. Ludhiana: Nikka Mal Jewellers 2411107, Ethos 5088224, Pune: ( Т Pundole 26343685, Pallazzio 4022701, Piramyd Mega Store 26330791 
orporate Office & Customer Service Centre: Swatch Group (India) Pvt Limited, 5th Floor, DI F Centre. Sansad Marg. New Delhi - 110 001. Ph: 011 23311912 to 915, 51501088 (Service Centre 
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From The Editor 


RACKERS OF INDIA'S INFOTECH INDUSTRY KNOW THAT 

the industry is at an inflection point. After a spec- 

tacular growth over the past five years, today there 
are three Indian companies that have more than a billion 
dollars in revenues (TCs, Infosys and Wipro and when 
results for 2005-06 are available I dare say there will be 
a few more) with each of them employing more than 
50,000 people. The three companies that follow them 
(Cognizant, Satyam and HCL Tech) each have revenues 
close to a billion dollars and employ more than 25,000 
employees each. Together, these six form Indian IT’s 
top tier, which will drive Indian software export revenues 
to around $23.4 billion (Rs 1,05,300 crore) by the end of 
this year. 

That may seem an impressive number but, in fact, is still 
measly, accounting for less than three per cent of the 
market. Indian IT companies have barely scratched the 
surface. Here's what is possible: in the next 24 months, rr 
software and services contracts worth $100 billion 
(Rs 4,50,000 crore) will come up for renewal, according to 
outsourcing and offshoring advisor, TPI. If Indian compa- 
nies are able to grab substantial chunks 
of those contracts, the Indian rr business 
can get on to the next phase of its evo- 
lution. For the first time, India's infotech 
companies have the scale, size and 
expertise to be considered serious con- 
tenders in the race to get slices of a pie 
that was hitherto considered a traditional 
preserve of the global Big Six—IBM, EDS, 
Accenture, CSC, ACS and HP. 

Formidable that competition may be but Indian rr 
companies, as Brian Carvalho and Venkatesha Babu write 
in our cover story, have been preparing to take them on. 
They have beefed up their marketing and sales functions, 
acquired niche companies globally either to get into new 
verticals or geographies or to obtain domain expertise. 

The results are already showing as was seen in the 
$2.2 billion (Rs 9,900 crore) ABN-AMRO deal where TCS, 
Infosys and Patni got chunks of the contract. Similarly, in 
the mega $1.5 billion (Rs 6,750 crore) GM deal, Wipro 
managed to bite off a bit. Carvalho and Babu spoke to all 
the players involved and independent analysts to bring you 
the inside story on what the Indian six are doing to take 
advantage of this opportunity. Will customers in such large 
deals swrrcH (Satyam, Wipro, Infy, TCS, Cognizant and 
HCL) to Indian players? On this hinges the continued 
growth of the Indian IT success story. 

This issue also has our third annual list of young 
(under-40) executives on the fast-track in India Inc. From mar- 
keting mavens to HR heads, this year's list offers you an 
opportunity to spot future occupants of corner-rooms across 
corporate India. A few, as you will see, are already in them. 
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Wipro presenta | PowerSlim. Desktops powered by 
Intel® Pentium® 4 processor with HT Technology. 




















105 slim, sleek and powerful. And it's making heads turn. The new Wipro 
SuperGenius PowerSlim, powered by Intel? Pentium® 4 with HT Technology, 
delivers blazing speed and heavy duty performance. It’s a lean, mean 
machine that kickstarts business productivity. And is backed by the Wipro 
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No Glass Ceiling 
The cover package epitomises the 
dreams and aspirations of a gener- 
ation of Indian women and proves 
the boardroom belongs to her too. 
Kudos to all the women who have 
made it to the top of their respective 
fields, mostly dominated by men, on 
their own. They have successfully 
pierced the glass ceiling and carved 
unique niches for themselves, which 
is quite commendable. It should 
serve as an eye opener to all 
women, especially those who are 
low on confidence and morale. 
С.У, ARAVIND, BANGALORE 
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Powerful And How 
The cover story (вт, March 12, 
2006) listing The 25 Most 
Powerful Women in Indian 
Business has broken a common 
perception that women have suc- 
ceeded in taking the *corner 
rooms" only in the field of finan- 
cial services. The view, even today, 
is that women are yet to make 
their mark in the more traditional 
fields of manufacturing and engi- 
neering. The entire package, which 
carried profiles of top (women) 
bosses, was very well-researched. 


| 
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Banking Reality 

There has been a lot of hullabaloo 
about the consolidation of banks 
ever since the Finance Ministry 
started talking about the need for 
mergers and acquisitions in the 
banking industry. One of your 
cover stories, The Case For 
Consolidation (February 26, 2006) 
takes a long, hard look at the 
issue, and it is quite evident that 
while small banks would rather 
take over even smaller competi- 
tors, none is willing to lose its 
identity by getting merged with 
a bigger entity. 


$.5. SHAH, MUMBAI 





Unequal Battle: Not For Long 
It is heartening to note that some 
companies give about 25 per cent 
representation to women in the top 
management (based purely on their 
achievements). Soon, it will cross the 
magic mark of 33 per cent being 
debated by our politicians. The rr 
industry also has quite a few women 
in the middle management levels. 
G. VENKATARAMAN, MUMBAI 


Pushing For Growth? 
The Union Budget 2006 is not at 
all people friendly, but a coalition 
parties’ Budget. It is a lawyer’s 
twisting Budget. Finance Minister 
Р. Chidambaram has presented the 
Budget for Sonia Gandhi and her 
company. It is an inflationary 
Budget—prices of almost all 
commodities are likely to go up 
because of hike in service tax rates 
to 12 per cent. 

M. KUMAR, DELHI 





ARVIND NAIR, BANGALORE 


Correction 

In the Budget Special (March 2006), 
ITC's Y.C. Deveshwar has been 
misquoted as saying that cigarettes 
account for 85 per cent of the 
tobacco market and gutkhas, 15 
per cent. In fact, it is the other way 
round. BT regrets the error. 
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Taking On Big Boys 


HEY RE STILL BIG AND STILL SIX IN NUMBER. BUT 
B guns in the Us no longer talk about the Big Six 
of IT services—IBM, ACS, Accenture, CSC, EDS and НР— 
with as much awe and reverence they would have a cou- 
ple of years ago. Yes, they're big in revenues—India's 
largest, Infosys, is still less than half the size of the small- 
est of the six, АС$ ($4.3 billion in 2005). But now 
look at the market caps: Infosys: close to $17.5 billion. 
ACS? $7.5 billion. csc? A little over $10 billion. 

The message between those numbers is crystal 
clear: Mega-revenues aren't something yesterday's 
much-touted Big Six would be proud of, because they 
are an obvious reflection of their high-cost base. And 
that further tells in their low single-digit profit mar- 
gins—as against 25-30 per cent for India's tier I of rr 
services, It also shows in their stagnating market values: 
EDs’ market cap hasn’t made a significant move up in the 
past two years. Infosys has more than doubled its 
stock capitalisation in that period. 

As close to $100 billion of mega-outsourcing con- 
tracts come up for renewal in the next two years, and 
as customers gradually begin to realise the benefits of 
unbundling contracts into selective, single-process, (rel- 
atively) smaller deals, the Big Six have a lot to lose to 
their Indian counterparts. Consider, for instance, 
this hypothetical situation: The largest global deals in 
outsourcing at one time included IBM-JPMorgan ($5 
billion), Eps-Bank of America ($4.5 billion), Siemens- 
BBC ($3.6 billion) and HP-ABB ($3 billion). Now if all 
these clients decide to move even a tenth of the total 
value of these contracts to multiple Indian rr and 
rr-enabled services firms, that's an upside of $1.6 








Manmohan Singh, George Bush: Deal time 
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A Matter Of Self-ititerent 


billion, roughly the size of one Infosys. 

Sounds improbable? Hardly. JPMorgan felt IBM 
wasn't doing justice to its $5 billion outsourcing contract, 
and duly terminated it. Lightning struck again when 
Dow Chemical and Eps called off a $1.4 billion contract. 
Small wonder one section of Indian rr estimates the 
addressable market over the next two years (including 
renewals and fresh contracts) at $45-50 billion. What 
also works in Indian rr's favour is the emergence of 
Europe as a market for outsourcing services, with the 
continent accounting for 49 per cent of the value of 
major outsourcing contracts in 2004 (the Us took 44 per 
cent). Other than IBM and Accenture, the Big Six has a 
limited presence in Continental Europe (HP is a relative 
newcomer, CSC and EDS are more present in the UK 
than in the continent, and АС$ isn't there at all). 

If there's one industry that doesn't need 
big-ticket global acquisitions to be global, it's Indian 
IT services. 


T WAS DURING PRIME MINISTER MANMOHAN SINGH'S 
lisi to Washington last July that the American 
President, George W Bush, first mooted the concept of 
a civilian nuclear deal. If India, he reasoned, was will- 
ing to separate its military and civil nuclear facilities and 
accept the safeguard measures of the International 
Atomic Energy Agency, the Us would allow the South 
Asian giant gain access to civilian nuclear technology, 
including fuel and reactors. 

If President Bush is able to get the deal ratified by 
the us Congress, India could be recognised as a 
nuclear power state without actually signing the 
nuclear non-proliferation treaty and be able to shop 
for enriched uranium and other nuclear fuel from any 
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part of the world. 

The us offer may seem charitable, given the fact that 
the Us was the first to impose sanctions on India after 
it conducted its nuclear test in 1998, but it is not. 
Hawkish observers may see the move as an effort by the 
US to position India as a counterweight to China, but the 
“historic N-deal” signed on March 1 may have more to 
do with the Us economy’s energy security than a tweak 
in the dynamics of global power play. 

With a population of more than a billion and an 
economy growing at 7 to 8 per cent every year, India’s 
demand for oil has not only been growing at 5 per cent 
or more every year but is likely to accelerate even 
more in the years to come. That can pose threats to the 
Us economy, which is dependant on cheap oil to keep 
the wheels of its industry moving and help its citizens 


maintain relatively luxurious lifestyles. The journey 
of China (and now India) from economic poorhouse to 
powerhouse has an inherent impact on US energy 
security. Growing oil imports by the two can push 
the price of oil even higher than the record levels they 
are already at now. Both countries also have com- 
fortable forex deposits that give them the capacity to pay 
for their growing oil import bills. 

By freeing up nuclear fuel supplies for India’s civil- 
ian nuclear programme, the Indo-us deal, President Bush 
is only ensuring the continued prosperity of his own 
economy dependent as it is on the availability of 
abundant and cheap oil. Greater generation, distribu- 
tion and use of nuclear power for India’s own energy 
requirements could well be the panacea for the us 
economy of the future. 


The Fight For The Golden Goose 


ELECOM IS IT. IT IS PROBABLY THE FASTEST GROWING 
7 Geen in India, very profitable to boot, and the 
valuations of those telcos that are listed on the stock 
exchanges reflects this (as this magazine goes to press 
Bharti Tele-Ventures is valued at over Rs 77,000 crore 
and Reliance Communication Ventures, the amalgam 
of Reliance Infocomm, Flag, Reliance Communications, 
and Reliance Telecom, at Rs 35,438 crore at the time 
of listing). That’s a pretty significant change from the 
late 1990s when investors, Indian and foreign, were 
convinced that the Indian telecom story was a pie-in-the- 
sky and sold their stakes in telcos to cut losses. 

Today, everyone wants a piece of the action, and 
would love nothing more than doing someone else out 
of a piece of the action. Take the case of the on-going 
spat of the Tata Group and the Aditya Birla Group 
over Idea Cellular. A year ago, both groups were 
undecided on what they were going to do with the 
business. Now, both want to control the company and 
allegations about the with-holding of information, the 
violation of licence norms and the like are flying 
fast and thick. Interestingly, Idea has just turned 
profitable and with seven million customers and 
impending launches in three circles, the best may be 
ahead, just ahead, for the company. 

The light sparring that has broken out between 
Hutchison and Essar also seems to be prompted by sim- 
ilar concerns. The latter seemed to have all but given up 
on telecommunications in the late 1990s and effectively 
sold out to Hutch. Then, courtesy several acquisi- 
tions, mergers, and a restructuring, Essar clawed its way 
back to become the single largest shareholder in 
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Ratan Tata, Kumar Birla: Crossed wires 


Hutchison Essar. However, it is not too happy about 
Hutchison discussing a possible stake-sale with Egypt’s 
Orascomm. Although the stake is to be sold in 
Hutchison International, that would translate into a ben- 
eficial stake in Hutchison Essar. The dispute couldn’t 
have come at a worse time: Hutchison Essar is set to 
make an initial public offering sometime this year. 

Ironically, India's telecom regulator, TRAIL, and the 
department of telecommunication, рот have been 
called upon, in both cases, by the parties concerned 
to look into violations of the country's telecom 
regulations. Not too long ago, TRAI and DoT were 
every telco's common enemy. But with India emerg- 
ing the hottest telecom market in the world (some 2. 
million subscribers are added every month), that 
seems to have changed. m 





Letting Go Of Capital 


The economy is clipping, inflation is benign, and 
forex reserves are at a record high. Is the time 
ripe for full convertibility? SHALINI S. DAGAR 


of capital account convertibility (CAC). Its advocates say the move— 

which would allow unrestricted conversion of the rupee into any for- 
eign currency such as the us dollar—would be a logical conclusion to the 
financial market reforms that the country has undertaken since deciding 
to deregulate the economy in 1991. More importantly, it would raise the 
comfort levels of investors and, thus, boost the inflow of foreign capital into 
the country. “Access to deeper, more liquid markets and better risk man- 
agement,” says Jamal Mecklai, Chief Executive, Mecklai Financial, listing 
the benefits from such a move. Way back in 1997, a committee on CAC, 
headed by former ЕВ! deputy governor S.S. Tarapore, had spelt out the con- 
ditions under which full convertibility could be ushered in. Key among them 
were fiscal consolidation (i.e. manageable fiscal deficit), moderate rate of 
inflation, strong financial sector and ample forex reserves. Nearly 10 years 
on, those conditions seem to have been met or, at least, within reach. Says 
former Union Finance Minister, Yashwant Sinha: “We have comfortable 
foreign exchange reserves, inflation is under control and more importantly, 
there is confidence in the Indian economy." In other words, the time is ripe 
to go the whole hog on capital convertibility. But is it? 

There are a few questions one needs to answer before opening the sluice 
gates to capital inflows and outflows. For instance, are India's economic 
fundamentals strong enough to withstand global shocks? Do the benefits 

x from full convertibility outweigh the risks 

that come in tow? And what is it that 
Indian corporates get that they alr- 
eady haven't got from the switch to 
a more liberal foreign exchange 
regime (read: the switch from 
foreign exchange regulation 
under FERA to foreign exc- 
hange management under 

FEMA and more)? “If we need 

funds to invest overseas, we 

can always raise them over- 
seas. If there is no need to 
change the rules, then why 
change them?" asks Sumant 


Е OR MORE THAN A DECADE NOW, INDIA HAS BEEN TOYING WITH THE IDEA 
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The fortnight’s burning question. 





Director, Godrej Agrovet 

The impact of bird flu will depend 
on how long the current situation 
lasts. The initial impact has 
already been felt in consumption 
and prices of chicken. However, 
with consumption of chicken 
picking up, | think normalcy will 
be restored within the next three 


to four weeks. 
COMPILED BY MAHESH NAYAK 
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Sinha, President (Corporate Finance), A.V. Birla Group. 
Besides, despite the seeming comfort of broad macro-eco- 
nomic numbers, the economy is vulnerable to situations 
like a drop in agricultural production or a slowdown in 
major markets (think us). “The volatility empirically 
noticed in the early years of total convertibility may be too 
much for the economy to bear. Therefore, it may be 
sound to proceed cautiously on this path,” says Milind 
Sarwate, CFO, Marico Industries. 

Sarwate is, of course, referring to the East Asian 
meltdown of 1998 that was triggered by sudden outflow 
of foreign capital. Almost overnight, countries like 
Thailand, Indonesia, South Korea and Malaysia saw for- 
eign investors pull out billions of dollars from their mar- 
kets. India and China were not affected, thanks to their 
controls on capital flows (Malaysia also put controls in the 
wake of the meltdown and recovered faster than the 
other economies). Opponents of full convertibility, there- 
fore, say that there is merit in retaining some control, 


Some amount of control on 
"TT capital flows is essential to 
22 insulate the economy from 

` î global upheavals 





especially when not all economic indicators are posi- 
tive. “The largest inflows at present are from non-resident 
Indians. With global interest rates firming up, if there is 
a run on the funds, then where are the fundamentals to 
sustain it?" asks R.S. Sharma, Director (Finance), ONGC. 

Sharma points to another interesting fact. Of the 
BRIC countries (Brazil, Russia, India and China), only 
India has a trade deficit. And if there are further spikes 
in crude prices, not only will the deficit widen, but 
inflation will start rising too. “With 70 per cent of 
India's oil requirements being imported, a spike in oil 
prices could upset the apple cart," says U. Venkatraman, 
head of forex and money markets at IDBI. Moreover, the 
financial intermediaries need to be nimble-footed in man- 
aging the risks associated with full capital account con- 
vertibility. *However, the financial sector is still reliant 
on administered controls by the Reserve Bank of India," 
adds Rajiv Kumar, formerly chief economist at сп, but 
now director and chief executive of economic think-tank 
ICRIER, offering another reason why India needs to be 
cautious about full convertibility. 

Normally this magazine is a big votary of unre- 
stricted trade, but on this issue, it would like to argue 
that some amount of control on capital flows is not just 
desirable, but vital to insulating the economy from 
global upheavals. The Indian elephant has just about 
started moving, let us not put it in the path of a 
financial market locomotive. 
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INDO-US CEO FORUM: 





The power set: Top CEOs with the Prime Minister 


AST JULY, WHEN PRIME MINISTER MANMOHAN SINGH 

went on his first state visit to the US, besides 

seeding the ground for a nuclear pact, he set up 
an Indo-US CEO Forum, comprising 10 CEOs each 
from the two countries. The forum’s mandate was 
Clear: It was to “serve as a channel to provide senior- 
level private sector input into discussions and for- 
mulation of an economic policy”. In other words, the 
CEOs were to help identify ways to build further 
business confidence and remove barriers to trade and 
investment, thereby, boosting growth, creation of 
jobs and delivery of social benefits. 

Last fortnight, when US President George W. 
Bush came on his first visit, he brought along a del- 
egation of business people. Unfortunately, some of the 
big guns expected—Hank Paulson, Chairman & 
CEO, Goldman Sachs, and Stephen Schwartzman and 
Peter Peterson, co-founders of private equity giant 
Blackstone—didn't turn up. Yet, the co-chairs of 
the forum—JP Morgan Chairman William Harrison 
and Tata Group Chairman Rata Tata—made sure they 
didn't let their political leaders down. In a report, the 
forum has identified six major areas of cooperation to 
boost business between the two countries. There 
are specific recommendations pertaining to infra- 
structure, energy security, R&D, technology, and 
trade and development. For example, they have rec- 
ommended making Mumbai a financial hub, and set- 
ting up of a $5-billion (Rs 22,500-crore) Infrastructure 
Development Fund. “I think there is a lack of exc- 
itement about investing here because of factors like 
poor energy supply and roads," Harrison put it 
bluntly. The surest way of killing the forum would be 
to not act on its recommendations. 
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Profiting From Rivalry 


Telekom Malaysia leads over rival Maxis for Spice. 


HE LAST TIME AROUND STATE-OWNED 
| Telekom Malaysia wanted to get 
its foot in the booming telephony 
market in India by acquiring a stake (along 
with STT of Singapore) in Idea Cellular, 
the government nixed its plans because of 
restrictions on multiple ownership in same 
circle. It has a new target in sight, B.K. 
Modi-controlled Spice Telecom, where it is 
in final negotiations to buy the 49 per 
cent owned by Modi’s co-investors, 
Ashmore Investment Management and Deutsche Bank. Says an industry 
watcher: “The Malaysian management will be doubly careful this 
time because, for one, Telekom Malaysia’s acquisition track record is 
not so great; and two, Modi’s previous foreign partners didn’t have a 
great relationship with him." Abdul Wahid Omar, CEO, Telekom, 
which topped rival Maxis’s price for Spice (it operates in Karnataka and 
Punjab), has admitted there are issues, but he’s likely to push for a quick 
resolution. Cellular growth in Malaysia is flattening and Omar has big 
plans for neighbouring markets. “The negotiations are continuing,” is 
all Spice CEO Umang Das would say at the time ВТ went to press. 
KUMARKAUSHALAM 


Is it a deal? Spice’s Modi 


Bangalore Vs Hyderabad 


Five reasons why (we think) US President George Bush 
visited Cyberabad and not India's Silicon Valley. 


A Bangalored: Say the word Bangalore, and lost jobs is what 
American techies think of. In contrast, Hyderabad, where Microsoft, 
Google, Oracle and Amazon have centres, is not yet a swear word. 
A Diaspora: Every rich and hardscrabble Andhraite wants, 
and incredibly manages, to get to the US; an estimated 25 
per cent of Indian IT professionals in the US today are from 
Andhra Pradesh. 
A Rajat Gupta: In Hyderabad, where did President Bush 
spend over an hour in his four-hour fleeting visit? At 
the Indian School of Business, a brainchild of, among oth- 
ers, McKinsey's Rajat Gupta. 
A The Ongole Cattle: Don't forget Bush is from Texas 
and, hence, a lover of all things bovine. Hyderabad's 
Acharya N.G. Ranga Agricultural University showcased an 
exotic Ongole bull. While Bush patted it, he asked more about a 
buffalo from Haryana. 
A Power Politics: Andhra Pradesh is ruled by the Congress Party as 
against Karnataka, where a sleepy Congress-JD(S) coalition was 
recently ousted by the rival JD(S) and BJP alliance. Catch the gov- 
ernment sending a state dignitary to a rival party's bastion. 

E. KUMAR SHARMA 











HELPING DUNLOP, 


сс a d М sa 5 VP 
TERELT AN 

= " " __ 8 І 
m Боа... " 





Waiting to roll: They also make votes 


UST BEFORE THE 2001 STATE ELECTIONS, 
the Left Front in West Bengal was 
a silent onlooker to the closure of 
Dunlop India's Sahaganj factory, and 
paid dearly for it. It nearly lost the 
Hooghly constituency (of which Sah- 
aganj is a part) and conceded a few 
seats in adjacent constituencies to 
the opposition. Five years is a long 
time when it comes to political mem- 
ory, but the upcoming state elections 
seem to have refreshed it. “We will 
extend all concessions for the revival of 
Dunlop," state commerce and indus- 
try minister Nirupam Sen declared 
recently. The new management, led by 
P.K. Ruia, wants waiver of sales tax 
dues of Rs 34.31 crore, electricity 
dues of Rs 15 crore, and other dues of 
about Rs 1.30 crore, besides benefits 
and subsidies available to large indu- 
strial units in backward areas. Ruia's 
deal: better work conditions, improved 
wages and other benefits for a lesser 
workforce (he wants to bring it down 
to 1,000-1,500 employees from the 
2,600 already on the tyre-maker's 
rolls). The icing on the cake for Ruia, 
however, is that the Left Front has 
promised to help him get back the 
magnificent Dunlop House in the heart 
of the city from its new owner—the 
Pataka (bidi) Group. Just how? That 
the party won't explain. Promises are 
a small price to pay when you are 
out buying votes. 
RITWIK MUKHERJEE 
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The State Of The Economy 


What numbers from the Economic Survey reveal about the nation’s economic health. 
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Q&A 


“Costs In India Are Rising” 


HE OHIO-BASED CONVERGYS OPERATES 
Т: BPO business that spans four conti- 

nents, employing 66,000 people in 67 
centres. In India to take stock of its BPO and 
software development operations, Chairman, 
President and CEO James F. Orr of the $2.5- 
billion (Rs 11,250-crore) BPO spoke to BT's 
E. Kumar Sharma on plans to ramp up local 
operations. Excerpts: 


How does India figure in the scheme of things at 
Convergys? 

It is very significant. We are approaching a 
1,000 people here now in software develop- 
ment, and that is a very significant portion of 
our overall total proportion (of people emp- 
loyed in software development). That group 
plays a very important role in our billing 
business, not so much in (revenue) terms. In 
all, we have a little over 10,000 people, as 
the rest of the business here is call centre. 





VYHAW NVAIA 


How do you intend to ramp up growth here? Will you look at acquisitions? 
Acquisitions have been playing an important part in the growth of our 
company over the past 20 years, either for a piece of technology or to 
expand our footprint, and we remain very interested. We are looking 
for technologies. Principally, technology-based acquisitions and ide- 
ally, early stage and we have, in fact, looked at a number of Indian 
companies. But the IPO market over here is such that, whether they can 
really do it or not, they have a perception that they can create a val- 
uation. That makes it very difficult for somebody to make an acqui- 
sition work in terms of the economics of it. 


How competitive is India versus Canada or the Philippines? 

The cost of talent is very important to us and India certainly has, up 
to this point, a significant cost advantage versus other markets. But with 
wage inflation at 15 per cent a year, obviously that competitive gap 
narrows very quickly. I think the cost gap is closing between India and 
other locations. But we still see opportunity to grow here. 


What are you doing to attract talent and to retain it? 

We are looking at how to build a career path to enable folks to make 
transition from call center to software development. That is something 
unique that we can offer folks that many companies can't. 


Where do you see Convergys five years from now? 

I think it is possible for the company to get to $4.5 to $5 billion (Rs 
20,250 to Rs 22,500 crore) in revenue in five or six years with 
higher margins than what we have today. 
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RUSSIAN-ENGLISH IDEA IS MOVING ON 
wheels across continents, and it's 
come to India. Ultra Motor Company—a 
privately-held English company found in 
2002 around a technology patented by 
Russian inventor Vasily Skondin—Trecently 
announced the launch of three electric 
vehicles, two two-wheelers and one three- 
wheeler. "We see a huge opportunity in 
taking auto transport to rural areas and 
also to women," says lan Woodcock, 
company Chairman. Since Ultra is a tech- 
nology development company, it has to 
convince vehicle manufacturers to buy 
its technology and sell it in the retail 
market. "The first models are expected in 
collaboration with our (Indian) partners in 
August this year," says CEO Paul Dyson. 
Ultra has at least part of its strategy right. 
Its two-wheelers will cost under Rs 
14,000. Better still, they will be 80 to 90 
per cent cheaper to operate and require no 
licence or registration. But there's a 
problem:The electric scooter's top speed 
is 25 km/hr, and it can go only as far as 
40 km on a single charge. And hasn't that 

been the bane of all electric vehicles? 
SHALEEN AGRAWAL 


Not yet red hot: British MP Lord 





nsvg 3NOHS 


су t Ér t 
- K s р 2. б s y Я 
i Í м; j » ^ Mahindra 
Г n 



















Come closer. То small joys, S 


— D 2 "LR" ы ә, , ^ ices 
| lba 
of happiness, countless magical 0 
Y moments. With Club Mahindra. A ANA ind rA 


bundle of family holiday experiences 
il. Where HOLIDAYS 


where every moment IS Special. VYING 


every moment lingers for a lifetime. For 


7 days every year. For the next 25 years fun. family 
M ar "5 4 M I 
а » К j { 


bt t 


Sensex: Where Is It Headed? 


Despite some concerns, the markets seem set to march on. 


Edelweiss’ Shah: Sees the market going up for now 


UDGET TIME USUALLY BRINGS OUT THE WORST IN 

stock markets. Last two years, the Sensex slipped 
steadily in the run up to the February-end Union 
Budget. In 2004, for instance, the 30-stock index 
dropped from 6,035 on February 17 to 5,665 on 
February 27, and even last year, it slipped marginally 
from 6,670 on February 15 to 6,570 on February 25. 
But this year, it rose from 9,981 on February 17 to 
10,370 on the day of the budget, and another 195 
points a day after. (It closed March 6 at 10,735.) 
Having pole-vaulted what could have been a psycho- 
logical hurdle, the Sensex seems set to march on stoically. 
But the question is, just how far is it likely to go this 
year? "The Finance Minister is talking about 10 per cent 
GDP growth and if that's achievable, Sensex can easily 
touch the 13,000-mark. However, if the monsoons are 
disappointing, reaching the target will be delayed by a 
quarter. But liquidity and growth will continue the 
Sensex momentum," says Gurunath Mudlapur, Man- 
aging Director, Atherstone Institute of Research. But 
there's fear that the market has already started to dis- 
count 2008 earnings. Incredibly, that is not the big fear. 
"The concern is not on the rate of growth, which is 
expected to be around 15 per cent in 2006-07. But the 
worry is the price investors are willing to pay for 
stocks and then hold them for a longer duration on the 
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assumption that nothing can go wrong. Assuming only 
growth and neglecting risk is dreadful,” notes the CEO 
of a domestic mutual fund. 

But market was fearful too when the Sensex 
crossed the 8,000 mark. A lot of investors exited at 
those levels and have been too scared to re-enter at 
higher levels. *Players who booked profits at around 
8,000 levels are still waiting to deploy their cash in the 
market," notes Rajesh Bhogani, retail dealer at Parag 
Parikh Securities. He, however, has a word of advice: 
"The way the Sensex is scaling higher, it looks unlikely 
that they will get any chance to invest at the levels they 
left. Inflow of money has been the key trigger in the 
market and till the time inflows continue, I don't think 
this momentum will stop." Agrees Rashesh Shah, СЕО 
& MD, Edelweiss: *The budget has been good and 
has reinforced the India growth story. A lot of inflows 
were on hold due to the budget, which has now started 
to flow—rapidly—into the markets. This will con- 
tinue to propel the markets upwards." 

That includes the Fits or mutual funds that mopped 
up Rs 11,500 crore from investors in the last two 
months from new schemes. But keep an eye on the 
March-quarter earnings. That may well trigger the 
Sensex’s movement—either upwards or downwards. 

MAHESH NAYAK 


InVd INVYNIA 


BRITISH AIRWAYS 


The world is waiting 


is waiting 
u pee ир. 





bt trends 


A Primer To State Elections 


Here’s a 360 degree look at the electoral fortunes of the dramatis personae. 
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РО АТОМ 
26.66 million 


STATE DOMESTIC PRODUCT 
Rs 35,431.42 crore 


PER CAPITA INCOME: 
Rs 7,335 


TOTAL INVESTMENTS IN THE 
LAST 10 YEARS: Rs 997 crore 


TOTAL FDI: 
$0.33 million 


FDI IN 2004-05: N.A. 


ADULT LITERACY: 
63.3 per cent 


INFANT MORTALITY: 74 per 1,000 
INSTALLED POWER CAPACITY: 574.4 MW 
REQUIREMENT OF POWER: 614 MW 
DEFICIT: 40 MW 


UNEMPLOYMENT: 12 per cent 
Source: State government website N.A.: Not available 


EA INDUSTRY WORKERS HAVE BEEN DEMANDING BETTER 


wages and benefits for years. The Tarun Gogoi gov- 
ernment has not been able to sort this out. Human. 
rights violations by the security forces have alienated - 


a section of the population; and illegal migration 
issue continues to boil following the abolition of 
Illegal Migrants Determination by Tribunal Act 1983. 
But despite these problems, the Congress is expacted 
to retain power in the state. The Asom Gana Parishad 
is no longer the force it was since it expelled former 
Chief Minister Р.К. Mahanta and the BJP has only 
pockets of influence in the state. Gogoi, who's in the 


good books of 10 Janpath, is, каме, likely to 


retain his chair. 
RITWIK MUKHERJEE 
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POPULATION. 
3 31.84 million 


EC STATE DOMESTIC 
RS 78,933.13 crore 


PER CAPITA INCOME: 
Rs 24,053 


TOTAL INVESTMENTS IN 
THE LAST 10 YEARS: N.A, 


TOTAL FDI TILL DATE: 
$2 billion 


FDI IN 2004-05: $1.75 billion 
ADULT LITERACY: 





90.86 per cent 
INFANT MORTALITY: 9 per 1,000 

INSTALLED POWER CAPACITY: 2,637.74 MW 
REQUIREMENT OF POWER: 2,500 MW 

SURPLUS: About 137 MW - 

UNEMPLOYMENT: 20 per cent 

Source: State government website N.A.: Not available 


ONVENTIONAL WISDOM HAS IT THAT ANTI-INCUMBENCY 
7will cost the Oomen Chandy-led United 
Desecratie Front (UDF) dear. The expected winner: 
the Left Democratic Front (LDF), led by state CPI(M) 
General Secretary Pinaryari Vijayan. The UDF, in a last 
ditch attempt to woo the electorate, has unveiled pen- 
sions for small farmers, provided incentives for fish- 
ermen, and announced insurance schemes for gov- 
emment employees and teachers. But former Congress 
strongman K. Karunakaran's expulsion will cost it cru- 
cial votes. The only point of interest is over whether 
CPI(M) hardliner V.S. Achutanandan can stymie 
Vijayan's chances of becoming Chief Minister by 

claiming the chair for himself. 
RAHUL SACHITANAND 
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WEST BENGAL 


CHIEF MINISTER: 
Buddhadeb Bhattacharjee, 
CPI(M), LF 


SHADOW CHIEF MINISTER: 
Mamata Banerjee 
Trinamul Congress, NDA 


POPULATION: 80.18 million 


STATE DOMESTIC PRODUCT 
Rs 94,500 crore 


PER CAPITA INCOME: 
Rs 12,671 


TOTAL INVESTMENTS IN 
THE LAST 10 YEARS: 


Rs 26,680 crore 


TOTAL FDI TILL DATE: 
$1.733 billion 


FDI IN 2004-05: N.A. 
ADULT LITERACY: 77 per cent 

INFANT MORTALITY: 51 per 1,000 

INSTALLED POWER CAPACITY: 7,600 MW 
REQUIREMENT OF POWER: 6,877 MW 

SURPLUS: 800 MW 

UNEMPLOYMENT: 8.3 per cent 

Source: State government website N.A.: Not available 





HE LEFT FRONT IS EXPECTED TO ROMP HOME TO POWER FOR 
ү record seventh term. Its biggest trump card, 
ironically, is its challenger-in-chief Mamata Banerjee. 
Her frequent tantrums turn off even the committed anti- 
Left voter. It will, however, be interesting to watch how 
the electorate react to the CM Buddhadeb 
Bhattacharjee's pro-industry policies. If the Left Front 
gets a reduced majority, party hardliners will blame the 
new policies for it and clip the CM's wings. Given the 
arithmetic in the Lok Sabha, this can have major 
implications for the country's economic future. 

RITWIK MUKHERJEE 
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TAMIL NADU 


POPULATION: «62. Alm million 


STATE DOMESTIC PRODUCT: 
Rs 1,30,917.46 crore 


PER CAPITA INCOME: 
Rs 20,975 


TOTAL INVESTMENTS IN 
THE LAST 10 YEARS: 


Rs 1,54,105 crore 


TOTAL FDI TILL DATE: 
Over $3 billion approx. 


FDI IN 2004-05: N.A. 
ADULT LITERACY: 


73.47 per cent 
INFANT MORTALITY: 51 per 1,000 

INSTALLED POWER CAPACITY: 11,383 MW 
REQUIREMENT OF POWER: 8,453 MW 

SURPLUS: 1,930 MW 

UNEMPLOYMENT: 12.05 per cent 

Source: State government website N.A.: Not available 


HE J. JAYALALITHAA-LED AIADMK AND K. KARUNANIDHI'S 
DMK-led Democratic Progressive Alliance (DPA) 
have alternately ruled Tamil Nadu for years now. 
Thus, the DPA was expected to win this round. But Chief 
Minister J. Jayalalithaa has rolled back several measures 
that cost her dear in the 2004 Lok Sabha polls. Her gov- 
ernment has restored free power for farmers, cut bus 
fares, dropped action against government servants and 
scrapped a controversial anti-conversion law. These 
measures, coupled with her alliance with Vaiko's момк, 
means the polls will probably be too close to call. 
NITYA VARADARAJAN 





ONDICHERRY HAS TRADITIONALLY BEEN 
a Congress stronghold and the 
party is expected to retain power in the 
forthcoming Assembly elections, de- 
spite its uneasy relations with alliance 
partner PMK. The main Opposition, 
the AIADMK, is not considered a serious 
contender for power. The issues in 
this election: drinking water and cor- 
ruption. Even if the Congress wins, 
Chief Minister N. Rangaswami may 
not retain his chair. P. Kannan, a dis- 
sident Congressman, and R.V. 
Janakiraman, former DMK CM, are 


expected to claim the position. 


NITYA VARADARAJAN 
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Analjit Returns To Hutch 


Ex-promoter buys 8.33 per cent for Rs 1,019 crore. 


(HEL), the telecom company he had originally co-promoted 
with the Hong Kong-based Hutchison Whampoa, and then 
cashed out of. He has bought Kotak Mahindra Bank’s 8.33 per cent 
stake in HEL for Rs 1,019 crore. However, sources close to Singh says 
he bought 7.3 per cent for Rs 772 crore. The deal values HEL at $6 
billion (Rs 27,000 crore), “adjusted for debt and other liabilities”, a 
Kotak Mahindra press release says. Kotak’s purchase price: Rs 2 crore. 
Therefore, its profit on the deal: Rs 1,017 crore. 
Singh’s Max Group was Hutchison’s original partner in 
the venture, which was then called Hutchison Max. 
He had sold a 41 per cent stake in the company to 
the Hong Kong-based conglomerate in 1998 for Rs 
561 crore. Last year, he exited the company by sell- 
ing the residual stake of 3.16 per cent he owned 
jointly with AIG India. The buyer: Essar Teleholdings. 
The price: Rs 657 crore. Singh’s share of the 
spoils: Rs 400 crore. This time, Singh has 
invested in the company through privately 
held investment companies and not 
through his flagship Max. The reason: 
Analjit believes the sector can still de- 
liver good returns on his investment. 
Industry observers say Singh contin- 
ued to maintain good relations with 
Hutchison even after selling out; and 
these ties reportedly played a big role in 
clinching the deal when Kotak was looking 
for a buyer. He re-enters the company he 
co-promoted at a time when the Hong Kong- 
based Hutchison Telecommunications 
International Ltd (HTIL), which directly and 
indirectly owns 53.2 per cent in HEL, is planning 
a $500-million (Rs 2,250-crore) initial public 
offer (IPO) in India. The IPO requires a simplified 
holding structure and stringent compliance to var- 
ious regulatory provisions, including the one 
that caps direct and indirect FDI (foreign direct 
investment) in telecom companies to 74 per cent. 
The Hutchison Group now has a direct hold- 
ing of 42.34 stake in HEL and another owns 19.5 
per cent indirectly through joint ventures. HEL 
Managing Director Asim Ghosh is believed to 
hold an indirect stake of about 4.7 per cent through 
one such Ју. The Ruias of Essar, who own 33.5 
per cent of HEL, are the largest domestic share- 
holders in the company. (See also Edit: The Fight For 
The Golden Goose, Page 14) 
KUMARKAUSHALAM 


\ NALJIT SINGH IS BACK AS A SHAREHOLDER IN HUTCHISON ESSAR LTD 






















RITESH SHARMA 


Max's Singh: 
Ringing in again 
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ESSAR'S TELECOM 
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 Essar's Shashi Ruia: Dialling up DoT 


HE TELECOM SPACE SEEMS TO HAVE 
Г as a favourite turf for cor- 

porate jousts. Even as the Tata- 
Birla spat over Idea Cellular gets shriller by 
the day, the Essar Group has shot off a 
letter to the Department of Telecommuni- 
cations (DoT) seeking clarifications on 
the change in equity in Hutchison Essar 
Limited (HEL). The provocation: Egyptian 
telecom major Orascom's decision to 
acquire a 19.3 per cent stake in 
Hutchison Telecommunications Inter- 


, national Limited (HTIL), which owns 


around 42 per cent in HEL (this is only 
the direct holding. It holds another 19.5 
stake through the indirect route). This 
gives Orascom a total holding of about 10 
per cent in the latter. It is not clear why 
Essar is raising its objections now since 
the transaction took place last year. 
Interestingly, the Ruias of Essar, who 
own 33.5 per in HEL and are its single 


| largest shareholder, are believed to be 
. negotiating with the Hinduja family to 


buy out its 5.11 per cent holding in HEL. 
So what is Essar's game plan for tele- 
com? "We are focussed on expanding 
the business and in increasing the value 
of our partnership with Hutchison in 
Hutchison Essar,” says a senior official of 
the group. Kotak Mahindra valued the 
company at $6 billion (Rs 27,000 crore). 
HEL is likely to launch a Rs 2,250-crore 

initial public offering in June. 
KRISHNA GOPALAN 
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The Brand New ADAG 


Anil Ambani gives his group a makeover. 





m 
ADAG's Ambani: Al! set for a new look 


VER THE NEXT TWO TO THREE WEEKS, THE ANIL 

Dhirubhai Ambani Group (ADAG) will unveil its 
new corporate identity. From what ВТ gathers, Landor 
Associates, a WPP Group company, is working on the 
project. Landor is among the world's leading consultants 
in the spheres of creative design and branding. It is 
learnt that the new look corporate identity in all prob- 
ability will have the letter *A", with the names of the four 
ADAG companies—Reliance Capital, Reliance Energy, 
Reliance Communications and Reliance Natural 
Resources. Ever since the demerger of the Reliance em- 
pire was announced in June last year, there had been talk 
of how the businesses of the Ambani brothers would not 
enter into any kind of competition and in that context, the 
non-compete clause was crucial. For instance, retail is 
clearly a major part of Mukesh Ambani's growth strategy 
even as Anil Ambani, through Reliance Infocomm's 
Webworld outlets, already has a retail presence. 

The issue of ownership of the famous Reliance logo 
(said to signify a drop of oil) was also talked about, since 
it did not make sense for both the brothers to use it if the 
empire was split. While the ADAG spokesperson declined 
to comment on any of the issues, it is learnt that the new 
ADAG corporate identity is being conceived with the 
twin objectives of having a unique logo for the group and 
more importantly to give up any ownership over the 
Reliance logo. One is still not sure if the Webworld out- 
lets, for instance, will move on to the new logo imme- 
diately or take a while. For now, the intention is to have 
a new look for ADAG. 
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WHY THE COLONEL 
DIDN'T CATCH THE FLU 
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Not chickening out: Customers at a KFC outlet 


EVEN YEARS AFTER PEPSICO'S KENTUCKY FRIEI 
S Chicken (KFC) shut shop in the capital, it returned 
on February 16 with an outlet at Rajoun Garden 

in West Delhi. But KFC, which serves over a billion 
chicken meals ever year in over 80 countries, couldn't 
have chosen a worse time. Two days after it opened, the 
first case of bird flu in India was reported in 
Maharashtra's Nandurbar district. But guess what? 
KFC, founded by Colonel Harland Sanders, claims its 
sales were not hit. "We witnessed record sales o! 
1,309 transactions on Saturday (February 18) and 
1,320 transactions on Sunday," says Arvind Mediratta, 
Chief Marketing Officer, Yum Restaurants International, 
which owns the KFC chain. He, however, does admit 
that sales were impacted the following week, but only 
slightly, and there was a sharp recovery the week start- 
ing February 27. "We again had record 3,500-4,000 
customers visiting on each of the weekdays, and 4,500- 
5.000 customers coming in on Saturday and Sunday," 
says Mediratta. What helped? "Customer education 
through print ads and leaflets around the trade area," he 
says. They don't call it "finger lickin' good" for nothing. 
SHALEEN AGRAWAI 
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Rollback Primer 


Five Budget proposals that may be rolled back. 


ILL THEY? WON'T THEY? ...BE 

X rolled back, that is. Obviously, 
no one can predict that with any 
degree of certitude. But the grapevine 
says the following proposals may be 
rolled back or altered: 
m Banking Cash Transaction Tax 
(BCCT) of 0.1 per cent on the with- 
drawal of every Rs 10,000, but only 
after the scrutiny of Annual 
Information Reports on high-value 
transactions is over. 
m Central sales tax of 4 per cent once 
all the states implement value-added 
tax (VAT) and the Empowered Committee on vAT submits its rec- 
ommendation on the compensation to be paid to the states, 
m [he increase in minimum alternate tax (MAT) to 10 per cent from 
7.5 per cent. 
m The custom duty on petrol and diesel may be cut from 10 per cent 
to 7.5 per cent in terms of the recommendations of the C. Rangarajan 
Committee on Pricing and Taxation of Petroleum Products. 
= Fringe benefit tax paid by companies on sales and promotions. 

When? During the Budget Session of Parliament. 

ASHISH GUPTA 


Sweetening The NELP 


Deora ushers in more investor-friendly norms. 
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Chidambaram: Will he oblige? 


HE GOVERNMENT IS SERIOUS ABOUT 
T more foreign investment in 
hydrocarbons. The proof: it is offering 55 oil 
blocks, the highest ever, under the New 
Exploration and Licensing Policy (NELP) VI; 
and has changed the bidding criterion to 
make them more attractive. There is height- 
ened global interest in India following large 
discoveries in the Krishna-Godavari Basin 
and Rajasthan recently by Reliance, Cairns 
and ONGC. The government wants to cash in 
on this interest by sweetening the most important component of the bid: 
profits. Says Deepak Mahurkar, Principal Consultant, Pricewaterhouse- 
Coopers: "Industry would welcome the rationalisation of weightages 
under Bid Evaluation Criteria." The other concessions: a new system 
of categorising blocks that is more investor-friendly than now; and a 
more transparent system of evaluating bids. These, new Petroleum 
Minister Murli Deora, hopes, will mobilise more FDI than the $5 billion 
(Rs 22,500 crore) that the last five rounds of NELP bidding have. 

KUMARKAUSHALAM 


Petro Minister Deora: 
Luring more investors 
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MD's Mantri: Betting on the realty boom 


USHIL MANTRI HAS ALL THE TRAPPINGS OF 

new money. He drives around in a 

silver-grey Mercedes E-class, his 
office in Bangalore's tony Vittal Mallya 
Road has a rock garden and marble floors 
and eye-catching chandeliers. Just seven 
years after moving from Pune, where he 
ran a property business with his three 
brothers, Mantri, 44, Managing Director of 
Mantri Developers, has hit the headlines 
by snagging Morgan Stanley's first 
investment in the Indian real estate sector, 
The financial services giant has bought a 
10 per cent stake in Mantri for $68 mil- 
lion (Rs 306 crore) This means it has 
valued Mantri at Rs 3,060 crore. 

Mantri, who comes from a well-known 
business family of Pune, shifted base to 
Bangalore in 1999 to cash in on the 
then incipient boom. “When | arrived 
here, most of the real estate activity was 
taking place on the northern fringes of 
the city. Instead of following the herd, | 
decided to focus on the less crowded 
south,” he says. This meant he had to 
offer discounts to lure buyers. This gave 
him lower margins, but he stuck it out. “| 
wrapped up my first project, which was 
scheduled to take 36 months, in just 21. 
This established my credentials," he says. 
His turnover in his first year: Rs 25 crore. 
"Since then, we've built over four million 
square feet of space, and will build six mil- 
lion square feet more over the next few 
years," adds Mantri, who expects to end 
2006-07 with a topline of Rs 1,000 
crore; he declines to disclose his bottom 


| | E hd MARUTI 
line. But industry sources estimate > SUZUKI 


his annual profits at Rs 250 crore. Count on us 
Profitability apart, industry 


watchers think Morgan Stanley's they aid ELS dil 2 aa Por 


interest in Mantri also stems from 


the large land banks it has in Not just my i k, aleo [ toe 


Bangalore, Chennai апа 
Hyderabad. “Mantri represents ап New my ofice is 10x4, wilh a dim thal voeke n' volk 
opportunity to partner with an out- 
Standing management team and 
an organisation with strong devel- Th A ' 
opment capabilities and a гесор- & mes- they SURE are hangin 
nised brand name,” Zain Fancy, = 
Executive Director and Head of MB -. 
Morgan Stanley Real Estate in Asia- % 
Pacific, says in a release. 
“We own around 
800 acres of unen- 
cumbered and free- 
from-litigation land,” 
says Mantri. Meanwhile, 
he is already thinking 
four-five years ahead to 
an initial public offering and a 
pan-India presence. "We should 
be able to go public in that time. 
There are few truly national real- 
tors today, but there’s a huge 
demand across the country for 
such players,” he adds. 
RAHUL SACHITANAND 
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What: A new plan from cellular operator 
Hutch that allows subscribers to literally 
borrow talk-time 


How: Open to all pre-paid customers in 
Delhi, the scheme allows subscribers to 
transfer talk-time. To do that, simply send 
an SMS to 144 saying, for example: BAL 
9811012345 Rs 200. The minimum 
amount for such transfers is Rs 50 and 
there's a charge of Rs 5 per transaction that 
gets automatically deducted 


Why: "With varied pre-paid recharge 
schemes like life-time validity, low/high- 
amount recharges and many different 
amount of recharges, the portfolio of pur- 
chase options is almost complete," says a 
Hutch spokesperson 


Prospects: It should do well. Life for 
budget-conscious parents and individual 
employers becomes that much easier 


SHALEEN AGRAWAL 








Opera's Tetzchner: Eyeing India 


Opera Strikes 
A New Chord 


N 1994, JON S. VON TETZCHNER 
and Geir lversoy developed a 
web browser while working for 
Norway's telecom giant Telenor. 
The following year, they had formed 
their own company called Opera 
Software, with a mission to deliver 
the best web browsing experience 
based on open standards. More 
than 10 years later, Opera is still a 
small company (2004 revenues 
Rs 67 crore), but enormously pop- 
ular for its free browsers, which 
are designed for a variety of 
devices—from PCs to PDAs to mob- 
ile phones to IP TV. Now, Opera 
wants to tap India's software talent. 
Last fortnight, Tetzchner came to 
India to announce the setting up of 
a centre in Chandigarh. Initially, 
the centre will employ quality 
assurance testers, who'll support all 
of Opera's browsers and "open the 
web" evangelists. But why 
Chandigarh? "People coming to 
work for Opera in Chandigarh 
would be a dedicated lot and their 
attrition to other companies would 
not be easy as there are very few 
other such companies," says 38- 
year-old Tetzchner, adding that 
Chandigarh is a nice city to live 
in too. He hasn't set a date for the 
opening, but says it will be within 
this year. Browser rivals Microsoft 
and Google will be keeping an eye 
on Opera's moves in Chandigarh. 
SHALEEN AGRAWAL 


30sch. 
nventions that have changed our lives. 


fodern day automobiles are powered 
у sophisticated Bosch technologies. 
hese include Common Rail Diesel 
ijection Technology (CRDI), Lambda 
ensors, ABS (Antilock Braking System) 
nd ESP (Electronic Stability Program), 
э name а few. In fact, Bosch inventions 
iave shaped the face of automotive 
echnology for over 120 years. 


lesides being the world's largest 
upplier of automotive technology, 
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Bosch is also a major player in industrial 
technology, consumer goods and 
building technology. In India too, Bosch 
is the largest automotive supplier 
through its flagship Motor Industries 
Company Ltd. (MICO). 


Bosch's commitment to India is driven 
by its vision "Invented for life". This 
sums up Bosch's belief that technology 
is not an end in itself but should 
serve life. 
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A NEW DRUG POLICY 

FINAL TOUCHES ARE BEING GIVEN TO THE 
National Pharmaceutical Policy (NPP), 
2006. The NPP will put in place a system 
for pricing patented drugs. The empow- 
ered committee is studying the practices 
followed in Canada, France, Australia 
and some Asian countries in this regard. 
The new policy aims at “providing life- 
saving drugs at affordable prices, dis- 
pensing free medicines to people below 
the poverty line and exempting anti-can- 
cer drugs from all central taxes like 
excise and import duties," says a senior 
officer in the Ministry of Health. A 2 per 
cent health cess has been proposed, along the lines of the education cess, to pay 
for the free medicines that will be supplied to BPL (below poverty line) families. 
This will now be sent to the Finance Ministry for its consideration. The policy 
has also proposed that the names of medicines, costs, manufacturing and 
expiry dates should also be written in Hindi. The final policy will be announced 
by March-end. 





ASHISH GUPTA 


EXEMPT EXEMPT TAX REGIME AROUND THE CORNER 
NO, EET IS NOT A NEW MEDICAL TEST, THOUGH IT MAY IMPACT THE CONDITION OF 
your heart. How? Currently, several savings schemes, like postal savings, 
insurance and pensions are exempted from taxes at every stage—when you 
invest, during the tenure of the investment and at the time of withdrawal. 
Hence, the name exempt, exempt, exempt or ЕЕЕ. You get the drift? The gov- 
ernment thinks all income should be taxed at least once. So it proposes to 
change the last “Е” in EEE with a “Т” for tax. The plan now is to introduce EET 
in phases. The implication: you will then buy insurance or other saving prod- 
ucts because you need them and not because of the associated tax breaks. And 
EET is expected to increase the penetration of products such as insurance and 
pensions. A final decision on the matter is expected soon. 

SHALINI S. DAGAR 


A SERVICE TAX FOR THE STATES 
HERE’S SOME GOOD NEWS FOR STATE FINANCES. THE FINANCE MINISTRY IS DRAWING 
up plans to allow states to levy service tax on items that are not “national in 
nature”. So, doctors, lawyers, architects, chartered accountants and educa- 
tional institutions, among others, will have to cough up this levy. The new plan 
will be a win-win situation for both the state and the central governments. 
While it will mean more money flowing into the state coffers, it will save the 
central government the bother of collecting taxes—as it now does in the form 
of central sales tax, which is passed on to the states—from the smaller non-cor- 
portised services sector. 

ASHISH GUPTA 
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Microsoft loves state-of-the-art. To streamline their print network, 





they turned to Xerox expertise. Now fewer printers serve more 
employees. Productivity is up. Costs are down. 


There's a new way to look at it. 


XEROX. 
| Technology | Document Management| Consulting Services | 


erox.com/india 
SK XEROX, CALL1800 180 12250r390 12 000' 
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Sabeer Bhatia 
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EVER SINCE HE SOLD HOTMAIL TO 
Microsoft for $400 million (Rs 
1,680 crore at the then exchange 
rate), in January 1998, Sabeer 
Bhatia has become an icon of sorts 
in India. Now, eight years later, 
Bhatia, who hasn't had much suc- 
cess with his follow-up ventures 
to Hotmail, has teamed up with 
former Cisco employee Shiraz 
Kanga to launch a net 2.0 ven- 
ture blogeverywhere.com. 
Essentially, this is a toolbar that 
will help users comment about 
websites they are visiting (the com- 
ment will appear along with the 
original website, and can be read 
by anyone who also has the tool- 
bar; conveniently, the toolbar has 
simple read and write buttons), 
and which will help increase the 
efficiency of their Hotmail accounts 
(if they have them) by downloading 
unread mail on to the cache while 
the user is doing something else on 
the net. Revenues, says Bhatia, 
will come from advertising although 
the initial effort is to “increase pen- 
etration (of the toolbar)”. “We 
expect to sell ad space over the 
next three to four years,” he says. 

SHALEEN AGRAWAL 
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Hotmail founder Sabeer Bhatia teams up with 


ex-Cisco employee to launch a new toolbar. 


Indian Oil Sells 
Stake in GAIL 
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IOC's Sarthak Behuria: Beefing up 


EMBATTLED OIL MARKETER INDIAN 
Oil sold about half of its 4.83 per 
cent in GAIL for Rs 561 crore in a 
bid to shore up its balance sheet. 
The oil giant has been bleeding 
because it has not been allowed to 
pass on the hike in crude prices to 
consumers. For the third quarter 
ended December 31, 2005, the 
company reported a net loss of Rs 
5.83 crore against a net profit of Rs 
1,286.76 crore for the same quarter 
of the previous year. 


Dr Reddy's Scouts 
For More Deals 


ONE WOULD THINK A COMPANY THAT 
has pulled off the biggest overseas 
acquisition from India would want 
to take some time to digest it before 
making another purchase. Not Dr 
Reddy's Labs. The Hyderabad- 
based pharma major, which recently 
acquired Germany's generics firm 
betapharm for €480 million (Rs 
2,544 crore), says that it is looking 
at the us, Italy, Spain, France and 
India for more deals. *To expand 
our presence geographically, we 
will look at acquisitions," coo 
Satish Reddy told reporters 
recently. But he also added that 
generally valuations were too high 
and, hence, could be a problem. 
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TCS Puts A Shine 
On Brand Name 


TCS' S. Ramadorai: Just branding IT 


IT SERVICES GIANT TATA CONSULTANCY 
Services (TCS) plans to begin a major 
brand-building exercise. A global 
brand consulting agency has been 
roped in for the purpose, and TCS? 
new brand positioning will be 
unveiled in the new fiscal year. HCL 
Technologies is another rr company 
that has launched a brand-building 
campaign. IT companies are trying 
to differentiate themselves to woo 
both customers and workers. 


CIO SPENDING IN 2006 


Not much of a growth in tech spend 
in the US.* 


Growth 95 


100 103 








2005 2006 


I Operating expenses 8 Depreciation and amortisation 
“On an accrual basis. Index: 2005 total accrual budget = 100 
Based on a poll of 77 US senior IT executives 

Source: The McKinsey Quarterly 
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or him, conformity is the deadliest sin. 


S DE 


ahul Bose listens only to one person: 
tahul Bose. His attitude is his power. 


he power of X. 


YLYS™. THE POWER OF X. 


А ДТ . Meticulously crafted by master 

vatchmakers in Switzerland 

“ontemporary. Cutting-edge. Intricate 

ind distinctive styling that challenges 

he way you look at watches. 

he extraordinary watch for people who | ч | # 9104 SM 01 


Stainless steel with 


ive extraordinary lives. S 
sapphire crown. 
rices begin from Rs.10,000. Sapphire crystal 


Swiss movement 


Xylys” is a registered trademark of Titan Industries Lt 


iso available at premium multi-brand outlets and select World of Titan stores Bates ENTERPRISE/BLR/XY 





bt trends 


NEWS 


K.M. BIRLA-RATAN TATA 


y 


: = Гоа - 
fan 


Birla (L) and Tata: Partners-turned-foes 


UST WHEN UNCERTAINTY OVER OWNERSHIP SEEMED TO BE 
getting over at Idea Cellular, the question has been 
forced to the fore by a spat between Kumar Mangalam 
Birla's AV Birla Group and Ratan Tata's Tata Group. 
Only a few months ago, the two had agreed to equally 
buy AT&T's Wireless’ (AWS) 33 per cent stake in 
Idea, which has seven million subscribers across seven 
circles. As things stand, the Birlas hold just over 50 per 
cent in Idea, while the Tatas have 48 per cent. 
Ironically, one of the areas of dispute is the buyout of 
AT&T shares itself. The Birlas, in a letter to the DoT 
(Department of Telecommunications), have stated that 
the Tatas did not disclose the purchase of shares from 
AWS to the Idea board. The larger issue is really about 
the Tatas' own CDMA-based telecom business, Tata 
Teleservices, which is independent of Idea (it is GSM- 
based). According to current regulations, an operator pro- 
viding service in one circle cannot hold more than 10 
per cent equity in another operator in the same circle. 
Before the government announced the Unified Access 
Service Licence towards the end of 2003, Tata Tele and 
Idea competed only in four states (Maharashtra, AP, 
Gujarat and MP). But the Birlas are now miffed at Tata 
Tele's decision to acquire licences in seven more circles, 
simply because it will put Idea in greater conflict with 
Tata Tele. When BT went to press, the Tatas had 
served "a termination notice" to the Birlas and offered to 
buy them out of Idea. "The Tatas will proceed with the 
acquisition," Tata Industries’ Managing Director, Kishor 
Chaukar, told B7. That may not be so simple. But the 
timing of the spat couldn't have been worse. The stock 
market is eagerly awaiting IPOs from Hutchison Essar and 
Reliance Infocomm, and in a booming market, Idea could 

have simply followed suit with its own IPO. 
KRISHNA GOPALAN 
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NUMBERS OF NOTE 


23%: India’s share of global consumer gold 
sales—jewellery, medals, bars and investment funds— 
by volume, followed by America at 12 per cent 


2 6%: The projected increase in spending on IT 
solutions by the Indian small and medium business 
(SMB) enterprises during the current year (2006), 
according to a study by US-based AMI-Partners 


10.5%: The annual rental return on 
commercial property in India’s metropolitan areas, 
the highest in the world, according to a study by 
realty firm Knight Frank India 


444,753: The number of foreign visitors to 
India in January 2006, compared with 386,260 in 
the same month last year, a growth of 15.1 per 
cent, as per government data. Foreign exchange 
earnings rose 17 per cent to $632.43 million (Rs 
2,846 crore approx.). An estimated 3.4 million 
foreign travellers visited in 2004 


1 6 hours: The average time spent on a computer at 
work per week by Americans in 2005, compared with 
9.5 hours a decade ago, according to the Day-Timer 
research. Workers typically get 46 e-mails a day, 
nearly half of which are unsolicited 


500: New aircraft needed by India over the next 
20 years, with a total value of around $36 billion (Rs 
1,62,000 crore), according to a Boeing forecast 


$3.3 billion (Rs 14,850 crore): The annual 
revenues of India's cable television market, which is 
the third largest in the world 


Rs 1,00,000 crore: The expected 


investment in special economic zones (SEZs) over the 
next three years, according to government data 


1 3: The percentage of women board members їп 
the US in Fortune 500 companies 


600,000: The number of vehicles that Hyundai 
Motor Co. plans to make in India by 2007, more than 
double its current annual output, upon completion of a 
second factory. The expansion plan was intended to 
raise its market share in the emerging market to more 
than 20 per cent, led by sales of 
small-sized cars. In 2005, 
Hyundai had an 18 per cent 
market share in India 








Washington: India and the US inked an London: Diamonds are forever, bu 
historic nuclear power deal during US President expensive —now more so. De Beers’ mark 
George W. Bush's three-day visit to India recently. arm, Diamond Trading Company (DTC), v 
The agreement allows India greater access to civilian Supplies nearly half of the roughs for the g 
technologies in return for allowing some of its facilities polished diamond market, has revised p 
to be subjected to international safeguards. The pact by under 2 per cent for its special clients с 
will also allow India to buy atomic technology and fuel sightholders. Sightholders get to see box 
to meet its soaring energy needs. The hurdles: Bush diamonds at DTC office in London, 10 tis 
has to win approval from the US Congress and the a year, every five weeks. DTC has 92 

nuclear suppliers’ group. Also on Bush's plate: more sightholders worldwide out of which 37 . 
H1B visas for Indian scientists, engineers and Indian companies. What does it mean fo 
physicists (promised) and Indian mangoes (US will Indian market? Experts say the price hike v 
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; London: Thriving entrepreneurial skills of indian and 


Chief Commercial ( 
| Pakistani Britons has been taken note of in a new report. Aero 26. Sina; 
The UK's Department of Trade and Industry's Ethnic 25 F T 
Minority Business Forum estimates that the 250.000 ethnic 2 ry 200 







minority businesses contribute £15 billion (Rs 1,18,500 

crore) a year to the economy. And another study published 
by Barclays Bank showed that the number of Black and 

Minority Ethnic (BME) start-ups had reached record levels, 
growing by more than a third to hit 50,000 new businesses 
in 2004—11 per cent of all business start-ups. The BME 
tag is misleading as it is South Asians who are more likely 
to succeed as entrepreneurs, says The Sunday Times. 


GLOBAL POWERS OF RETAILING 
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Ноте То Top Supermarket ИЕЛЕН 
ЭҚҚ, 250 Retailers. Other Speciality LETT 80 
>, By Sales Hypermarket/Supercentre/Superstore Ei a aes 74 
Convenience/Forecourt Store Riv aso: ae i ct call 62 
Department Store ane eee 54 
Discount Store Fk 
Apparel/Footwear Speciality [2 хе 52си 40 


Drug ЛЫ Ын 35 
Electronics Speciality elas 34 
Canada Home Improvement —EÉEY 
Cash & Carry/Warehouse Club рова 30 
MUS EL Retail Formats Operate 
ИКО Discount Department Store раш o By Top 250 Retaile. 


‚ With Indian carriers in an expansion mode, it's 
pos tap apt ine makers. General Electric 
„heave an order пое an $22 bm 3 300 zo fo 


ia for А-1 plans to acquire 68 aircraft from Boeing for 
(Rs 36,450 crore). Also, SpiceJet converted an earlier option 
0 aircraft with into a firm order and took options on 10 more 


| es. The value of the contract is pegged at $1.4 billion (Rs 6,300 
Dean India Цене а deal worth $500 million (Rs 2,250 crore) with 

- CFM International to purchase engines. Nusli Wadia-promoted GoAir 
ERE ced ues worth $1.2 billion (Rs 5, Vo mro) aircraft 

, with European manufacturer Airbus. 


Top 10 Retailers, By Market Capitalisation 
€ WAL-MART STORES 196,937 


5, LOWE’ 5 COMPANIES 


@ TESCO 
8: LVMH 
9; CARREFOUR 


Figures in T million Source: Deloitte Touche Tohmatsu 















“We concluded an historic agreement on 
nuclear power. It’s not an easy job for the 
Prime Minister to achieve this agreement, 

| understand. It’s not easy for the American 
President to achieve this agreement. 

But, It's a necessary agreement” 

US President ЕРЕ after inking th 


with Indian Prime Minister Manmohan Singh, quoted by Agenci 


“We are an elephant of one billion people. 


The elephant may not be as fast as the tiger, 


but it is incredibly strong” 
author of India Unbound and former bead 


Procter & Gamble in Asia, in Telegraph 


*We've done two deals recently and will 
do more. with internal funds. We have a 


war chest of $800 million (Rs 3,600 crore), 


which is big enough" 


Wu ipro ( hat ine ss We с К 


таап in Bus 


“It’s ridiculous. Nowhere in the world do 
property rates go up on this scale. Prices 
are going up every day. It’s a fraud” 


Chairman of HDFC, in Telegraph 


“I don't think a serious university can 
do without a properly thought-through 
strategy for China ang India” 


chancellor of Oxford University, т Financial Ипи 


“In a globalised world, bilateral trade figures 
are irrelevant. The trade balance between 
the US and China is as irrelevant as the trade 
balance between New York and Minnesota” 
onomist at UBS in Hong Kong, in New York Times 


“Just зобов о out commas, really” 
in Guardian, describing bis work as an editor at 


| ] I $t. f на 5 
a science journal where be worked briefly m the late 1940s after ieavu 


Ambhride 


*The soaring cost of health care in America 
cannot be sustained over the long term by 
any business that offers health benefits to 
its employees" 
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India's host to the world since 1956, continues to be the 


in traditional hospitality and unmatched grandeur. 
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i: Ashok , it epitomizes contemporary India and otters E 


iof a glorious past and a vibrant present. 


diet U ar at The Ashok - The grandest of them all. 
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ROPED IN: By Reliance's 
retail venture, Raghu 
Pillai, former CEO 
(Home Solutions), 
Pantaloon. Pillai will be 
President and Chief 
Executive (Retail Operations and 
Strategy). Prior to joining Pantaloon 
in May last year, Pillai was the 
President (Retail), RPG Enterprises. 





CONTINUING: The spat between the 
Ambani brothers. In a revised infor- 
mation memorandum to the stock 
exchanges, Reliance Communication 
Ventures Ltd (RCVL), an Anil Ambani 
company, alleged that Mukesh 
Ambani-controlled Reliance Industries 
Ltd (RIL) had agreed to transfer Rs 
3,100 crore in cash as part of the 
demerger of the telecommunications 
undertaking, but transferred only a 
fraction of it in cash. RIL, for its part, 
hotly denied the allegation. 


ADMITTED: Wipro, to STAR, the IT 
standards body for the North American 
retail automotive industry. With that, 
the IT major becomes the first Indian 
services company to join an automo- 
tive standards body. STAR is a non- 
profit, auto industry-wide initiative to 
create voluntary IT standards for data 
elements and transmission format 
used by manufacturers, dealers, and 
retail system providers to communicate 
with each other. 





ON THE PROWL: Capgemini, Europe's 
largest computer consultancy, in India. 
CEO Paul Hermelin said in Paris 
recently: "India is very exciting. IT 
developments are national pride. | 
think that we are doing extremely well 
(there), but a consolidation would help 
us." On his radar: IT services compa- 
nies, non-voice BPO companies. With 
this, the pressure on Atos Origin, 
another French IT player, or the US- 
based Keane, will mount. Most of 
these players are looking to record at 
least a three-fold rise from their existing 
offshore employee base of 2,000- 
3,500 and acquisitions may be 
inevitable to quickly ramp up growth. 


PURCHASED: By liquor 

baron Vijay Mallya's 
. Kingfisher Airlines, 35 
; aircraft. Mallya inked a 
$610-million (Rs 2,745 
crore) deal to buy 35 
turbo-prop aircraft from French firm 
ATR for his full-service carrier 
Kingfisher Airlines. This is the fourth 
big aircraft order to be placed by 
Mallya in the past one year. 


ACQUIRED: By Aurobindo Pharma, 
UK generics drug firm Milpharm for 
an undisclosed sum. Milpharm had 
revenues of £7.7 million (Rs 61 crore) 
in the year to September 2005. A 
$60-million convertible bond issue 
raised in 2005 will fund the deal. 


RELIANCE COMMUNICATIONS LISTS ON BSE 


NE OF THE MOST AWAITED 
U n for Reliance 
industries’ shareholders after its 
demerger came on March 6, 


when Reliance Communications 
Ventures Ltd (RCVL)—comprising 


Reliance Infocomm, Reliance 
Communications Infrastructure, 
Flag Telecom and Reliance Telecom—tisted on the BSE at 9:55 AM. 
The stock opened at Rs 290, giving Anil Ambani’s RCVL a market cap of 
Rs 35,438 crore. For the quarter ended December 31, 2005, RCVL reported 
a net profit of Rs 310 crore on revenues of Rs 3.327 crore. 
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PROPERTY 


Celebrity endorsements 

don't work, say critics. 

‘Who cares?’ say marketers. 

A look at some recent celebrity 
endorsement deals. 





ABHISHEK BACHCHAN 


DEALS: LG, Ford Fiesta and two 
more to be announced shortly 


FEE: Rs 2-3.5 crore 


SAIF ALI KHAN 

DEALS: General Motors (Aveo), Asian 
Paints 

FEE: Rs 1-2 crore 


RANI MUKHERJEE 
DEALS: General Motors (Aveo); also 
Nestle, Dabur, Fanta 

FEE: Rs 1-2 crore 


M.S. DHONI 


DEALS: Reebok, Exide 
FEE: Rs 50,000-60,000 
(expect it to soar) 


SANIA MIRZA 

DEALS: Deutsche Bank, Sprite, 
Hyundai, Tata Tea 

FEE: Rs 1 crore 


Despite the new kids on the block, 
Amitabh Bachchan, Shah Rukh 
Khan and Sachin Tendulkar remain 
the most expensive endorserers, 
charging Rs 4-5 crore a year. 


ARCHNA SHUKLA 
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Add Xerox Colour to your office documents and 
сеї 82% more attention. Isn't that hot? 
Xerox Colour. It makes business sense. 


It’s simply impossible to ignore Xerox Colour. It makes documents longer than anybody else. Its experience with 
everything easier to read, understand and remember. many different businesses, business documents and a wide 
Whether you use it to highlight facts, underscore conclusions range of colour products to suit every colour need, makes it 
or get people to pay their bills on time, Xerox Colour helps you the right choice. So let Xerox heat up your business. Call us. 


get noticed. Xerox has been putting colour into your You'll be amazed how much attention you get! 


Xerox colour printers, 
multifunction systems 
& digital presses 


For best results use genuine Xerox Quality Supplies X E ROX 
® 


| Technology | Document Management | Consulting Services | 


xerox.com/india 
ASK XEROX, CALL1800 180 12250r390 12 000' 


( Please prefix the local city code when dialing from a mobile phone) 





Corporate Office: 20th Floor, DLF Square, Jacaranda Marg, M Block, DLF City, Phase II, Gurgaon 122 002 (Haryana) India 
Email: digital.solutions@xerox.com 
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THE BT 50 DOING BUSINESS 


INDEX 50, how has India fared in the Ease of Doing Business Index? Well, here's the breakdown: 


Ease of... 


The bull run continues. Economy Best Worst 
Rank (India) Performer Performer 
Congo, Dem. Rep. 
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| ing a Business - m e EE West Bank and Gaza 
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Starting a Business (2005) Hiring & Firing Workers (2005) 
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STS олы e "ind t iE Indicator india Region OECD | Difficulty of Hiring Index 56 419 301 


Procedures (number) 1 79 65 cA и 5 оғ 


NUUS AA 353 195 |. 
BT Telecom 385.54 Werte MA “< | Difficulty of Firing Index 90 425 274 


| O init qe oh Gi] 405 68 | Rigidity of Employment index 82 399 358 
287.01 Min. capital = Hiring cost (% of salary) 12.3 51 207 
(кшмнщ) BB 05 по а 75 351 


March 7, 2005 асия Dealing with Licences (2005 
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€ Indicator О mda Rep OECD. миш — мн Мше OECD 
March 7, 2005 March 6, 2006 ' | | 

Procedures (number) 20 157 14.1 | Procedures (number) 8 69 47 
BT Tech Time (days) 270 1953 146.9 | Time(days) — 1 87 140 322 


(% of income per capita) 878.5 385.9 75.1 | (% of property value) 19 63 48 
165.18 
OECD. Organisation for Economic Co-operation and Development 
The index ranks economies from 1-155. The ranking on each topic is the simple average of the percentile rankings 
on its component indicators. 


March 7, 2005 March 6, 2006 Source: World Bank 
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"To me, business isn't about wearing 
suits or pleasing stockholders. 

It's about being true to yourself, 

your ideas and focussing on the essentials." 


Richard Branson, Chairman of Virgin 
and inspired world traveller 
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"sound advice 


Ole Bull was a famous Norwegian violinist of the past century. After his first major conce 
performance in Milan, he waited for the reviews to come out. The next day, a newspaper critic wrot 


"Не is an untrained musician. If he be a diamond, he is certainly in the rough and unpolished.” 


Ole Bull was very disappointed and decided to have a chat with the critic. He went to the newspape 


office and asked to see him. The editor reluctantly told him the home address of their music critic. 


On reaching his residence, Ole Bull was astounded to find that the man was a frail. 80 yea 
old, and an acclaimed musician in his time. Instantly, Ole's anger at the critic vanished. and he sper 


the evening with the master musician, asking about his faults, and sought the older man's advice o 


how to correct them. 


Then he cancelled the rest of his concerts, and spent the nex 
six months studying under the maestro. He practiced hours upo: 


hours to polish his skills. Finally, he returned to his concerts and a 





only 26, became the most sensational violinist in all of Europe. 


IAYPEE PALACI IAYPEE VASANT CONTINENTAI IAYPEE SIDDHARTH IAYPEE RESIDENCY MANO 


AG RA NEW DELI NEW DELHI 





nusic to my ears: 





The Dimsum Lounge at Ano Tai, the speciality restaurant at Jaypee Vasant Continental, New Delhi 


At Jaypee Hotels, we understand the importance of sound advice in the quest for perfection, Over the 
years, we have sought to persistently improve ourselves by listening to our guests. Which is why, 
we insist on providing you with the finest a luxury hotel has 
to offer. Be it accommodation, dining options, business facilities or 
avenues of relaxation. Here, you will revel equally in the practised 
efficiency of our business centres, and the choice of our celebrated 
gourmet cuisines. Alternatively, you can choose to indulge in 


surfing the web by the pool in our wi-fi enabled hotels. Come, 





Jaypee Vasant Continental, New Dethi see our obsession for perfection work for you. 





JAYPEE HOTELS 


or call 011 26148800 or 1800-119900 (Toll Free) 
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NUMBERS 
THAT MATTER 


$100 Billion 


Major outsourcing contracts 





up for renewal in the next two years 


12% 


Value of contracts to be 
renewed in which the Big 
Six are the incumbent 
service providers 


$50 Billion 
Combined share of IBM and EDS 
contracts coming up for renewal 


345-50 Billion 
imated size of addressable 
outsourcing market for Indian 
vendors in the next two years 
(including fresh contracts) 


$50-200 Million 
Size of the ‘larger’ contracts 
Indian vendors have bagged 
(over three-five years) 


$0.5-1 Billion 


Size of deals Indian Cos 
have begun pitching for 


10% 

о 
Percentage of small and medium 
sized contracts signed in 2005, 
up from 65 per cent in 2004 
and 61 per cent in 2003 


30% _ 


Percentage of pitches 
$200 million that Indian vendors 
were invited to in 2005 


10% 


Percentage of these pitches 
won by Indian vendors 


Source: TPI and industry 





That's the value of outsourcing 
deals coming up for renewal 

till 2008. Can Indian firms break 
the stranglehold of the IBMs and 
the Accentures, and grab 

a piece of this? 


BRIAN CARVALHO & VENKATESHA BABU 


OMEWHERE DEEP IN THE RECESSES OF AN INFOTECH PARK, 
the head of marketing of one of India's Tier I software serv- 
ices majors is burning midnight oil. Walk into his room, and 
chances are that he will be hunched over his laptop, sifting 
through billion-dollar numbers, Fortune 500 marques and 
sundry vertical industries ranging from retail to telecom to 
manufacturing. Walk into his room, and chances are also that 
he will bang his laptop shut in a paranoiac fit. Indeed this is 
top-secret, high-stakes stuff, which explains why this marketing head 
doesn't want to be named, or why he doesn't want the outside world to 
even know what he's working on. 

The unnamed honcho has ample reason to be so guarded (and anony- 
mous). He's working on a king-size opportunity that's up for grabs for the 
Indian IT vendors. According to 2006 research by TPI, the world's largest 
sourcing advisory firm, close to $100 billion (Rs 4,50,000 crore) worth of 
big-ticket outsourcing contracts will come up for renewal in the next two 
years. He isn't telling which contracts he's eyeing or the verticals he's tar- 
geting, but, on persistent prodding, all he's willing to reveal is that over 50 
per cent of these contracts will be renewed between July 2006 and 
December 2007 (*which gives me some time"). 

For the six-seven companies that comprise Tier I of the Indian rr serv- 
ices sector, the iron may just be hot enough to strike. That's because the 
us Big Six of outsourcing—Accenture, ACS, CSC, EDS, HP and IBM—have never 
been under as much pressure as they're today, buffeted by high costs and 
an Indian global delivery model that's matured over the years. And with 
the Big Six being incumbent service providers on 72 per cent of the 
contract value to be renewed—according to TPI—Indian rr could well be 
on its way to carve up a significant share of the global outsourcing pie. 

*While we cannot predict how much of this $100 billion could come 
the way of the Indian vendors, it looks increasingly likely that the Big Six 
will not retain all of these contracts in full. Infosys, Satyam, Wipro, Tata 
Consultancy Services and HCL are beginning to win bigger deals with larger 
contract value and extended offerings," points out Duncan Aitchison, 
Managing Director, TPI. Adds Dominique Raviart, Senior Analyst with the 
UK-based telecom and software advisory firm Ovum Holdings: “India-based 
players are changing the rules of the market and we expect two to three 
of these firms to join the Ivy League of Outsourcers." Raviart explains that 
the Indian vendors are not just beginning to gain market share in the us, 
but also in Continental Europe, which is reflected in the two largest 
contracts ever bagged by Tcs in Europe: Pearl in the UK ($840 million or 
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WHY INDIAN 
VENDORS COULD 


REAP A WINDFALL 


© Customers are increasingly 
breaking up contracts, 
looking for multiple vendors 
and specialist, best-of-breed 
vendors around the world 
"ELA AN 








€ Indian IT services firms are 
considered the best in the 
application maintenance 
and development space 
ERN C1 


® The value proposition of 
Indian vendors—the global 
delivery model—has 
matured today, and there is 
enough confidence on the 
client side in Indian vendors, 
as well as on the vendor side 
on the implementation front 


€ With Indian companies 
integrating into the consulting 
space, they are able to 
provide a total solution—for 
instance package implemen- 
tation, infrastructure hosting, 
applications development 
all together—to clients 

unman. c 


9 The capability to offer an 
integrated solution is also 
resulting in Indian companies 
aiming for larger-value deals, 
in the $500 million-$1 billion 
(Rs 2,250-4,500 crore) vicinity 


Ө In many large, single-vendor 
outsourcing deals, customer 
expectations from outsourcing 
haven't been met, which is 
reflected in the termination 
of a few contracts 
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Rs 3,780 crore) and ABN AMRO in 
the Netherlands ($260 million or Rs 
1,170 crore). 

That's probably why S. 
Ramadorai, Managing Director & 
CEO, TCS—and also Chairman of 
the association for the software 
services industry—is beaming at the 
prospect of the exponential growth 
that’s waiting to be tapped. "There's 
a huge upside and that's why we've 
been attempting to size up the 
potential addressable market for rr 
exports, which should grow from 
$17.8 billion (Rs 80,100 crore) 
today to $60 billion (Rs 2,70,000 
crore) by 2009-10," says 
Ramadorai. And remember that's 
only services exports. The $100- 
billion renewal figure includes rr- 
enabled services, currently making 
up roughly half of the rr and rres 
sector. What's more, the $100 bil- 
lion figure includes only large deals, 
and only those originating from the 
Us. Europe, too, is where the action 
is. To narrow it down, India's 
strength lies in applications man- 
agement, which is close to a third of 
the entire outsourcing pie. Just two 
of the mega contracts that come 
up for renewal by January 2007 
are from DuPont ($4 billion or Rs 
18,000 crore, with Accenture as 
the incumbent) and Monsanto ($2.5 
billion, with IBM Global Services as 
the current vendor). No CEO's going 
on record, but rough and ready off- 
the-record projections indicate 
there's an addressable outsourcing 
market of close to $50 billion or Rs 
2,25,000 crore (including new con- 
tracts as well as renewals) over the 
next two years. Industry estimates 
are that the manufacturing, tele- 
com, and banking & financial serv- 
ices verticals will constitute a little 
over half of this opportunity, with 
governments and defence account- 
ing for another 20 per cent. How 
much of that market Indian ven- 
dors are successful in capturing is of 
course a soothsayer's job, but as 
Frances Karamouzis, Research 


THE BIG SIX 
Im tm m mm 


91,134 


19,800 В 





ACS Accenture CSC 


For sar ended 2005 
Figures are in $ million © Sales 
E Market cap on March 2, '06 in $ billion 
Source: Company websites, NYSE and NASDAQ 


B PAT 


Director, Gartner Inc., points out: 
“Indian vendors are being invited to 
the dance in the applications space." 

There's been ample evidence of 
that in recent times. In September 
2005 when ABN AMRO announced 
its mega $2.2-billion (Rs 9,900- 
crore) IT outsourcing deal, it her- 
alded the arrival of Indian players 
on the global stage. Big daddy ївм 
walked away with the lion's share, 
with 80 per cent or $ 1.8 billion (Rs 
8,100 crore) of the deal, with TCS, 
Infosys and Patni also getting a foot 
in. They didn't get too much in 
terms of value (TCs got the largest 
piece, of $260 million or Rs 1,170 
crore over five years), but as Deepak 
Khosla, Senior Vice President 
(Marketing), Patni, points out: *The 
size of the deal wasn't important. 
What is important is that we are 
getting a chance." Soon others from 
the top tier started getting 
invitations to the elite club, the 
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latest being HCL Technologies’ $335- 
million (Rs 1,507.5-crore) contract 
from European electrical retailer 
DSG International, and Wipro getting 
a piece of GM's IT outsourcing cake. 
Says Girish Paranjpe, President 
(Finance Solutions), Wipro: “Indian 
Tier I players, including Wipro, 
have always worked for some of 
the best marquee clients. However, 
that increasingly in every single 
deal, whatever its size or complex- 
ity, Indian companies are being con- 
sidered, just goes to show how far 
we have come." 

You can't disagree with 
Paranjpe. The Indian IT services 
industry will earn $23.4 billion (Rs 
1,05,300 crore) in export revenues 
this year. Just five years back it was 
a measly $6.2 billion (Rs 27,900 
crore). The pace of growth has been 
stupendous. The industry has six 
players with revenues of a billion 
dollars, three companies with over 
50,000 employees and three more 


THE INDIAN TIER | 


HCL Technologies * 
















19.938.49 
(4.43) 618.72 


Infosys Technologies 


18,316.94 


6506.49 ЕШ Computer Systems** 
(1.49) 24 





213.6 
25.919.85 Satyam Computer Services 


(9.76) 11164 


ata Consultancy Services 


83,636 
(18.59) 6 






рг 


Wipro 
75,580.19 SE 


(16.8) 1,628.54 


All figures in Rs crore on full year (2004-05) consolidated results 
® Market Cap as on March 2, '06; figures in brackets in $ billion 


**Ending December 2005 


1,976.9 


HETZEL W. FOLDEN 


SENIOR VP (STRATEGIC DEALS GROUP), SATYAM 


“We will continue to do 
$50-100 million deals, 
that’s our bread and butter. 
But $0.5-1 billion contracts 
are clearly on the horizon" 


3,351.20 





9 1429.65 


3,920.85 


Я Sales m PAT 
*Ending June 2005 


Source: CMIE, company websites 
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DEEPAK KHOSLA 
SENIOR VP (GLOBAL MARKETING), PATNI 


"The good news right now 
is not the value of the deals 
we are getting, but the 
unbundling of contracts 
that's begun to happen" 


with over 25,000. What's more, 
market caps of the Indian top tier 
have soared, and today aren't way 
off their Big Six counterparts (see 
The Big Six and The Indian Tier 
I). And their net margins are in 
handsome two-digit territory, at 
20-25 per cent. EDS’ net margins, 
on the other hand, are in a low, 
single-digit range. Says B. 
Ramalinga Raju, Founder & 
Chairman, Satyam Computer 
Services: “If you rank the top 15-20 
global тт services companies by 
market cap, you will find 50 per 
cent of them being Indian compa- 
nies. The measure is not revenues 
any longer, which arise out of 
higher costs. Therefore, it is no 
longer debatable whether Indian 
companies have arrived or not." 
Along with size and scale, there 
are a few other significant factors 
working in favour of Indian ven- 
dors. Till recently customers were 
content outsourcing to a single large 
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HOW INDIAN IT IS 
GETTING IN SHAPE TO 


RIDE THE BOOM 





Ө Almost every Tier | IT services 
firm has begun making 
selective niche acquisitions, 
either to add competencies, 
or to deepen domain depth, 
or to add a new area of 
technology or to enter a 


new geography 

® They're also investing in 
marketing and brand building 
to improve visibility. If, for 
instance, Patni Computer 
got listed on the NYSE last 
December, it was more a 
marketing gambit than a 
capital raising one 


® Relationships are being 
traded up. If currently 
application maintenance is 
being done, vendors are trying 
to provide an entire suite of 
services, including application 
development or package 
implementation 

€ They're getting invited to the 
high table, moving beyond 
IT/Technology manager and 
CIO relationships to corner 
room ones in a bid to create 
a bigger impact in decision 
making 

€ Key personnel are being 
poached from the Big Six in 
a bid to bag more high value 
contracts, in the $500 
million-$1 billion (Rs 2,250- 
4,500 crore) range. Satyam, 
for instance, has roped in 
Hetzel W. Folden from CSC, 
where he was a part of the 
strategic deals team, and a 
key negotiator in mega deals 
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vendor with a ‘one-throat-to-choke’ 
principle to ensure accountability. 
For instance, in 2003, there were 29 
deals worth $1 billion (Rs 4,500 
crore) or more. In 2004, this num- 
ber came down to 22 and in 2005 it 
was just 17, as clients realised they 
weren't getting the expected bene- 
fits from single-party outsourcing. 
50, instead of being locked into 
one vendor, they're realising it pays 
to play one vendor against another 
to get the best possible price and 
service. К. Chandrasekaran, MD, 
Cognizant, says, ^Customers' 
reliance on a single vendor to pro- 
vide end-to-end services is dimin- 
ishing and they are unbundling their 
requirements and partnering with 
multiple players in specific areas of 
their strength." 

Lance Travis, an analyst with 
the Cambridge, Massachusetts-based 
AMR Research says: *Large Indian 
companies such as Infosys, Wipro 





5. RAMADORAI 

CEO, TATA CONSULTANCY SERVICES 

"With deals getting shorter, 
smaller and split, | see 
plenty of upside for Indian 
vendors. The addressable 
market could be $60 billion 
by 2009-10" 





and TCS will continue to eat into 
the market share of the traditional 
global firms such as IBM and 
Accenture. Rather than selecting 
an IBM because they can do it all, a 
customer will now select IBM for 
what they do best and an Indian 
firm for what they do best." 
Ramadorai sums it up succinctly 
when he says deals are getting 
"shorter, smaller and split". 


Best Of Breed Solutions 

This emphasis on getting best of 
breed solutions has plenty to do 
with the maturing of India's global 
delivery model, and the faith global 
customers are showing in it. Indeed, 
few CIOs today dispute the cost 
advantages and the benefits of qual- 
ity and process maturity that comes 
with Indian vendors. As Ram 
Mynampati, President (Commercial 
& Healthcare Business), Satyam, 
puts it: “The evolving trend is 





LV. MOHANDAS PAI 
CFO, INFOSYS TECHNOLOGIES 


“Global delivery model 
(GDM) allows us to grow 
rapidly, while at the same 
time maintain our margins. 
Offshore will always be key 
to our operations” 
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towards looking at best-of-breed 
partnership opportunities and 
creating few, strategic partnerships. 
When you look from that perspec- 
tive, there is absolutely no differ- 
ence between a large systems 
integrator and a Satyam. We com- 
pete with the Accentures, EDs’ and 
IBMs, and we get our fair share 
of opportunities.” 

At the same time, by building a 
consulting end and domain com- 
petencies, largely via niche acquisi- 
tions, India’s top tier has emerged as 
providers of an integrated suite of 
services. This, in turn, makes them 
more attractive to potential cus- 
tomers. As Satyam’s Raju says: “For 
every unit of consulting we do, we 
expect 10 times more of other serv- 
ices to come in.” Last year, Satyam 
made two high-end consulting 
acquisitions, Citisoft and Knowledge 
Dynamics. They’re not the only 
ones. Wipro has been the most 
aggressive: In business process man- 
agement it bought Spectramind, 
cMango in business services man- 
agement, New Logic in wireless & 
tooth, and MPower for payment 
services. Geographical reach has 
also been a factor influencing M&As 
(mergers and acquisitions). Infosys, 
for instance, acquired Expert 
Information Systems, Australia, for 
a shade under $23 million (Rs 103.5 
crore) to enhance its footprint. TCs 
recently acquired a Chilean BPO for 
language skills and a customer base. 
And in the last couple of years, 
Cognizant has made six ‘small’ 
acquisitions. Says T.V. Mohandas 
Pai, CFO, Infosys: “The ABN AMRO 
deal required us to have a significant 
presence in the UK, while other 
clients may want us to have cen- 
tres in Europe or North America. 
We have rapidly expanded our 
presence into countries such as the 
Czech Republic, the Uk, the us and 
China. The LatAm market is prom- 
ising and we are looking at a pres- 
ence there as well.” 

So are all these initiatives going 
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to translate into the ascent of the 
Indian vendor on the global stage, 
and the decline of its MNC compe- 
tition? Of course not, says the rival 
camp. Chet Kamat, Managing 
Partner, Accenture India, says Indian 
players have to still go a long way 
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before they approach the kind of 
leverage multinationals have with 
clients. "Yes, we see Indian play- 
ers now in some of the larger deals 
where earlier only an Accenture or 
an IBM or an EDS were considered. 
But we see them in probably just 





AMITABH RAY 


DIRECTOR (GLOBAL DELIVERY), IBM INDIA 


“For some companies, a 
full-scope, single-vendor 
outsourcing model delivers 
the best results” 


CHET KAMAT 

MANAGING PARTNER, ACCENTURE INDIA 

“In India, we have grown 
from 200 to 16,800 people 
in five years and taken our 
GDM to the next level” 
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around 2 per cent of these deals.” 
It’s easy to see the reason for 
Kamat’s confidence. Accenture after 
all has some 2,500 clients, including 
87 of the Fortune Global 100 and 
two thirds of the Fortune Global 
500, with a footprint of 40 delivery 
centres across 30 countries in nearly 
30 industry verticals. 

Amitabh Ray, Director (Global 
Delivery), IBM India, sounds more 
cautious. For one, he doesn’t think 
the selective, multi-vendor out- 
sourcing model is here to stay across 
the board. “For some companies, a 
full-scope, single-vendor outsourc- 
ing model delivers the best results, 
and for others, a selective sourcing 
model may suit best. However, for 
a company to gain benefits from 
any outsourcing contract, it needs to 
link its rr and business strategies, 
choose the most appropriate services 
to outsource, and adhere to a com- 
prehensive governance model and 
measurement systems that focus on 
business objectives rather than serv- 
ice levels. This is where we feel IBM 
has an advantage." 

Once you're able to digest all 
that, take a look at how the MNC 
bunch is attempting to ride on the 
low-cost offshore strategy that's 
been near-perfected by their Indian 
counterparts. Says Accenture's 
Kamat: “We have added 40,000 
people in two years (by growing 
from 83,000 in August 2003 to 
123,000 in August 2005). In India, 
we have grown from 200 to 16,800 
people in five years... We have taken 
our global delivery model to the 
next level." 

India is also a key part of IBM's 
global delivery strategy, which is 
reflected in the headcount num- 
bers. In December 2004, Big Blue in 
India had a little over 23,000 
employees. An year later, that figure 
had reached 38,500. “India is a 
crucial piece in IBM's strategy to 
operate as a globally integrated 
company. With year-on-year growth 
of 55 per cent in 2005, being home 
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Estimated addressable market in global 
offshore IT industry* 2005. 
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Strategic Review 2005 


to IBM's most advanced software, 
services and research centres of 


excellence like India Software Lab 
and India Research Lab, IBM will 


GIRISH PARANJAPE 
PRESIDENT (FINANCE SOLUTIONS) AND CHIEF 
MARKETING OFFICER, WIPRO 


“The cost arbitrage MNCs 
are able to bring to an 
offshoring deal is very 
low compared to Indian 
ІТ services companies" 


continue to make strategic invest- 
ments in the India marketplace,” 
adds IBM’s Ray. In 2005, IBM 
launched a first-of-its-kind Global 
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“Customers reliance on one 
vendor to provide end-to- 
end services is diminishing 
and they are partnering 
with multiple players" 
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WHERE INDIAN 


VENDORS COULD 
TRIP UP 


© Marketing spends are 

inadequate: Indian companies 

spend between 8 per cent 

and 14-15 per cent of 

revenues on sales and 

marketing. This is grossly 
inadequate 








Imagine your techies on the 
road for three hours just to 
reach the office. Shabby 
airports, power outages and 
not enough land to build tech 
parks and campuses 
complete the dismal picture 


© The trend of unbundling 


contracts to multiple vendors 
is still evolving. If Indian 
vendors don't deliver, customers 
may go back to single-vendor, 
multi-process outsourcing 


© Indian vendors have to beef 


up on financial structuring 
of contracts. ClOs may be 
willing to go with Indian 
service providers, but CFOs 
need to be convinced 


© Labour costs are rising and 
the labour pool isn't too deep. 
Companies chasing the same 
talent pool are driving up costs 
for everybody. At the same 
time, competition from other 
low-cost destinations is 
intensifying 
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Services Delivery Centre (GSDC) in 
Bangalore, investing $10 million in 
2004-05 and significantly expand- 
ing its existing operations. 


Size Matters 

Whilst the trend may be evolving 
towards multi vendors and smaller 
deals, fact remains that the “smaller” 
contracts—in the $500 million-$1 
billion range—are still large by 


Indian standards. And Indian ven- 
dors, who till date have rarely 
crossed the $200-million (Rs 900- 
crore) threshold, clearly have to 
start thinking big. “It is true that 
Indian companies, as of today, are 
not best placed to take on billion- 
dollar size deals. But there are quite 
a number of $0.5-1 billion (Rs 
2,250-4,500 crore) contracts that 
we are actively pursuing,” says 
Satyam’s Raju. It’s in this pursuit 
of mega pitches that Raju has hired 
Hetzel W. Folden as Senior Vice 
President (Strategic Deals Group). 
Folden was part of the strategic 
deals team at CSC, where he played 
a key role as Lead Negotiator in 
closing deals worth over $3 billion 
(Rs 13,500 crore) in recent years. 
Can the Indian IT services sector 
seize the days ahead? The oppor- 
tunity may be huge, the capabili- 
ties may be proven, but will global 
clients—and their pernickety CFOs— 
be willing to put their money where 
the Indian mouth is? One of the 
challenges is clearly on the 





marketing front. As Vineet Nayar, 
President, HCL, points out: “Indian 
IT companies spend today any- 
where between 8 per cent and 14- 
15 per cent in sales and marketing. 
This is grossly inadequate. The 
competition will intensify—not 
just from existing vendors, but also 
from vendors who will develop 
new business models—and unless 
enough dollars are spent in creating 
new markets and uncontested mar- 
ket spaces, I think there are tough 
times ahead.” Adds Khosla of 
Patni: “Outsourcing 3.0 is set to 
begin, which will result in the clear 
polarisation of tiers. In two years, 
the NASSCOM Top 10 will look dif- 
ferent.” Clearly there will be MNC 
vendors—including European and 
Canadian—who will seek to per- 
fect the Indian global delivery 
model by simply buying out an 
Indian player. 

That there’s a humungous 
opportunity up for grabs is clearly 
not up for debate. The moot point 
is whether the selective, single- 
process, multi-vendor outsourcing 
model will work for clients in the 
years ahead, or whether they will 
step back to the traditional single- 
vendor, mega-contract strategy. 
How successful the Indian vendors 
are in delivery might well deter- 
mine if the current evolving trend 
becomes an established one. And 
even it does get established, it isn’t 
as if the Indian IT services industry 
will automatically be assured of 
chunks of the pie. As TPIS Aitchison 
warns: “The opportunity (to grab 
pieces of renewal contracts) will be 
fiercely competed for by the 
incumbents, who have all been 
aggressively expanding their global 
service delivery models.” Nandan 
Nilekani, CEO, Infosys, sums it up 
best when he says: “It’s a game for 
us to lose, not for them to win." & 
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Talking M&As: (From left to right) HCL Technologies’ Vineet Nayar, Gartner Inc.'s Frances Karamouzis. Satyam 
Computer Services’ B. Ramalinga Raju, Norwest Venture Partners’ Promod Haque and NASSCOM's Kiran Karnik 


“Indian Companies Are 





ASSCOM 2006, AS ONI 
industry CEO put it, 
was the biggest show 
yet by the software 
and services associa- 
tion not just from the point of view 
of the number of players present, 
but also from the quality stand- 
point. The annual Business Today- 
NASSCOM panel discussion focussed 
on the topic of МСА (mergers c ac- 
quisitions) in software and services.’ 
The panel was made up of Vineet 
Nayar, President, HCL Tech- 
nologies, Frances Karamouzis, 
Research Director, Gartner Inc., B. 
Ramalinga Raju, Founder © 
Chairman, Satyam Computer 
Services, Promod Haque, Managing 
'artner, Norwest Venture Partners, 
and Kiran Karnik, President, NASS- 
COM. The discussion was moderated 
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by Brian Carvalho, Senior Editor, 
Business Today. Excerpts: 


BUSINESS TODAY: I'll start by throwing up 
a number—a big number. Some $100 
billion (Rs 4,500 crore) worth of out- 
sourcing contracts are expected to come 
up for renewal in the next two years. 
One school of thought is that the global 
Big Six (Accenture, IBM, EDS, CSC, HP 
and ACS) will be under pressure to 
hold on to their share as the Indian 
vendors will stand to benefit from 
smaller contracts and selective, single 
process outsourcing. Against that back- 
ground, how is the M&A scenario going 
to play out: Will the MNCs be more 
likely to make a play for Indian IT play- 
ers, or could we expect to see Indian 
companies looking outwards for big- 
ticket acquisitions? 

KIRAN KARNIK: The feedback I get is 


Being Invited To The Dance" 


that we are beginning to see a dis- 
aggregation of the big deal concept 
in many cases, although that 
wouldn't mean a trend towards 
small deals, but a number of smaller 
deals rather than just one big deal. 1 
also see a distinct possibility of at 
least the bigger Indian companies 
beginning to compete as the prime 
vendors, not content to just be sub- 
contractors. Needless to say, you 
will also see the other trend of big 
MNCs looking for specialised, ready- 
made vendors, for which they might 
want to acquire small to mid-sized 
Indian companies. My expectation is 
that a little bit of both will happen. 


BT: Mr Nayar, would HCL be keen to go 
abroad and acquire something for scale 
and size? 

VINEET NAYAR: Let's look at two sides 


of the coin. On the one side, the big 
Indian companies have so much 
cash on their balance sheets that | 
don’t think anybody (any of them) 
will be available for acquisition; it is 
an unnecessary banter that goes on 
that one of these big guys can 
acquire an Indian company. The 
shareholding patterns of large pro- 
moters, the cash on the balance 
sheet and the market cap of all our 
(Tier I) companies are so large that 
І can't see any of them being 
acquired. The smaller companies 
are not worth buying, as most of 
them are body shoppers; unless 
they are niche companies in spe- 
cialised spaces in technology, but 
in the mainline applications space, | 
don’t see any meaning for anybody 
(from overseas) to acquire anyone 
right now (in India). 

As to acquisitions by Indian 
companies by going abroad, there is 
a cautious approach adopted by 
most of us. The cautious approach 
is that we are looking for domain 
capability acquisitions, which is 
largely to do with the fact that you 
may need more competencies in 
areas like life sciences or banking 
and finance. Or business consult- 
ing may be the other way to go in 
terms of M&As, although I may have 
my views on whether that's a good 
way to go about things. At HCL, we 
have done three things that are dif- 
ferent. We have done what we call 
staged M&As. This means that we 
have done BOT (build, operate and 
transfer) models, so therefore com- 
panies need not acquire other com- 
panies; instead we can build what 
they want to acquire over a period 
of time, and they can acquire at 
market values. We have done joint 
ventures, with Deutsche Bank and 
British Telecom (in 2005 HCL com- 
pleted the buyouts of these JVs), 
and have been fairly innovative in 
structuring our deals with these 
companies. This lends them for par- 
ticipation even as the Jvs allowed us 
to acquire domain capabilities, and 


become strategic with some very 
large customers on the basis of 
which we have been able to expand. 
We have also done some 100 per 
cent acquisitions, which we will 
continue to do, which are smaller in 
nature, and which have been largely 
based on either obtaining market 
access or domain knowledge. That's 
the direction in which we are going. 





Vineet Nayar 
President/ HCL Technologies 


^One thing about 
M&As is that you don't 
get married to the girl 
next door just because 
she is pretty" 





BT: So size and scale are not a priority 
today for HCL? 

NAYAR: I don't think size and scale is 
a priority right now. One thing 
about M&As, which is very impor- 
tant, is that you don't get married to 
the girl next door just because she is 
pretty. You have to look in terms of 
the right fit, in terms of what you are 
capable of. I see a lot of people de- 
pending on one acquisition to transf- 
orm their company. That's a wrong 
way of looking at it. The right way 
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of looking at it is you should have 
the capability and appetite to digest 
the acquisition, and take your syst- 
ems and processes to that company 
rather than bring their processes 
and systems to yours. Wherever 
M&As succeeded or failed, it has 
largely had to do with a strategic 
fit or the lack of it, and the ability to 
digest and assimilate the acquisition. 
There is nothing cheap. You may 
buy something cheap and think it 
will work, but that doesn't happen. 
You may buy something thinking 
it is strategic, but the transformation 
you expected does not take place. 
Unless you are very clear in your 
mind about where it fits and what 
you are going to do—we were very 
clear where we were going with 
Deutsche Bank or British Telecom— 
M&As are not going to work. HCL is 
very clear what it wants to acquire 
and what it does not want to. 


BT: Mr Haque, looking at it from an 
investor point of view, if an Indian 
company wanted to make a global 
acquisition, would you be willing to 
put your money on the table? 

PROMOD HAQUE: | think so, but one 
has to take the precaution to look 
at the reason for the acquisition, 
and the ability to assimilate and 
digest it. Our experience has been 
mostly on the product side, though 
over the years, we have done some 
services-oriented acquisitions, but 
they have been mostly on the telco 
side. One we did many years ago 
was a rollout of internet service 
providers (ISPs). There the rationale 
was that those were the early days 
of the internet and a lot of ISPs 
were getting created in different 
parts of the us, some in Europe, 
and all lacked systems and abili- 
ties to do marketing. A central back 
office, which could integrate all 
the disparate regional properties 
was created, which would help 
with billing, and marketing 
promotional marketing packages, 
and that really worked out. 
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BT: Assuming an ACS or a CSC was up 
for sale—as has been rumoured on 
occasion—do you think an Indian 
company should be making a play? 
HAQUE: Oh certainly, Indian com- 
panies have very high valuations, 
and if that was the criterion, then 
yes. But an acquisition also has to 
meet other things. Most acquisi- 
tions fail, as they are ill-conceived, 
so you have to be careful when 
you do that. Also, the other con- 
ception that mergers of equals never 
works, as there has to be one dom- 
inant culture, otherwise it ends up 
in total chaos. Look at what hap- 
pened with HP and Compaq—it’s a 
total disaster! 


BT: Frances, maybe you could give us 
the view from the other side. How eager 
are the multinationals to acquire? 

FRANCES KARAMOUZIS: When men- 





B. Ramalinga Raju 
Chairman/ Satyam Computer 
“Why should Satyam 
look at CSC, and inherit 
a problem that has 
resulted in declining 
market caps in US, and 
higher ones in India?” 
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tioning the Big Six, if you are talking 
about the traditional, heritage, pre- 
dominantly us-based companies, 
then we long declared them dead. 
What you saw two or three years 
ago was a homogeneous shortlist 
that may have encompassed one 
camp versus the Indian companies— 
well, those days are gone. So, many 
of the shortlists today are very het- 
erogeneous, from the point of view 
of deals being won, whether you 
look at the ABN AMRO deal or the 
General Motors one. The new Top 
10 companies in IT will include 
names hailing from other countries 
than the us. That has clearly taken 
hold of the market. In terms of the 
$100-billion (Rs 4,50,000-crore) 
renewals, there's an element of those 
that are in BPO (business process 
outsourcing), an element of those 
that are in applications, and an 
element of those that are in infra- 
structure. [n the application space, 
they (the Indian companies) are 
very clearly being invited to the 
dance, as we say. They don't need 
acquisitions in my mind to play in 
the application space. The acquisi- 
tions that are happening may be to 
buy capability either in a client base 
and geographic market, or for com- 
petencies and skill sets. So we see 
targeted acquisitions made in 
Europe in places to get localised 
geographical footholds, or to get a 
‘hunting licence’ for a certain client 
base that companies ordinarily 
would not have access to. Or they 
might want to buy some skill sets in 
the industry. I think some of the 
companies have been very public 
about their approach. HCL just shared 
their approach, Wipro sort of says 
they will target small acquisitions. So 
you will see targeted deals. Market 
caps of Indian companies are so 
high that it is unlikely they are going 
to get acquired. You see discussions 
these days of IBM and Convergys 
as a potential M&A, or a CSC-HP 
rumour; if such deals do happen, 
they will create a level of confusion 


in the marketplace as acquisitions 
in the services space are extremely 
difficult, as what you are buying is 
one thing, and what you may be 
getting quite another. 


BT: Mr. Raju you believe in making 
small niche acquisitions. You acquired 
two consulting companies that can’t 
be called large by any standards. Is 
that the way to go? 

RAMALINGA RAJU: It is a very straight- 
forward approach, to my mind— 
which is to fill gaps that may exist, 
with reference to geographies, with 
reference to competencies, with 
reference to accessing specialist 
relationships, and so on. However, 
acquiring for scale is altogether a 
different proposition. If you are a 
much smaller company than we 
are, then it may have its own 
appeal. We have given guidance 
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Research Director/ Gartner Inc. 
“Acquisitions in the 
services space are 
extremely difficult as what 
you are buying is one 
thing, and what you may 
be getting quite another” 





that this financial year we are going 
to close with 28,000 people. In 
that sense scale is not an issue. A 
$500-million-1-billion (Rs 2,250- 
4,500-crore) deal over five-seven 
years is still a small proportion of 
what we could do as a company. 
Therefore, we are more focussed on 
niche opportunities, where syner- 
gies are very high. The old para- 
digm has changed. Size can be 
described in many ways: In terms of 
market capitalisation, there are as 
many Indian companies as there 
are global companies. A csc with a 
market cap of $7.5 billion (Rs 
33,750 crore) is in that sense much 
smaller than a few Indian compa- 
nies. Those equations have changed 
altogether. With reference to 
acquiring companies of that kind in 
the Us, it does not make sense. 
Imagine a manufacturing 
environment, where a factory was 
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not any longer viable to be operated 
in the US because the cost pressures 
are very high. If that work has 
shifted to China, would it make 
sense for a Chinese company to 
acquire a company in the Us just 
because it has that kind of a market 
capitalisation? The reason the 
Chinese company has managed to 
build that market cap is because it 
doesn’t make any sense for the 
American company to operate in 
that high-cost environment. So, 
why should a company like Satyam 
look at a company like csc, and in- 
herit a problem that has resulted in 
declining market capitalisations in 
the us, and enhancing market caps 
in India. So, there is no case for 
such acquisitions. From the people 
point of view there may be some 
case, but then again Indian com- 
panies are targeting talent that’s 
available in those companies, and 
such talent is more open today to 
become a part of a growing com- 
pany like an HCL or a Satyam or 
some other Indian company. If 
you are acquiring a company for 
people, you inherit two things: 
High cost and a less energised 
workforce. That’s because in 
developed countries over a period 
of time, the approach towards 
aggressive growth in competencies 
has come down. 


BT: Mr Karnik, one estimate is that 
there are 2,000 IT and ITES companies 
in India. That seems a ridiculously 
high number. Is there a case for con- 
solidation there? Why don’t we see 
more M&As? 

KARNIK: We have about 950 mem- 
bers in NASSCOM, the number of 
people active in the market may be 
1,500, but I would agree with 
your number of 2,000. If you had 
1,500 niche companies doing very 
specialised work, you might have 
seen plenty of M&As. But of the 
2,000 companies if you have 1,000 
companies that are clones of each 
other, doing similar work, trying 
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“Most acquisitions fail as 
they are ill-conceived, so 
you have to be careful. 
Mergers of equals never 
work, as there has to be 
one dominant culture” 








to match up to the big service 
companies, it’s not viable. That 
trend will not survive too long. 
It's a process that's happening in 
two directions. One is a transfor- 
mation towards more specialised 
areas, like KPOs (knowledge process 
outsourcing). The second direc- 
tion is that they will just close 
down. So, in this space there is 
no value in M&as, as everybody 
is doing the same work. By 
acquiring such a company what 
is the value being added? You only 
get people, which you could get 
anywhere. You aren't getting any 
specialisation, no management 
inputs, no systems, no major cus- 
tomers. So, consolidation that 
many expect in this sector isn't 
happening because there's simply 
no value to be added. The choice 
for these guys is simple: Either 
specialise or wind up. 8 
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Cost-effective LNG is nowhere in sight; BHEL is demanding an 
arm and a leg to revive the plant; and most projections forecast 
tariffs of Rs 4-7.5 per unit. The Dabhol power project continues 
to generate more heat than power. ANAND ADHIKARI 


N JANUARY 30, THE 
top brass of the 
beleaguered Ratnagiri 
Gas & Power Private 
Ltd (RGPPL)—the new 
avatar of Dabhol Power Company 
(DPC)—and Power Secretary R.V. 
Shahi were closeted for hours with 
Cabinet Secretary В.К. Chaturvedi. 
Its promoters—NTPc (National 
Thermal Power Corporation) and 
GAIL (Gail India Ltd), which hold 28 
per cent equity each in RGPPL— 
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wanted, among other things, 
Chaturvedi to intervene and get 
Operations & Maintenance (O&M) 
contractor Bharat Heavy Electrical 
Ltd (BHEL) to reduce its revised 
offer for the revival of the 
mothballed plant. 

BHEL's bill for restarting the 
740 MW Block II of the Dabhol 
project, that had been lying idle for 
five years: Rs 214 crore. "If this 
figure is extrapolated across the 
entire project, the cost of restarting 


the three blocks (I, II and Ш) will 
swell to Rs 870 crore," Shahi 
explained to the Cabinet Secretary. 
"Only three years back, the 
Belgium-based Tractabel, a con- 
sultant appointed by Dabhol's 
lenders, had estimated that it would 
cost Rs 214 crore to revive the entire 
project (Blocks I, П and Ш),” Shahi 
told Chaturvedi. The obvious 
inferences: BHEL’s bill is unreasonably 
high (see Is BHEL Overcharging?), 
and that “such a high cost of revival 


will result in very high tariffs”. 
Counters a top BHEL official: “You 
just cannot extrapolate the figures 
for reviving Block I to the other 
two blocks. The rates we have 
quoted may come down marginally 
if we get the contract for all the 
three blocks. But any further delays 
may lead to higher costs.” RGPPL 
also wants BHEL to supply materials, 
spares and consumables at prices 
comparable to what GE and Alstom 
are charging for NTPC's 645 MW 
Kawas plant. Here, too, BHEL refuses 
to play ball. “They (NTPC’s Kawas 
and Dabhol) are not comparable as 
the former was a greenfield project 
while the latter is an existing one 
where lots of overhauling and 
restoration activities have to be 
done,” says the BHEL official. 

But this is only the easier part of 
the problem. BHEL, after all, is a 
public sector company, and can be 
pressurised to fall in line. The sup- 
ply of liquefied natural gas (LNG), the 
preferred fuel for the plant, presents 
a more intractable problem. Why? 
Because there is no LNG in sight, at 
least as of now. And even if LNG 
can be procured from the interna- 
tional market, the plant lacks the 
facilities to process it. Its 2.1 million 
tonnes per annum (MTPA) LNG ter- 
minal is only 75 per cent complete. 
СЕ and Bechtel, the plant’s origi- 
nal contractors, have agreed to help 
RGPPL complete the project, but no 
agreement has been reached on the 
issue yet. “We took over the assets 
(from DPC) towards the end of 2005. 
We are now studying the extent of 
damage it has suffered (due to clo- 
sure) and will commission the bal- 
ance work once this is over," says 
O.P. Gupta, General Manager, who 
has been deputed from NTPC to 
RGPPL. Yogesh Tripathi, Senior 
Manager, Punj Lloyd, refuses to set 
a time frame for completion of the 
terminal. Punj Lloyd, Whessoe and 
Aker Kvaerner are the contractors 
for the revival of the LNG facility. 


Paul Sullivan, Director (Business 
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Development), Whessoe, says: “The 
report will be complete around 
March-end. Based on this report, 
RGPPL will negotiate a contract with 
the Whessoe-led team to complete 
the project.” 

RGPPL had set an internal target 
of commencing commercial 
production of power from July 1, 


2006, subject to the availability of 
LNG. Newly appointed Union Power 
Minister Sushil Kumar Shinde has, 
in fact, committed to starting the 
plant in June. Now, the RGPPL brass 
is under pressure to start the plant in 
June this year using the more costly 
naphtha as fuel. The infrastructure 
for handling naphtha is not yet 
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Enron planned 
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5 per unit, Which is what 
And if the Maharashtra 


five i 
goverment MM ata subsidised rate of Rs 2.30 per unit, 
the MSEB will have to bear huge losses 


ready. GAIL, which is setting it up, 
has indicated that it may be in a 
position to deliver within the stip- 
ulated time “оп a best effort basis". 
Naphtha, however, will increase 
the cost of power to over Rs 7.5 per 
unit, which is the same as Enron's 
price some five years back. The 
implication is obvious: if power has 
to be supplied to end users at Rs 
2.30 per unit, the Maharashtra State 
Electricity Board (MsEB) will have 
to bear huge losses. Sources con- 
nected with the project, however, 
say the Maharashtra government 
may not mind this, as it currently 
pays over Rs 7 per unit for power 
drawn from NTPC's Kawas plant 
during peak hours. 

But running the Dabhol plant 
on naphtha will not be viable over 
the long term; it has to switch to 
LNG at the earliest. Five months 
after RGPPL took over Dabhol's 
assets, GAIL, which has the contract 
for sourcing the fuel, is still to tie up 
any long-term LNG contracts. The 
spot prices of LNG, which soared 
to a high of $13-15 (Rs 585-675) 
per MBTU (million British thermal 
unit) in August-September last year, 
are currently ruling at the still high 
levels of $7.5-8.5 (Rs 337.5-382.5) 
per MBTU. At these prices, power 
from Dabhol will cost Rs 6 per 
unit. Even here, there's a fly in the 
ointment: not much spare LNG 
capacity is available till 2010 (see 
Countries Where...). “As things 
stand today, we have to aggregate 
LNG supplies from more than one 
supplier," says an RGPPL exec. 

Oman LNG, the original gas 
supplier for the plant, is playing 
hide and seek with RGPPL. Sources 
say Oman LNG refused to sign a 
confidentiality agreement with 
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|N 1993, THE HOUSTON-BASED ENRON CORPORATION 
signed a memorandum of understanding (MoU) 
with the Congress government in Maharashtra to 

` build a $3 billion (Rs 9,600 crore at the exchange 
rate prevailing then) power plan at Dabhol. The Shiv 
Sena-BJP government, which came to power in 


о 1995, scrapped the project, and forced Enron to 

| tiate the deal on less favourable terms to itself. 
But despite this, the Maharashtra State Electricity Board (MSEB) was forced 
to buy power from the D; bhol Power Company (DPC) at over Rs 7 per unit 
compared to Rs 2-3 per unit which it was paying for power from coal- 
based plants. In November 2000, it defaulted on its dues. DPC invoked the 
central government's counter-guarantee and sparked off bitter litigation and 
arbitration. In December 2001, however, Enron was indicted for fraud and 
slipped into bankruptcy in the US. GE and Bechtel bought out Enron's 65 per 
cent equity stake (for some $20 million or Rs 90 crore) in DPC, taking their com- 
bined stake to 85 per cent. Then, in July 2005, following long-drawn, bare- 
knuckle negotiations amongst the various stakeholders, GE, Bechtel and the for- 
eign lenders were paid off and the project taken over by Ratnagiri Gas & Power 










Private Ltd (RGPPL), a joint venture between NTPC and GAIL India Ltd. 


RGPPL. “It has also not responded to 
a spot LNG purchase agreement we 
sent it in December last year,” add 
sources. Oman LNG has 0.6 MMTPA 
(million metric tonnes per annum) 
spare LNG capacity which is critical 
to RGPPL’s plans of switching over to 
the fuel by September this year. 
“We will meet Oman LNG in the 
first week of March to sort out the 
matter,” says an RGPPL executive. 
Negotiations are also on in this 
regard with companies in Qatar, 
Australia, Abu Dhabi, Brunei and 
several other countries, but “prices 
quoted by most of the suppliers are 
as high as $7 (Rs 315) per MBTU." 
LNG supplies will definitely be 
tied up, but they will come at a 
price that may not look very attr- 
active to RGPPL. The company may 
also not be in a position to cross- 


subisidise its power sales as the 
additional merchant sales capacity 
(commercial sale of LNG at market 
rates) of 2.9 MTPA will not become 
operational before September 
2007, which is still about 20 
months away. This last bit is cru- 
cial. The commercial viability of 
RGPPL depends critically on oper- 
ating its 5 MTPA LNG plant at full 
capacity and generating additional 
resources from the commercial 
sale of 2.9 МТРА. 

So, five years after the now 
bankrupt Enron Corporation's 
Dabhol power project was 
mothballed and five months after it 
was taken over by RGPPL, there's 
still no certainty over whether this 
mega power project can actually 
produce electricity at commercially 
viable rates. 8 
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“India Is On Top From 


Strategic Perspective” 


['S THE WORLD'S LARGEST 

manufacturer of silicones, 

which in turn are used to 

make sealants, adbesives, 

cosmetics and breast implants. 
Stephanie A. Burns, Chairman, 
President and CEO of Dow Corning 
Corporation, knows all about them. 
Armed with a doctorate in organic 
chemistry, Burns took up, in the 
early eighties, a research job at this 
$3.8 billion (Rs 17,100 crore) joint 
venture between Corning Glass 
Works (now Corning, Incorporated) 
and The Dow Chemical Company. 
Over the years, she worked her way 
from the labs to the management 
levels, eventually taking over as CEO 
two years ago. In this exclusive inter- 
view with BT's Krishna Gopalan, 
Burns throws light on a host of issues, 
including how Dow Corning came 
out of nine years of Chapter 11 
bankruptcy protection, her plans for 
India and what it means to be a 
woman CEO, Excerpts: 


What are the factors that interest you 
about India? 

It is a combination of many things. 
First of all, our customers and the 
ability to grow the market here is 
phenomenal. The excitement comes 
from the potential in the market 
here. Our materials are sold to other 
companies who then make finished 
products. Knowing that there is a 
growing disposable income and a 
growing middle class is also exciting, 
| could answer this question regard- 
less of where we were investing and 
that comes down to how excited | 
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am about the people here. This is 
about their enthusiasm and 
i itellectual capability. 





key since е they have Эше a large 


d customers. We want to build the 
| hat а аге the: markets чы аге — d capability 


capability from a technical and a 


manufacturing perspective that 
allows us tọ connect with local 





: | я id some uic like Tas: | 
<< guage and it being a democracy. 
== Importantly, it has laws in place 


that are very business-friendly and 
from my perspective, the ability 


to protect intellectual property is 
` ` Important because we are very 
. much a technology-driven, R&D 
< based company. The ability to 
^. protect IP is a big bonus here. 


Today, over 65 per cent of our 


revenues come from outside the | 
| What ; аге the is issues about India that 
concern you? — 


United States. 


You have manufacturing locations in 
various parts of Asia, including India. 
Where would India figure in this Asian 


` market and in your. larger scheme of 


things? What is your five-year outlook for 
. your Indian operations? _ 


We don’t generally. give specific 
.. mumbers. Asia is roughly one-third of 
.. the corporation and in about 10. 

. years will account for half the 


revenues of the corporation. We 
are already very strong here in Asia. 


< We are continuously adding asset 
-and resource capabilities. While 


с India's contribution is relatively 
- small, it is growing very fast. In that 


context, there is a lot of potential. | 
From a strategic perspective, India is . | 





` right on top with China. 
.. We are a 63-ye: 





ery application for silicone. We 
‘have always quickly moved into 





il in the 


works very well and that is about 


our ir products growing and devel- 





the local markets. For that, 
ге to put in place the local 


? ar-old company 
nd have traditionally created almost 


d. new markets. We got into Japan in 
— the early 60s and then Braz 
late 60s. We have a model that. 





tems, infrasitucinre and automo- 
- biles to name a few). In about five 
years, we would have made more 
investments. here and we would 


be exporting more from our 
capabilities here. It is a local team 
here and that's not been our his- 
tory. When we expand geograph- 


| ically, we put in more expatriates, 
be it American or European. India 
peeagy had the шша 


My main concern is that of T 
structure, Will the growth rate of 


infrastructure match that of the 
growth rate of the market? This 
- could be power or transport. Other 


than that, pure is really nothing. 


Dow Corning was in Chapter 11 for a 
few years. How do you recall the 
experience today and how has it been 


since then? 


"Itisa great success story 
to have come out of Chapter 11” 





y ше ош id Chapter 11 in the 


middle of 2004 and for the past 


three years, we have been setting 
records on our financial perform- 
ance. Last year was a record in 
terms of absolute profitability in 
terms 
story to have come out of Chapter 
` 11. Personally, for me, I was very 
involved. I have been in the com- 


of dollars. It is a great success 





pany for 23 years now. Very early 





on, the management of the 
company separated the Chapter 11 
issue from running the company. 
For most employees, they did not 
feel the strain of being in Chapter 
11. Of course, for the people — 
involved, it was a stressful time and — 
we are very happy we are out of it. 
We have not seen a lot of companies 
getting out of Chapter 11. 


The 2000-01 period is said to have 
been very critical for Dow Corning. Can 
you tell us what really happened then 
and why it was so decisive for the 
company? 


We had come off a phase of 


relatively five years of flat growth. 
Strategically, we needed to change 
our thinking about the company. 
We had to grow from an innova- 
tion and also a geographical 
perspective. We took tough deci- 
sions where we said we will not 
invest in certain businesses and 
geographies. We had to reduce 
headcount also. It was really the 
most critical time for the company 
from the time I joined. This was 

ironic since we got into Chapter TI ~ 
before that. At that point in time, 
India was clearly on the roadmap. 
We had strategically decided that 
geographic development was going 
to be an investment that we made 





for the long-term. Today, every- 
thing that we talked about then 
has come to fruition. 


To your mind, what are the biggest 
challenges for Dow Corning? 

One is the cost of energy, which is a 
challenge and an opportunity. Our 
manufacturing in some cases are 
very high energy-consuming 
operations. This translates into 
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higher raw material costs. The other 
thing is the changing regulatory 
environment in our industry. A lot 
of this is being led out of Europe 
and it’s a challenge to stay up with 
those changes. I have no doubts 
about the enabling nature of our 
technology and our market 
opportunity. Again, the positive on 
energy is that we are the largest 
manufacturer of polysilicone metal 
that is sold into wafers for elec- 
tronic chips. That same material is 
used for solar cells. I see that as a 
great opportunity to match our 
technology and our commitment 
to sustainability, especially when 
you are speaking of reducing the 
world consumption of oil. So, solar 
is a big opportunity for us and glob- 
ally it is growing at about 30 per 
cent per annum. For us, it’s a ques- 
tion of understanding the oppor- 
tunities in India. Rural India may 
not even have the electrical grid. 
Solar may just be the solution just to 
reduce the dependence on oil. 


Getting back to the Asian market, what 
are the key differences for your com- 
pany between China and India? 
Obviously, China is bigger for us. 
India is growing, though the 
absolute base for China is larger. 
There are a lot of similarities in 
terms of talent and education. The 
education in China is getting to 
be very good. I think China is 
ahead in terms of the market 
development and the growth of 
infrastructure. The government 
has been a very important com- 
ponent in bringing in business. We 
are the leaders in both the coun- 
tries. As an MNC, we follow our 
global customers into these coun- 
tries, be it somebody in Japan or 
Europe. The other thing is that 
when we build capabilities in new 
countries, we leverage on our 
global capabilities. 


You have a presence in several coun- 
tries. If there was one market which 
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“Don't hold on to 


your mindset. If 
you see change, 
adjust with it” 





been the toughest, which one would 
that be? 

Each of them is so unique and so 
different. Japan, for one, has been 
tough since the economy has been 
stagnant and the economy has been 
going through a lot of change. 
Industry-wise, automotive is a chal- 
lenge more so, with those in the us 
going through their change and cri- 
sis. It tends to go not only by coun- 
try but also by industry. The tough- 
est industry has been semi- 
conductor because of its cyclicality. 


There is an advantage you have in 
terms of a global presence. If there 
was one takeaway that India could 
gain from your global experiences, what 
would that be? 

Don’t hold on to your mindset for 
too long, If you see change coming, 


you have to adjust with it. It is 
important to recognise change. 
Silicone-based materials are highly 
specialised. It took us a long time to 
realise that there was a part of our 
business that was more commodi- 
tised than the rest. We kept serving 
that market with the same business 
model. The lesson is that we should 
have moved faster here and in one 
sense, we did not let go of the past. 
You have to be flexible in the global 


environment today. 


From a woman's perspective, how 
would you describe your stint at Dow 
Corning and what have the last four 
years been like? 

I can’t tell you how a man would 
react (laughs). I don't think it's a 
male-female thing for me. From 
the time I was about 20 years old, I 
have been in this technology. I think 
the reward for me comes from the 
science perspective and knowing 
that we are innovating and creating 
these new opportunities. That to 
me is more rewarding than the 
male-female dynamic. The vision 
for the company is one of silicone- 
enabled technology benefiting 
everyone, everywhere. We need to 
make good products for society. 
For instance, four hours of power 
for someone could make a huge 
difference. The last four years have 
been the most exciting, It helps when 
you have great financial results. 


What has been the one big learning 
for you from the Indian market? 

To me, it is understanding the needs 
of the end consumers. I thought 
the consumers here would need the 
same products that are used in other 
countries. It is a very different 
dynamic here. It is very different 
to develop products for a water- 
constrained society. That's a big 
learning for me. The entire learning 
in India has been intellectually very 
interesting. I think the changes are 
rapid here and it looks a very 
exciting time for India. Ш 
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Epson Inkjet All-in-Ones let you do just that. They effortlessly print, scan and copy using cutting-edge features that help 
you save time and effort. More importantly they come equipped with 4 individual ink cartridges so you can save money by 
replacing only the cartridge that runs out. A black cartridge for as little as Rs.395/- and a colour cartridge for just Rs.355/-. 
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Novatium’s CEO Alok Singh 





Novatium's Net PC and Net TV are not quite your regular low-cost, sub- 10k 
computers. They represent new technologies at the cutting edge of convergence 
and can change the way computers are used. NITYA VARADARAJAN 


SHOK JHUNJHUNWALA MEI 
Rajesh Jain in the most 
unlikely of places—in a 
taxi speeding through 
3angalore’s rush hour 
traffic to the airport on a cold 
November evening. It was during 
that fateful drive in 2003 that Jain 
sounded out Jhunjhunwala about 
developing a low-cost computing 
device. Jhunjhunwala, a professor 
at IIT Chennai, and founder of the 
[eNet Group, had already incubated 
several high technology companies in 
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the telecom and networking space; 


and Jain, currently the Chairman of 


Netcore Solutions, had become 
famous during the dot.com boom 
for selling his Indiaworld.com to 
Sify.com for Rs 500 crore. He had 
been talking of affordable computing 
since early 2003. His vision: develop 
a computer that supports most of 
the applications already in the market 
and one that would always remain 
"current". The solution: server- 
centric computing. Shorn of the jar- 
gon, it means the monitor at the 


user's end has little or no storage 
space and computing power; it is 
merely an access device that allows 
users to link up to and work on a 
central server. The benefits for the 
end user: little chance of obsoles- 
cence (since software upgrades are 
done centrally), few maintenance 
and breakdown issues and total 
security from virus attacks. The con- 
cept 15 not new. Corporates have 
been using thin clients (computers 
without processors), but these had 
only limited functions. “То make 


computing a mass market phen- 
omenon, we needed to utilise the 
power of broadband. The solution 


needs to address the problems of |. 
computing by providing an access |- 


device that requires zero management 
and is affordable and operates on a 
‘pay as you go’ business model, much 
like in mobile telephony," says Jain. 

Jhunjhunwala carried out the R&D 
validation of the concept in 2004 at 
IIT Chennai and the technology was 
transferred to Novatium Solutions 
Ltd, the company he, Jain and Ray 
Stata, co-founder and Chairman of 
Analog Devices, set up for the purpose. 
The first alpha, or base-level, products 
rolled out in June-July 2005 (the 
products are outsourced from WeP's 
plant in Mysore), following which 
some fine-tuning was carried out. 
The Nova Net pc—price: Rs 4,500— 
resembles a flat voltage stabiliser, allows 
users access to a central server and is 
compatible with any monitor and 
keyboard, which can be purchased for 
Rs 4,500. Thus, one can get a fully 
loaded computer for Rs 9,000; and 
the cost of accessing the server is Rs 
250 per month. It will by launched by 
the end of April. Says Yuvaraj Galada, 
Head of Business Development at 
Novatium: “For telecom operators in 
the country, this will be one way of 
increasing revenues." 

The business proposition looks 
compelling. The country has 
110-120 million TV sets; cable pen- 
etration is at 70 million; there are 
over 50 million landline phones and 
75 million mobile phones but only 5 
million PC users. The new technology 


could turn computing into a mass 


market phenomenon like television 
and telephony, both of which were 
considered elitist preserves till not 
so long ago. 

But this is not the only thing 
Novatium is offering. It has also 
developed Nova Net Tv, which is 
targeted at people who need to do 
only basic computing. The Nova Net 
TV, which costs Rs 5,625, is another 
convergence appliance that transforms 








The Novatium Range 


Nova Net PC 


- | What is it: A box that is actually a network 

MI» computer. It has to be linked to a server. It 
| has no configuration as there is no processor. 
Server-centricity allows for generous storage, 
high speed and guarantees data privacy through 
an authentication process. The server can be 
hosted by a company for its own use or by a telecom/cable operator who has 
the last-mile running to the home, and can provide the computing services 
inclusive of internet for a monthly fee. 


How much: The basic set costs Rs 4,500. A new monitor, mouse and 
keyboard will cost about Rs 4,500. Total price: less than Rs 10,000. 
Alternately, all the equipment can be leased, depending on the business model 
offered by the service provider who could be the telco/cable operator/inter- 
net service provider who has the last-mile access to the home. Companies 
can set up the servers for their own use. 


What does it do: Supports applications based on voice, streaming video, data 
and graphics. Needs no upgrades at the server level, which acts as the proces- 
sor and storage device. The service provider provides the upgrades and the 
applications you need and takes care of the viruses with his anti-virus 
software. Has virus protection and needs no UPS because data is stored and 
protected in the server. You can switch on to the page you left in case of power 
failure without losing any data. It provides for rich graphics and multimedia 
capability. 

Advantages: Low rate of obsolescence; technology will remain "current" for 
at least eight years as upgrades are done centrally; zero maintenance 
costs; offers roaming access under the grid system as data is not locked up 
in a hard disk. 


Disadvantages: User has to pay a fixed sum, perhaps around at least Rs 250 
per month to the service provider; does not have a CD-ROM, though a pen 
drive can be used. 


Nova Net TV 


What is it: A home network computer that 
doubles as both a home entertainment and a 
computing device. It can connect to both tele- 
vision and computer networks. 


= How much: Rs 5,625 for the home network 
computer. The television doubles up as a monitor. Novatium provides the 
remote keyboard and mouse if the user wants these for an extra cost. 


What does it do: It allows for digital audio and video recording and storage 
for later viewing; supports simple online interactive games and has Voice 
over Internet Protocol capability. 

Advantages: Does not require a computer monitor; low power cost, no 
maintenance. 


Disadvantages: Resolution not at par with PCs; is best used for limited 
applications unless one is using a plasma TV. As it is server-centric like the 
net PC, user has to pay for computing services. 
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The Other Cheap PCs 








HCL Ezeebee Pride 

Price: Rs 9,990. 

Specifications: 128 МВ RAM and 40 GB hard disk. 
Processor: 1.6 GHz VIA or AMD chip. 

The 15-inch monitor has a CD-ROM drive and internet 


ready keyboard. Comes with Linux. 
Advantages: Supports word processing, spread sheets, internet—browsers, 
e-mail, video conferencing and some games—and enables presentations. 
Disadvantages: Limited applications; high risk of obsolescence, needs a UPS 
and regular maintenance. And an operating system. 





Zenith Premium PC 

Price: Rs 15,750. 

Specifications: 128 MB RAM and 40 GB hard disk. 
Processor: Celeron 2.4 GHz. Operating System of 
buyers' choice (so, it comes with nothing at all). 


Advantages: Comes with current technology double data 
random access with other accessories, such as optical mouse, speakers, 4 
USB ports and multimedia kit apart from intemet-enabled keyboard, CD-ROM 
drive and a one year comprehensive warranty. Is Rs 2,000 cheaper than other 


computers in its class. 


Disadvantages: Needs UPS; and additional cost of maintenance at home from 


the second year. 





with Linux. 


Xenitis Apna PC 

Price: Rs 9,790. 

Specifications: 128 MB RAM and 40 GB hard disk. 
Processor: Cyrix 833 MHz or Celeron 9 MHz. Comes 


Advantages: Useful for first time users and others with 


limited computer usage. 


Disadvantages: Limited use in graphics works. Almost outdated technology; 


needs a UPS. 


normal television sets into basic 
computing devices and does away 
with the need to buy a PC monitor. It 
allows users to browse the internet, 
send e-mails, chat and also supports 
simple computing. The display qual- 
ity is not very good, but Novatium is 
working on improving this. A third 
product, the Nova Nion, enables con- 
nectivity with either PCs or TVs. 
The big challenge before 
Novatium is to sell its concept to 
telecom companies and multi-serv- 
ice operators. But, company offi- 
cials don't consider this a very 
daunting task. Says Alok Singh, CEO 
of Novatium Solutions: “Media 


B4 BUSINESS TODAY MARCH 26 2006 


centre PCs"—these enable seamless 
downloading of content from a TV to 
a computer—are coming into vogue. 
And telecom operators are looking 
for ways to provide video on 
demand through their existing net- 
works." But media centre PCs cost at 
least Rs 35,000. There are also 
additional charges for this ‘premium’ 
service; and maintenance becomes a 
big issue. “The Nova Net PC and 
Nova Net Tv offer all the features of 
a media centre РС but at far lower 
price points and, thus, guarantee 
service providers their revenues.” 
But, the business model has to 
evolve. Equipment vendors, telcos 


or cable operators have to offer 
consumers winning propositions— 
either lease the monitor, keyboard, 
mouse and Nova Net for about 
Rs 250 per month; or offer an out- 
right purchase option with only 
computing charges levied per month. 

Several overseas players are very 
enthusiastic about the Novatium con- 
cept. Its products are being pilot 
tested in the Us, the UK, Canada and 
Brazil. Says Victorien Ndounou, who 
runs the US-based Versa Global LLC, 
which is working on bridging the 
digital divide in Africa: “Even at its 
present stage of development, the 
Nova Net PC is a very valuable tool. 
It’s quiet and small and does not 
take a long time to boot. I’ve used it 
for hours for browsing, gaming and 
edutainment and it’s actually cheaper 
than some cell phones.” Terry 
Bienstock, CEO and co-founder of 
the US-based WorldExtend, which 
provides software solutions relating 
to securing remote access to net- 
works and individual computers, is 
another convert to this technology. 
“Novatium’s products open up 
opportunities in the US market that 
did not previously exist. I believe 
both cable companies and telecom 
companies will be interested in these 
devices. But, they have to come with 
wireless capabilities as consumers in 
the us don’t like a lot of wires.” 

But, one worry is that cheap PC's 
aren’t exactly setting the markets on 
fire. The Kolkata-based Xenitis 
Group, which launched one in April 
last year, has shipped just 1,300 units 
till date. Says Indrajit Sarkar, Country 
Manager (Product R&D) of Xenitis 
Infotech: “That’s because the low-end 
PCs are not really ‘current’ and have 
only limited uses.” 

But Jhunjhunwala is unfazed. 
Novatium’s products do not suffer 
from the infirmities plaguing other 
sub-10k Pcs, he says, “And I want 
Novatium to become a billion-dollar 
product company.” Adds Singh: 
“Novatium is really a big organisation 
in its early days.” Ш 
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No halos, but angels all: (Standing L to R) Flextronics' Arun Kumar, Cybermedia's Pradeep Gupta, Xansa's Saurabh 
Srivastava, IT&T's Rohit Chand, Scicom's Mohit Goyal and investee company Knowcross' Nikhil Nath (seated) 


Band Of Angels 


HEY ARE A BUNCH OF MEN WHO HAVE BEEN far) that struck gold either building or running com- 
there and done that, and now they want to  panies—comprising hi-profile tech executives like 
help others live the dream that they have Jerry Rao, Raman Roy, Saurabh Srivastava, Arun 
lived—of turning entrepreneurs. They are Kumar, Som Mittal, and Alok Mittal (see Meet The 
the Band of Angels—a group of 20 men (so Angels). The group started off about a year ago as an 





Angel investing went out of fashion with the dotcom bust. 
But the renewed interest in the internet and the rise of tech 
millionaires has spawned a new set of angels. sAHAD P.V. 


informal interaction between five or six of them, but 
has since taken a formal shape with its registration 
recently as a company called The Band of Angels. It 
has even found its first investment: A hospitality soft- 
ware-maker Knowcross, founded by Nikhil Nath. 
Says Srivastava, a founding member of the band: 
“We are looking to grow to 50 members with a pan- 
India presence in the next two years.” 

‘God speed’ is what India’s entrepreneur wannabes 
should be saying. Angel investing, or whatever little of 
it has existed in India, has been an unorganised and 
random “business”. Offering seed money and advice, 
which is largely what angels do, has been up to a hand- 
ful of wealthy and well-meaning individuals. At the 
most, one or two persons came together, pooled in 


money and invested in a start-up. In contrast, venture | 


capital (VC) or private equity investing has thrived 
because it is a well-structured industry. In fact, thanks 
to high stock market valuations, the vcs who had 
sworn off start-ups after the dotcom crash, are back 
looking at small companies. Still, the smallest invest- 
ment a VC would want to make is about $1 million or 
Rs 4.5 crore, whereas an angel investment ranges 
between, say, $1,00,000 or Rs 45 lakh and $1 million 
(Rs 4.50 crore). (Even Google, now a $111-billion-in- 
market-value company, was kick-started with 
$1,00,000 from angel and Sun Microsystem co- 
founder Andy Bechtolsheim.) Says Srivastava: “We re- 
ally don’t have a layer of angel investors in India.” 
There is a reason for it. Angel investing is generally 
done by first-generation entrepreneurs or rich tech- 
nocrats. Venture capital, in contrast, is run by in- 
vestment professionals. In India, first-generation en- 
trepreneurs are only a decade-or-two old, so it’s only 
now that the people who've made money building and 
selling companies are turning to angel investing. 
Take Saurabh Srivastava and Mohit Goyal. The 
two set up IT services firm 15 Infotech in 1989 and 
cashed out in 1998 when British firm Xansa bought 
it for some $50 million, turning them into multi- 
millionaires (together they pocketed nearly Rs 200 
crore). Srivastava is now the non-executive Chairman 
of Xansa, President of TiE's (The Indus 
Entrepreneurs) Delhi Chapter, and serves several 
positions on government committees. Goyal, on 
the other hand, has been leading a semi-retired life 
at his Panchsheel Park bungalow in Delhi, except for 
serving as a director on the boards of Xansa and 
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Raman Roy 








There 7 аге 
Aadesh Goyal, Head of HR, Felxtronics Software Systems: 
A C-DoT veteran and part of FSS's start-up team. 
Alok Mittal, Partner, Baring Private Equity Partners India: 
Co-launched Jobsahead.com and sold it to Monster. 
Alok Prasad, President, Beacon Technology Ventures: A TIE 
member, and invests in India through BVG Advisors. 
Arun Kumar, MD, Flextronics Software: He 
has been heading FSS since 1995. 
Ashok Trivedi, Chairman, iGate: Was instru- 
mental in building iGATE Corporation. 
f Sanjiv Kaul, MD, ChrysCapital: Spent 20 
(А years with Ranbaxy, part of it in China. 
Rohit Chand, Co-founder, IT&T Group: Co- 
founded IIS Infotech and sold it to Xansa. 
Sanjay Bhargava, Ex-Paypal: He is now an 
angel investor and an advisor. 
Dan Sandhu, CEO, Vertex: A Briton, he is also 
an active member of TiE in Delhi. 
- Deepak Bagla, President, Citigroup: He was 
ù in the US before joining the bank. — 
ч. i Mohit Goyal, Director, Xansa and Scicom 
Technologies: An IT veteran, he co-founded IIS 
Infotech. 
Saurabh Srivastava, Executive Chairman, 
Xansa: Co-founded IIS Infotech; and is industry 
grey eminence. 
Som Mittal, Managing Director, Hewlett-Packard GlobalSoft: 
Another industry veteran with stints in Compaq and Wipro. 
Jerry Rao, Chairman & CEO, Mphasis: Prior to founding 
Mphasis in 2000, headed Citibank in India. 
Raman Roy, Founder, Spectramind: A BPO pioneer, Roy sold 
Spectramind to Wipro in 2002 for Rs 400 crore. 
Pradeep Gupta, Chairman, Cybermedia Group: He set up 
Cybermedia, a specialty publications group, in 1982. 
Naresh Trehan, Executive Director, Escorts Heart Institute: 
A top heart surgeon, he is setting up a $250-million hospital. 
Pramod Bhasin, President & CEO of Genpact: He built GE'S 
backoffice in India and oversaw its sale in 2004. 
Gopal Krishna, Country Manager, Pipal Resarch: He was 
founder-chairman of Thinkindia, bought by Rediff. 
Note: Not а complete list 
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Jerry Rao 
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HERE'S BEEN A HUGE REVIVAL IN ANGEL INVESTING OVER THE 

last six to 12 months, especially in the areas of mo- 
bile telephony and convergence,” says Vish Akela, a 
Silicon Valley-returnee, who is now funding a handful of 
budding entrepreneurs like 26-year-old IIT Delhi-grad 
Varun Khurana's Wirkle, a mobile entertainment company. 
Recently too, Mahesh Murthy (formerly of Passion 
Fund), Pravin Gandhi and Bharati Jacob (both from 
Saurabh Srivastava's Infinity Venture Fund) formed a $10- 
million (Rs 45-crore) angel fund called Seed Fund. The 
fund is expected to be closed in April, and will invest 
between Rs 1 crore and Rs 2.50 crore. Kanwal Rekhi— 
a man who struck it rich in Valley and who helped 


launch the The Indus Entrepreneurs (TiE)—himself is rais- 


ing a $150-million (Rs 675 
crore) fund that will invest in a 
range of start-ups. "We feel 
that the post-bubble funk in 
Silicon Valley has fully dissi- 
pated and the entrepreneurial 
activity is hitting a full stride 
here," says Rekhi. 

Money apart, TiE has set 
up an Entrepreneurship : 
Acceleration Programme (EAP) 
and has roped in tech entre- 
preneurs such as Subhash 
Menon of Subex Systems and 
venture fund Jumpstartup's 
Sanjay Anandram to con- 
tribute. Says Sridhar Mitta, Chairman of e4e and head of 
TiE's Bangalore Chapter: "Many Indians have been able 
to start businesses in Silicon Valley easily because (an an- 
gel eco-system) is present there...we want to foster 
this spirit (in) India." Initially, ТЇЁ expects to support as 
few as five business proposals, although Mitta expects to 
receive as many as 100 plans in the next few months. 

While Rekhi's $150-million fund stands out for its 
sheer size in this space, there are other individuals 
like serial entrepreneur Prakash Bhalerao, iLabs' Srini 
Raju, and US-based Euclid's Sateesh Andra doing their 
bit to help young entrepreneurs. Andra, for instance, has 
helped launch a company in the consumer internet 
space by investing Rs 1 crore out of his own pocket. A 
member of TiE, Andra is also a limited partner (read: 
investor) in two VC funds with focus on early-stage 
investing. "At an angel investing stage, it is not just funds 
but...one needs to mature an interesting idea and take 
it to the next level," he says. 


RAHUL SACHITANAND IN BANGALORE AND 
E. KUMAR SHARMA IN HYDERABAD 
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Scicom (the latter is a scientific software company 
that he and Srivastava angel-funded). 

Raman Roy, too, hit pay dirt after selling off 
Spectramind to Wipro in 2002 for Rs 400 crore. Last 
year, he invested in a market research services and 
analytics company, Annik Technologies and now, 
armed with a war chest of $200 million or Rs 900 
crore, is looking to buy out a BPO. Alok Mittal too, a 
young middle class irrian, became a millionaire when 
he sold (along with his partner Puneet Dalmia of 
Dalmia Cement family) Jobsahead.com to Monster 
for $9 million or Rs 40.5 crore. 

Therefore, the emergence of rich technology en- 
trepreneurs and successful professionals in India has 
spawned organised angel investing. The Band of 
Angels (BoA), conceived some time in February 2005 
(it’s a concept borrowed from a group of angel in- 
vestors in Silicon Valley also called the Band 
of Angels; see The Valley's Angels), has now 
taken a formal shape. In October, the group 
was registered as a private limited company. 
Now it is looking at building a secretariat and is 
scouting for a professional to head it. 


"We feel the post-bubble funk 
in Silicon Valley has fully 
dissipated and the entrepreneurial 
activity is hitting a full stride here" 


Kanwal Rekhi / Angel Investor 


Institutionalising Angels 

BoA’s aim is to scale up angel investing from an 
individual effort to an organised group activity. This 
has several advantages. First, you can invest in not one 
start-up a year, but in several start-ups. Second, you 
can take advantage of the collective wisdom of a 
large group of investors rather than relying on your 
own hunch to make the investment decision. For an 
individual, angel investing requires a lot of effort 
in identifying and screening the right deal, due dili- 
gence, administration, mentoring and finally making 
the exit. Your deal flow can be as slow as one deal in 
two years. But BoA's model is designed to provide both 
scale and diversification. 

BoA won't be investing big money in start-ups. 
Typically, it will put in Rs 1 crore per company. 
But angel investment is at the top end of risk pyramid. 
So, the typical profile of the person who joins the 
band is that of a multimillionaire and someone who 
has the stomach for risky ventures (the success rate for 
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The band welcomes only those members Who can commit some time for 
mentoring, besides a commitment to invest at least Rs 25 lakh a year in pool fund 
plus Rs 50,000 a year towards administrative costs 


angel investing is just 20 per cent globally). However, 
it is not just about capital. “It’s about nurturing the en- 
trepreneur, and handholding him through the most dif- 
ficult early stage to the first round of vc funding in one 
or two years," says Alok Mittal, co-founder of 
Jobsahead and currently a partner at Baring Private 
Equity Partners India. “Our experience of having done 
it once helps the entrepreneur." So, essentially, the 
band welcomes only those members who can commit 
some time (usually a day in a 
month) for mentoring, besides a 
commitment to invest at least Rs 
25 lakh a year, plus Rs 50,000 a 
year towards administrative costs. 
“But we will not want to welcome 
only money," clarifies Mittal. 

BoA, however, offers flexibility 
to its members. It's not binding on 
every member to invest in a com- 
pany the band finally selects. Here is 
how the system works: Start-ups 
and entrepreneurs need to convince 
at least one member of the band, 
who fine-tunes the plan, and finally 
sponsors the proposal. The band 
will meet every two months (the 
frequency can change depending 
on the deal flow) and consider four 
or five proposals. Each entrepre- 
neur gets 30 minutes to make the 
presentation, including 10 minutes for questions and 
answers. It's likely that only a few of all the angels gath- 
ered there may be impressed with a proposal. That, 
however, is not a problem under BoA's system. There 
is no quorum required for making the investment 
decision. Therefore, even a single member, if he so 
wants, can go ahead and invest in the start-up. 

Take the case of Knowcross, Boa’s first invest- 
ment. The company is promoted by Nikhil Nath, a 
former vc himself (he was a partner at Antfactory), 
and makes guest management software for the hotel 
industry. He was already revenue positive (Knowcross 
has clients like Oberoi and Hyatt Global), but needed 
a small amount of capital (about $500,000 or Rs 
2.25 crore) to take the company to the next level. He 
knew Umen Bewtra, one of the associates of Saurbah 
Srivastava and Mohit Goyal, who introduced him 
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to the duo. Nath got to make a presentation before the 
band sometime in June. On behalf of the band, Goyal 
took the initiative to consult other members (finally 
seven of them decided to invest), got all the transac- 
tion processes like valuation, due diligence, customer 
reference checks done and closed the deal. In 
November last year, the seven angels signed the term 
sheet with Knowcross. Goyal represents ВОА on the 
board of Knowcross, while all seven remain as indi- 





daa د‎ Angels 


du Dee кн: IS FASHIONED AFTER THE 
вла ot Angels in Siicon Valley. It's a formal 

aN) оро of e iei 100 former and current 
te | tives who invest their time and 
cutting edge, start-up com- 
\ ран The Members have either founded 
Şi | one Semiconductor or have 










| :utives at giants such as Sun Microsystems, Hewlett 
Packard, and Intuit. The Band meets every month and considers three start- 
Selection Process. It has seeded 164 start-ups with an investment of 
$117.2 million (Rs 527.4 crore) ever since it was set up in 1994. There 
have been seven IPOs and 42 pro 
Silicon Valley BoA. The Indian clone, then, has a tough act to follow. 








тей each month by a Band Deal 





able acquisitions as exits for the 


vidual shareholders, A nice arrangement. 

BoA is seeking proposals from rr, ITES, high-end 
BPOs, embedded technology, retail and so on, but 
there's one pre-condition: They should be businesses 
that break even quickly. This may change as BoA’s 
membership profile changes. As of now, all the BoA 
members have a technology/rrEs background. Boa’s 
investment horizon can range from two to five years, 
with an exit happening either at the first УС round or at 
the ТРО stage. But BoA doesn't intend to be Delhi-centric. 
It already has members from Mumbai (Jerry Rao and 
Som Mittal), Bangalore and even Silicon Valley. So, the 
idea is to be location-agnostic. “We see a lot of start-ups 
springing up on Mumbai-Pune апа Andheri-Malad 
corridors," says Rao, who plans to expand BoA's pres- 
ence in Mumbai. Finally, young entrepreneurs will 
no longer need a miracle to be blessed by an angel. Ш 
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AD THE BOARD OF 
Control for Cricket 
in India (BCCI) been a 
listed company, it 
would have been 
right up there—with the Infosyses, 
the Reliances and the ТСѕеѕ of this 
world—among the country's top 
wealth creators. Since the beginning 
of this year, the new Sharad Pawar- 
led team at BCCI has sealed deals 
that will see its revenues increase to 
Rs 3,354 crore over four years 
starting March 2006 from 
Rs 359 crore during 2000-2004. 
That's an 834 per cent increase 
over six years. Even the best per- 
formers of India Inc. will be hard 
pressed to match that performance. 
About 80 per cent of this comes 
from the sale of media rights. 

It obviously helps that India is 
the new Mecca of world cricket, 
accounting for 80 per cent of global 
television viewership of 300-350 
million and generating more than 
half its advertising revenues. “Full 
credit to BCCI for being able to 
monetise these eyeballs well," says 
Jamie Stewart, Global Sponsorships 
Manager, International Cricket 
Council (ICC). The cricket-oriented 
television advertising pie in India: 
about Rs 700 crore a year. 

But despite this, Nimbus 
Communications' $612.18-million 
(Rs 2,755 crore approx.) bid for 
the global television rights to Indian 
cricket (2006-10) has raised eye- 
brows. The obvious questions: how 
will it raise this amount? And, can 


it realistically hope to earn a profit? 
“I will not reveal my business plan 
to the media," says Harish 
Thawani, Chairman and promoter 
of Nimbus. 

Zee Telefilms had everyone 
doing double takes when it bid 
$308 million (Rs 1,416 crore) in 
2004; that bid got bogged down in 
multiple litigations between Zee 
and the BCCI, but set the floor for 
any future deals. So, ESPN-Star 
Sports quoted a price of $401.89 
million (Rs 1,809 crore) this time 
around. *We increased our bid 
price after taking into account 
inflation, the good showing of the 
Indian cricket team and the grow- 
ing advertising market," says К.С. 
Venkateish, Managing Director, 
ESPN India. Zee, too, raised its bid 
by $205 million (Rs 923 crore 
approx.) to $513 million (Rs 2,309 
crore approx.). Says Himanshu 
Modi, Business Head, Zee Sports: 
“We bid for the global rights in 
order to bolster our overall 
broadcast business." Explaining 
this, he says it would have given his 


Harish Thawani stunned the world with a 
$612-million (Rs 2,755 crore) bid for BCCI’s 
telecast rights. But his numbers don't seem 


to add up. Can he still deliver on his promise? 
ARCHNA SHUKLA AND KRISHNA GOPALAN 


fledgling channel a flying start; 
given DISH TV, the group's DTH ven- 
ture, an edge over its competitors 
and “allowed Zee to monetise its 
expanding global footprint". 

But, what was the rationale 
behind Thawani's bid? A top 
executive in a media company says 
Nimbus, a Mumbai-based media 
and sports production and market- 
ing company, “has largely remained 
a fringe player in its chosen busi- 
nesses”. Thawani hotly contests this. 
“Nimbus has produced over 5,000 
hours of television programming 
in the past 15 years,” he had told ВТ 
earlier. But, it’s still not counted 


THE THREE 
HIGHEST BIDS 






Nimbus Communications 
(global rights) 


Zee Sports (global rights) 


ESPN-Star Sports (India rights) 
Figures in $ million 


THE HIGHEST DISAGGREGATED BIDS 


BIDDER 


India rights only 
International composite 


India radio only 


a d 


The above four add up to $550.08 million; so, Nimbus has bid about $62 million more than the sum of the parts 


Figures in $ million 


Reliance Entertainmen India Broadband 
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BCCI'S BIG DEALS 


































among the top TV content 
producers. *Nimbus has done 
cricket-related transactions worth 
Rs 6,700 crore over the past five 
years," he adds, but refuses to 
share details. “Nimbus is India's 
leading provider of mobile con- 
tent services,” he claims. “I’m not 
aware of it," says a leading mobile 
content provider. 

А senior BCCI official seems clos- 
est to the mark when he says: *The 
bid looks like a desperate do-or-die 
attempt by him to make a mark. 
This deal might just change his for- 
tunes forever; but if he fails, it won't 
be for the first time." Adds Lalit 

Modi, Chairman of BCCI’s 
Marketing Committee: 
"According to the terms 
"S of the deal, Nimbus has 
| to pay us an advance 
fee of Rs 200 crore and 
provide us bank guar- 
antees of $150 million 
(Rs 675 crore) every 

year for the next 
four years." 





A SENIOR BCCI OFFICIAL SAYS THAT (THAWANI'S) 
BID LOOKS LIKE A DESPERATE DO-OR-DIE ATTEMPT 





Of these, Nimbus has already paid 
BCCI Rs 160 crore and is in the 
process of tying up the remaining 
funds. Where will Nimbus raise 
this money from? Thawani says he 
has no immediate plans of ap- 
proaching the markets. Can he gen- 
erate the revenues to cover this 
amount? “No comments," he says. 

The general consensus is that 
it's going to be a tough ride for 
Nimbus. According to Modi's cal- 
culations, *Nimbus will have to 
generate around $700 million 
(Rs 3,150 crore) to break even"; 
that's because logistics and other 
expenses will add about $90 mil- 
lion (Rs 405 crore) to his costs. To 
earn a 20 per cent profit, he will 
have to generate another 
$140 million (Rs 630 crore). *On 
the face of it, the target does look 
daunting," says ICC's Stewart. “But 
Thawani might have something 
big up his sleeve,” he adds. 

For the moment, all he’s got in 
the bag is a $20-million 
(Rs 90-crore) deal with Sky Sports 
for the ик rights. North America, 
with an Asian viewership of around 
100,000- 150,000, “is quite lucrative 
from the subscription point of 
view," says Stewart. This can, at 
best, generate around $50 million 
(Rs 225 crore) over four years. 
Other markets like South Africa, 
Australia, Fiji, Nigeria, and Greece 
are practically non-starters. That 
means he will, as expected, have 
to generate the bulk of his revenues 
from India. And Thawani is confi- 
dent he can do that. *The global 
economy is in good shape. India 
is also doing well. Several 
sectors, like telecom and 
insurance, will see 
explosive growth; 
companies in these, 

and other sectors, 
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will have to advertise in order to 
reach a pan-India audience. For that, 
cricket is the ideal vehicle," he says. 
For now, Nimbus has tied up with 
nondescript channels like Sahara 
One and Sahara Filmi, launched 20 
days ago, for the ongoing India- 
England series. Sources say the deal 
is that Nimbus markets the airtime 
and gives Sahara 25 per cent of the 
gross. This way, Thawani reaches 
his audience and the channels get 
additional revenues, and more 
importantly viewership. 
According to media buying 
sources, Nimbus, which is selling the 
airtime for both Doordarshan and 
Sahara, went to the market with an 
asking rate of around Rs 3-3.5 lakh 
per 10 seconds for Sahara and Rs 2 
lakh per 10 seconds for рр. Most 
advertisers were not ready to pay 
more than Rs 2-2.5 lakh per 10 sec- 


onds for the satellite channels and Rs 
| lakh for the terrestrial platform. 
“Rates for cricket broadcast have 
stabilised and there can be no com- 
promise there. If that means absence 
says Sunder 


from cricket, so be it,” 
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HE MAN IS STREET SMART. "HE'S THE PROVERBIAL FLY THAT FLIES FROM 

food to food,” says a broadcaster who has known him for several years 
now, candidly admitting that he admires the man. That sums up the par- 
adox of the 46-year-old Harish Thawani—he's admired for his go-getting 
style, but rarely makes it to anyone's list of most popular people in the 
television, broadcasting and sports marketing business. 

The founder of Nimbus Communications, which he set up in 1987, 
Thawani shot to fame in the early 90s when he produced Superhit 
МидаЫа, a countdown show. Since then, he's been in the news off and on, 
mostly for his association with cricket marketing around the world. Nimbus 
marketed the 2003 World Cup, which was held in South Africa (in fact, he 
marketed it worldwide). Earlier, in 2000, he was also in the news for the 
wide media coverage he received for his proposed, but ultimately aborted, 
plan to launch a Rs 200-crore initial public offering (IPO) for his company. 

Thawani is a born dealmaker, say sources, but his formidable skills in 
this department are hobbled by his inability to build teams. “He does not 
care about his employees. It is only power and money that gives him kicks,” 
says a former employee. Thawani’s got plenty of that. In 2005, he sold a 
33 per cent stake in his company to private equity major 3i for $45 mil- 
lion (Rs 200 crore at the exchange rate prevailing then). That means 
Nimbus is worth at least $135 million (Rs 607.5 crore). He's now on to 
the biggest deal of his life; and he looks slightly out of his depth. But not 
even his enemies (and he's got plenty of those, too) are writing him off yet. 


Raman, General Manager of 
Mindshare, who buys media for 
Pepsi. In fact, big cricket advertis- 
ers like Pepsi, Hero Honda, LG, 
Castrol, etc., have chosen to keep 
out of the India-England series this 
time. "This is the first time in five 
years that Pepsi is not advertising 
during a high-profile cricket series," 
says Raman. Reason? *The ad rates 
this time were absolutely unreason- 
able," he says. Adds Hemant 
Sachdev, Director (Marketing and 
Communications), Bharti Airtel: 
“Products have to be relevant in the 
context of price and value, other- 
wise there are always other options 
available in the market and that holds 
true for every business.” 


KRISHNA GOPALAN 


Cricket, incidentally, is no longer 
the only property delivering high tel- 
evision rating points (TRPs). The 
recently concluded India-Pakistan 
cricket series garnered 8-10 TRPs, 
whereas popular serials like Kyunki 
Saans Bhi Kabhi Bahu Thi and 
Kahani Ghar Ghar Ki on STAR Plus 
continue to deliver TRPs of between 
10 and 14. Market sources say 
Nimbus will not be able to net more 
than Rs 45-50 crore from the tele- 
cast of the three Test matches and 
six One Day Internationals (ODIs) 
against England. Meanwhile, the 
telecast has got entangled in a minor 
controversy. “None of the three 
entities (BCCI, Sahara One and 
Nimbus) has permission for live 





“NIMBUS HAS TO GIVE GUARANTEES OF $150 
MILLION EVERY YEAR FOR THE NEXT FOUR YEARS” 


Lalit Modi/Chairman/BCCI's Marketing Committee 
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telecast of the series,” say sources. 
Counters Thawani: “We are using 
Doordarshan’s uplinking facilities, so 
there is no violation of any norms.” 

Such minor procedural glitches 
are inevitable in one-off arrange- 
ments such as the one between 
Nimbus and Sahara One. Over a 
longer term, Thawani says he will 
either create a global cricket net- 
work or buy an existing sports chan- 
nel. But in case he is not able to do 
so, he will have to tie up with a 
stronger broadcaster the next time, 
industry players say. Other chan- 
nels, which had quoted lower 
amounts for the primary bid, are 
unlikely to pay him the premium. “It 
will be unrealistic to expect more 
than $400-410 million (Rs 1,800- 
1,845 crore) over the period of the 
contract,” says Zee’s Modi. “The 
advertising market for cricket has 
plateaued and subscription rates can 
neither be raised nor realised fully, 
due to rampant under-declaration of 
subscription numbers,” says ESPN’s 
Venkateish. Sources say Thawani 
chose Sahara One because the other 
broadcasters refused to play ball 
with him. 

Also, as Modi points out, “in 
2006, India plays only the ongo- 
ing India-England series at home. 
This should bring down the value of 


t s Pawar: Midas touch 
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Sip bs REN a nc hepa ns 


ARISH THAWANI'S NIMBUS COMMUNICATIONS IS NOT THE FIRST COMPANY IN THE 

world to рау eye-popping amounts for media and marketing 
rights of high-profile sporting events. And if it goes belly up in the 
process (which is not really a very remote possibility), it won't be the 
first to do so. Here's a look at two other companies that blazed the 
rather dubious trail in this regard: — | 
International Sports Media & Marketing: ISMM filed for be nkri 
Switzerland in March 2001 after it accumulated over $425. million 





eleison ep Aon be а 


Dassler of Adidas, and one of the biggest sports m: : 
the world at the time of its collapse—had committed $549 mios 





(Rs 2,580 crore approx. at the exchange rate prevailing then) for the 


European and US marketing rights for the 2002 Soccer World Cup and 
$434 million (Rs 2,040 crore) for the Et n rights to the 2006 edi- 
tion of the tournament. It had earlier lost massive amounts on the 
1994 Olympics. It couldn't find enough sponsors and went down under 
А SRN gf unpa dabi: 

to the 2002 and 2006 Soccer World Сире fom ISMM, filed for bank- 
ruptcy in Munich in April 2002, when he, too, couldn't cash in on the 
event as per his expectations. Ambitious plans to foray into Germany's 





lucrative soccer league and the Formula One circuit also came a cropper. 


The group's outstanding debt at the time of colla 





е stood at around 


$5.5 billion (Rs 26,950 crore approx.). 


the rights by at least 10-12 per 
cent." The radio and broadband 
rights can fetch Nimbus a maxi- 
mum of Rs 150-200 crore over 
the period of the contract. Thus, it 
looks like Thawani will net about 
Rs 2,000 crore from these sources. 
But, that will still leave him about 
Rs 1,000 crore in the red. He can 
think of profits only after filling 
this huge hole in his P&L accounts. 
How will he do it? Will he be 
able to recover this money from 
regional markets that he has been 
talking about? *Looks unlikely," 

says a broadcaster. Thawani says 
he will wait for *multiple plat- 
forms to emerge and go in for 
non-exclusive licensing agreements 
with different players to maximise 
revenues". But industry sources 
say this will bring prices down 
further. “Broadcasters pay a 


ARCHNA SHUKLA 


premium for. exclusivity. If the 
same property is available on all 
platforms, why will anyone pay a 
premium for it?" asks Venkateish. 

Thawani, though, exudes 
bravado. "Indian cricket is our 
biggest brand ambassador. And my 
mission is to go live in every conti- 
nent," he says. His mission state- 
ment is laudable. And achieving his 
mission goals may also not stretch 
him too much. But whether he can 
do it profitably is what everyone 
will be watching out for. If he can, 
he'll prove yet again that there's 
no alternative to native intelligence, 
street smarts and business chutz- 
pah. But if he can't—and the odds 
on this seem heavier—he won't be 
the first sports marketer to go belly 
up. But everyone BT spoke to swore 
that if anyone can pull it off, it will 
be Thawani. m 
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The Pre-IPO 
Pricing Рай 


If you thought the price band of the issie ye 
to is discovered via the much-touted book-bul 
process, you could well be wrong. ANAND ADHIKARI 


N MANY WAYS IT WAS AN 
initial public offering (IPO) 
with a difference. When 
Mahindra & Mahindra 
Financial Services Ltd tapped 
the primary market last fortnight 
with a Rs 400-crore issue, it was the 
first issue by a non-banking finance 
company (NBFC) in a long, long 
time. If NBFCs haven't approached 
the markets in the past so many 
years, it's because the industry has 
only recently succeeded in exor- 
cising the ghost of one C.R. 
Bhansali, who left millions of 


depositors high and dry in the 
nineties. Perhaps that may be one 
reason why M&M Financial has 
been pretty liberal with its NPA 








s } 


(non-performing assets) provision- 
ing. For instance, in the first nine 
months (April-December) of fiscal 
2005-06, as per Reserve Bank reg- 
ulations, M&M Financial would 
have had to make a provision of 
just Rs 93.68 crore. Instead the 
company chose to make an NPA 
provisioning of Rs 146.28 crore. So 
any fears of the pricing of M&M's 
12-year-old NBFC getting distorted 
were in a sense belied with that 
show of transparency. 

Yet, in one way though M&M 
Financial’s IPO wasn't too differ- 
ent from all the other offerings 
that flooded the ongoing bull mar- 
ket. Like many of its predecessors, 
the tractor maker’s NBFC too had 


Six Things You Never Knew About ІРО Pricing 





banker), and most often higher. 
Source: Market 


m A private equity player, hedge fund or FII enters at a pre-IPO stage. 
m The entry is six months or a maximum one year before the IPO. 
m The entry is either direct or through a merchant bank. 


m in some cases, the merchant banker discovers the ‘price’ with an 
understanding that an IPO will follow. 


m The company hits the market with an IPO. 


m Price band for the issue, via ‘book-building’, is rarely 
lower than the pre-IPO price (determined by the merchant 
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placed a chunk of its shares with a 
private equity player at the pre-IPO 
stage. One-and-a-half-month before 
the bidding for sale of shares actu- 
ally started, Copa Cabana, a 
Mauritius-based wholly owned 
investment arm of Chrysalis 
Capital, made an entry into the Rs 
400 crore M&M subsidiary by buy- 
ing out 4 per cent equity at a price 
of Rs 190 per share. When the issue 
did finally hit the market, guess 
what was the price band ‘discov- 
ered' by lead managers Kotak 
Mahindra Capital Co. and ABN 
AMRO Securities (India), via the 
much-touted book-building 
process? Rs 170-200 it was, making 
the ChyrsCap subsidiary's entry 





Pre-IPO Placement: A Case Of Perfect Timing 








Source: Offer document 


price the beacon for pricing of 
M&M Financial's IPO. 


Did Somebody Mumble 
"Book-building?" 

Welcome to the primary market's 
best kept secret pertaining to IPO 
pricing: Price discovery actually 
takes place a couple of months 
before the book-building process. 
And it hasn't been that way just in 
the case of M&M Financial. As the 
table above indicates (see Pre-IPO 
Placement: A Case Of Perfect 
Timing), a host of companies has 
been relying on private equity play- 
ers or foreign investors to 
determine the pricing for their IPOs, 
which is invariably higher than the 














initial placement price. Textbooks 
will tell you that private equity 
players typically enter companies at 
an early stage, bringing to the table 
the capital required for growth. 
Textbooks also tell us that these 
investors tend to stick around for at 
least three to four years before 
exiting, often via an IPO. These 
days, though, with the stock market 
indices hitting new highs on a daily 
basis, the private equity tribe isn't 
thinking twice about investing in 
mature companies, with an exit 
route always available in such 
boom times. 

From the point of view of the 
company doing the IPO, this is 
clearly a great way to extract a 











Company Pvt Equity Player Allotment Acquisition Price IPO Date Book Building 
РМК! Date Issue Price 
ABG Shipyard Merlion India Fund/ Sept. '05 Rs 113 per share Nov. '05 Rs 185 per share 
| DD — .à&. ÉÁ kW — — 
Suzlon Energy T. Rowe Price Sept. 05 — 5425 per share '05 Rs 510 per share 
Sasken Nortel Networks April '05 Rs 223 per share Aug. '05 Rs 260 per share 
Mauritius/Nokia 
Growth Partners MVC = n "m 
IL&FS Investsmart SAIF Investment, Jan. '05 Rs 54 per share July '05 Rs 125 per share 
Mauritius & E Trade 
Mauritius za |... ADM 
Allsec Technologies CCRT Intl. MVC Jan. '05 Rs 52 per share April '05 Rs 135 per share 
Gokuldas Exports Ltd Not Disclosed Jan.'05 85330 per share March '05 Rs 375-425 per share 
Shringar Cinema Ltd India Value Fund June-Dec. '04 Rs 32-45 April '05 Rs 53 per share 
Trustee Company/ per share 
India Value Fund 
E  . Man р __ —— a E st 
Indiabulls Financial Farallon Capital Feb. '04 Rs 24.97 per share Sept. 04 Rs 16-19 per share 
Services Ltd Partners LP AS OE Пагоні iu 3 
Four Soft Ltd APIDC Venture Oct. '03 Rs 20 per share Feb. '04 Rs 25 per share 
| _CapitalFund — — — — ЖЕЗ BUM o> 
= Gateway Distriparks Ltd Aranda investments Nov. 04 Rs 32 per share March '05 Rs 72 per share 
(Mauritius), a wholly 
owned subsidiary of 
Temasek Holdings 


maximum valuation in the primary 
market. As Girish Nadkarni, Chief 
Operating Officer (Investment 
Banking & Institutional Equity) at 
IL&FS Investsmart, puts it: “The 
entry of a private equity player 
does not influence the IPO price, 
but definitely helps in bringing 
about some amount of confidence 
in the company." IL&FS Investsmart 
incidentally had made a placement 
to FIIs (foreign institutional 
investors) at Rs 54 per share in 
January 2005, and duly PO-ed in 
July 2005 at Rs 125 per share. In 
private, bankers will tell you that 
the premium an IPO price 
commands is often proportional 
to the pedigree of the private equity 
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player. An IPO that has as an 
investor a high-profile player like 
Aranda Investments (Mauritius), a 
wholly owned subsidiary of 
Temasek Holdings, would com- 
mand a higher premium (to the 
placement price) than most offer- 
ings. For instance, the Temasek 
subsidiary acquired shares in 
Gateway Distriparks at Rs 32 per 
share. The IPO price: Rs 72 
per share. 

To be sure, it’s not just private 
equity players who are gatecrash- 
ing the pre-IPO pricing party. A 
number of hedge funds like 
Farallon Capital Partners, Tiger 
Management LLC, Och-Ziff Capital 
Management and TPG Axon have 
been aggressively sniffing for pre- 
IPO deals. Farallon, for example, 
bought into Indiabulls Financial 
Services at just under Rs 25 per 
share. The company is perhaps 
the only one in recent times to 
IPO under that price, in the Rs 16- 
19 band. That Indiabulls zipped 
away to stratospheric levels 
after that (an all-time high of 
Rs 257 per share, 14 months after 
its listing) is of course another 
story. 

Against a backdrop of such 


"| don't think any price 
discovery is taking place in 
book-building issues because a 
(broad) 20-30 per cent band is 
attached to the price" 

PRITHVI HALDEA /Founder/Prime Database 





heady pricing—pre-IPO, at IPO, and 
post-IPO—the question that needs to 
be asked is: Is there any price dis- 
covery taking place at all in the 
much-hyped book-building process, 
which replaced the fixed pricing 
model seven years ago? Primary 
market tracker Prithvi Haldea of 
Prime Database is fairly clear it's a 
hoax. *I don't think any price dis- 
covery is taking place in book- 
building issues because a (broad) 
20-30 per cent band is attached to 
the price." Gagan Banga, Executive 
Director, Indiabulls, points out that 
pre-IPO pricing is completely dif- 
ferent in nature from that during 
book-building. *The valuation in 
a private equity deal pre-IPO stage is 
based on a longer term horizon 
whereas price discovery in book- 
building takes into account the 
demand and supply at a particular 
price point." 

Interestingly, market sources 
reveal the sudden spurt in рге-ІРО 
deals may be because institutional 
investors can no longer take advan- 
tage of discretionary allotments, 
which were done away with by SEBI 
last August. The market watch- 
dog's investigations had apparently 
revealed that investment banks were 
making "irregular" allotments to 
a clutch of preferred Fils. Since the 
window to "favourable" allotments 
has been shut, institutional investors 
are now taking the pre-IPO route to 
get a good price and a preferred 
quantity. In the Suzlon IPO, not 
only did the ЕП, T. Rowe Price get 
in at an attractive price relative to 
the IPO—Rs 425 as against the pub- 
lic offer price of Rs 510—it also 
succeeded in mopping up a huge 
quantity of shares, all of 37,50,000 
(or 1.44 per cent of the company's 
equity). Had T. Rowe Price waited 
till IPO, it probably wouldn't have 
got the same price, and certainly 
not the same quantity of shares. 
With the markets looking fairly 
valued, it won't be long before the 
private investors begin scouting for 





"An entry of a private equity 
player doesn't influence the IPO 
price, but it definitely helps in 
bringing some amount of 
confidence in the company" 


GIRISH NADKARNI/COO (Investment 
Banking & Institutional Equity)/IL&FS 


exit routes, At the same time, 
though, the grapevine is crackling 
with tales of private equity investors 
and FIIs directly approaching 
unlisted companies—bypassing the 
merchant banker—that have a list- 
ing in the pipeline to work out a 
price. Whilst such investors may 
not be flouting any guidelines via 
this modus operandi, what it does is 
make a mockery of the venerated 
book-building system. Haldea of 
Prime Database would rather prefer 
an “auction method” for pricing 
IPOs where the bidder pays the high- 
est price. “The retail portion could 
be priced by taking into account 
the average of the institutional 
price,” suggests Haldea. The 
Economic Survey of 2006 also 
makes a mention of “shifting away 
from a system of quotas to a non- 
discretionary price discovery 
through a unified auction,” 
although this is more in the context 
of the recent multiple bids for IPO 
subscriptions by scrupulous 
investors in the retail quota. Till 
something of that nature happens, 
promoters, institutional investors 
and merchant bankers will con- 
tinue to run amok. As long as the 
bull run shows little signs of losing 
steam, the pre-IPO pricing party 
will rage on. Ш 
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UNIQUE MIXTURE OF DEMOGRAPHICS (MORE YOUNG THAN OLD) AND ECONOMICS (ONE Ol 
the fastest growing economies in the world) has bestowed India with a large, and grow- 
ing number of Masters, and Mistresses of the Universe, young people who have 
done, and continue to do great things for their companies; high-performers, according 
to the lexicon of some companies; listers or fast-trackers, according to those of others. 
Four years ago, when this magazine embarked оп its, and the country’s, first ever exercise to iden- 
tify India’s Hottest Young Executives, it started by defining young as 40 or younger, but was even- 
tually compelled to relax the ceiling to 42 to make up the number of 25. This year posed no such 
problems. The initial shortlist compiled by polling the country’s most respected executive search 
firms (see How We Did It on page 129) boasted around 100 names. That’s a good sign in more ways 
than one. At one level, it simply means that more companies are willing to trust young and capa- 
ble executives with larger responsibilities. These enhanced roles have become possible because the 
companies themselves are growing, an indication of the overall health of the Indian economy and, 
therefore, the number of super-execs that is 40 or younger, can be yet another proxy that can be used 


to chart the nrooress af a country from develoaning te develaned Clearly we're getting there 
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36/ Chief Operating Officer/ Pantaloon Retail (India) 
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HAT SORT OF MAN WOULD LOVE TO BE CALLED 

that? А man who has stood on the store- 

floor and, by his own admission, “sold 52 

shirts in a single day". A man who spent nights on the 
site while, in his previous job, involved in the cre- 
ation of the first Globus store. A man whose two chil- 
dren love to spend time at the stores their father over- 
sees, thereby, providing him with an easy option to 
balance life and work. And a man who is feted by his 
boss, the notoriously hard-to-please Kishore Biyani, 
India's most successful retailer for his eye for *detail" 
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and “meticulousness”. The man is Ved Prakash 
Arya, a graduate of Indian Institute of Management, 
Ahmedabad, who believes he is where he is (he 
comes from a middle-class family in Jaipur} because 
“people trusted me at a young age”. Well, he has 
proved himself: in the past 18 months he has closed 
two venture capital funds focussed on the retail 
space, a new business for the company; he is 
responsible for all of Pantaloon’s M&A activities; 
and he also oversees all its strategic initiatives. 
AHONA GHOSH 


37/ Managing Director (Wipro Infrastructure 
Engineering) and Corporate VP 

(Brand, Corporate Communication 

and Community Initiatives)/ Wipro 


E IS AMONG THE HANDFUL О! 

individuals reporting to Chairman 

Azim Premji; he has handled crit- 
ical functions, including innovation and 
quality; and there are those who believe 
Anurag Behar, an engineer from Regional 
Engineering College, Trichy, and a man- 
agement graduate from XLRI, Jamshedpur, 
is slated for greater things. It is a good time 
to be heading an infrastructure business, 
says Behar, whose father was їп the Indian 
Administrative Service—his efforts to enter 
the service proved abortive—and he speaks 
warmly of Wipro’s culture that allows peo- 
ple to take on new challenges every few 
years. “Infrastructure is big,” says the mar- 
athoner, who has run in 113 places across 
17 countries. “And (our) quality initiatives 
have reached a level of maturity.” 


VENKATESHA BABU 
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37/ Head (Brand and Marketing)/ Reliance Communications 


HEN ACT 1 IS А 11-YEAR STINT (IN MARKE] 

India's most respected consumer products marketing 

company, Hindustan Lever Limited, and Act 2, 
brief but intense year-long one as the head of marketing 
mobile phone maker Nokia (it sold two million phones last 
year), Act 3 has to be something staggering. In the case of 
Sanjay Behl, a product of Mumbai's Sydenham Institute of 
Management Studies, it is; the man is now in charge of the mar 
keting efforts of all the businesses of Reliance Communications 
(he also has a group-responsibility and will be overseeing th: 
launch of the Anil Dhirubhai Ambani Group's new identity 
over the next few weeks). “I have a chance to establish the cul 
ture here," says Behl, who switched jobs because he was 
impressed by “the mindset and vision of Anil Ambani (th 
Chairman of Reliance Communications)". And telecom, hi 
adds, is the sector to work in, mentioning, only half in jest, that 
it is “the chaos in telecom” that keeps him going. “Thi 
explosive growth in telecom is what gives me a kick." 


KRISHNA GO 
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38/ Vice President (Finance) and CFO/ Tata Steel 
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E IS THE HOTTEST YOUNG EXECUTIVE IN 
India," says B. Muthuraman, СЕО, Tata 
Steel, of his CFO. There's more than just 
а CEO's pride in that statement: A chartered acc- 
ountant, Koushik Chatterjee was the man res- 
ponsible for Standard & Poor's rating Tata 
Steel two notches above India's sovereign rat- 
ing. He leveraged this rating to raise $1 billion 
(Rs 4,500 crore) at a competitive rate, some- 
thing he will have to increasingly do as Tata 
Steel moves towards its goal of becoming a 
global steel major, a goal that will require 
investments of $23 billion (Rs 1,03,500 crore) 
over the next 10 years. Chatterjee’s only regret 
is that this means even less time to teach (which 
he did at XLRI while posted in Jamshedpur). 
RITWIK MUKHERJEE 


SOUMIK KAR 
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HILE IN HIS TEENS, FRANCISCO D’SOUZA TAUGHT 
himself programming to make some money on 
the side as a contract coder. At 24, he was 
already a co-founder of Cognizant Technology Solutions, 
an American IT services company that was created to 
leverage the India advantage. Today, he is Chief 
Operating Officer of the same company and his CEO, 
Lakshmi Narayan, says, “Francisco has built the front- 
end (client-facing) organisation of Cognizant, which 
clearly differentiates us from other offshore players.” In 
an industry where the ability to manage cultural diver- 
sity is becoming increasingly crucial, D’Souza himself is 
a bit of a cultural chameleon. He was born in Nairobi 
and has studied all over the world, fallout of his father’s 
job; the man was with the Indian Foreign Service and 
believed that his son would be better off studying at local 
schools rather than the international ones that diplomats 
prefer. Armed with an MBA from Carnegie Mellon, 
D’Souza signed up with Dun & Bradstreet; then, helped 
build Cognizant. “I am just part of the cultural system 
that nourishes talent,” he says modestly. 
NITYA VARADARAJAN 
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Brewing exciting new flavours of life 


Come to a paradise where nature has left its mark in every walk of life 
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Vinod Dasari 
39/ C00/ ASHOK LEYLAND 


Е HAS A US PASSPORT. YET, ONE 
reason Vinod Dasari moved 
from Cummins was because 
he had done so well that the company 
wanted him back at HQ. Dasari went to 
the US when his family emigrated in 
the 1980s. With an MBA from Kellogg, 
he went to work for Timken which 
sent him to India to turn around its 
operations; he did and that merited a 
transfer back to the us. He moved to 
Cummins in 2002 when the company 
offered to send him to India to turn 
around its operations. At Leyland, 
Dasari is looking forward to helping 
the company take on multinational 
rivals. *The next big product we'll 
launch will be a bus to take on Volvo 
and beat it," he says. 
KUSHAN MITRA 


G KRISHNASWAA!Y 
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39/ Senior General Manager and Head (International Banking 
and Global Markets Group)/ ICICI Bank 


E DREAMT OF WORKING FOR THE TATA GROUP, AND DID 
work for Tata Motors for two years after qualifying 
as an engineer. Then, he left to acquire a postgradu- 
ate diploma in management from Indian Institute of Man- 
agement, Bangalore, because he got bored. “I want a job that 
will charge you up to come back the next day," says Bhargay 
Dasgupta. His present job at ICICI Bank, an organisation he has 
been with (it was ICICI, actually) since 1992, should do that. 
Dasgupta is the man in charge of expanding the bank’s 
international footprint. At the end of 2005, ICICI Bank's 
international business (some $7 billion or Rs 31,500 crore) 
accounted for 15 per cent of its total business; by 2008, this 
proportion, says Dasgupta, will be 25 per cent. “Initially, we 
tollowed our customers and tried to be the bank for non-res- 
ident Indians,” says the man, who travels 15 days a month, 
“but in the past year-and-a-half, we have targeted the non- 
Indian community and in Canada and the uk, 70 per cent of 
our new customers are not Indians." 
MAHESH NAYAK 


40/ CEO/ Bajaj Allianz General 
Insurance Company 
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N SOME WAYS, KAMESH GOYAI 
isn t someone you'd expect ro be 
the CEO (he has no MBA; isn't 
an engineer; and graduated in 1986 
from Delhi's St Stephen’s College) 
of an insurance (he is much too 
young; surely, someone who is just 
40 cannot head an insurance firm?) 
company. Then, Goyal was the 
youngest recruit of New India 
Insurance in the state of Delhi (he 
signed on when he was 22), and 
presides over an organisation of 
1,700 with an average age of 26. 
“We have a flat organisation struc- 
ture," says Goyal who moved to 
Allianz from KPMG (to which he 
had moved after almost nine years 
with New India) in 1999, in prepa- 
ration for the sector being opened 
up to the private sector, something 
that eventually happened in 2000. 
“Insurance is changing completely 
from the perspective of customers,” 
says Goyal, who is convinced that 
health insurance is the next big 
opportunity for insurers. Already, 
Bajaj Allianz is the most profitable 
private sector general insurer and it 
is a close #2 to ICICI Lombard in 
terms of business (among private 
sector players). 
ANAND ADHIKARI 
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KALYAN CHAKRAVORTY 
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E SHOULD HAVE ENDED UP AS A CHARTERED 

accountant, but the self-confessed urge to do 

something “different and exciting” saw Tarun 
Katial jump into the world of advertising where he spent 
a fruitful three years with agencies such as Saatchi & 
Saatchi, Enterprise Nexus, and Ogilvy & Mather. “1 
enjoyed my work, but wasn’t too happy,” says Katial, 
implying that his itch wasn’t satisfied. Then, television 
happened. Spotted by Sameer Nair, the Chief Operating 
Officer of STAR TV, Katial spent five years with the 
company, but these were the years when the flagship 
channel of the network, STAR Plus, became India’s 
most successful entertainment channel (it remains that 
today with over 40 of the top 50 shows in terms of rat- 
ing points). Katial was very much involved with the 
launch of Kaun Banega Crorepati, the game show that 
changed the face of Indian television and a clutch of 


Balaji Telefilms weepies. “My perception was that for 
any product to cut ice with Indian viewers, it would 
have to be rooted in Indian values,” remembers Katial. 
In 2000, STAR, impressed by the young man, pro- 
moted him to its Asia team, but Katial didn’t want to 
move to Hong Kong; instead, he chose to move to rival 
Sony Entertainment Television. “Our entire team tried 
to stop him as he was an asset to us, but he had made 
up his mind,” says Peter Mukerjea, CEO, STAR TV. 
Katial worked his magic at Sony as well with soaps such 
as Jassi Jaisi Kohi Nahin and a talent show, Indian 
Idol, modelled on American Idol. Then came an offer 
from the Anil Dhirubhai Ambani Group (through 
Adlabs) to head its FM operations (it acquired 44 licences 
recently) and Katial, who feels “this stint could be 
extremely challenging”, jumped at the opportunity. 
ARCHNA SHUKLA 





Manish Kejriwal/ 37/ Temasek Holdings Advisors India Pvt. Ltd 


Billion Dollar Dealer 
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RY THIS FOR PEDIGREE: HE GRADUATED FROM 

Harvard Business School and went to work 

for McKinsey & Company, arguably, th« 
world's best-known and most-respected consulting 
firm where he spent nearly a decade. He is married 
to Sunaina, the daughter of Bajaj Auto Chairman 
Rahul Bajaj. And he now heads the Indian arm о! 
what is probably Asia's most aggressive private 
equity player, the Singapore government-owned 
Temasek. In two years, Kejriwal and Temasek 
have invested in companies such as TCS, Apollo 
Hospitals, Matrix Laboratories, Gateway 
Distriparks, Welspun India, Mahindra & Mahindra, 
ICICI, Reliance Capital, Shringar Cinema, ICICI 
OneSource, and several others. By some estimates, 
Temasek's investments in India, over the past two 
years that the fund has been active in the country, 
exceed $1 billion or Rs 4,500 crore. Along the way, 
Kejriwal, a regular swimmer who is also into scuba 
diving and sailing, has earned the reputation of 
being possessed of a golden touch. And despite the 
number of deals closed by Temasek over the past 
two years—around 12—Kejriwal wouldn't mind if 
Temasek were to do fewer deals in India, as long as 
he and his predominantly young team can adc 
some value to the investee company. The media-shy 
Kejriwal (he is otherwise completely into news, 
whether at his 11th floor office in Mumbat’s busi 
ness hub Nariman Point or at home, where he 
watches either CNN or BBC) works hard and keeps 


, 
| 
i 


a punishing schedule, but takes time off to spend 
with his wife and three-year-old son, read, oi 
watch the latest from Bollywood. The sectors on the 
man’s radar right now: banking, telecom, auto, IT, 


BPO, pharmaceuticals, and export-based businesses. 


ANAND ADHIKARI 
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40/ Managing Director/ Warburg Pincus India 


HEN, IN 1995, RAJESH KHANNA SIGNED ON 

with private-equity major Warburg Pincus, 

he did not really know what private equity 
was. "The first two years were spent learning what 
private equity was and what Warburg Pincus was 
about." Well, Khanna, a chartered accountant who 
worked with Arthur Andersen for a couple of years 
before going off to enrol at Indian Institute of 
Management, Ahmedabad (he worked with Citibank 
for a while before switching to Warburg Pincus), has 
learnt quickly. Today, Warburg has a clutch of 
investments in the country, is among the most 
respected private equity players around, and Khanna 
has had, and is having, a lot of fun. *For me, the 
kick has been in investing in companies like Moser 
Baer, Gujarat Ambuja, Max India, Nicholas Piramal, 
Kotak Mahindra Bank and HDFC,” he says, sin- 
gling out Max India as the most complicated deal he 
has closed (it required an approval from India’s 
Foreign Investment Promotion Board). “I believe 
strongly in India's growth story,” says Khanna. It 
shows: 10 per cent of Warburg Pincus' assets are 
invested in India. For the record, the firm's other 
Managing Director, Pulak Prasad, also features in 
this listing (see page 118). 


KRISHNA GOPALAN 





Hemant Mallik 
39/ Head (Marketing)/ ITC Foods 


The Perfect Pitch 


IC FOUND HEMANT MALLIK AND VICE VERSA 
under a tree on the Joka campus of Indian 
Institute of Management, Calcutta, during 
placement season in 1989, Placements weren’t as 
organised as they are now, and several senior 
execs from blue-chip companies found themselves 
waiting for a room where they could interview peo- 
ple. The manager from ITC, recalls Mallik, who 
cannot remember the man’s name, just led the 
group of people he was to interview to a shaded 
spot under a tree, and started the process. “That 
ability to think on his feet and solve problems 
rather than blame the system impressed me,” 
he says. It impressed him enough to sign on with 
ITC and stay with it since, and enough to treat it 
as a tenet of sorts, first while marketing cigarettes 
and recently, while helping the company find its 
feet in the competitive consumer?foods space. 
Today, rrC's foods business boasts a turnover of 
over Rs 700 crore (think brands such as Kitchens 
of India, Candyman and Sunfeast). “The credit 
goes to the team,” says a modest Mallik, “I 

have just played my role.” 
VENKATESHA ВАВ! 
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38/ Country Managing Partner and CEO/ Ernst & Young India 





* 


AM A STAID GUY," DECLARES КАЛУ MEMANI, PROF- 

tering his tastes in music (Hindustani; Pandit Jasraj 

is a favourite), literature (he is reading Amartya 
Sen's The Argumentative Indian) and leisure activities 
(spending time with wife and son) as evidence. Well, 
there is nothing staid about the company he heads, a 
large professional services firm that, apart from being 
among the country's biggest auditors, is also among its 
biggest corporate financial advisers (in terms of deals 
closed, it is among the top three i-banks in the country). 
Nor can the word be used to describe his stint as CMP. 
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His elevation to the top post, superseding several oth- 
ers, was not really smooth; then, some senior partners 
who had signed on from Arthur Andersen left, again in 
circumstances that were not really pleasant. *That 
year, 2004, was one of the most challenging in my life," 
says Memani. The Delhi boy (he went to school at Delhi 
Public School, studied commerce at the city's Shri 
Ram College of Commerce, and then qualified as a 
chartered accountant), who believes only the para- 
noid survive has, er.., survived, and thrived. 

ASHISH GUPTA 
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Tata Consultancy Services, India's first US$ 2 billion 
software company, is ranked among the world’s top 10 

IT consultancies. TCS set up its UK operations in 1975, 

and now has 8 offices and experts working at over 50 client 
locations across UK. Honoured with UK Trade & Investment's 
Special Recognition Award by Prime Minister Tony Blair 

in 2005, TCS is also Ferrari's Technical Partner. 
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A Ferrari powered by engine software from Tata Consultancy Services 
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VIVAN MEHRA 


38/ Chief Marketing Officer/ Yum Restaurants International 


OT TOO MANY YOUNG ACHIEVERS CAN CLAIM, 

like Arvind Mendiratta justifiably can, that 

they know what women want. Between 2003 
and 2005, when he was Head of Marketing at 
Whirlpool, he orchestrated a campaign along the same 
theme that, he says, helped the company increase its 
market share in the refrigerator and washing machine 
category from 20 per cent to 25 per cent. “Durables is 
an extremely competitive business and even a one 
percentage point increase in share is a big achieve- 
ment,” says Mendiratta, an engineer from Indian 
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Institute of Technology, Delhi, who then took the 
road more travelled to graduate from Indian Institute of 
Management, Calcutta. Then came a long stint with P&G 
in India, Bangkok and Singapore, the highlight of 
which was the India-launch of detergent brand Ariel, two 
years at Marico, his first shot at heading the marketing 
function of a company, and then Whirlpool. *Retail is 
an emerging sector and Yum is a leading chain trying to 
reposition its Pizza Hut and КЕС brands in India," he says. 
“I thought it could be a challenging project to work on." 

ARCHNA SHUKLA 
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SOUMIK KAR 


40/ DEPUTY CEO/ RADIO MIRCHI 
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E STARTED FROM SCRATCH SIX YEARS 
ago, and today, we can claim to be 
one of the largest media vehicles in 
the country with an audience base of 13 mil- 
lion,” says Prashant Panday. “Even The Times 
of India can’t boast this kind of consumer 
base.” If Bennett Coleman & Company Limited 
(BCCL), the publisher of The Times of India, is 
unlikely to take offence at that statement, it is 
because Panday works for it and is speaking of 
Radio Mirchi, an FM station owned by its sub- 
sidiary, Entertainment Network India Limited 
(the company recently made an IPO). “Prashant 
is an excellent brand manager," says the com- 
pany's CEO A.P. Parigi. Panday's and Radio 
Mirchi's success can be attributed to the for- 
mer's approach to media-marketing: identify the 
target audience, come up with a relevant mar- 
keting strategy, and then think about the con- 
tent. If that sounds like a marketing-heavy ap- 
proach, it is because Panday, an engineer who 
graduated from Indian Institute of Manag- 
ement, Bangalore, believes “all you need to 
do is get your marketing formula right". Well, 
he's done that at Citibank, Pepsi, HLL, and 
now Radio Mirchi. 
ARCHNA SHUKLA 
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38/ Managing Director/ Warburg Pincus India 
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T WOULD HAVE BEEN A CRIME TO HEADLINE THIS 

any other way. Pulak Prasad is the man who took the 

call, in 1999, to invest in Bharti Tele-Ventures 
(between September 1999 and July 2001, Warburg 
invested $292 million in Bharti). In 2005, the company 
sold its last shares in the telco; all told, it made a profit 
of about $1.3 billion (Rs 5,850 crore). Prasad downplays 
his role in the deal, saying only that it began with a cold 
call to Akhil Gupta, Bharti’s CFO, and he is quick to add 
that “the key reason for its (Bharti’s) success is Sunil 
(Mittal) and his team”, but Warburg Pincus’ role in 
Bharti, in terms of helping the company evolve the 
appropriate strategy, and adhere to the highest standards 
of corporate governance, cannot be discounted. Prasad, 
a product of Indian Institute of Technology, Delhi, 
and Indian Institute of Management, Ahmedabad, en- 
tered the world of private equity by chance—he was a 
consultant at McKinsey when he received a call from a 
headhunter—but he likes what he is doing. “Over the 
next 10-15 years, I see myself doing nothing but this,” 
he says. “It’s my passion.” 
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37/ Managing Director/ Reebok India 


UBHINDER IS ONE SHOE-MAKER WHO HAS MADE BIG 

promises and kept them all,” says Vishnu Bhagat, 

CFO, Reebok India, referring to the adage (popu- 
lar in this country) about promise-breakers being shoe- 
makers. That may just be a peer’s approval—Bhagat and 
Subhinder Singh Prem signed up with Reebok around 
the same time, in 1995 —or it could be a numbers-man 
admiration for, er.., numbers. Between 2003, when 
Prem took over, and now, Reebok India has grown its 
business 150 per cent from Rs 160 crore to Rs 400 
crore. Prem himself, a graduate of Delhi’s Shri Ram 


College of Commerce, who then headed off to IM! 
Ghaziabad, for an MBA, credits the growth to his team. 
The man believes he was destined to be in the sho 
business: he started off with Ranbaxy, but moved 
quickly to Mescos (it had a shoe business in the early 
1990s), then Reebok, where he started off as Footwear 
Manager. In 2004 and 2005, Reebok India was named 
the best subsidiary within the Reebok system, “a ma 
jor achievement,” according to Prem. “There are 
many emerging markets we compete with.” 


‘ARCHNA SHUK 
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40/ General Manager and Head (Mortgages and Real 
Estate)/ ICICI Bank 


OT TOO LONG AGO, HDFC WAS THE MARKET 

leader in the retail mortgages market. ICICI 

Bank was not on the horizon. Today, ICICI 
Bank is the market leader with a 32 per cent market 
share. Rajiv Sabharwal can take some of the credit for 
that. When, in what was then ICICI, he moved to the 
mortgages department in 2001, disbursements were 
a mere Rs 100 crore a month. Today, the corre- 
sponding number is Rs 2,500 crore. “The market is 
large out there,” says Sabharwal, “and there 15 a 
huge demand waiting to be met.” In some ways, the 
man has the right background for the job of reach- 
ing out to people across the country (ICICI is famous 
for the reach of its retail mortgages products). 
His first job, after he graduated from Indian 
Institute of Management, Lucknow, was with 
Godrej GE which sent him to Haryana to sell re- 
Irigerators. Sabharwal has developed strong rela- 
tionships with developers and launched new prod- 
ucts but, in a country where a home is still one of 


those once-in-a-lifetime purchase, the man will 
be remembered for funding dreams. 
ANAND ADHIKARI 





Dan Sandhu 
37/ CEO/ Vertex India 


BPO-boomer 


N SOME WAYS, THE STORY OF DAN SANDHU IS 

that of a typical new-age Indian. Sandhu is 

UK-born, qualified as a chartered accountant, 
and while at Leeds Business School, promoted a 
rock band and launched a radio station айе: 
wards. He worked for a media firm for some 
time, but then met the founders of a business 
process outsourcing firm, 7C, in 1998, He joined as 
the Head of Finance, moved to start up the Indian 
operations with just over 50-employees, and in 
December 2002, when the company was ac- 
quired by Vertex, he was asked to stay on as 
head of Vertex India. Today, Vertex India has 
over 2,200 people on its rolls and thanks to 
Sandhu’s innovative HR practices—signing up 
entire families in the workforce, being driv en to 
work occasionally in the CFO's Mercedes, being 
served lunch by a senior manager—retention is 
among the highest in the industry, “People stay in 
work because of people,” says Sandhu, who is also 
emerging as a face of the BPO industry because of 
his involvement with NASSCOM. “It is more or 
less the same work and money elsewhere.” 


SHALEEN AGRAWAIT 
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Interested professionals can send their CV to : 


Dean, XLRI, CH Area, Post Box 222, Jamshedpur, 831001 on or before 
April 9, 2006. 


You can also apply online : http://www.xlri.ac.in/scripts/online job form.php. 
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Deepak Sogani 


FOCAL POINT 


E WAS THE FIRST PROFESSIONAL IN THE 
finance function at Patni. Eight years 
ago, when Deepak Sogani signed on— 
he was advising Patni then in his capacity as an 
independent consultant—his mandate was clear: 
transform Patni from a diversified family-held 
business to a widely-owned, pure-play IT services 
one. And the irr-Delhi, IM-A (1991) alumnus has 
been turning it on ever since. His first task was 
to de-merge the non-core businesses like hard- 
ware, after which foreign investors began sniff- 
ing around for a stake. First came GE, investing 
roughly $15 million; then, in 2002, General 
Atlantic Partners pumped all of $100 million (Rs 
490 crore then) into the company, making it the 
largest private equity deal in the world in that 
year. “The GAP deal was challenging,” says the 
former investment banker, explaining that the 
needs of the family and other stakeholders had 
to be balanced. In 2004, the company made an 
IPO; the same year, it acquired Cymbal, a 
California-based, telecom-focussed fr services 
player for $68 million (Rs 306 crore then); 
and last December, it listed on the New York 
Stock Exchange. “We still have some more dis- 
tance to travel,” says Sogani, who has seen 
Patni grow from a $30 million company to a 
$450 million or Rs 2,025 crore (as of December 
2005) one. 
BRIAN CARVALHO 
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FOCAL POINT 


31/ Director (Sales)/ GE Capital Aviation Services 


High-flier 


HEN GECAS DISCOVERED AASHISH SONAWALA WAS 
part of this list, the person most excited was 
not the man himself, but his boss, Bill Blair. 
That can only be an indication of how good a job 
Sonawala has done. In the past year alone, GECAS, the 
world's second largest aircraft lessor after ПЕС, has 
placed aircraft worth over $2.5 billion (Rs 11,250 
crore) in the Indian market, the world's second hottest 
after China. Sonawala, who has been a cr-lifer (he 
signed on after he finished his MBA from Boston 
University), attributes part of the company's success 
to GE's historical presence in the Indian aviation market 
(through GE Aircraft Engines) and part of his individual 
achievements to the company's culture. “This is a truly 
global company; this is not an American company op- 
erating across the world," he says. With the Indian 
aviation sector expected to grow at between 20-25 per 
cent over the next few years, Sonawala expects to be 
fairly busy over the next few years as well, “If the 
Finance Minister wants 8-10 per cent growth, avia- 
tion will have to play a key role, and so will we." 
KUSHAN MITRA 
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Pankaj Srivastava 
36/ CFO/ Kodak India 


HAT FINANCE PROS HAVE A 

role, a significant one, to play 

in the success of marketing- 

heavy consumer products compa- 
nies is borne out by the success of 
Pankaj Srivasatava, an engineer from 
Delhi College of Engineering and 
alumnus of Indian Institute of 
Management, Bangalore. Since he 
signed on with Kodak in 2001 as 
the Head of Finance of the con- 
sumer imaging business, Srivastava 
has re-engineered the company’s 
supply chain and inventory man- 
agement systems, just the kind of 
thing that makes CEOs happy. “He 
keeps a business perspective in mind 
while taking financial decisions,” 
says Ravi Karamcheti, Managing 
Director, Kodak. Not surprisingly, 
Srivasatava, named Chief Financial 
Officer this year, admits that “the 
opportunities given to me by this 
company have been tremendous”. 
AHONA GHOSH 


SOUMIK KAR 
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34/ Senior Director (India HR)/ Accenture 


HERE ARE FEW PEOPLE IN THE IT SERVICES SPACE THAT CAN 
claim to have worked for the same company. There are 
fewer still who can claim to have been made Head of HR at 
27. Rahul Verma can, on both counts. In 2001, when Accenture 
(then known as Andersen Consulting) decided that it was time to 
scale up its operations in India, and pay some obeisance to that *off- 
shoring’ trend that had created several of its Indian rivals, it had a 
workforce of just around 200 in the country. Today, it employs 
16,800; Verma, a graduate in economics from Delhi University who 
went to Pune's Symbiosis to specialise in personnel management, has 
overseen that growth. The son of academics (his parents are both 
Ph.Ds and met while studying in what was then the USSR), Verma 
could have been expected to become an engineer or a doctor. The 
man himself had other plans; he had always considered himself a peo- 
ple's person. “HR is not a staff function, but a line one,” he says, 
something that is particularly true of the ІТ services business. 
Part of Verma's success can be attributed to his philosophy of try- 
ing to solve any problem from first principles (as opposed to 
just accepting conventional wisdom). For instance, when Accenture 
felt the need to hire more people, Verma's approach suggested that 
it first hire HR pros, who could then help the company scale up its 
operations. Rather than hire mid- and senior-level HR execs from 
other firms, Accenture hires young people on the basis of a screen- 
ing test and their aptitude for HR, and then puts them through a cus- 
tomised Accenture-XLRI two-year weekend course (Accenture pays 
for part of it) even as they learn on the job during the week. 
"Create, don't borrow or steal," says Verma, who was rejected twice 
by XLRI when he was trying to specialise in HR. "All of us appreci- 
ate the insight and the strategic view Rahul brings to the table," adds 
Chet Kamath, Managing Partner, Accenture India. 
VENKATESHA BABU 
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special 


Gopal Vittal 
39/ Regional Category Vice President, Asia, 
(Fabric Cleaning)/ HLL 


Uber-salesman 


UMESH GOSWAMI 


OR 16 YEARS NOW, EVER SINCE HE GRADU- 
ated from Indian Institute of Manag- 
ement, Calcutta, in 1990, Gopal Vittal has 
worked for the same company, Hindustan 
Lever Limited. Ask him about that and he will 
quickly clarify that his association with the 
company dates further back; after his gradua- 
tion from Madras Christian College, he worked 
with Brooke Bond (which merged with HLL 
in 1996) for a brief while (saving enough 
money for a vacation to the North East of the 
country, that he still recollects fondly) before 
moving on to IIM-C. Today, he travels for 16-17 
days a month (work-life balance maintained by 
the fact that his wife, Ireena, is also a fast- 
tracker at a consulting firm) and has a region- 
wide responsibility that he is thrilled with. 
"The kick comes from dealing with different 
cultures, like in Thailand and Philippines," he 
says. Vittal recollects the relaunch of Lifebuoy, 
between 2001 and 2003, fondly. *The period 
was a turnaround for the brand," he says. 
*Since then, its turnover has doubled." And his 
responsibilities, many times over. 
KRISHNA GOPALAN 
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METHODOLOGY 


How We Did It 


OW DID BUSINESS TODAY IDENTIFY THE 25 HOTTEST 

Young Executives in the country? As a first 

step, we solicited the participation of the coun- 
try's largest and best-known executive search firms. 
Five of the firms (the same five that had participated in 
the last edition of the survey)—Accord, Shilputsi, Ma Foi, 
Stanton Chase and Transearch—agreed to participate in 
the exercise. Each was asked to create a list of executives 
who were 40 or under, who had consistently been on the 
fast-track in their respective firms, and who had done 
something of note in the past 18 months. The firms were 
asked to exclude those individuals that had already 
appeared in earlier editions of the study. A team of 
Business Today editors created a shortlist of around 
100 from the individual listings sent across by the 
search firms. In late February, senior editors of the 
magazine and the heads or senior partners of the search 
firms met in Mumbai to discuss the entries in the short- 
list. The criteria: an age of 40 or lower, currently 
employed (not between jobs), a consistent track record, 
and a significant achievement in the past 18 months. 
Other factors considered included the size and the com- 
plexity of the business their companies were in, and 
their impact on their companies and industry as a whole. 
While due care was taken to ensure enough representa- 
tion for all sectors, no quotas were set. The result: the 
third listing of Br's Hottest Young Executives in India. I 





Bringing it all together: (Seated left-right) Transearch's Atul 
Vohra and Accord's Sonal Agrawal; (standing left-right) 

Ma Foi's К. Pandia Rajan, Shilputsi's Purvi Sheth and 
Stanton Chase's Venkat Shastry 


YYY XMIINNIIOS 
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ireena Vittal/ 37/ Partner, McKinsey & Company 
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UMOUR OF THE SELF-DEPRECATING KIND IS A 

welcome trait in a man or a woman. It is 

doubly welcome in a successful woman who 
works for the world’s best-known consulting firm, 
McKinsey & Company. “Business,” says Ireena Vittal, 
who calls McKinsey a terrific university where one 
works for the best clients and hires the best people, “is 
simple; we complicate it." Well, since 1996, when 
she signed on with the firm, she has been ‘complicating 
it’ in sectors such as retail, consumer goods and energy, 
and ‘complicating’ it successfully at that. No one in 
India, she claims, has a successful model (for retailing) 
because “the consumer is always ahead of you”. “No 
one has a format that will work," she adds. The job, 
despite having spent 10 years on it, is still fun, says 


Vittal, because she is “still learning". Even her stints with 
Nestle (her first job) and Max (she helped launch 
Max's mobile telephony service in Mumbai), she 
claims, were good learning experiences. “At Max, we 
had about 90 days to launch the brand in Mumbai and 
we knew nothing about the category," she recalls. 
The lady, who travels for around 12 days a month 
(made bearable by the fact that husband Gopal, too, 
travels a lot), still manages to catch up with her reading 
(no management books for her please; "they're boring") 
and believes that this is a good time to be in India. “To 
me, the present is important," she says. *I think we in 
India are lucky to be alive at a stage considering the 
amount of action that is taking place." 

KRISHNA GOPALAN 
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The Party Will Continue 


Rising interest rates are not about to puncture the loan-fed consumption boom. 
There is enough of a cushion built into the system. 





RBI: Providing a rate cushion 


" US Fed rate at 4.5 per cent, may go 


ws Danger of commodities-Ied inflation stil 
alae 


m Capacity expansion in every sector of the 





т Depositors moving away from banks, alter- 
native sources of investment for depositors 


HE INTEREST RATE CYCLE IS 

| beginning to turn, taking the 

economy slowly away from 

the low rate regime that has con- 

tributed so much to the current 

consumption-led economic boom. 

Not surprisingly, there are fears that 

the retail segment, the biggest ben- 

eficiary of soft rates, may well be 
the worst loser. 

Interest rates are rising because 
deposit rates are rising. And that’s 
because of stiff competition amongst 
banks for, ironically, low cost 
deposits. The lacklustre growth in 
bank deposits is quite evident from 
the figures put out by the Reserve 
Bank of India (RBI): in January 2006 
alone, deposits grew 17 per cent 
year-on-year; the comparative credit 
growth was 32 per cent. 

In fact, deposit rates have moved 
up from 5.25-6.5 per cent in April 
2005 to 5.5-7 per cent now. Lending 
rates for housing, car and personal 
loans have moved up marginally 
from 7.5 per cent, 8.75 per cent and 
12-13 per cent, respectively, to 8 
per cent, 9.50 per cent and 13-14 per 
cent during this period. 

However, the tax relief on fixed 
deposits announced in the 2006-07 
Budget has put some sheen back on 





Creating Boom II 


The proposed Rail Freight Corridor will result in huge 
business and job opportunities across the country. 


ALU PRASAD YADAV AS AN ICON 
[ - economic liberalisation? No; 
it isn’t a bizarre joke. The 
Railway Minister, who is hardly any- 
one’s idea of an economic messiah, 


may still end up as one of the faces of 
the great Indian growth story. But 
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we're getting ahead of ourselves. 
Let's start at the beginning: the 
Golden Quadrilateral and the North- 
South and East West corridors kicked 
off the current economic boom. And 
the hectic real estate activity across 
the country is playing a large role 


SHOME BASU 


this instrument and is expected to 
ease the competition among banks to 
mobilise deposits at increasingly 
higher rates. Among other reasons, 
stiffer provisioning norms mandated 
by the impending implementation 
of Basel II norms (from December 
2006) are also putting pressure on 
the liquidity of banks and exerting 
upward pressure on lending rates. 

The next monetary policy, due 
out in April, will provide a more 
precise pointer to the direction of 
interest rates. Experts, however, feel 
the robust growth of the economy 
will discourage RBI from hiking 
interest rates aggressively. In the past, 
too, it had adopted a hands-off policy, 
even when the inflation rate soared to 
over 6 per cent on the back of rising 
global crude oil prices. So, history 
suggests a hands-off approach yet 
again. And finally, analysts say rising 
income levels can absorb the shock of 
at least another one per cent hike in 
lending rates over a period of one 
year. Things will get sticky only when 
housing, car and personal loan rates 
cross 10 per cent, 12 per cent and 
18 per cent, respectively. Till then, 
there is little fear of high interest rates 
puncturing the boom. 


ANAND ADHIKARI 
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struction industry has linkages with 
more than 200 others; so, its good 
fortune rubs off on them. The 
Railway Ministry’s decision to set 
up a dedicated Rail Freight Corridor 
promises an encore of this story. 
The proposed corridor, which 
will cost an estimated Rs 22,000 
crore, will result in a two-fold gain 
for the economy. The direct financial 
impact of such a massive and pan- 
Indian investment will immediately 
result in huge job opportunities and 
profits across hundreds of sectors. 
“And smoother movement of freight 
can lead to a 30 per cent lowering of 
transaction costs,” said Kapil Anand, 
CEO of Gateway Distriparks, one of 
the applicants for the container busi- 
ness that has recently been thrown 
open to the private sector. 
Implications: cheaper goods for India 
Inc., higher sales and more exports. 
“Tt will lead to tremendous efficiency 
gains,” agrees Urjit Patel, Executive 
Director, Infrastructure Development 
Finance Co, “but much will depend 
on issues like whether land has to be 
acquired afresh for the project or 
whether it can be built on land 
already owned by the Railways.” 
Adds Suneet Maheshwari, Executive 
Director, SREI Infrastructure Finance: 
“A shortage of wheel-sets for wagons, 
however, may cause bottlenecks.” 
At present, wheel-sets are manufac- 
tured only by the Railways. A senior 
Railway Board official shrugs off 
these concerns. “Plans to double 
capacity to one lakh wheels a year 
have already been announced. And if 
the shortage persists, the import 
option is always present,” he says. 
“It will take another year to com- 
plete the planning, and tie up the 
funding. So we should be able to 
start execution by April 2007," he 
adds. The scheduled year of comple- 
tion: 2012. When that happens, Lalu 
Prasad Yadav will have shed his rus- 
tic image for good. And who knows, 
he might even be the toast of Davos. 
SHALINI S. DAGAR 


in sustaining it. How? The con- | 
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IS THE MARKET 
OVER-VALUED? — 


So, what's next? Where is the market 
headed? Here's a look at ruling 
valuations, and a post-10K investment 
strategy for yOU. ANAND ADHIKARI 


F YOU MISSED OUT ON THE 10K 
rally, sit back, relax and un- 
derstand that you missed the 
boat. Cruising in the strato- 
sphere above 10K (the mar- 
ket closed at 10,626.78 on March 
2), Dalal Street shows few oppor- 
tunities to make money anymore. 
There's little upside left, say experts, 
but not everybody agrees. Restless 
investment managers are betting on 


LEADERS AND LAGGARDS 


a further rise, on the back of ЕП 
inflows, which have now touched 
Rs 1,84,560 crore since the early 
90s, of which 60 per cent (about Rs 
1,16,000 crore) has come in the 
past three years. 

So, is the market over-heated? 
Although experts say The Street is 
reasonably valued today, there are 
others who point out that we could 
see a difference in coming days. 


Sectors that have outperformed the Sensex. 


INDUSTRY INDICES* . РЕВ. 24,2005 I1 BEZA .. RETURNS (9%). 


Capital Goods 3,324 
Consumer Durables 1,532 
FMCG 1,065 
Auto 2,767 


7,172 116 
3,164 106 
1,915 80 
4,899 77 


sectors that have under-performed the Sensex. 


INDUSTRY INDICES* FEB. 24, 2005 FEB. 24, 2006 м RETURNS (96) - 


Metal 6,504 
PSU 4,358 
Pharma 2,597 
IT ET ^ сез NE 
Oil 3,097 


Corresponding BSE returns: 55 per cent 
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7,144 10 
5,726 23d 
3,579 38 - 
3,647 uw P 
4,485 45 

* BSE sectoral indices’ performance in points Source: BSE 


UMESH GOSWAMI 
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WHAT'S CHEAP WHAT'S NOT 


A look at the valuations of stocks 
and sectors. 
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Shipping Corporatior 3.31 
SAIL 4:27 ا‎ 
GE Shipping 483 | 
Chennai Petroleum m o M 
IPCL 2547. 
Allahabad Bank "BIS. 
Tata Steel ~ 6.02 4; 
Bongaigaon Refinery 7.05 
Nirma 9.65" ` 
Chambal Fertilisers 9.69 
Рип] Lloyd . 7205.55 
Aurobindo Pharma 8391 
Moser Baer 80.48 — 
Suzlon Energy . 76.09 - 
Ranbaxy ./055 .— 
United Phosphorus 69.30 
Kotak Bank 066.92 
Titan Industries _ 65:63 = 
Siemens DR o: 
Indian Hotel 46.14 


SECTOR-WISE VALUATIONS 


HIGH Р-Е SECTORS 








Breweries & Distilleries _ n 
Hotels .385 
Media Entertainment ЗЛА 5 
Pharma M S 
IT Software 33.4 
Consumer Electronics Bas 
Steel (Large) 44. 
Shipping ERU 
| Banks (PSU) Rande 
D-street Standing tall. Fertilisers 10.5 
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*P.E ratios as of Jan. 2006 Source: Capital Market 
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“Demand (from investors) is 
expected to outstrip the supply (of 
stocks) in future,” warns Girish 
Nadkarni, COO, IL&FS Investsmart. 

But let’s first look at the concept 
of valuation itself. Basically, valua- 
tion is the process of determining a 
company’s worth. One way of doi- 
ng this is to compare the company’s 
ruling stock price with how much 
each share has earned, that is, the 
earnings per share. This is called 
the price-earnings or P-E ratio. When 
a company’s P-E is high, the market 
is obviously willing to pay much 
more for the stock, expecting even 
better days ahead. And, either the 
stock has to live up to those earn- 
ings expectations or see its price 
come crashing down. 

While the Р-Е ratio alone is 
hardly a comprehensive overview 
of the stock, it’s a useful number 
that indicates if the stock is under- 
valued, fairly valued or over-valued. 
Today, corporate earnings are grow- 
ing at over 15 per cent, while Р-Е rat- 
ios are also reigning at similar levels, 
which is why experts conclude that 
this market is a fairly valued one. 

There is, however, reason to 
expect volatility. According to S. 
Naganath, President & Chief 
Investment officer, DSP Merrill 
Lynch, there is a possibility of P-Es 
climbing higher, given the vast liq- 
uidity coming in from foreign 
shores. “That possibility cannot be 
ruled out, in view of the robust 
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Experts advise sectoral rotation and are bullish about IT, banking, oil and 
capital goods, which stayed out of the 10k limelight in the past year 


growth in the Indian economy,” 
says Naganath, hinting that even if 
the earnings growth slows down, 
the Р-Е escalation could push the 
market north, 

That’s what happened during 
the Harshad Mehta bull run of 
1992, when the market Р-Е soared 
to 50, or during the more recent 
tech-driven Ketan Parekh rally of 
1999-2000, when Р-Еѕ touched 25, 
both times without a correspon- 
ding earnings growth. 

Even as P-Es rule at 17-18 in 
the present rally, there is the possi- 
bility that they will spiral up. And 
fund managers and investors are 
worried that earnings growth could 
simultaneously plummet due to 
high oil prices and steeply rising 
global interest rates. Undoubtedly, 
maintaining earnings growth will 
be the most challenging task in 
2006-07 for corporate India, though 
Naganath is optimistic: “We feel 
the corporate sector can maintain an 
earnings growth of 15 per cent 
CAGR in the next 15 years.” 

On the other hand, rising global 
interest rates will affect short-term 
inflows from hedge funds and also 
impact domestic consumption 
behaviour. As S. Ramesh, Executive 
Director, Kotak Mahindra Capital, 
says: “The key risks to the markets 
remain continuing corporate per- 
formance and rise in global interest 
rates, which could result in out- 
flow of funds from the markets.” 
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Another possibility: a reviving 
debt market may see the portfolio 
mix of hedge funds and institutional 
investors changing; while domes- 
tic MFs diversify into debt in their 
close-ended and tax-saving schemes. 

Factoring all this in, it’s clear 
that it’s not going to be all roses 
on Dalal Street from here on, which 
makes life fairly uncertain for the 
small investor. Which is why we 
present here a post-10K investment 
strategy for you. 


Go For Equity 

World over, equity as an asset class 
has given superior returns in the 
long term compared to debt, gold, 
real estate or other avenues. With 
the market peaking at 10K in just 
over three years, valuations cer- 
tainly look expensive but if one has 
a long-term horizon—three to five 
years or five to 10 years—there’s 
ample scope for earning decent 
gains. And you could look at about 
15 per cent returns (annualised) 
over that period. 


Try Sectoral Rotation 

Experts advise sectoral rotation. 
For instance, the fast moving con- 
sumer goods (FMCG) sector has 
bounced back after being down in 
the dumps for many years. In fact, 
the FMCG index (over a dozen com- 
panies) has outperformed the 
Sensex in the last one year. 
Similarly, look at sectors like oil, 
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0.50% if exited within 6 months from date of allotment. For Systematic Investment Pian (SIP): Entry load: Nil. Exit load: 2.25%, if withdrawn within two years from the date of each instalment. 
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forces affecting the securities markets. There can be no assurance that the scheme's objectives will be achieved. Past performance of the Sponsors / Mutual Fund / Schemes) / AMC is not 

indicative of future results. UTI-Contra Fund is only the name of the scheme and does not in any manner indicate the quality of the scheme, its future prospects or returns. There may 
be instances where no income distribution could be made. The scheme is subject to risks relating to Credit, Interest Rates, Liquidity Securities Lending, Investment in Overseas Markets, Trading 
in debt and equity derivatives (the specific risk could be Credit, Market, llliquidity, Judgmental error, Interest rate swaps and Forward rate agreements). Please read the offer document carefully 
and consult your financial advisor before investing. 
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pharma, rr, public sector undertakings INTERVIEW: SUSHIL MUHNOT /MD/ IDBI Capital Market Services 

and metals that have stayed away from “ А . 

the 10K limelight in the past year. “I’m There Is Still Potential 

bullish about capital goods, real estate To М аке М опеу In The М агке , 


and construction, IT, BPO services and 
banking. If the economy expands, these 


sectors will do well," says Ramesh. [^ CAPITAL MARKET SERVICES IS UPPING ITS PRESENCE IN RETAIL 
equity after many years of focus on institutional investors. 

Review Overpriced Sectors Managing Director Sushil Muhnot, who is aggressively building a 

“Valuations are a bit high in engin- strong franchise model for retail trading, spoke to вт about 10K and 

eering and capital goods,” observes the road ahead for small investors. Excerpts: 

Girish Nadkarni,” Coo, IL& Fs Inves- 

tsmart, but it could be worth it. As From 3K levels in Jan 2003, the market has skyrocketed to 10K in a lit- 

Asit Koticha, MD and СЮ, ASK Raymond tle over three years. Is there still scope for making money in the market? 

James, says, engineering and capital At 10K, the market looks reasonably valued. In fact, if you look at 

goods might look expensive in rela- the run-up from 9K to 10K, the rally was driven solely by front line 

tive terms, but their super growth stocks. Therefore, there is still potential to make money in the mar- 

potential of 35-40 per cent makes them ket. Investors getting in at this level into mid-caps should look at 

attractive investments. “Massive the three-five year track record of the company and sector financials 

investments are planned in roads, air- and management history before putting their money in. 

ports, ports and power, and that will 

keep this sector busy over the next Is the sectoral story over now? 

three to five years,” says Koticha. Some sectors like cement, sugar, tea and auto-ancillaries have 
been buoyant in the last couple of months. Investors should note 

Follow A Bottom-up Approach that the long-term direction is clear—the focus is on agriculture, 

Following a sector story doesn’t mean small and medium enterprises and infrastructure. For instance, any 

doing so blindly just because it has sops for agriculture will directly aid sectors like pesticides, seed, trac- 


underperformed or looks promising tors, and agriculture equipment 
for the future. Your stock-picking strat- ЛА, companies. 

egy should be to pick value at every fall Е. 
in the market. “Опе could look at 
past performance in recent quarters, 
expansion plans, funding mix, man- 
agement reputation and price history,” 
advises a fund manager. 


























Is there enough good quality paper coming into 
the market for small investors? 

If you have a good secondary market, the 
primary market follows suit. We have seen 
good quality IPOs from across sectors. In 
oil and gas, most companies are pub- 
lic sector, where there is a possi- 

bility of disinvestment. I see more 
construction companies enter- 

ing the market. But I would 
advise investors to avoid small 

issues that don't have a good 
management or performance 
track record. 


SOUMIK КАҢ 


Go For Mutual Funds 

MFs are the ideal vehicle if you 
don't have the time or patience 
to track the market. Rookie 
investors should take the sys- 
tematic investment plan (SIP) 
route into equity to neutralise 
market fluctuations over the 
long term. Typically, a long- 
term investor should choose 
a close-ended scheme so that 
he can experiment with debt 
as well as mid-cap stocks. 
"Investors looking for short- 
term stay in a MF can buy diver- 
sified equity funds in infrastruc- 
ture, services and mid-cap areas," says 
the CEO of a MF. 


What kind of returns should 
one expect from these levels? 

If you follow prudent 
investment norms, and 
stay a bit longer— 
maybe a year—you 
can expect about 15 
per cent returns from 
this market. 
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NO MORE TAX WORRIES ON CAPITAL GAINS 
JUST INVEST IN SIDBI CAPITAL GAINS BOND 
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NOT SO HEALTHY 





With public sector insurers wanting to tweak medical 


cover, it bodes ill for customers. NITYA VARADARAJAN 


the public sector general insur- 

ance companies launched Med- 
iclaim or individual health policies. 
And, as if to celebrate the anniver- 
sary, they are suddenly upping the 
ante on Mediclaim. 

For starters, they want the pre- 
mium slabs, which they say haven’t 
been touched in years, revised. A 
senior industry official says that he 
would like premiums hiked by 40 
per cent. It’s another story that pol- 
icyholders have actually been paying 
6 per cent more on premium during 
the last three years to cover third- 
party administrator service costs. 

The second major change pro- 
posed is to insist on family cover. 
Individuals per se are to be denied 
cover unless they insure all family 
members for a uniform sum. Third, 
companies want to increase the 
minimum cover from Rs 15,000 to 
Rs 50,000-1,00,000. 


[e ABOUT A DECADE NOW SINCE 
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The changes insurers would 
love to see in Mediclaim: 


Premium slabs to be hiked, per- 
haps by as much as 40 per cent 


No more individual cover; 
entire family must buy cover 
for uniform sum 


Minimum cover to be increased 
from Rs 15,000 to Rs 50,000- 
1,00,000 


Senior citizen premiums to be 
loaded by 100 per cent 


Maximum sum assured to be 
raised to Rs 1 crore from 

the present Rs 5 lakh 
Sub-limits to be introduced for 
expenses like room rent, medi- 
cines, or surgery fees 
Pre-approval health checks to 
be mandatory for all age groups 
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Insurers would also like to load 
premiums for senior citizens by 
100 per cent, over and above the 
actual rate applicable (whether or 
not they have had claims outgo), or 
discontinue their policy. Other 
proposals include introducing caps 
or sub-limits on hospitalisation 
expenses like room rent, surgeon's 
fee, or medicines, while raising the 
maximum sum insured to Rs 1 
crore from the present Rs 5 lakh. 
And making pre-approval health 
checks mandatory for all age 
groups. In fact, insurers have 
already incorporated many of these 
measures quietly. 

According to the IRDA (Insur- 
ance Regulatory and Development 
Authority), these measures have 
not yet been submitted as a for- 
mal proposal. It has asked public 


‘sector insurers for the rationale be- 


hind the proposals, saying that they 
are tantamount to changing the 
face of the coverage. If IRDA does 
not sign off, then consumers can 
heave a sigh of relief. 

So, why are insurers feeling so 
bloody-minded? The health port- 
folio of all insurance companies 
(and public sector insurers have an 
80 per cent share of the health 
cover market) incurs heavy losses 
due to a very high claims ratio. 
Claims outgo losses are roughly 
130 per cent (which, however, does 
not factor in the income from in- 
vestment returns on the total pre- 
miums of Rs 1,400 crore). 
Companies now want higher pre- 
miums and stringent underwriting 
to counter this. 

Much of the loss, however, arises 
because of the heavy discounts of- 
fered by insurers to companies on 
corporate group health plans, mostly 
in order to sell lucrative packages for 
fire and property covers. Corporate 
policies have low premiums and of- 
fer wide benefits, like coverage of 
pre-existing diseases, maternity costs 
and floater covers for families (ad- 
ditional members covered at 10-20 


IDBI Ltd. апа IBM. 


It takes two 


to transtorm business. 





161 branches, 8 extension counters, 369 ATMs, 95 cities. And one system that integrates 
them all. When IDBI Ltd. — the leader in the FSS segment and famous for a technology 
team that recently won the "Best IT team of the year 2006" from IBA and TFCI - wanted 
to rebuild their IT infrastructure to keep up with their immense growth, they turned to IBM. 
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business transactions across all the branches into one centralised operating unit. The 
result, a simplified IT management and a resilient, flexible infrastructure that helps it stay 


ahead of everybody else. IBM and IDBI Ltd. It's a combination that works. 
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per cent extra). Admits a spokesper- 
son from Cholamandalam Ms 
General Insurance: “Group poli- 
cies offer a lot of concessions and 
the cross-subsidisation (by individ- 
ual policies) is proving inadequate.” 

If these changes are allowed to 
take shape, Mediclaim in its present 
form will probably become pro- 
hibitively expensive, and its place 
taken by a host of smaller policies 
for various conditions. Says a 
United India official: “Mediclaim 
(as it is) will continue, but will 
gradually be phased out.” The pri- 
vate sector could follow suit. Or 
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new health insurance companies 
waiting in the wings could bottom 
out rates and give public sector in- 
surers a run for money. 

Already, private companies like 
Cholamandalam (who have no 
plans to hike rates) offer value- 
adds that should make public sector 
insurers sit up. For instance, Chola 
has separate low premiums for 
people under the age of 18, and if 
a policyholder has not been hos- 
pitalised for a disease for two years 
before taking the policy, Chola 
does not treat it as a pre-existing 
condition. Besides, the company 
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Source: Bajaj Capital 
has negotiated with 3,000 hospitals 
for lower rates for its policyholders. 

With other private players also 
aggressively marketing their health 
covers, public sector firms will in- 
creasingly find the going tough 
enough without making polices 
more customer unfriendly. In fact, if 
these firms care to go back in time, 
they did have sub-limits on poli- 
cies about a decade ago, but the 
queues for grievance redress grew so 
long that this had to be dropped. 
Reintroducing this, and the other 
proposals, could set dissatisfied cus- 
tomers on the warpath again. 
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Travel never looked easier. Just book your tickets and 
pay over the next three years. ANAND ADHIKARI 


THREE-COUNTRY EUROPE TOUR 

for an EMI (equated monthly 

instalment) of Rs 2,982, for a 
couple with a 12-year-old kid. The 
offer comes from soTc India, in 
association with its exclusive bank 
partner Kotak Mahindra. 

The seven-day tour takes the 
family to Switzerland, Austria and 
Italy, and costs Rs 86,000, which 
covers air fare, accommodation, 
food and sightseeing. Sounds good? 

SOTC is not the only company 
offering such attractive packages, 
as the travel industry woos cus- 
tomers with an array of offers. From 
. Cox and Kings to Raj Travels to 
Kesari Tours, tours on EMI are get- 
ting popular. *Foreign tours are 
now well within the reach of the 
middle class. Rising income levels 
and attractive discount offers from 
tour operators are helping the in- 
dustry," says Himanshu Patil, 
Director, Kesari Tours. 

As the average Indian's spending 
power has gone up, so too has his 
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interest in overseas travel and the 
willingness to shell out money. 
Obviously, it helps that easy loans 
are up for grabs. Interest rates for 
travel agent loans are 7.5-11.25 per 
cent and, as Arup Sen, Executive 
Director, Cox & Kings, says: “The 
market has matured. People no 
longer have reservations about tak- 
ing a loan for a holiday. This was 
something that was unheard of 
even, say, 10 years ago." 

isi ial, fund-flush 
banks have also jumped into the 
fray, and are promoting travel loans, 
especially as the margins are higher 
compared to housing, auto or other 
mortgage loans. Then, of course, 
there are the bank personal loans 
that can be used for travel. However, 
interest rates here are slightly 
higher—10.5-14.5 per cent. 

Take a look at the loans from 
travel agents. “The documentation 
process is much speedier. You can 
avail a loan within a maximum 
week’s time,” says Patil. Cox & 


pavHovZ NVISY 


Kings offers a loyalty bonus in the 
form of a pre-approved loan from a 
bank for any traveller who has trav- 
elled with them in the last three 
years. Says Sen: “Documentation is 
minimum. We need the last salary 
certificate, bank account details, etc. 
The processing is quick and the pas- 
senger gets his loan in 48 hours.” 
A Kotak Bank officer sits in the 
SOTC office to guide the prospec- 
tive traveller and tell him how much 
EMI he has to pay, the interest rate, 
the loan duration and other loan 
details. “It’s quicker getting a loan 
than a visa,” says a SOTC official. In 
rare cases, travel companies or banks 
ask for your payment track record 
on a credit card, personal loan, car 
or home loan, along with your in- 
come documents. “Today, 20 per 
cent of the travellers who approach 
us opt for EMI schemes," says Patil. 
With three sources of travel 
loans, how do you decide which to 
choose? Each has its advantages and 
disadvantages. For instance, the 
travel agent works through exclusive 
bank partners who offer shorter 
repayment schedules—12-36 
months—compared to the banks' 
standalone travel or personal loans, 
where repayment periods could be 
48-60 months from some banks. 
Travel agents, however, are a one- 
stop shop for both loan and itiner- 
ary. Then, although EMIS are rea- 
sonable for travel agent loans, there 
is the compulsion of being tied into 
a package tour with little flexibility. 
"The advantage is that you can 
see the world at such a reasonable 
price," says Sen. So, for instance, 
there's a Cox & Kings tour costing 
Rs 89,999, where the EMI works 
out to Rs 3,186 per month for a 36- 
month tenure. And for its domestic 
holidays, called Bharat Deko pack- 
ages, EMIS start from Rs 1,120 per 
month for 36 months. For the first 
time, the middle class person can 
afford to travel, and by the time 
he repays the loan (in three years), 
he is ready for the next holiday. 


LOANLY PLANET 


are flexible, ranging from Rs 25,000 
to Rs 10 lakh. However, you do 
need a third-party guarantor for 


Repayment Collateral 





Package 12-36 months 7.5-8.5 Not Required T : 
Amount loans above Rs 2 lakh. The advan- 
| ; | a age here is that vou can make vour 
Kesari Tours Package Amount 12-36 months 11.25 Not Required tage here is that you cat Жл 
own schedules, select the hotels and 
CR Л nnn. 9 75 ‚ n . i 
SBI s 24,000 48 months 12.75 Not Required travel alone. With a loan like sbi's 
: 2 5 lakh loating 2 " 
eom floating Easy Travel Loan, you also get a 
P nt Q de „ ЭА { ЭС im " 5 ەى‎ ^» 
2 als 5 S n r , ө е - =» = | 
TRAVEL зл s geris The interest here is 12.75 per cent 
s 2 lakh н : 
LOANS : "m TT i for a Rs 24.000-Rs 2.5-lakh loan. 
egeral Bal s S 5 1 -e 
ederal Ban $5 A ) 33 months 14 Guarantor Bank personal loans offer even 
Rs 1.5 lakh compulsory | 
| : > — better tenures, ranging from 48 
dian Üverse: x monthly : n 15 Suaranto 
ndian Overseas 10x monthly 36 months 14 Guarantor months to 60 months. but the loans 
Bank household income compulsory 
themselves are expensive. ICICI Bank 
SBI Rs 24 000 48 months 2./5- 110% of loan offers the longest repayment sched- 
Rs 10 lakh 14.75 ule of 60 months, with loan 
ICICI Bank Rs 20,000 60 months 14-18 Not Required amounts ranging from Rs 20.000 to 
Rs 5 lakh Rs 15 lakh, but interest rates are 
HDFC Bank Rs 10 lakh 48 months 16 Not Required 14-18 per cent. You don’t, how- 
Source: Companies and banks *Processing fees and documentation charges extra CVCT, require security or collateral. 


As competition hots up, soon 

On the other hand, you have 10.50 per cent interest and a rep- airlines and hotels too could hitch 

bank travel loans like the Desh Vid- — ayment schedule of 36 months, it’s their wagons to the ЕМІ star. Clearly, 
esh Yatra from Bank of Baroda. At very competitive. Plus, loan amounts it’s time to pack your bags. 
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THE CHURNING POT 


Constantly pulling out money to invest in new schemes might give short-term 
gains, but what about long-term capital growth? ANAND ADHIKARI 





What Distributors Get 

SCHEMES INITIAL COMMISSION EXTRA INCENTIVE 

Existing Equity Schemes 150-20 — n.a. OWN. 

New Equity Schemes "29865 1-25 0.50-10 

New Debt Schemes р 22 Nil Ni і 

Bond Issues AS occ ч NiO б 

Equity IPOs 1.50 Nil Nil 

Figures in per cent n.a.: Not applicable Source: Market data | 
ANDESH PATHAK, 30, WORKS FOR Director (MD), Standard Chartered 

S a UK-based BPO. From early Asset Management Company: “It’s 

2005 till date, on his mutual driven by investors’ drive to need 


fund (MF) distributor’s advice, 
Pathak has pulled out his money 
from existing schemes and invested 
in new fund offerings (NFOs) four 
times over. The result? Pathak’s 
Rs 50,000 is Rs 1 lakh. 

At first sight, Pathak’s ‘churning’ 
strategy appears great. In fact, as 
our story on NFOs shows (see A 
Siren Song), investors have made 
solid money from NFOs. The ques- 
tion is, at what cost? What investors 
like Pathak don’t realise is the trem- 
endous pressure churning puts on 
fund managers and other small inv- 
estors who are in the scheme for 
the long term. Churning goes 
against the basic principle of MFs— 
long-term capital growth. Says 
Naval Bir Kumar, Managing 
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profits at every rise.” 

And who gains the most? No 
prizes if you said distributors. “Every 
NFO application gets us a commis- 
sion, whereas equity IPO commis- 
sions are subject to allotment,” says 
a distributor. In fact, the commission 
on MF equity schemes is much higher 
than that on other investment classes 
like debt, equity IPOs, bonds, etc. 

And then there are the incen- 
tives for exceeding NFO targets. Last 
June, SEBI Chairman M. Damodaran 
regretted that new schemes were 
being driven by rebates and incen- 
tives at the cost of investor interest. 
Sushil Muhnot, MD, IDBI Capital 
Market, defends distributors: “We 
sell MF schemes based on product 


"Churning is 
driven by 
investors need 
to book profits 


at every rise” 


Naval Bir Kumar, 
MD, Standard Chartered Asset 
Management Company 





. Scheme-wise Resource 
Mobilisation by Mutual Funds 
Debt Schemes 798674 803918 


Equity Schemes 37,280 
Balanced Schemes 3,755 


Figures in Rs crore 
Source: SEBI annual report 2004-05 


30,180 
3,410 


attributes and individual needs.” 

However, SEBI remains serious 
about regulating distributors and 
is making MFs responsible for the 
former. Its code of conduct for 
intermediaries forbids commis- 
sion-driven malpractices such as 
recommending products solely 
because of higher commissions; 
or encouraging over-transacting 
of investments to earn higher 
commissions at the cost of in- 
vestors paying higher transaction 
fees and taxes. 

Meanwhile, fund houses them- 
selves are launching a barrage of 
new schemes, making no effort to 
market existing ones. “New sche- 
mes, higher commissions and for- 
eign junkets are the private sector 
way of growing assets under man- 
agement (AUMS)," says the CEO of a 
public sector MF. 

How can the phenomenon be 
discouraged? “You can increase the 
exit load (presently 1-2.5 per cent),” 
says a fund manager. However, as 
Kumar points out, returns are high 
enough to take care of the exit load 
cost. Some experts suggest making 
all schemes close-ended, as the only 
way to develop a long-term invest- 
ment cult in the industry. 

Right now, funds don’t seem 
inclined to listen in the mad rush to 
increase assets under management. 


bt 





NEWS ROUND-UP Who’s Afraid Of Avian Flu? 
CERTAINLY NOT DALAL STREET, WHICH 


i > ^ barely registered a blip on the 
Mid-rung Pharma Starts Climbing day the news broke. There has 







3 THE FOCUS ON CONTRACT RESEARCH AND been some impact since, but 
manufacturing (CRAM) and on building largely sectoral. Poultry stocks 
scale through inorganic growth has were hit, of course, as were hotel 
helped boost mid-tier pharma companies stocks, while pharma stocks 
like Divis Laboratories, Matrix climbed, especially Cipla because 
Laboratories and Nicholas Piramal. of its avian flu antidote. "The 
Analysts say the patent regime has seen market is being too sanguine," 
CN these companies re-focus on R&D and says Jayant R. Pai, Vice 
scale. "Stocks such as Divis, Matrix President, Parag Parikh Financial 
and even Nicholas Piramal are a good bet for in- Advisory Services, "there's bound 
vestors in the long term, up to 2008," says Manish to be some impact in the days to 
Sonthalia, Vice President (Equities), Motilal Oswal. come. A lot depends on the gov- = 
Matrix is trading at around Rs 257.35, but experts pre- emment's crisis management." It Upside down? Not fo: 
dict it could touch Rs 300-340 soon. There's similar may have been a good time to pharma stocks 
bullishness on Nicholas Piramal (Rs 242.50, ex- buy over-valued hotel stocks on 
pected to cross Rs 300). With the Indian CRAM the decline, but the post-budget rally on the stock markets 
market just about $150 million (Rs 675 crore) com- has put paid to that approach. Still, watch what's happening 
pared to a global market that will touch $26 billion (Rs carefully. More bad news on the bird flu front could cause 
1,17,000 crore) in five years, the best is yet to come. a mini-crash in the markets. 
RAHUL SACHITANAND VAISHN 
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The Story’s Over 


The time has come to start booking profits 
on your mid-caps. 


NOW, THEY SAY THE SENSEX WILL HIT 12,000. CLEARLY, 
we're in the middle of a formidable bull run. 
Interestingly, the large caps have led this run, with 
the mid-caps not contributing too much (see 
Mid-caps Cool Down). 

Of course, many stocks that began as pure 
mid-caps at the start of the rally have become 
large cap stocks or at least large mid-cap stocks. 
As a result, it has becorne too expensive for retail 
investors to get in. Also, mid-caps are always a 
long-term play and this time is no exception. As 
Cholamandalam AMC's CIO Tridib Pathak says, 
a mid-cap investor's outlook has to be different. 
"He has to give himself a two-three year horizon. 
It is not right to compare the way mid-cap stocks 
have moved against the movement of the Sensex 
during the same period." 


Mid-caps Cool Down 
5,000- 4,887.72 11,500- 10,626. n 
Mar. 02, '06 


Mar. 02, 









4,500- 
4.000 - 
3,500- 


3,000- 
3,019.15 
2,500- CS T SREAP se 
Closing figures tor BSE Mid-Cap Index | Closing figures for BSE Sensex 


Given that the bull run shows no signs of 
slowing down, where does this leave the investor 
as far as mid-caps are concerned? According to 
Dawnay Day AV Financial Services’ Vice Chairman 
and MD, Alok Vajpeyi, there is still a lot of liquidity 
in the market. And whether mid-cap or large cap, 
it makes sense for investors to become stock-pick- 
ers across sectors at these levels. "It's necessary 
that investors look at the fundamentals very clo- 
sely. The mid-cap story is not for the uninitiated.” 

In that case, is the mid-cap rally over for the 
retail investor? For those who got in at the 
beginning of this bull run, the returns have been 
fairly phenomenal. Today, the situation is differ- 
ent. It's time, points out Karvy Stockbroking's 
Vice President Ambareesh Baliga, to book profits 
on mid-caps and not the time to buy. "The fact is 
that if and when the market starts to fall, the mid- 
caps will fall faster and harder." 

KRISHNA GOPALAN 
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SMARTBYTES 


Till Death Do Us Part 


THOSE OF YOU WHO ARE MARRIED AND 
intend staying that way, should take 
a look at Jeevan Saathi from LIC, 
which covers a couple for little more 
than the premium payable on one 
policy. On the death of, say, the 
wife, the entire sum assured is 
payable to the husband and the pre- 
mium for the remaining term is 
waived, though the policy contin- | 
ues. Upon his death, the legal heir or Knot a problem: We 
nominee also gets the sum assured. have life insurance 
However, if both survive, they get 
the endowment benefits due to one policy only and not two 
policies. The total premium per annum (Rs 1 lakh sum assured; 
couple's mean age 30; 30-year term) is about Rs 4,400, vis- 
à-vis roughly Rs 3,300 each if the couple were to take out 
individual endowment policies. Also, the accident benefits, at 
four times the sum assured, are hefty. If life insurance is your 
chief objective, then Jeevan Saathi is a good bet. However, for 
investment purposes, two individual policies are better. 

NITYA VARDARAJAN 
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Get A Ticket To Ride 


FORGET TRAINS BEING FUDDY- 
duddy—rail travel has 
never been as with it as it 
| s is now. Starting with on- 
WA line bookings at www. - 
£z irctc.co.in, you now have 
КЕ a> a special railways credit 
"OmU > card launched by SBI 
Go i a rail card: And get points Card and Indian Railway 
Catering and Tourism 
Corporation. The card's just like any credit card, but the bonus 
is that you accumulate points for redemption against any class 
of train ticket. Plus, the card can be used as a platform ticket, 
and for online ticket purchases (except AC-3 tier and non-AC- 
2 tier), which fetch bonus points worth 4-10 per cent of ticket 
value. For online use, you pay Rs 60 per ticket as a surcharge, 
and the card comes for a subscription fee of Rs 500 (annual 
renewal: Rs 300). The Railways has also authorised over 
1,000 rail travel service agents, who can buy tickets online 
for you (if you cannot access the net) at Rs 25 per head (Rs 
15 for non-AC travel). Fighting a grim battle against low-cost 
airlines, Railways is clearly pulling out all stops. 
KUMARKAUSHALAM 





NSVS JWOHS 
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Reporter: Jeremy Cooke, Boa Esperanca, 14.03.05 
Jeremy Cooke and his team fought through the Brazilian Amazon 
with an axe and their bare hands digging through mud to tell the 
story for the first time of a threatened Amazonian community. 
That struggle wasn't their greatest discomfort. 


Report successfully filed 22:00 GMT 


Putting News First. 
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BALANCED SCHEMES 


~ PEER GROUP AVERAGE 
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` PEER GROUP AVERAGE 


INCOME FUNDS 
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PEER GROUP AVERAGE 


LIQUID FUNDS 


PEER GROUP AVERAGE 
Figures are absolute returns in per cent 


All figures are for the month ended February 28, 2006 
Source: MutualFundsindia.com 
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Value-picker’s Corner 


BSE adjusted closing prices Daily market cap on BSE 
110- (п Rs) (in Rs crore) 








MUKAND LTD; PRICE: RS 86 


MUKAND LTD, IN THE NEWS RECENTLY WHEN IT SOLD 25 ACRES IN 
central Mumbai for Rs 221 crore, holds promise. Profits 
moved from a marginal Rs 1.83 crore in 2004 to a sub- 
stantial Rs 185 crore in 2005. EPS (eamings per share) rose 
from an insignificant Rs 0.77 in 2004 to Rs 25.27 in 
2005. Says K.R. Choksey's Director and Head of Research, 
Jigar Shah: "The company is diversified, with presence in 
steel, machinery and infrastructure. The way forward looks 
impressive." Another positive: a proposed hike in capacity 
for rolled steel products. Considering that both steel and 
infrastructure are healthy stories, with tremendous po- 
tential, Mukand looks good for the long term. 

KRISHNA GOPALAN 


Trend-spotting 


THE IMPRESSIVE NUMBERS 
recorded by Hindustan 
Lever Ltd (HLL) for 2005 
have been a major trigger 
for the fast moving con- 
sumer goods counter. HLL 
recorded double-digit growth 
for the first time in six years, 
with a Rs 11,000-crore 
turnover. First Global's 
Director, Shankar Sharma, 
is bullish on the sector: 
"HLL has been a good turn- 
around story. ITC looks 
good, and the company is in categories where the potential 
is huge. Besides, the ITC stock does not look expensive." 
According to Sharma, the HLL scrip could hit Rs 300. For 
investors, the FMCG sector looks promising, but the hori- 
zon for investing here will be upwards of 12 months. m 

KRISHNA GOPALAN 
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GROWTH ORIENTED BUDGET 





Indrajit Gupta-MD & CEO,SBICAP. 


The 2006-07 Budget presented by the 
-inance Minister can be aptly summarized as 
a ‘growth oriented budget’, which will help 
ndia to stay in the high growth trajectory of 8- 
10% in the coming years by generating more 
»mployment, increasing production and main- 
aining price stability. The Finance Minister 
should be applauded for presenting a Budget 
which holds a roadmap for overall develop- 
nent in all the three sectors namely agricul- 
‘ure, industry and services sectors of the econ- 
эту. 

Budget 2006-07 lays the right emphasis on 
stimulating investment (both domestic and for- 
3ign), accords high priority towards infrastruc- 
‘ure development (especially in the real sec- 
lors of the economy such as power, roads, 
dorts,) to give a further fillip to industrial 
growth, provides a holistic approach towards 
‘ural and urban development and addresses 
critical social issues such as investment in 
?ealth and education. 

However the key takeaway of this budget lies 
n the Government's strive towards fiscal con- 
solidation as a top priority to sustain the high 
growth witnessed by the Indian economy in 
the last couple of years. 

As required by the Fiscal Responsibility and 
Budget Management Act (FRBMA), the Fiscal 
Deficit target has been pegged 0.3% lower for 
the next fiscal i.e. from 4.1% in 2005-06RE to 
3.896 in 2006-07BE and Revenue Deficit target 
has also been reduced by 0.5% i.e. from 2.676 
in 2005-06RE to 2.1% in 2006-07BE. 

A reduction in the Fiscal Deficit would not only 
help to maintain interest rates at lower levels 
n the domestic market, thereby spurring 


domestic investment demand but will also help 
to reduce the pressures emanating from a 
Current Account Deficit on the Balance of 
Payments. With a lower Fiscal Deficit on the 
domestic front, a Current Account Deficit of 2- 
396 can easily be sustained through robust for- 
eign capital inflows in the domestic capital 
markets. 

The Finance Minister has pointed out the 
importance of the role of Foreign Direct - 
Investment in transforming India into a manu- 
facturing hub for textiles, automobiles, steel, 
metals, petroleum products etc. for the world 
market. This holds tremendous significance for 
the future growth prospects of the Indian econ- 
omy as increased foreign investments would 
lead to a broad based growth in the manufac- 
turing sector, which would translate into signif- 
icant job creation in that sector and thereby 
reduce the unemployment rate. y 
The Finance Minister's complete silence on _ 


the future divestment plan of Public sector ~ 


enterprises however proved to be a huge dis- 
appointment. 

On the revenue front, the Government's con- 
tinued emphasis on rationalization of tax rates, 
reflected in the reduction of peak import duties 
and excise duties and a continuous strive in 
moving towards a national level Goods and 
Services Tax (GST) by aligning the difference 
between service tax and CENVAT Rate 
deserves a high praise as it will help simplify 
tax collection procedures, lead to lesser tax _ 
evasion, increase tax revenues and help to . 
maintain the strong growth momentum of the 
Indian economy. 

Budget 2006-07 in totality is a positive budg- 
et, which will help to bolster the upbeat senti- 
ments in the capital markets. The Indian econ- 
omy is currently recording the fastest growth 
among all the emerging market economies. It 
is expected to grow at a robust 8.1% in FY07 
once again after averaging a stupendous 8% 
growth in the last three years. On the back of 
a positive budget and a stable macroeconom- 
ic environment characterized by benign infla- 
tion, robust exports growth and a mildly appre- 
ciating rupee, the current growth momentum is 
likely to be sustained in the coming years. 
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FINANCE, MERGERS, ACQUISITIONS, GROWTH, STRATEGY. 


Today's CFOs do more than just manage money. They play a pivotal role in mergers 
and acquisitions. They align corporate strategy to financial expectations. And they 
ensure that the organisation meets the highest standards of corporate governance. Like 


the trusted Swiss Army knife, the CFO performs multiple functions, all of them important 


Last year, Business Today instituted the Best CFO Awards to salute the financial stars ol 
India Inc. Now it's that time of the year again to salute and celebrate India Inc's best financial 
leaders. Ambit RSM presents the Business Today Best CFO Awards. A true recognition o! 
excellence in a job that is all about precision. Be sure you are there to catch the action, and 


read the special Business Today Best CFO issue, which will be released on the occasion 
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Ihe Leaders And Their Road 


There's no roadmap leading to the corner room. True leaders make their own roads, 
anyway. Here's how four big guns blazed their way to the top. ARCHNA SHUKLA 


HERE HAS ALWAYS BEEN AN AIR OF MYSTERY ABOUT 

people who run mighty corporations. Rising 

turnovers, soaring profits and booming stock mar- 
kets have meant that the country’s romance with India Inc.'s 
poster boys has grown manifold. Were they merely the 
right people at the right place at the right time? Or did they 
always have something more fundamentally inherent that 
predicated their success? And what does it take to be a 
super-achiever? ВТ took these and many more such questions 
to some of the top honchos of Indian business and here's 
what they think led them to their current pole positions. 


A.M. Naik, 64, CMD, Larsen & Toubro 

A.M. Naik thinks it's his devotion beyond dedication 
that has brought him this far. He has not taken a day off 
from work in the past 20 years and has consistently 
worked 80 hours a week for the last 40 years, all of 
which he's spent with L&T. “In the first 20 years of my 


career, | worked for over 100 hours a week," he exults. 
Naik thinks that the seeds of his success were sown dur- 
ing the few years he worked as workshop-in-charge in 
a small company called Nestler Boilers in Mumbai 
(then Bombay). He was 23 and just beginning his career, 
but he was still asked to lead a team of 350 people. 
"The experience and exposure I got in the workshop 
boosted my confidence immensely and made my tran- 
sition to L&T easy," says Naik, who is an engineering 
graduate from BVM College, Anand; he has also done 
several executive management programmes at different 
stages of his professional life. Another strength is his abil- 
ity to keep desperation at bay. *There was a period of 
stagnation at L&T for about 12 years. Most people 
would have got rattled and left the company. But, I was 
too committed to my job and my company," says 
Naik. But in the end, his patience paid off. Today, “We 
Make India Proud" is not just a tagline for him and his 


lhanks to a booming stock market, among other 
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team members. “It is the truth that we have lived 
and continue to live. We have been partners in build- 
ing today’s India,” he says proudly. The projects clos- 
est to his heart: the country’s first nuclear reactor 
(1971), the space programme (1975) and the missile 
launchers (1980s). 

Naik has no regrets in life save for one. “While serv- 
ing my company and the nation, I neglected my family 
a great deal," he laments, adding that if he were given 
a chance to relive his life, he would try and spend 
more time with his loved ones. 


Akhil Gupta, 50, Jt MD, Bharti Tele-Ventures 

Akhil Gupta, a Chartered Accountant, started his career 
as an independent practitioner in the early eighties. A few 
years later, he set up an electronics business in partner- 
ship with a friend. “But I wanted to do something big that 
would impact people's lives," he says. That opportunity 
came in 1994, when he joined Sunil Mittal's Bharti 
Enterprises. *It was a big break. We got a big canvas and 
it was left to us to fill it with whatever colours we 





A.M. Naik/CMD/Larsen & Toubro 


SUCCESS MANTRAS 

Satisfaction of being a partner in building the nation 
kept A.M. Naik going. He says he is absolutely 
“committed to my job and the company". 


REGRETS IN LIFE 

“| neglected my family a great deal in the course of 
my career. If | could relive my life, 1 would try 
and spend more time with my loved ones," he says. 


wanted," he says. The rest is history. Bharti Tele- 
Ventures, which started with one telecom circle and a net 
worth of Rs 150-200 crore, today boasts of a market cap- 
italisation of Rs 70,000 crore and has 23 circles under its 
belt. *It was our hunger for success that drove us. And 
success is a never-ending journey," says Gupta, who 
also thinks that right partners are imperative for success. 
*Working for Sunil is like working for myself. I never felt 
| was running somebody else's company. This assur- 
ance has been crucial for my personal and professional 
success over the last 10 years," he adds. 

Any regrets? “Early in my career 1 spent a lot of 
time trying to establish my own business. That limited my 
horizon. In hindsight, I guess I would have done better oft 
had I taken up bigger challenges earlier,” he says. 


Rajeev Bakshi, 48, Chairman, PepsiCo India 
For Rajeev Bakshi, who has spent 27 
country’s leading fast moving consumer goods com- 
panies, success has been all about pursuing the right 
opportunities at the right time. He began his career in 


years in the 





“| found my calling in marketing. My excellence lay 
there and | got good opportunities to make the 
best of my inherent aptitude,” he says. 


REGRETS IN LIFE 

“Life has just been perfect and | wouldn't want any- 
thing to change even if | were given a chance to do 
so. | have no regrets,” he says. 


things, the fascination with India Inc. continues 
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Subir Raha/CMD/ONGC 


SUCCESS MANTRAS 

For Subir Raha, it's "making a mark and doing 
things one's best, always. Never compromise if you 
want to be the best." 


REGRETS IN LIFE 

"Not becoming a fighter pilot and not being able 
to conduct research in electronics engineering," 
he says. 


1979 as a Management Trainee at Lakme. His big 
break: his appointment as Lakme's Marketing Head in 
1986. "This enabled me to leverage my inner capabil- 
ities. | found my calling in marketing as this was the field 
where my excellence lay," says Bakshi. The icing on the 
cake: he was handed charge of the overall sales portfolio 
three years later. Managing one of India's most high- 
profile brands and driving its sales strategy gave Bakshi 
an unmatched exposure to the Indian market and 
readied him for bigger things. In 1992, he moved to 
Cadbury India. Those were the early days of economic 
reforms; and the atmosphere was rife with both prom- 
ise and challenge. *I joined Cadbury as Sales and 
Marketing Director and five years later, became its 
Managing Director," says Bakshi. *It was the invaluable 
experience gathered during these two stints that set me 
up for my current job at PepsiCo." 

For Bakshi, life has just been perfect and he wouldn't 
want anything to change even if he were given a chance 
to go back into the past. *No regrets. So far so good," is 
how he sums up his journey so far. 


Subir Raha, 58, CMD, ONGC 

Subir Raha had always wanted to become a fighter 
pilot; chose to study electronics engineering; and ended 
up working in the oil sector. *When I graduated from 
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Akhil Gupta/Jt MD/Bharti Tele-Ventures 


SUCCESS MANTRAS 

For Akhil Gupta, it was the itch to do something big 
in life that would impact people at large that has 
helped him to get where he is today. 


REGRETS IN LIFE 

“| set out to chase my dreams pretty late in life. | 
would have done better for myself if | had taken up 
bigger challenges at an earlier stage,” he says. 


Jadhavpur University in 1969, I had quite a few job 
offers in hand, but I chose to join Indian Oil 
Corporation because it offered the best salary,” laughs 
Raha. Once in, he decided that even if oil was not his 
area of interest, he was going to “make a mark” there. 
“There are many ways of doing things. For me, it always 
had to be the best way. There was no scope for any 
compromises at any point of time,” says Raha. “My 
motto has always been: ‘never take things for granted 
and verify everything on your own’,” he adds. It is this 
passion about making a mark and his desire to see 
beyond what is immediately apparent that has seen 
him evolve into one of the country’s most powerful oil- 
men. After serving ЮС for 31 years in various capacities, 
he moved to the then moribund Oil and Natural Gas 
Corporation in 2001. A workaholic who’s known to 
send e-mails and SMSs to colleagues at 1.00 am, his turn- 
around of the sleepy public sector oil exploration com- 
pany into the country's biggest wealth creator (market 
capitalisation: Rs 1,59,925 crore as on March 1, 2006) 
is the stuff of legends. 

If he has any regrets in life, they are over his failure to 
become a fighter pilot and his inability to pursue electronics 
research. *I would have wanted to take some credit for all 
the hardware development that has happened around us 
in the recent times," he says, only half in jest. 


VUHAW NVAIA 


VIVAN MEHRA 





What lalent 
Crunch? 


India Inc. is unlikely to face any HR constraints 
in the foreseeable future. 

HE GOOD NEWS CONTINUES TO POUR IN. THE LATEST: 
"dL ad no talent shortage in India, says a survey 
conducted by the Us-based Manpower Inc., one of the 
world’s leading executive search firms. The Talent 
Shortage Survey, carried out across 23 countries (sample 
size: 33,000 employers) reveals that only 13 per cent of 
Indian employers expect to face any manpower-related 
constraints. They feel тт programmers and developers, 
accountants, marketing and communications special- 
ists, sales managers; engineers, technical managers, ргој- 
ect managers; administrative assistants and teachers will 
be hard to come by over the next couple of years. The 
worldwide average is 40 per cent. 

Says Soumen Basu, Executive Chairman, Manpower 
India: “A turnaround in domestic manufacturing is driv- 
ing demand for talent. The age profile of the Indian pop- 
ulation, and the large number of graduates coming into 
the job market will largely meet the demand for talent." 8i 

KUMARKAUSHALAM 


Manpower's Basu: It's all about demand for talent 














COUNSELLING 


S HELP 
TARUN! 


| am a 30-year-old looking for a career in Clinical Data 
Management. | possess an MS degree in veterinary sci- 
ence, a PG degree in IT and a diploma in CDM. Please 
suggest an ideal career path to pursue in India or abroad. 
There are companies doing outsourcing work in 
clinical and pharma trials. Another option could be 
pharma firms dealing in veterinary products in their 
clinical data analysis side, apart from bio-informatics. 
| am 31-year-old with a BE (Mechanical). | work in the 
purchase department of a manufacturing company and am 
also doing MBA from ICFAI. Given my technical back- 
ground, should | specialise in finance or operations? 

It is difficult to get MBAs who want to do operations 
and so with your background, you would be an asset 
in the operations side. However if your interest 
lies in finance, then go ahead and do it. 

| am a 20-year-old in final year BA (History). My father 
runs a textiles business, but | have no wish to take it up. 
| want to pursue higher studies and eventually get 
into civil services. | am also keen on doing an MBA. 
Please advise. 

What is it that really interests you? If you want to 
join civil services, go ahead, but it's tough to get in. 
If it’s MBA, then do a full-time course. Figure out your 
ultimate goal to find your path. 





Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 





Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Withya It Solutions (P) Ltd., Chief 
Executive Officer, Noida, 

10 - 20 Years, 1845397 

To implement the strategic goals and 
objectives of the organization. Give direction 
and leadership toward the achievement of the 
organization's philosophy, mission, strategy, 
and its annual goals and objectives. 


Mahindra Gujarat Tractor Limited, 
Manufacturing Head, Vadodara, 

10 - 15 Years, 1848643 

Independent in-charge of all production 
activities with hands on experience including 
machine shop, assembly line, tractor assembly, 
paint shop & PDI, Should have fire in belly to 
achieve production targets. 


IMA Bloodbank Society Of 
Uttaranchal, Senior Blood Bank 
Officer, Dehradun, 3 - 5 Years, 
1848637 

The candidate should be experienced in any 
blood bank with a good reputation. The 
candidate should be MD. He should also have 
good communication skills & analytical skills. 


Punj Lloyd Ltd., Mechanical-HVEC, 
Delhi, 4 - 25 Years, 1843434 

Experience in specifying and procuring 
pressure vessels and heat exchangers is 
essential. Experience in installation & 
commissioning of pressure vessels & heat 
exchangers is desired. The candidate should 
have good communication skills. 


Interface Cybertech Pvt. Ltd., Head- 
BPO Operations, Bangalore, 

12 - 15 Years, 1848029 

This position would also be responsible to 
coordinate closely with the transition team 
during implementation of new programs. 
Extremely good man-management skills are 
required for this job, 


Health Asyst Pvt. Ltd., Program 
Director - Healthcare, Bangalore, 

10 - 15 Years, 289404 

Manage multiple accounts/ projects and 
ensure proper functioning Co-Responsible for 
formulating business plan and for revenue 
generation along with the sales / business 
development organization. 


TNS India Private Ltd., Associate 
Vice President, Mumbai, 

10 - 15 Years, 1847200 

The candidate should be either heading/ 
leading Marketing Services team with a global 
automotive player or someone with account 
management and client servicing background 
especially for automotive clients. 


Balkrishna Tyres Ltd., General 
Manager - IT, Mumbai, 

15 - 20 Years, 404366 

Key responsibilities shall include providing IT 
support to Н.О, Plants, Warehouses for 
achievement of business goals as also examine 
and implement new IT options to match with 
the extensive growth plans of the Company. 


KPIT Cummins Infosystems Ltd., 
Oracle Apps Functional Consultants, 
Pune, 5 - 25 Years, 1842783 

Expert Knowledge with minimum two 
complete lifecycle implementations with 
atleast 5 yrs relevant functional experience in 
industry Inventory, WMS, etc. 


Spectrum Business Solutions Ltd., 
Marketing Manager-Franchise, 
Mumbai, 8 - 20 Years, 1845444 

Should be responsible for situation 
appointment of Franchise, monitor their 
performance in their region. The candidate 
should also have good communication skills 


and also have good analytical skills. 


Transasia Biomedicals Ltd., Zonal 
Manager, Chandigarh, 

10 - 20 Years, 1842499 

Total responsibilities for the targeted 
performance of sales and services for the 
zone. Lead the zonal sales team. Ensure that 
the zone has required goal oriented 
manpower. Coaching ,goal setting & 
reviewing the performance of the team. 


Gates Computing Pvt. Ltd., 
Marketing Manager, Mumbai, 

10 - 15 Years, 354259 

Directing the overall operation of the 
Marketing function. Maintaining and 
developing relationships with key vendors and 
partners, developing advertising plans for 
sales and training. 


Techs To Suit, Inc., Lead Architect, 
Bangalore, 9 - 17 Years, 1845846 
Subject Matter Expertise in Technical 
Architecture, Design & Delivery of SDP 
Integration solutions in the Telecom space. 
Experience with existing & emerging 
technology, industry standards, etc. 


Symantec Corp., Senior Buyer, Pune 
7 - 12 Years, 1837517 

Responsible for all Procurement and 
Purchasing activities including, purchase or 
loading process, sourcing and competitive 
tendering of goods and services requiremer 
in a cost effective timely correct manner. Hi 
Requesters define their requirements. 


Shreeram Enteprises, Deputy 
Manager Stores, Mumbai, 

8 - 13 Years, 1839291 

The candidate should have go 
communication skills and also have go 
analytical skills. He should also have go 
academic background with sound knowlec 
of logistics. The candidate should have worl 
with a good company with a huge turnover. 


Twenty First Century Offices Pvt. 
Ltd., Sr. Manager, Bangalore, 

10 - 15 Years, 377620 

The candidate should have good 
communication skills and also have good 
analytical skills. He should also have good 
academic background with sound knowledg 
of Marketing. 


SPS Intrad Pvt. Ltd., Eastern Regior 
Sales Manager, Kolkata, 5 - 10 Years, 
1843441 

Candidates with working experience in the 
Pharmaceutical, HealthCare & Life Sciences 
industries will be an advantage. Directly 
responsible for Sales operations, sales force 
management in Eastern India. 


Daedalus Inc., Chief Finance Office 
Bangalore, 10 - 15 Years, 1847857 
Handling day-to-day financial and accou 
Operations and long-term strategic financ 
planning. Experience in internal financ 
control systems & procedures. Responsible f 
accounting, financial & budgetary controls a 
effective handling of financial audit reviews. 


To know how to apply for these jobs, go to finance jobs listing page. 
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ad in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


maks solutions Pvt. Ltd., Sr. 
tware Developer, Delhi, 

7 Years, 419164 

‘candidate should be experienced in 
viding hr solutions. He should also have 
id communication skills & good analytical 
ls. The candidate should also have good 
demic background & good experience in 
viding management processes. 


‘aha Systems Pvt. Ltd., System 
ministrator, Ahmedabad, 

5 Years, 416198 

ifigure Servers, Call Managers, VoIP , 

N etc. and trouble-shooting. Setting-up 
configuring Wired-Wireless Networks as 
the Product test scenarios, 


foCepts Technologies Pvt. Ltd., 
siness Intelligence Associate, 
igpur, 2 - 4 Years, 1838459 

velop applications for data extraction, 
isformation, and loading optimized for 
simum scalability with minimum 
intenance requirements. 


гопа Foundation India Pvt. Ltd., 
rior .Net Developers, Noida, 

6 Years, 1838219 

»erience with test driven development and 
ng foundation in OO programming and 
ign concepts. The developers should have 
erience these technologies along with 
‘ML and _ Javascript skills. 


pire Infolabs, Sr. Project Leader, 
Thi, 5 - 8 Years, 1832929 

tof the development team having 

ertise on Oracle D2K technologies 
tpertise in Forms 6i, Reports 6i and good 
nmand of PL/SQL), lead small teams / 
dules in a project. Interact with customer 
requirement analysis. 


tra Systems India Pvt. Ltd., 

ftware Testing Manager, Mumbai, 
6 Years, 425271 

юа knowledge of testing processes and 
thodologies, hands on functional testing 
»erience, requirement analysis, good 
mmunication - written & verbal. Ability to 
rk with the team. 
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Emerson Design Engineering Center, 
Labview Programmer, Bangalore, 
2-5 Years, 424091 

The candidate must have lab-view 
programming experience. Knowledge of 
DAQ hardware’s/ connections/ test lab 
instrumentation. 


PBC Net Pvt. Ltd., Web Designer, 
Mumbai, 2 - 5 Years, 1834470 

Ability to create highly aesthetic easy-to- 
navigate web/sites for our U.S based clients 
while meeting the business objectives. As a 
designer, you'll create policies and procedures, 
page and site standards, document types, 
templates, linking, content and design elements. 


Techroots Solutions Pvt. Ltd., Mobile 
Handsets Development Engineer, 
Pune, 3 - 5 Years, 1833883 

Software development for connectivity 
components, including embedded system 
(mobile devices Oss) and PC application 
development. Interfacing with engineering 
leaders and product management on 
implementation design. 


Graf digital technologies Pvt. Ltd., 
Website Master, Hyderabad, 

2 - 5 Years, 1835078 

Designs and builds websites according to W3C 
standards and using best-practice technologies 
such as CSS and XHTML. Optimizes images 
for web-use and checks for HTML compliance. 


Patni Computer Systems Ltd., 
Database Architect, Bangalore, 

2 - 6 Years, 1850358 

Proficiency in Design tools like Erwin, 
Knowledge of OLTP, ODS, DW Database 
designs. The candidate must have experience 
in designing at least One Data warehouse / 
Data mart. 


Advance Computer Services Ltd., 
Tester (Routing and Switching), 
Bangalore, 5 - 7 Years, 1833707 

Layer 2-device or Layer 3 device OR 
Networking application test (dev test / system 
test / acceptance test) experience, protocol 
understanding, Development of test scripts 
with TCL, PERL or Silk Test for automation. 
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IPsoft India Pvt. Ltd., Windows 
Admin, Bangalore, 7 - 10 Years, 
257658 

Needs to have a very deep knowledge of 
exchange 5.5, exchange 2000 ,Exchange 2003 
and if possible in- rightfax. Understanding of 
networking, Good in doing 3rd party software 
administration in Windows environment. 


Satyam Computers Services Ltd., 
Technology Experts, Delhi, 

3 - 9 Years, 422921 

The candidate must have the knowledge of 
Informatica, Ascential DataStage, MS DTS, 
Oracle Warehouse Builder, ACTA, Ab Initio, 
SAS basic and SAS ETL, Data Junction, BO 
Integrator, ETI, Hummingbird, Sunopsis, 
PL/ SQL Coding. 


Microsoft - MGSI, Senior Consultant, 
Mumbai, 8 - 10 Years, 414860 

Domain expertise in Life Insurance, Effective 
understanding of business cases. Knowledge 
of relevant methodologies for evaluating 
business requirements. 


Comtel Services Pvt. Ltd., SOL 
Developer, Mumbai, 1 - 8 Years, 
1848557 

The candidate must have good 
ccommunication skills and also have good 
analytical skills with good academic 
background. Should have sound knowledge 
of sql programming and also have the zeal for 
developing new applications. 


Oracle India Pvt. Ltd., Oracle Apps 
Functional Consultant, Bangalore, 
5-12 Years, 1830341 

The individual in this position will be 
responsible for conducting Quality control 
reviews for the various Consulting and 
Managed Services projects within the 
organization. The individual should be able to 
clicit best-practices from various projects. 


NCR, Oracle DBA, Mumbai, 

3 - 5 Years, 1844586 

Knowledge of Oracle Architecture, 
Administration & Management, knowledge 
and experience of Oracle performance tuning: 
Knowledge, Experience of Database 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Shashi Cables Limited, Head- 
Marketing & Sales, Lucknow, 

2 - 35 Years, 1848563 

Persons who believe in themselves and can 
take up challenge of leading the Co from a 
present level of Rs 20 Crores to Rs 100 


Crores and beyond within the next few years 
fit the bill. 


Netlink Technologies Pvt. Ltd., 
Development Executive, Delhi, 

1-5 Years, 1842080 

Managing day-to-day relationships with 
Clients and developing a deep understanding 
of their requirements Negotiating and closing 
Business Contracts Follow up’s with the 
development team for timely project 
completions. 


SPS Intrad Pvt. Ltd., Sales Manager, 
Kolkata, 5 - 10 Years, 1843441 
Candidates with working experience in the 
Pharmaceutical, Healthcare & Life Sciences 
industries will be an advantage. Directly 
responsible for sales operations, sales force 
management and assist in marketing activities 
in Eastern India. 


Gras Impex Pvt. Ltd., Telemarketing 
Executives, Mumbai, 1 - 2 Years, 
1843713 

The candidate must do telecalling, briefing 
and fixing meetings with architects, builders, 
Interior decorators, Contractors, interior 
décor products retailers for the sales team to 
follow up. Will respond to all incoming 
enquiries. 


Silicon Placements, SUBEX-BM, 
Bangalore, 4 - 5 Years, 1842815 

This position is responsible for the 
development and execution of regional 
brand/product marketing strategies and plans. 
The Associate Brand Manager works closely 
with the Sr. Manager - Marketing, Product 
Manager etc. 


MAAC, Counsellors, Mumbai, 

1 -2 Years, 1832332 

Academy Counsellors with min experience of 
1 yr in the educational field. Taking care of 
the entire center. Should have Marketing skills. 
Regular reporting. Achieving given 
targets.handling the center and the students. 


ICMAS Pvt Ltd., Marketing 
Executives, Guntur, 1 - 2 Years, 
1840087 

The candidates who are go getters / achievers 
in the field of Marketing of Insurance, Credit 
Cards, Personal Loans, Housing Loans, 
Vehicle Loans, FMCG Selling, Concept 
Selling, Franchising Industry. 


One 97 Communications Pvt. Ltd., 
Product Manager, Noida, 

1 - 3 Years, 1839228 

The candidate who can genetate new idea / 
understanding the requirement for new 
product. Product conceptualization & 


creation, overall Product delivery, Preparing 
RFP's and Product notes. 


ATS Services Pvt. Ltd., Sales 
Manager, Delhi, 6 - 10 Years, 1848348 
Selling Software/E-Learning Solutions to 
Fortune 500/ 1000 companies in Japan. 
Maintaining relationship with existing 
accounts like Microsoft and developing them 
further. 


Kaizen Technologies, Relationship 
Manager, Hyderabad, 3 - 8 Years, 
1850607 

Managing current clients, identifying new 
business opportunities for growth of the 
organization, identify areas of process 
improvement, the incumbent will be 
responsible for overall profitability of the 
organization, 


Vistech Information Systems Pvt. 
Ltd., Product Sales & Marketing, 
Bangalore, 1 - 2 Years, 425197 
Candidates with excellent oral & written 
English communication skills. Remuneration 
will be bestin the industry for right candidates. 


PACL India Ltd., Assistant Managers, 
Chandigarh, 3 - 4 Years, 1842481 

The candidates with expetience in Sales / 
Marketing of large Real Estate with ability to 
manage and organize sales of group housing 
and townships and lead team of professionals at 
site office. 


Applabs, Sales Manager - Asia Pacific 
Region, Hyderabad, 5-7 Years, 
1841283 

Identify opportunities by generating own 
leads and from leads generated by a central 
prospecting team. Own the sales cycle for 
these opportunities including relationship 
management, identification of specific 
opportunity, working with the pre-sales team 
to create proposals, etc. 


Taurian Iron & Steel Company Pvt. 
Ltd., Product Marketing Executive, 
Bangalore, 2 - 4 Years, 1847460 

The candidate must be well versed in the sale 
concepts. He should also have good 
communication skills and also have good 
analytical skills. 


Wipro Technologies, Senior 
Executive(Marketing), Bangalore, 

2 - 5 Years, 1846319 

Strong presentation skills & the ability to 
deliver under tight deadlines. Ability to 
separate relevant from irrelevant & prioritize 
near-term ones without losing sight of long- 
term objectives. 


Sony India Pvt. Ltd., Product Head, 
Delhi, 5 - 7 Years, 350012 

The person will be responsible for managing 
the business for a product category (product 
management cycle), Identifying potential 
products, New Product launches, Pricing 
strategy, Devising and implementing Sales 
strategy, Devising and implementing 
Marketing strategy, Market intelligence etc. 


ADP Pvt. Ltd., Marketing 
Communications Executive, 
Hyderabad, 2 - 4 Years, 1847050 

High proficiency in written communication & 
comprchension skills (Absolute MUST). Flair 
for journalistic writing is an added advantage. 


Parsec Interact , Executive - Business 
Development, Delhi, 1 - 2 Years, 
214591 

Identifying, qualifying and selling PARSEC" 
services to Mortgage Companies in the US 
generating Leads (B2B) through tele- callin; 
from the existing database and Internet search. 


To know how to apply for these jobs, go to finance jobs listing page. 
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ead in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


mbrosia Infotech Pvt. Ltd., 
elationship Manager, Mumbai, 

-7 Years, 1831713 

e candidate should have experience in 
ndling accounts of large firms. Should also 
ve good communication skills and also have 
iod analytical skills. Should be experienced 
handling various customers. 


R Choksey Shares & Securities Pvt. 
td., Business Head, Mumbai, 

- 7 Years, 289045 

ле candidate should have experience large 
ms. Should also have good communication 
ills and also have good analytical skills. Should 


experienced in handling various customers. 


imexon Diamonds Ltd., 
(anagement Accountant, Mumbai, 
- 8 Years, 1840938 

anage the consolidation, reporting and 
idget processes, receiving and monitoring 
iancial information from all departments 
d locations. 


anoramic Group of Companies, 
ranch Manager, Bhopal , 

-7 Years, 1835363 

є should be able to maintain high service 
andards, cost control, staff training, 
Iministration, liason with the network leaders, 
-ordinate with head /regional offices etc. 


2 Infotech, Investment Banking 
»nior Manager, Mumbai, 

- 12 Years, 1842282 

зе candidate will be in coordination with 
search, identify markets, industries and 
ecific companies to target for the 

vestment banking practice. Will keep abreast 
' the latest happening in the investment 
inking business & scout for & target specific 
isiness opportunities. 


‘ode Software Pvt. Ltd., Senior 
xecutive (Finance), Bangalore, 

- 7 Years, 1830927 

1e candidate will have to provide general 
counting support, Cash Maintenance & BRS 
ank Reconciliations Statements). Assistance 
handling Internal & Statutory Audit. Day to 
y compliance of Income Tax, Vat etc. 


Motorola India Pvt. Ltd., Credit 
Analyst, Delhi, 5 - 10 Years, 1830449 
Handles credit portfolio covering India and 
emerging markets. That includes resolving 
daily credit issues, collection and cash 
applications, credit hold releases, customer set 
ups/coordination, credit file maintenance and 
sending monthly statement of accounts, 


Stratagyn Inc., Manager (IT Audit), 
Mumbai, 5 - 7 Years, 366785 

IT / IS audit or systems integration 
background and ERP implementation, 
Network security and/or security architecture 
development, Security administration, 
assessment, policy development. 


Satav infrastructures Pvt. Ltd., 
Accountant, Delhi, 5 - 10 Years, 
1843778 

Looking for a B.Com \M.Com guy with min 
5 yrs of experience in handling Account 
Books , Monthly Project costintatements,Bank 
Re-Conciliation, Annual Sales Tax Returns , 
Bill Passing etc.Knowledge of Tally 6.3 & 7.2. 


Corporate Buddha Consulting Services 
Pvt. Ltd., CFM Analyst, Bangalore, 

1 -4Years, 1832341 

Track and report time report expenses and 
Accenture other expenses. Periodically review 
expense budgets. Track use of and compliance 
with the engagement's expense policy. 


ACS, Inc., Accounts Associate, 
Bangalore, 2 - 5 Years, 409314 

The Accounts Associate function is to ensure 
the accurate and timely payment of Company 
disbursements. In conjunction with the 
Manager of Accounts Payable, the Corporate 
Controller and the General Ledger Team. 


NSE.IT Limited, Business Analyst, 
Mumbai, 1 - 1.15 Years, 378111 
Translating the BRS into functional / Software 
Requirement Specifications ( SRS). Provide 
specialist technical inputs to the project team. 
Ensure compliance to QA norms. Conducting 
data query and competitive analysis. 


* Don't go around in circles. 


Experience the sharpest job search engine. 





Reymount Commodities Pvt. Ltd., 
Development executive, Mumbai, 

1 - 3 Years, 1838035 

The candidate should be well versed in 
providing trading solutions to the customers. 
He should also have good communication 
skills and also have good academic 
background with good analytical skills. 


Lantek Automation Pvt. Ltd., 
Accounts Assistant, Bangalore, 

2-5 Years, 1838518 

Managing books of accounts on company's 
ERP software and MS Excel. Payrolls, TDS 
calculations and returns filling. Invoicing and 
Suppliers payments control. Bank 
reconciliation and other bank related issues. 


Uniken Systems Pvt. Ltd., Analyst 
Executive, Pune, 2 - 3 Years, 1838825 
The candidate must be experienced in 
corporate finance and must also be aware of 
corporate financing and also corporate 
processes. He should have good 


communication skills and also have good 
analytical skills. 


Morgan Stanley, MSCI-Equity 
Research , Mumbai, 1 - 4 Years, 
1839239 

Assisting the MSCI Global Lead for 
Fundamental Data Analysis with the ongoing 
review of fundamental data methodology and 
accounting trends. Working closely with 
Equity Research Analysts in other MSCI 
Equity Research locations. 


Light House Partners, Finance 
Executive, Gurgaon, 4 - 10 Years, 
1847531 

The person should have good finance and 
accounts background along with good 
communication skills and also have good 
analytical skills. He should also have good 
academic background. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the "Search 
Jobs" box оп the home page 
3. Click the "Go" button 
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Responsibilities : 

* Will head the HR division and lead a team of HR professionals 

* Strategic and operational support for human resources 
management and development 

* Proactive support to divisions on Human Resources Planning 


Recruitment and Induction of professionals, supervisory and 
support staff 
* Performance Management, Career Planning and Training Write within 7 days to : 
HR systems and processes across divisions and locations 
Communication channels and Group processes within Editor and Managing Director 
and across divisions and regions Malayala Manorama 
PB. No. 26, K K Road 
The Person: Kottayam - 686 001 
e Postgraduate in Management with specialisation in Human Kerala 
Resources Management & Development, from a reputed institute, Email: hr@mm.co.in 
* Around 15 years experience in managing HR functions in a Please mention code: GM HR/02/06 
responsive environment. Age around 40 years. 
* Appreciation of business processes and experience in process 


facilitati d Itation for O isation Devel t. | 
+ бкл of шнен wil "А M ahis. ди Malayala Cn Manorama 
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SOAR TO GREAT HEIGHTS WITH HAL 
Hindustan Aeronautics Limited, Aircraft Division, Nasik 
Ojhar Township PO., District : Nasik (Maharashtra) 
Pin Code - 422 207 


Requires 
The following DESIGN ENGINEERING PROFESSIONALS in the field of Software Development, Stress, Aerodynamics etc. for its 
ircraft Upgrade Research and Design Centre (AURDC), on regular appointment basis (those desirous of working for limited tenure 
an also be considered on term contract basis): 


Designation of the post Grade Scale of Pay Basic + DA 
(At minimum of scale) 

Additional General Manager (Design) УШ Rs.18500-450-23900 Rs. 29,248/- p.m. 
-hief Manager (Design) VI Rs.16000-400-20800 Rs. 25,296/- p.m. 
Senior Manager (Design) V Rs.14500-350-18700 Rs. 22,924/- p.m. 

anager (Design) IV Rs.13000-350-18250 Rs. 20,553/- p.m. 
Deputy Manager (Design) IH Rs.10750-300-16750 Rs. 16,995/- p.m. 
Engineer (Design) П Rs.8600-250-14600 Rs. 13,596/- p.m. 


er details regarding Age, Qualification and Experience requirements, Reservation, Relaxation & Concessions, Mode of Applyin 
| Pay, Allowances & Perquisites etc. can be downloaded by logging on to HAL website 
<http: hal-in 
Last date of receipt of applications: Within 15 days from the date of publication of this advertisement. 


Dy. General Manager (P&/ 
HAL. Aircraft Division, Nasi 


Making People Successful in a Changing World 








Adecco 


Adecco SA, a Forbes Global 500 company is a worldwide leader in HR services. Adecco, operating 
out of 6500 offices in 75 countries and territories, has the highest market share, revenues, cash 
flow and market capitalisation in the industry, globally. 

Adecco Flexione Workforce Solutions Ltd., is a leading staffing solutions company having a 
national presence of 35 company - owned b 


ranches, the largest network in India. 


ADECCO FLEXIONE 


SALES | 


Regional Managers: (Code-Rm) 

* Providing leadership to a team of Area Sales Managers/ 
Branch Managers/ Key Account Managers 

* Key account management 

+ Ensuring productivity of field force in the region 

* Meeting targeted acquisition objectives for the region 

8-10 years in selling to Corporates/ Institutions. MBA is a 

must. Experience in Telecom/ Financial services or other 

high-growth industry is preferred. 

Locations: Bangalore, Chennai & Mumbai 

Area Sales Managers: (Code-ASM) 

• Providing leadership to a team of Branch Managers/ Key 
Account Managers 

* Key account management 

« Ensuring productivity of field force in the territory 

* Meeting targeted acquisition objectives for the territory 

6-8 years in selling to Corporates/ Institutions. MBA is a must. 

Experience in Telecom/ Financial services or other high- 

growth industry is preferred. 

Locations: Delhi, Kolkata, Hyderabad, Chennai, Bangalore, 

Mumbai, Pune & Ahmedabad 


Branch Managers: (соде-вм) 

• Providing leadership to a team of Key Account Managers 

• Key account management 

« Ensuring productivity of field force in the territory 

* Meeting targeted acquisition objectives for the territory 
5-6 years in selling to Corporates/ Institutions. MBA is a must. 
Experience in Telecom/ Financial services or other high- 
growth industry is preferred. 

Locations: Bangalore, Chennai, Coimbatore, Hyderabad, 
Mumbai, Pune, Gurgaon, Lucknow, Delhi, Bhopal & 
Indore 

Corporate Sales Managers- IT, Non IT & Training: 
(Code-CSM) 

• New customer acquisitions 

• Market coverage & penetration 

• Launch of new products / services 

2-4 years experience in Corporate/ Key Account sales in any 
service business - Telecom, Banking & Financial services, Office 
Equipment & Supplies. 

Locations: All Adecco Flexione branches - 
www.adecco.co.in/findbranch 





TRAINING & LEARNING SOLUTIONS 


Territory Managers: (Code-Tm) 

* Providing leadership to a team of Business Development 
Executives 

e Ensuring productivity of field force in the territory 

* Meeting targeted acquisition objectives for the territory 

2* years in selling to Corporates/ Institutions. MBA in Telecom/ 

Financial services, Office Automation or other high-growth 

industry is preferred. 


Locations: Mumbai, Delhi, Chennai, Bangalore, Hyderabad, Pune & Kolkata Е 


Tor pil det TM, TCO aaa АББА UN DIM айо Mi сод, location, WENO days to: trainingapeople-one.com — 
Our greatest sucen barm't bun our growth, but, the people whe have grown with us. 


муу. адессо.со.їп 


CUSTOMER SERVICE 


Manager-Customer Service: (Code-mcs) 

* Service customers’ manpower staffing needs on time 
through a team of Account Managers, Recruitment 
Consultants & Process Executives 

e Acquire new business from existing customer accounts 

* Ensure customer delight through quality/ timeliness of 
recruitments as well as ensuring smooth back-end 
process delivery \ 

• Execute associate-related initiatives 

6-8 years experience in Corporate Sales/ Service background 

in service business - Telecom & Financial services. MBA is a | 

must. 

Locations: Bangalore, Chennai, Hyderabad, Mumbai, | 

Ahmedabad, Dethi, Jaipur & Bhopal \ 


Customer Account Managers: (Code:CAM) \ 

• Customer Service delivery including implementing new 
customer service initiatives 

• Gain market share among existing client base 

* Launch new products and services among customer base 

3-5 years experience in Corporates/ Key Account Sales & 

Services in any service business - Telecom, Banking and 

Financial services, Office Equipment and Supplies. 

Locations: All Adecco Flexione branches - 

www.adecco.co.in/findbranch 


Process Executives : (Code-PE) 

* Handle back-end processes - Offer letters, Payroll, etc. 
Graduates with 1-2 years experience in back-end process 
work in service businesses. 

Locations: All Adecco Flexione branches - 
www.adecco.co.in/findbranch 


Recruitment Consultants - [T & Non IT: (Code-RC) 

* Ensure timely recruitment as per client requirements 

• Induct selected candidates into Adecco as well as into 
client organisations 

e Increase the pool of candidates through references 

« Field recruiting 

Graduates with 0-2 years experience 

Locations: All Adecco Flexione branches - 

www.adecco.co.in/findbranch 


Training Consultants: (Code-TC) 

e Content development for Training 

e Content delivery of Training Programme 

2+ years of experience in similar field, with excellent 
communication, strong customer focus and good interpersonal 
skills. 








Bird-flu or not, the Indian poultry industry will never be the same 
again, discovers KUSHAN мітка in the heart of India’s poultry industry. 


March 2 and 3 
* ATIONAL HIGHWAY 6 CONNECTS SURAT 
to Kolkata; around 140 kms from the 
first, just after you cross the state border 
into Maharashtra, you pass the sleepy 
and dusty town of Navapur. Like thou- 
mini of other mid-sized towns on India’s National 
Highway network, there is nothing particularly mem- 
orable about Navapur other than the fact that its rail- 
way station straddles two states and that it is the clos- 
est major town to the Gir Forest, an adivasi (tribal) 
dominated thick teak-wood forest (home to the highly 


endangered Asiatic Lion). It has a population of 


approximately 50,000, and most people who use this 
highway simply drive past the town. Whether you 
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stop or drive by, it is difficult to miss the not so pleas- 
ant smell of chicken droppings. Navapur, like many 
other small towns in Maharashtra's Nashik district, has 
a vibrant poultry farming business. Actually, that 
sentence should be in the past tense now. 

On February 18, 2006, this town entered the nat- 
ional consciousness when results from the Bhopal- 
based High-Security Animal Disease Laboratory 
indicated that poultry from this town had been infected 
with the deadly Avian Influenza (Al) virus, technically 
called the H5N1 strain, and popularly known as ‘bird flu’. 
Hundreds of men dressed in safari suits and wearing 
expensive masks descended on the town from all over 
the country, as did tens of television crews. The next 
day’s newspapers—it was a Sunday—splashed the 
news across their front pages; articles on the inside 
pages suggested that people avoid eating chicken and 
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Close Watch: Expert 


eggs, albeit temporarily. 

The poultry industry was 
livid; accusations started flying 
thick and fast against the gov- 
ernment, a ‘Dutch pharma- 
ceutical company’ and the 
media. The National Egg Co- 
ordination Committee (NECC) 
even went to the extent of 
issuing an advertisement point- 
ing fingers all over the place. 
The motive for that reaction 
(and its intensity) becomes 
very clear when OP Singh, 
CEO, VH Group (which 
includes Venkateshwara Hat- 
cheries, one of the world's 





largest hatchery operations), mentions that the Indian 
poultry industry is worth an estimated Rs 34,000 


is 
* 


crore (over a percentage point of the country's GDP). “In 
the past two weeks alone, we estimate the industry has 
lost some Rs 2,200 crore." 


avapur's poultry farms are deserted. A small 

*bio-security' sign is the only sign that some- 

thing went wrong here. Inside, piles of freshly 
moved mud are a sign that one is stepping on buried 
chickens or eggs. Some farms have no watchmen, even 
the tractors lie unguarded and all the workers are in the 
town-hall under quarantine and observation. Navapur's 
poultry industry employed thousands of local adivasi 
labourers. As this correspondent walks out of one 
farm, a utility vehicle full of safari suits pulls up. They 
are from the local health department. One of them, 
Sanjeev Parve, explains that they have come to burn any 
trace of the birds away. “We culled six-lakh birds and 
destroyed three-lakh eggs in a 10-km radius. This is a 
serious disease and we must not take it lightly." 

A local cyclist, Anil Gamit, seems bemused; he 
explains that on the 18th it was like a scene out of a 
movie when people in bio-security suits descended 
on his village of Ucchar and destroyed all birds, most of 
which were wild free-range chickens. He explains that 
they paid him Rs 40 a bird for his flock of 140 birds. 

Back in Pune, Singh goes on to question whether 


there was bird-flu at all in the 
first place. He questions the 
credentials of the Bhopal lab. 
He wants to know why so 
many tests needed to be con- 
ducted before the government 
could confirm that it was 
indeed bird flu. And he shrugs 
away the rash of chickens that 
have been dying here since 
early this year. "Birds die all 
the time of various complica- 
tions and around this time due 
to the whether change mortal- 
ity tends to be high and there is 
historical data to prove that". 
Then, not sure whether he has 
said enough, he adds, *We be- 
lieve that there was an out- 
break of Ranikhet Disease 
(called Newcastle Disease in the 
West) which was particularly 
virulent this time; the symp- 
toms of the two diseases are 
very similar; I think the gov- 
ernment declared India as an А! 
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bt reporter’s diary 


positive country without doing proper scientific 
analysis of the situation”. And finally, he inserts 
the conspiracy angle. “In the past 20 years that 
the virus has been known of, only 20 people 
have died from infection, yet millions of people 
have been in close and constant touch with the 
virus; this is all a scheme to sell medicines.” 

At a time when eggs that sold at Rs 1.15- 
1.25 a few weeks ago sell for 42 paise and 
chickens which were sold to wholesalers at 
between Rs 40-50 now go for Rs 3-5 a bird 
(prices have since increased to 
around Rs 10), the reason for the 
industry’s resentment is obvious. 
But the *Holland-based' pharma- 
ceutical company, which was acc- 
used of promoting a vaccine that is 
purportedly banned across Europe, 
(so go allegations) is amused. A 
few kilometres from Singh's office, 
in Pune itself, Lino Camponovo, 
Managing Director, Inter Vet India, 
makes an attempt to clear the air. 
“We are part of the Akzo Nobel 
Group, a €13-billion Fortune 500 
company, and if our products 
were really banned across the EU as 
certain people claim, it would not 
explain why the French just 
bought 30 million doses of Al vac- 
cinations from us last week." 

“I believe what has happened is 
that the industry has been hit extremely hard econom- 
ically, and wants people to blame", explains Camponovo. 
"This virus is spreading across the world and it poses a 
clear health danger to human beings. What people 
seem to forget is that, in 1917, the Spanish Flu also jum- 
ped from animals to humans and killed hundreds of mil- 
lions of people, and that is the scare with this virus." 
Camponovo also believes that the decision to declare 
India an ‘Al positive’ country was not done in haste. 
"Why would the Indian government take such a decision 
in a hurry?" he asks. “It is a big step to take. India is a re- 
sponsible country." Yet, the government's annou- 
ncement means that people have stopped eating the bird 
and its eggs. No matter where they came from. 


SOUMIK KAR 


till, things are beginning to change in some parts, 
aided by a healthy dose of free food. What's on the 
menu? Chicken, of course. At Splendour Halls on 
the outskirts of Nashik, more than 2,000 people are dig- 
ging into Chicken Biryani like there is no tomorrow. The 
floor is strewn with chicken bones and some people are 
busy filling plastic bags with food. *We have prepared 
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food for 10,000 people”, says 
Uddhav Aher, one of the regions’ 
biggest poultry farmers. “People 
must know that chicken is safe 
to eat. Bird Flu if at all, infected 
only Navapur. That is why 40 
farmers like me are organising 
this event.” When queried about 
reports that birds have died across 
the entire belt since November, 
he points me in the direction of a 
local vet, Mohandas, who is standing close-by. “Chicken 
are not strong creatures,” says the man. “A temperature 
change of a few degrees might kill many birds. It is not 
always disease. And even now we don’t know if 
Navapur had АІ.” 

However, as Prakash Bijlani, another poultry 
farmer (one who is proud of never having lost a bird) 
tells this correspondent, “Most of the people in the 
industry are here to make a fast buck and they don’t 
care about the birds at all. 1 don’t know if there was 
bird-flu or not, but all 1 do know is that the govern- 
ment should make an attempt to regulate this industry.” 
Bijlani believes the flu or the scare (whichever one it 
turns out to be) should help restore some sanity to the 
wild-west that is India’s poultry industry. 

More conspiracy theories: the mutton and fish 
industry is behind it all. “They have people in the 
media,” one poultry farmer tells me. 

This reporter doesn’t much care for the biryani or 
the smell of bird-droppings. All he wants is a glass of 
Nashik’s other, and possible more famous produce, 
good wine. Ш 








School of Information Technology 3 Year Full-Time Campus Program 


2006-09 


e Bangalore e Chennai e Hyderabad 


Highlights 


e Competent and committed faculty 
e Focus on software application 


e State-of-the-art computer facilities with 
latest hardware and software 


• Well equipped Library facilities 
e Active industry interface 


e Two Summer Internship Projects of 
8 weeks and 12 weeks duration 
respectively 


„ Computer Application Project (CAP) 
of 24 weeks duration providing 
"On-The-Job-Training" 

e Soft skills training 

e Merit Scholarships 

e Stipendiary Assignment Program 

e Bank Loans 

e Placement Assistance 





Opportunity to get additional certifications from Oracle, Microsoft, IBM, SAP enhancing career opportunities 


Eligibility * : 
e Graduation (any discipline-English Medium) wtih 50% and above aggregate marks 
e Final year degree students awaiting examinations and results. 
(Applicants with non-computers/non-mathematics background are required to undergo respective foundation courses). 


Selection : Through IMCAT (ISIT MCA Test) on May 27, 2006 at 59 test centers all over India. 
Classes from : July 03, 2006 


* 


For Prospectus and Application, please send as DD for Rs.500 drawn in favor of 'ICFAI A/c ISIT', payable at Hyderabad, to: 
Campus Programs Admissions Department (CPAD), ICFAI, 45, Nagarjuna Hills, Punjagutta, Hyderabad - 500082. 
Tel : 040-23435328/29/30/45. Fax : 040-23435347/48. Email: cpadhq  icfai.org 


www.icfai.org/isit 











The Next Markets 


What marketers need to know about tapping opportunities in 
China and India. ARCHNA SHUKLA 


THE 86% EVELOPED MARKETS, WHICH CONSTITUTE 
SOLUTION 14 per cent of the world’s population, are not 

growing because these are more than saturated 
By Vijay Mahajan/ and are also ageing fast. So, growth is going to come 


Kamini Banga from hitherto unappealing developing markets. These 
Pearson Power markets house 86 per cent of the world’s total popu- 
PP: 224 lation with a per capita gross national product of less 
Price: Rs 499 


than $10,000 and per capita incomes of around $300. 
These markets represent the future of global com- 
merce and can solve one of the most 
pressing problems of today’s marketers, 
namely sustaining growth. This is the 
gist of the first part of the book The 
i 86% Solution, co-authored by Vijay 
HC Mahajan, who holds the John P. Harbin 
() Centennial Chair in Business at 
SW McCombs School of Business, University 
of Texas, and Kamini Banga, an inde- 
l pendent marketing consultant. 
1 ( : N All this is too familiar to hold one's 
a the Biggest interest. That India and China, the fastest 
КИШ growing markets in the world, аге 
extremely intricate to crack is no revela- 
tion to any marketer in today’s time and 
date. Haven't Unilever and P&G already 
explored these markets, made their 
mistakes and learnt the lessons? Even 
p Bake oe. E niche marketers like Louis Vuitton, 
^" EB Chanel and Rolls Royce have identified 
Lo verra КАМІН BANGS their consumers here and are in the 
үрдү МА process of figuring out the ways and means to 
reach out to them. So saying that “there is no Indian market. 
There is a market in Mumbai or Chennai, or in their local neigh- 
bourhoods" is actually stating the obvious. 

The second part of the book is, however, interesting. Here, the authors 
spell out the specific challenges in these markets and then, talk about the 
8696 solution to these challenges. Mahajan and Вапра delve into each 
aspect of the business life cycle, right from inception to product design, 
packaging, pricing, distribution to communication and advise mar- 
keters, with ample examples, on how they shouldn’t build a car when they 
need a bullock cart or how to connect brands to the markets or how to 
grow big by thinking small and how to use expatriates to enter a new 
market. The conclusion they reach is: Population equals profits. 
“...Numbers are on the side of the developing world...the companies that 
can develop the right solution to meet their needs will find a rich 
source of growth...," the authors say. 

The book will be insightful for those who haven't yet woken up to the 
realities of the emerging markets and who still need to figure out India 
and China on the world map. 8 


NE 
y ois acd . 
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Brand Hijack 
Alex Wipperfanh d 
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BRAND HIJACK 


By Alex Wipperfurth 
Penguin Portfolio 

PP. 280 

Price: Rs 595 


F STEALTH WEREN'T SUCH AN 
кеже word, Wipperfurth 
would probably have called his 
book Stealth Marketing and not 
Brand Hijack. For, the subject of 
his book is, as the subtitle says, 
“marketing without marketing”. 
To be sure, Brand Hijack is not 
really about stealth marketing. 
Rather, it’s about how marketers 
should, first, create a brand that 
consumers would want to adopt as 
their own, and then let them con- 
trol its future. Wipperfurth's open- 
ing examples are the brands 
(Napster, Dr. Martens and Pabst 
Blue Ribbon beer) his own San 
Francisco-based consulting firm 
Plan B works with. He describes 
how these three, very diverse, 
brands have willingly become putty 
in the hands of their customers. 
Romantic as the notion is, nothing 
really happens accidentally. What 
the consumers see as a phenome- 
nal "non-marketing" success 
(remember the movie The Blair 
Witch Project?) is actually the 
result of painstaking, and often 
expensive, marketing. Therefore, 
despite its alluring title, the book is 
about how to engage the con- 
sumers; get them interested in your 
brand as if it were theirs. Isn't that 
every marketer's ultimate dream? 








ICFAI 


Distance Education 


MBA 


Distance Learning 
(2 years) 









E-Learning 
Раскаде 





ALCHEMIST 


= HR SERVICES — —— 








The MBA Program of ICFAI will broaden your business acumen 
and sharpen your analytical insights. The unique combination 
of both Indian and international perspectives and the general 
management focus will give you an edge in your career 
progression and will prepare you to act effectively as a manager 
in the ever-changing business environment. 


The unique features include quality courseware; e-learning 
package; training classes; case-based learning; web support; 
electives in seven disciplines and examinations every quarter. 
Equated monthly instalment (EMI) facility is available for 
payment of fee. Placement assistance is provided to all 
successful students. 


Eligibility : Graduates (any discipline) 


For details, please contact ICFAI branch in your city 
(for address, please visit www.icfai.org) 
Alternatively you can contact: ICFAI Center for Distance Education, 

23, Nagarjuna Hills, Punjagutta, Hyderabad 500082. 
Ph: 040-23430431-36, Fax: 040-55639711. Email: info@icfai.org 





For online registration, visit: www.icfal.org 





Alchemist HR Services (P) Ltd., is a full HR Solutions provider, with offices at major cities. For more details, visit: www.alchemistindia.org 





BANGALORE'S 
SPIRITUAL BOULEVARD 


Bangalore's = 








ritual 


three major 


ROUND 35 KILOMETRES FROM 
Bangalore’s showpiece 
Vidhana Soudha (where the 
government of Karnataka 
works from), as you head in 
a South-Easterly direction, 
the traffic, intense thus far, 
lessens. Instead of the dense 
concrete jungle littered with 
glittering glass and chrome 
structures which dot the city’s skyscape, large empty 
spaces beckon; it is almost as if the clock has been 
turned back to another, more peaceful era in the gar- 
den city’s history. Welcome to Kanakapura (literally, 
Golden City). However, on weekends and holidays, this 
single-lane road suddenly bustles with activity. 
Automobiles of every description—from the 
Ambassador of yore being plied as a taxi to a Mercedes 
S class carrying a corporate bigwig—suddenly choke this 
Golden City Road. There is a reason for that. This is 
Bangalore’s Spiritual Boulevard with three major 
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A stretch of road in rural Bangalore houses 
ashrams, attracting thousands of 
mainly young, well-to-do techie followers 
who are looking to de-stress. VENKATESHA BABU 
and RAHUL SACHITANAND tried to do so as well. 


PRINTED 
CIRCUIT 


whem; "P 


ashrams located on it. One is the HQ of the Art of Living 
(AOL) headed by Sri Sri Ravishankar (of Sudarshana Kriya 
fame). Another is Nataraja Gurukula Adventure 
Academy run by a Belgian-turned-naturalised-Indian 
Guru Freddy, who emphasises martial training to calm 
the mind. And the third is the ashram of Rishi Prabhakar 
who has his own brand, Sidbba Samadhi Yoga. 

In a city that employs over two lakh techies and BPO 
associates constantly working against the clock to meet 
seemingly impossible deadlines, stress is an inevitable 
way of life and mental and physical fatigue is becoming 
increasingly commonplace. Given the 80-hour work- 
weeks and constantly looming project deadlines, taking 
a break acquires a completely new meaning for these 
stressed-out code-jocks. They are flocking to a raft of 
spiritual sanctuaries for an extended dose of soul 
searching, away from the hustle and bustle of the over 
eight million people that live in India's Silicon Valley. 
"Stress is something that people can live with and not 
be ruled by," says Sri Sri Ravishankar, founder of the 
AoL movement, which recently attracted around three 
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million people to its Silver Jubilee Celebrations in 
Bangalore. *People tend to lose their soul when they are 
faced with stressful work. Indians have always been 
intensely spiritual people," says Dr L. Manjunath, а 
practicing psychologist. *After achieving levels of 
material prosperity in a couple of years in contrast to a 
couple of decades it took their parents, these youngsters 
are looking for a larger meaning to life." 
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VIDENCE THAT SOME TECHIES FIND THIS MEANING ON 
Kanakapura Road can be had at Sri Sri Ravi- 
shankar’s verdant 70-acre ashram. The place 
overflows in a sea of white as a motley crew of disciples 
and wannabes mingle in the tiled courtyard and Р 
amphitheatre, waiting for instructions from their Now a major movement, Sn Sri 


Guruji. Hundreds more are in the midst of a session of Ravishankar’s Sudarshana Krrya, a 
Sudarshana Kriya in the main hall. Intense medita- xem 

tion isn't, however, the only reason drawing people like meditation -tech nique, targets both 
Sriram Chandrasekharan, 32, a Microsoft employee to the body and the mind; Aol. even 


AOL. “I’ve been associated with this movement for 10 
has a corporate wellness programme 


years now and it’s been very beneficial to me, both in 
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terms of making me less stressed and alert and imp- 
roving my immunity and therefore, decreasing my 
sick leave." “Over the last six years," he adds, 
haven't had even the smallest sniffle." 

It's not just the young who believe in AoL, with sen- 
ior pros like A.L. Rao, the coo of Wipro, also being 
vocal supporters. “This has had an extremely posi- 
tive effect on me, both physically and mentally, and the 
kriyas are something I can't do without every day," says 
Rao. On his frequent trips abroad, Rao meditates at air- 
port lounges. And AoL itself has smartly launched a 
Corporate Executive Programme (СЕР) to cater to the 
growing need for a *wellness' aid. 

"We have put over 2,000 of our employees through 
the CEP and the benefit can be seen in terms of greater 
alertness and focus on the job and a more balanced life 
overall," says Aadesh Goyal, Corporate Vice President 
(Human Resources), Flextronics Software Systems. 
Interestingly, fresh recruits at FSS have to go through the 
CEP within six months of signing up with the company. 


ESPITE ITS IMPOSING PRESENCE ON KANAKAPURA 
| Road, however, AOL is not the only option for 
A. people looking for some mental peace. A further 
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20-km down the road is the HQ of Rishi Prabhakar, an 
engineer-MBA-turned-yoga guru, whose Siddha Samadhi 
Yoga tries to calm down the restless mind through 
short, but intense meditation. “People are too worried 
about the kind of material goods they can buy and how 
quickly they can do this. The onus then is more on 
material well-being than spiritual peace of mind,” says 
Prabhakar who has over 100 ashrams, across 20 cities 
today and uses Rishi Tapokshetra, as the headquarters 
(it is a 32-acre campus that is greener-than-green) is 
named, as a yoga finishing school of sorts for a three- 
day advanced course, after students have initially learnt 
the art at one of the centres within a city or town. 

“This course isn’t as difficult as I initially thought 
and the benefits were immediate,” says an Infosys 
employee, who'd rather not be named. “I am able to 
either focus intently on my job or switch off com- 
pletely and relax.” 

Rishi Prabhakar believes that a sense of self-fulfil- 
ment is often missing among the young techies who visit 
him for some intensive de-stressing. “You have to be 
able to say: If I am happy with what I am doing, I won't 
be stressed. Happy people are always more productive," 
says the Smiling Swami. 
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NGAA “HJEUT LEU. 
Think rappelline $i climbi с 
and а tough obstacle course 





SIDDHA SAMADHI 


With over 100 asbrams, Rishi 
Prabhakar’s Siddha Samadhi 


Yoga seeks to calm the restless 
mind through short, but intense 
bursts of meditation 


LSO ON SPIRITUAL BOULEVARD IS THE NATARAJA 

Gurukula Adventure Academy (NGAA). Unlike the 
1 sheltered (and in the case of AOL, even luxurious) 
confines of other soul kitchens, this academy makes no 
bones about its down-to-earth nature. It is run by 
Guru Freddy, a Belgian academic-turned-holy man 
(he’s unwell and cannot meet with BT; his disciple, 
Eric Swami, a German-turned-naturalised-Indian, 
shows us around). The spartan ashram looks part mil- 
itary boot camp, part nature resort. NGAA has been 
used by several IT companies to build team spirit, en- 
hance bonding and a sense of responsibility. And a 
group of 30 MBA students from a B-school is expected 
there on the day we visit. 

For starters, NGAA is certainly not for the faint of 
heart, with rappelling, rock climbing and a full obsta- 
cle course among its main attractions. “It’s not always 
about finishing first or completing a course the fastest 





with us; we try and judge who acted more responsibly 
while helping a colleague or who had better ideas to fin- 
ish a course,” says Swami, as he shows us the way to 
navigate the Burma Bridge, one of the obstacles on the 
course. Dressed in a faded orange jumpsuit, the eternally 
dishevelled-looking Swami speaks fluent Kannada and 
is the chief architect of the place (literally the academy’s 
Mr Fix It, mending everything from a faulty electric mo- 
tor to laying down the flooring for a guest room) and 
says that raagi (millet) is the staple for guests. 

The amenities are basic, with the men sharing 
bathing facilities and mud-floored tents being the only 
accommodation. Given its tough as nails disposition (this 
reporter is still suffering from Swami's vice-like hand- 
shake), NGAA is extremely popular with law enforcement 
agencies. It has also gained increasing acceptance with 
an increasingly adventurous tech crowd. *We've had a 
number of tech companies, including Infosys, send 
people over to take the course and their feedback was 
positive," says Swami, adding that several others have 
now lined up to try out the academy's "boot camp". 

For code-jocks burnt out by a constant battle 
against an ever increasing workload, it is not just 
the much-celebrated pubs of Bangalore or a trip to the 
visiting on-site shrink that helps them de-stress. There 
is clearly another option at hand. All they need to do 
is hit the golden road. 8 
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1% treadmill 


KAMEN SARKAR 





A Family Affair 


F YOU DON'T ENJOY EXERCISING THEN THERE'S NO POINT IN DOING IT. YOU 
| as well let that gym membership lapse, sit back with a case of 

cold beer, fry up some greasy snacks to go with it and go sit in front 
of the Tv. I’ve seen people in gyms go through their workout routines 
as if they were unpleasant chores. Overweight men and women with 
bored expressions, doing biceps curls with much less weight than what 
they ought to lift or walking slowly on treadmills with a slouch and a 
frown or going through the motions of doing abdominal crunches with 
the worst form you can imagine. 

If you don’t enjoy your workout it is unlikely that it will benefit you 
too much. That's because you're much more likely to either a) skip it or 
b) shortchange yourself by not doing it well enough. And many, many peo- 
ple who start out on an exercise regime drop out of it every year. Ask 
your local gym how many of their registered members are active (i.e., they 
show up at least three times a week) and you'll see for yourself how 
inadequate our collective passion for exercising is. 

Yet, once in a while you 
come across exceptions. Last 
fortnight, such an exception 
came in the form of an 
e-mail I received from a 
reader. This was a 33-year- 
old woman writing to tell 
me about her and her fam- 
ily's (husband, 10-year-old 
son and herself) exercise 
regime, which I think was 
extremely impressive and 
admirable. Here, judge for 

yourself: 
а out „н She works out five days а 

week. Her routine involves a 
30-40-minute run followed by a weight training session where she 
exercises two body parts a day. Her husband is a half-marathon runner 
and a mountain climber who’s training for the full marathon and runs 
every morning at 4 a.m., clocking 80 km a week. Her son, 10, is a com- 
petitive swimmer who practices two hours a day, six days a week. Yes, it’s 
a family of fitness freaks who enjoy working out and have made exercise 
an integral part of their lifestyle. 

Making workouts the centre of your lifestyle, in my opinion, is the key 
to making them work best for you. Also, involving the family in workouts 
can make them more fun. If you’re a couple, go to the gym together or 
go jogging together or do yoga together. That way you’re likely to 
make it less boring and more enjoyable. What’s more, most gyms have 
special discounts for couple memberships—all the more reason why you 
should encourage your spouse to join you in the gym. 

MUSCLES MANI 





write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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HEAR IT RIGHT 


MAY BE A GADGET FREAK AND 

| can't live without your iPod or 

MP3 player, but pause a while to 

hear the latest on noise pollution. 

With over 80 million people in India 

suffering from hearing problems, 
noise pollution is no small issue. 


. What Is It: Noise-induced hearing 


loss arises from repeated exposure 
to moderate noise. Loud noise also 
leads to an increase in blood pressure. 


Causes: Says Dr Shalabh Sharma, 


Senior ENT Consultant, Sir Ganga 
Ram Hospital: "Often, unrecognised 
loud sounds could cause serious 
damage to the ear. These include 
personal and home stereos with and 
without headphones, mobile phones, 
iPods, and video arcades. The prob- 
lem, in some cases, is associated 
with genetic acceptability, i.e., some 
people can have more tolerance 
(based on their genes) for loud noises 
than others." 
Symptoms: Noise-induced hearing 
loss may not happen ovemight. There 
is no pain. One may notice a "ringing" 
sound in ears. One might have trou- 
ble hearing people talk. After sev- 
eral hours, may be a few days, these 
symptoms usually go away. However, 
when exposed to this kind of noise 
again, and then again, one could 
lose the facility of hearing permanently. 
Prevention: Protective devices such 
as earplugs, earmuffs and canal caps 
are helpful. An earmuff may cost 
around Rs 200-250. According to Dr 
Sharma, "Noise-induced hearing 
damage is related to the duration 
and volume (measured in decibels) of 
exposure. A personal music player 
normally produces sounds of more 
than 100 decibels, a volume that 
may damage the hearing of a person 
exposed to the sound for more than 
two hours a day over a long period of 
time." Research conducted world- 
wide shows noise levels above 85 
decibels for eight hours a day will 
harm hearing over time, while noise 
levels above 140 decibels can cause 
damage to hearing after just one 
exposure. Shhhh! 
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You're Toast 
Panasonic NB-G100PS 


Г LOOKS LIKE A CROSS BETWEEN AN OLD-WORLD WINDOW AIR 
|же: and a new age media centre, but is actually 
something that does something much more mundane. 
Panasonic’s NB-G100PS is a toaster. Only, instead of using 
heating roads like conventional toasters do, it does infrared 
technology. It can toast bread, thaw frozen pizza and warm 
croissants up to 40 per cent faster. It doubles up as an oven 
as well. And it costs just $120 (Rs 5,400). 

Where: Expect this toy to be making its way to Indian 
markets soon. 


Digital Sucks 


Clearaudio Master Reference Turntable 
МЕ OF THOSE VALVES-ARE BEST, ANALOGUE-ROCKS TYPES ARE YOU? 
Then, this turntable is just the thing for you. The UK-based Crane 

Audio, a name not unfamiliar to most audiophiles, has launched what 

it calls the most advanced turntable ever, the Master 

Reference Turntable. It is powered by three sepa- 

rate motors, shaped like a six-pointed star that cir- 

cumscribes a circle (a resonance optimised structure, 
we are told), and a side-force-free belt arrange- 
ment (outside the structure; see pic- 
ture) that is suppi sed to reduce the 
impact of the motors on the music. 

How much: $19,000 

(Rs 8.55.000). 

Where: Order on 

www.craneaudio.com. 


Camera Fest's Best 
Big Isn't Always Better 


HE PHOTO MARKETING ASSOCIATION IS HOSTING ITS ANNUAL FEST OF 
la things to do with digital photography in Florida and that means man- 
ufacturers are pulling out all stops, announcing new digital cameras at an 
unprecedented pace. Kodak, fresh from a change of logo, is launching four 
new cameras at the fair; of these the 
C533 1s the most interesting, simply 
because it is one of the most basic 
around (it is a 5 megapixel camera 
with not too many toys, but it does 
boast a 37-111mm zoom lens and a 
decent LCD screen). That makes it 
perfect for the beginner. The product 
is expected to retail at around 
Rs 10,000 when Kodak launches it 
across the world in mid-2006. 








Colourful 
Showers 


(No, it isn’t what 
you're thinking) 


fs 


f 


FLL, THIS 15 ONE TIMI 

W this section is featuring 
a product that it doesn’t know 
will ever be launched in India. 


Still, this new showerhead 
with built-in LEDs (it’s from 


Japan, where else?) is some- 


thing. It doesn’t require wires 
or batteries. The LEDs are 
powered by water rushing 


through and they change 


colour depending on the 

temperature of the water, blue 

for cold and bright red 

for hot. 

How much: 10,500 Yen 

(Rs 4,013 approximately). Ш 
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In full swing: Ajay Chauhan, Executive Director, Parle Products; Akshay Kilchand, Director, Sigma Tech 


BUSINESS TODAY BALLANTINE'S PRO-AM OF CHAMPIONS 





A Great Game 





At the semi finals in Mumbai, corporate heavyweights 
showed another interesting side of their personalities 


USINESS TODAY BALLANTINE’S 
Golf Pro-Am Champions 
2006 semi-finals, Mumbai 
round, teed off at the Bombay 
Presidency Golf Club on the 18th 
of this month. In its eleventh year, 
the turnout witnessed some of the 








corporate glitterati vying for the 
top spot on the greens. The rolling 
verdant surroundings of the club, 
with the grass still wet from the 
morning’s dew, was an ideal set- 
ting for this tournament, away 
from the city’s noise and pollu- 
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Winners all: (from left) Gurbir Bhurjee; Chander Uday Singh; Sunil Chopra 
with Pavan Varshnei, Publishing Director, Business Today (extreme left) and 
Anil Mallik, General Manager, ITC Grand Central Hotel (extreme right) 
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поп. Played in the Stableford for- 
mat where players get 75 per cent 
of their full handicaps, the 21 
teams, comprising four players 
each, saw the team with Akshay 
Kilachand, Director, Sigma Tech; 
Gurbir Bhurjee, Director. 
Micromechanical Works; Chander 
Uday Singh, a Senior Advocate; 
and Sunil Chopra, Head Business 
Development of TCS, finishing first 
with a combined score of 
94 points. 

The team to walk away sec- 
ond was made up of Prakash 
Mankar, Proprietor of Prakash 
Mankar and Associates; Wing 
Commander Chris Chatterjee, a 
retired airforce pilot, Tarun Rai, 
General Manager and Senior Vice- 
President of J Walter Thompson; 
and D. Shivkumar, Executive 
Director, Phillips Electronics, with 
a combined total of 93 points. 

Bharat Patel, Chairman, 
Proctor & Gamble, playing for 
11 years and having been awa- 
rded a plaque last year for his 
faithful patronage, said, “I am 
hoping to play with Indian pro- 
fessionals, who have improved 
dramatically, over the next years." 
With around five double bogeys, 
the optimistic Patel terms his 
day's game as ‘not bad’, which is 
justified by a handicap of 14. 

Some of the other prominent 
golfers spotted at the event were 
Zaheer Abbas, the Pakistani 
cricketer; Hans Ole Madsen, 


Managing Director, Maersk; 
Narendra Ambwani, Managing 
Director, Johnson & Johnson; 
Pradip Patel, Managing Director, 
ABC Bearings Ltd., and Hemant 
Luthra, President of Mahindra 
and Mahindra. 

In the hopes of grabbing the 
Ford Endeavour, the reward for 
the “Hole in One” on the sixth 
hole, many missed the mark with 
Lolly Kamath, a private investor, 
coming the closest. 

The longest drive for the day 
on the 18th was won by Shivas 
Nath, Director of Nath Industries 
Pvt. Ltd. and the ‘Closest to the 
Pin’ prize on the 16th was claimed 
by Pravin Sachdev, Managing 
Director, Greaves Cotton. 

Many others had a good day 
even though they never won any 
prizes. Sunil Chopra of TCS, who 
has been playing in this champi- 
onship for the past 4-5 years, 
said, “I hit a chip which almost 
gave me a birdie.” Brian Brown, 
Managing Director, Citigroup 
Global Markets, reflected on one 
of his best shots for the day, “I hit 
a great five iron on the 4th.” 

Another happy golfer was 
Sanjay Prakash, CEO, HSBC Asset 
Management (India) Private 
Limited. “At the end of nine holes 
| was four over,” he said. Playing 
four-under his handicap of 13, 
Prakash rightfully bagged the first 
runner-up title in the 9-16 handi- 
cap category. 
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A hole in one 
wins you one, 
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Verdant setting: An inviting scenario at the Bombay Presidency Golf Club 


The numero uno title 0-8 
among the handicappers went to 
Akshay Kilachand, who plays 
off an impressive 6 handicap. With 
a handicap of 18, D.S. Benupani, 
Additional Commissioner, Income 
Tax, won the third category 
of 17-24. 

Golf, increasingly portrayed 
as the social game of the corpo- 
rates, got a unanimous thumbs 
up from most of the top level 
executives present. Concurs 
Brown, “This presents a work 
related incentive of conducting 
business on the course.” The only 
impediment to this growing pas- 
sion among the senior level man- 
agement of India Inc. is the lack of 
facilities and courses, felt Madsen. 
Agreed Kapil Gorver, Director, 
Grover Vineyards, “Mumbai has 
coaching facilities.” Many corpo- 


rates are trying to promote this 
game which is slowly drawing 
attention in India. HSB 
tive in this effort is worth 
mention here. They sponsor ten 
caddies who go through a training 
period. Currently this facility is 
being offered in Delhi. However, 
the lingering sentiment from the 
game remains that it’s a much 
celebrated sport among the top 
corporate honchos here. 

The evening at ITC- Hotel 
Grand Central Sheraton and 
Towers was the culmination ol 
the day's activities. With all th« 
cream of Mumbai's corporate 
world gathered to relax over a 
grand spread. With the grand 
finals Delhi, 
the winners are already back 
on the greens honing their 
putting skills. Ш 
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Honchos come together to honour the 25 Most Powerful 
Women at the recent Business Today event in Mumbai. 


T IS USUALLY DIFFICULT FOR A 

parent to choose favourites 

among his or her children, 

however, Aroon Purie, 

Editor-in-Chief of Business 
Today and CEO, Living Media India 
Ltd, had no doubts in his mind 
when he said that among BT’s man- 
ifold events through the year, this 
was "undoubtedly his favourite". 
And the gala evening at rrc's Grand 
Central Sheraton in midtown 
Mumbai began on a really positive 
note. The ballroom was overflowing 
with guests and it wasn't just the 
women, who were being honoured, 
who came, also among the attendees 
were Financial Services honcho 
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Uday Kotak, i-Flex's Deepak 
Ghasias, Aditya Birla Group's 
Santrupt Mishra, previous years’ 
awardee Anu Aga and her daughter 
Meher Pudumjee (the current boss 
of Thermax), besides Geetanjali 
Kirloskar, Bajaj Electricals’ Shekhar 
Bajaj, Munesh Khanna, Bollywood 
actress Koel Purie and in their hus- 
band roles, Sanjay Nayar of Citibank 
(Falguni Nayar’s husband) and Ajay 
Piramal (Swati Piramal’s husband), 
and this is just an indicative list. 
After Mr Purie’s welcome 
address to the awardees and other 
guests, where he highlighted the 
growing role of women in the cor- 
porate sector, particularly the services 






The Most Powerful Women 
In Business Club: 


Chanda Kochhar, Executive 
Director, ICICI Bank; 

Aroon Purie, Editor-in-Chief, 
Business Today and CEO, 
Living Media India Ltd; 
Kiran Mazumdar-Shaw, 
Chairman and Managing 
Director, Biocon; Anuj 
Rakyan, President, Asmi 
Group; Mallika Srinivasan, 
Director, Tractors and Farm 
Equipment; Meg Whitman, 
CEO, eBay Inc.; Falguni 
Nayar, Managing Director, 
Kotak Mahindra Capital; 
Preeti Vyas Giannetti, CEO, 
Vyas Giannetti Creative; 
Swati Piramal, Director 
(Strategic Alliances and - 
Communications), Nicholas 
Piramal; Lalita Gupte, Joint 
Managing Director, ICICI 
Bank; Manisha Girotra, 
Chairperson and Managing 
Director, UBS Securities; 
Punita Lal, Executive 
Director (Marketing), 
PepsiCo India; 

Shikha Sharma, CEO, ICICI 
Prudential Life Insurance; 
Kalpana Morparia, Deputy 
Managing Director, ICICI 
Bank; and Madhabi 
Puri-Buch, Senior General 
Manager, ICICI Bank 















Агооп Рипе апа Meg Whitman with a copy of Business Today 


industry, Hemchandra Javeri, 
President, Madura Garments, mak- 
ers of Allen Solly who were the 
event sponsors, addressed the 
audience. Mr Javeri mentioned that 
the role of women in industry was 
only going to go from strength to 
strength and events like BT’s ‘Most 
Powerful Women In Indian Business’ 
played an important role in high- 
lighting them. After that, it was on to 
the main event of the evening, the 
keynote address by eBay Inc. CEO 
Meg Whitman, who is undoubtedly 
one of the most powerful women in 











global business. Having literally 
taken the firm from the bottom of 
the pile during the heydays of the 
internet boom, Whitman not only 
ensured that eBay survived the 
dot.com bust, but transformed the 
company into an internet power- 
house. Today, eBay’s market capi- 
talisation stands at just under 
$60 billion (Rs 2,70,000 crore). 
Ms Whitman, who was making 
her first trip to India, almost didn’t 
make it to the event when a col- 
league of hers fell ill enroute, but 
true to her word, she made it here 


"The event cele- "BT s event high- "eBay helped 
brates achievement lights the growing women reach a 
and it celebrates role of women in the market previously 
women” industry” inaccessible” 
Aroon Pune, Hemchandra Javeri, Meg Whitman, 
Editor-in-Chiet, Business Today President, Madura Garments CEO, eBay Inc 





WYN NIIN1O*S АЧ SHAVHODOLONMG 





THE 25 MOST 
POWERFUL 
WOMEN IN 
INDIAN 
BUSINESS 


Vinita Bali, CEO, Britannia Industries 
Vedika Bhandarkar, Managing Director & 
Head (Investment Banking), JP Morgan India 
Shobhana Bhartia, Vice Chairperson & 
Editorial Director, HT Media 

Elaben Bhatt, Founder, SEWA 

Neelam Dhawan, Managing Director, 
Microsoft India 

Manisha Girotra, Chairperson and Managing 
Director, UBS Securities 

Lalita Gupte, Joint Managing Director, 

ICICI Bank 

Ekta Kapoor, Creative Director, Balaji 
Telefilms 

Renu Karnad, Executive Director, HDFC 
Chanda Kochhar, Executive Director, 

ICICI Bank 

Naina Lal Kidwai, Deputy CEO, HSBC 
Punita Lal, Executive Director (Marketing), 
PepsiCo India 

Kiran Mazumdar-Shaw, Chairman and 
Managing Director, Biocon 

Zia Mody, Partner, AZB & Partners 
Kalpana Morparia, Deputy Managing Director, 
ICICI Bank 

Falguni Nayar, Managing Director, Kotak 
Mahindra Capital 

Amrita Patel, Chairperson, National Dairy 
Development Board 

Swati Piramal, Director (Strategic Alliances 
and Communications), Nicholas Piramal 
Madhabi Puri-Buch, Sr General Manager 
and Country Head (Customer Delivery and 
Operations, Products and Technology, and 
Brand Management), ICICI Bank 

Renuka Ramnath, CEO, ICICI Venture 
Preetha Reddy, MD, Apollo Hospitals Group 
Radhika Roy, Managing Director, NDTV 
Shikha Sharma, CEO, ICICI Prudential 

Life Insurance 

Mallika Srinivasan, Director, Tractors 

and Farm Equipment 

Preeti Vyas Giannetti, CEO, Vyas 

Giannetti Creative 
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and started out by mentioning one 
very co-incidental fact. Ms 
Whitman’s first job in college was 
selling advertisements for a college 
magazine, also called ‘Business 
Today’. She highlighted how eBay, 
which facilitates $1,500 (Rs 67,500) 
in trading every single second, had 
given women entrepreneurs the 
opportunity to reach a market that 
was previously inaccessible to them. 
She gave examples of women in 
Delhi and Bangalore who used eBay 
to supplement their families income. 

Ms Whitman also spoke of how 
important it is for a business not to 
look at only short-term benefits, 
but to always keep their eyes on 
the long-term strategy and to 
always listen to the community, 
“Some decisions which might seem 


1. From left: Lalita Gupte; Renuka Ramnath 
and Falguni Nayar 
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‚ From left: Meg Whitman; Aroon Purie; and 
Mallika Srinivasan 


3. From left: Naina Lal Kidwai; Kiran Mazumdar- 
Shaw; Mallika Srinivasan; and Meg Whitman 


4. From left: Mallika Srinivasan; Shekhar Bajaj; 
Chanda Kochhar; and Geetanjali Kirloskar 





The most powerful statement a woman RHE э | 


can make, without saying a word. 


to, 
Allen Solly Womenswear is proud to be associated with BT's Most Powerful INGHAM. (OC 
Women in Indian Business Awards. 





PRESENTS 





From left: Meg Whitman; Punita Lal; Kiran 
Mazumdar-Shaw: and Kalpana Morparia 


2. Meg Whitman explaining a finer point 


3. From left: Aroon Purie; Anuj Rakyan; Meg 
Whitman: Shikha Sharma: Mallika Srinivasan: 


and Preeti Vyas Giannetti 


4. From left: Aroon Purie; Meg Whitman; 
Falguni Nayar: Swati Piramal: 
Madhabi Puri-Buch: and Renuka Ramnath 


counter-intuitive today might pay 
big dividends later.” She gave the 
example of eBay’s foray into the 
fixed price business which might 
have been against eBay’s core ‘auc- 
tion’ model, but today generates a 
third of eBay’s volumes. 

After her well-received speech, 
Sanjoy Narayan, Editor, Business 
Today, conducted a short ques- 
tion and answer session with her, 
where issues ranging from 
eBay India, Skype and how mobile 
technology is changing eBay 
were discussed. 

Then, Ms Whitman presented 
awards to the 25 women who had 
been chosen by the magazine. 

Even though some of the ladies 
were unable to make it to the event, 
including Amrita Patel and Vinita 
Bali, most others revelled in the 
spotlight and took the opportunity 
to speak to Ms Whitman and 
‘compare notes’. Now, it isn't all 
that hard to imagine why Mr Purie 
likes this event. 8 





ALLEN SOLLY 


PRE St N [ 5 









ALLEN SOLLY 


PRESENTS 





| Dusinesc 





Cheered By The Beans 


ABOUT SIX MONTHS AGO WHEN COSTA COFFE! 
opened its first India store in Delhi, its CEO 
MARK PHILLIPS was warned that India was a 
tea drinking nation, not coffee. Nine addi- 
tional stores on in Delhi, Phillips, 48, is glad that 
he ignored the Cassandras. “India is fantastic, 
even more exciting and vibrant than І expected,” 
says the man who runs UK's largest and most 
profitable coffee chain. He means it. Over the 
next three years, Costa Coffee plans to open 
300 outlets. That's three-fourths the number of 
outlets it has in the UK. Phillips had better 
watch out, though. The 800-pound gorilla of 


Rolling Stone coffee business, Starbucks, is On its Way too. 
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IN THE LAST 17 YEARS WITH O&M, JOHN GOODMAN HAS 4 —. 
worked in more than 20 countries. But the 46-year-old T £5 

Briton, who came to India in November 2003 as СЕО India | 
and South Asia and shared responsibilities with Chairman = A 


Piyush Pandey, says he’s sad about leaving India for 
Japan, where he'll be the boss for O&M Group. “India was 
very interesting and was very exciting in terms of staff 
development. I think what we have succeeded in doing 
over the last three years has been to create a strong creative 
team and put in place a more efficient agency,” he says. 
Japan, says the football and horse-racing enthusiast, is a 
very different market in terms of lifestyle and business. The 
good thing: He is no stranger to the land of the rising sun, 
having worked there earlier. Besides, the hobby reggae Dj 
will get to, once again, karaoke. So long, John. 
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Dhoot's Seventy-mm Dreams 


LESS THAN A YEAR AFTER VIDEOCON INDUSTRIES’ VENUGOPAL DHOOT 
snapped up Thomson's colour picture tube plants for more than 
Rs 1,200 crore, he's set his sight on South Korea's bankrupt Daewoo 
Electronics. The bid for the company is to open in another two to three 
months and Chinese giant Haier, among others, is vying for what could 
be a $1-billion (Rs 4,500-crore) deal, but Dhoot is unfazed. “When we 
bid for Thompson we were number six (in the world), no one thought 
we would get it," he says. Dhoot's previous two big deals (he also bought 
Electrolux's India facilities) were, smartly, all-stock transactions. 
Videocon watchers think he'll want to do an encore. That'll be a hat-trick. 





NOT JUST ABOUT THROWING THE BIGGEST / (7, ve 
BASH. BUT BEING THE LIFE OF THE PARTY. LE 


Live your success. Signature style. N > = 





Back To A Real Job 
FOR 13 YEARS UNTIL 2003, КАПУ NAIR 
was Microsoft’s face in India. Then, NOT JUST 


he just quit and disappeared into the 
corporate wilderness, where he 
transformed into a telecom con- 
sultant. But now Nair, Microsoft’s ABOUT 
first employee in India, has returned 
to the mainstream. On March 1, 
design software maker Autodesk 
announced that it was appointing 

the 42-year-old Nair as the regional SPORTING 
director for the Indian sub-conti- 
nent. Autodesk has been around in 
India for 14 years now, but with 


Nair's appointment, it is shifting FANCY 


gears. “Му immediate focus is to consolidate our business in India, 





while simultaneously leveraging the opportunity for new business," said 
Nair in a release. Rivals had better not think Nair’s CEO skills are rusty. 
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\ COMPANY PAYS [TS CEO A 
severance package and reports 
lower profits. That’s not news 
from the us, but Mumbai, India. 
The CEO in question: ASHWINI 
KAKKAR; the company: Thomas 
Cook India, which reported a 
17 per cent drop in net profit for 
quarter ended January 31 


because of the Rs "ey Wi crore it 


PLACES 
YOU'VE 
DREAMED OF. 


has provided for in severance 
pay to Kakkar. *What'll happen 


in the future is still open." says 





he. now a consultant to Cook. 
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ing to an епа one of ће longest terms Signature style. 


(42 months) of any SBI chairman in its 
recent history. If Lady Luck smiles on 
him, Purwar, a banking veteran ot 30 
years, may find a plump posting like his 
predecessor M S Verma, who got the 


ui^ m 
" К ene, 
top job at a recast TRAI in 2000. If not, ^ 
there'll always be the memoirs to pen. 8 Aside 
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Presenting India's first 
credit card on mobile. 
Only on Airtel. 


MY innovation so revolutionary, it 
$ going to change the future of 
noney Now you don't have to 
lepend on cash or credit card 
inymore. Your Airtel mobile is al 
ou need to make transactions if 
ou are an ICICI Bank credit card 
older. It's that simple. This service 
an be activated on any Airtel 
nobile. Call now to step into the 
mazing new world of mobile 


попеу. Only with Airtel 
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Mobile Services | 121 


Conditions apply 


For further details, visit: www.airtel.in 
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МАМЕ: KUNDAPUR МАМАМ KAMATH 
AGE: 58 _ 

DESIGNATION: Managing Director & СЕО 
COMPANY: ICICI Bank Ltd 


Transformation Man 


HE MAN IS UNDOUBTEDLY INDIA’S FIRST STAR BANKER, RECEIVING, AS HE DOES, MEDIA 
coverage and adulation at a par with top industry captains and software czars. 
Reason: he's credited with transforming ICICI Ltd, another stodgy development financial 
institution till the early 90s, into a financial services powerhouse. Kundapur Vaman Kamath 
spearheaded ICICI’s conversion into a commercial bank—it is now the country's largest in the 
private sector—its massive retail thrust and its rush into the lucrative, but under-penetrated 
small and medium enterprises (SME) sector. His latest play: taking ICICI Bank international. 
In the last three years, he has built an international presence in 12 countries; the bank has 
three wholly-owned subsidiaries in Russia, UK and Canada. The share of international 
business in its balance sheet: 15 per cent. By 2008, this is expected to grow to 25 per cent. 
Kamath 15 very clear about his international strategy. Instead of dissipating his energies com- 
peting with multinational banks on their home turfs, he is focussing on India-related 
opportunities among non-resident Indians. He has also identified the SME segment as a pri- 
ority area. The logic: this de-risks his customer base at a time when large corporate houses, 
the bread and butter business of most banks, are increasingly lowering their exposure to the 
Indian banking sector and raising cheap funds abroad. Kamath, an MBA from the Indian 
Institute of Management, Ahmedabad, joined the Project Finance Division of ICICI in 1971, 
and has, over the years, headed various departments such as leasing, venture capital and credit 
rating. In 1988, he joined the Asian Development Bank and was in charge of handling var- 
ious social projects in South-East Asia. This gave him crucial international exposure. Eight 
years later, he returned to ICICI as Managing Director and CEO, and set about bringing it closer 
to retail customers. His other achievements: brokering the partition agreement between 
Mukesh and Anil Ambani; and genuinely promoting gender equality at ICICI Bank. Six of its 
top managers are women; it's a record not matched even by the leading multinationals in the 
country. This, obviously, could not have happened without the active support of the man in 

the corner room. But then, Kamath has always been ahead of the curve. Ш 
ANAND ADHIKARI 
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Fresh off his flight, Nikhil checks in with the home office... We i ^ 
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the final doc... 
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(5 ©; _ a satellite dish? 

aj You've got to read 
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The | CAN'T GET THE DATA WHEN І REALLY NEED IT era is over. 




















Microsoft Office has evolved. Have you? The latest version of Microsoft Office 
takes you beyond typical cell phones and Web-based e-mail. Now get improved 
desk-like connectivity' to your data. Upgrade to the latest version of Microsoft 
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Office today. Visit microsoft.com/india/office/evolve : J | 
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Introducing the new Samsung LCD TV 
With an unmatched contrast ratio of 


46/40/32 5000:1 and 6.4 billion colours, yol can 
experience true to life pictures in the | 
absolute sense. The new Samsung LCD { 
TV, a marvel of technology. It s aiso your ( 





window to the world. 
Range starts at Rs.44,990 






WORLD'S BEST LCD TV 
|, 00 TIMES МОЯ! 
\ \ 4 TIMES MORI TEX HELPLINE 
- СОМІВАЅІ ноту DE UE. 3030-8282 
P є NE Contrast Patio Bilton Colours support indiaf)samsung. com 
* Source: Interbrand Best Global Brands (Consumer Electronics) Rankings: BusinessWeek, Aug 1, 2005. 1. Samsung 2. Sony 4 Philips 6. Panasonic 8. LG 
* Samsung is No. t in Worldwide TV revenues as per DisplaySearch Report, November 2005 
Features and specifications may vary from model to mode 
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From The Editor 


ITH COMPANY AFTER COMPANY IN INDIA INC. 
crossing national borders to strike multi-million- 
dollar M&A deals, one job has moved even 
closer to that of the CEO's. It is the Chief Financial 
Officer's. I am not surprised, therefore, that CEOs nowa- 
days often describe their CFOs as deputy CEOs. Sensing the 
growing importance of CFOs, we launched a study two 
years ago to identify the best among them. The issue that 
you hold in your hands, is our second on the Best CFOs in 
India. I must admit that identifying the best CFOs in the 
country has been no easy task. There are as many quali- 
tative considerations as quantitative performance pa- 
rameters that go into the study. But thanks to our robust 
methodology (see page 80), research partner Synovate, 
which polls analysts and fund managers on a shortlist of 
CFOs, and an expert panel of judges that finally picks the 
winners, we have been able to make the study both 
meaningful and transparent. This year's best СЕО is Tata 
Motors' Praveen Kadle. As our Principal Correspondent 
Mahesh Nayak writes in his 
cover story, Kadle has been 
Ratan Tata's financial navi- 
gator, structuring complex 
acquisitions (the Daewoo 
deal, for instance), and put- 
ting the shine back on Tata 
Motors' earnings. But there 
are five other CFOs that our 
judges thought needed to 
be recognised for the outsta- 
nding work they have been 
doing at their respective 
organisations. You'll meet 
the gentlemen on page 72. 
Cotton farming has been a tragic story in India for at 
least a decade now. But most of the writing on the subject 
has been partisan. The bleeding-heart activists have 
painted the system and the seed companies as the primary 
villains, without recognising the poor farm practices that 
are as much to blame. If you want to understand what 
really are the problems with cotton farming turn to page 
84. By the end of 2006, India will have a new multina- 
tional numero uno. It’s not LG or GE. It's Nokia. Surprised? 
But, then, looking back, it should have been a no-brainer. 
India is among the fastest growing cellular phone markets 
in the world, and Nokia has a 76 per cent share of it. In 
January this year alone, some 3.5 million GSM connections 
were sold, translating into 2.66 million handsets for 
Nokia. Find out on page 94 how the Finnish telecom giant 
got it right in India. 
New addition: From this issue onwards, we intro- 
duce Current (page 36), a snappy new section on the 
economy, companies & markets. 





Samy Gareyan 


SANJOY NARAYAN 


CRT EE ATER PP ai 


Wipro recommends Windows" XP Professional for Business 





“Look at his desk!” 
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Wipro presents PowerSlim. Desktops powered by 
Intel® Pentium® 4 processor with HT Technology. 
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pose a headache for companies that now have 
to address the sticky issue of internal parity. 
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Ambani's Merger 

Mukesh Ambani may be leading the market cap 
sweepstakes, but brother Anil is not far behind 
Sailing With The Wind 

A look at Suzlon promoter Tulsi Tanti's gameplan, 
after the takeover of Belgian firm Hansen 
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What’s the real reason for the fight between the Tata 
group and the AV Birla group over Idea Cellular? 
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The growth recipe for FMCG underdog Marico. 
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Brothers Ambani are busy poaching talent. 
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A Supreme Court judgment removes a stay on mill- 
land development. 


Are The Fils Just Fair-weather Friends? 
Many from the pinstriped fraternity are ringing 
the alarm bells. 

The New Money Managers 

A new breed of young fund managers is taking a 
walk down Dalal Street. 

This Party's Not Over Yet 


Higher interest rates in India and in the West are 
unlikely to derail the country's growth story. 
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66 India’s Best CFO 
He’s Ratan Tata’s financial navigator at Tata 
Motors, structuring complex acquisitions, 
raising capital at attractive rates, wielding the 
axe on costs and showing the road ahead in the 
automotive major’s quest to become a global 
auto brand. Meet Praveen Kadle. 


The Best Of The Rest 

Here’s the second annual listing of the smartest 
chief financial officers in India Inc. Featuring 
Dabur India’s Rajan Varma, Infosys’ T.V. 
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Agarwal, Tata Steel's Kaushik Chatterjee, and 
Bharat Forge's Sanjeev Joglekar. 
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) M] коок 
il Л ^ 161 The M&A Conundrum 
if An insightful book on why deals go wrong and 
uU 


ry! what corporate chieftains can do about it. 





104 The Quest For The Real Consumer BACK OF THE BOOK 


Changing demographics, increasing media 162 Meal-time@Mumbai 
clutter, and an outdated customer classification Business Today traipses through 
system have left the marketer scrambling to get Mumbai’s hallowed vegetarian dives. 
to the real consumer. 164 Treadmill 

165 Printed Circuit 


110 60 Minutes 
Michael Duke, Vice 
Chairman, Wal-Mart 


E 172 People 
Starring Citigroup’s Ajay Banga; 
Rajeev Chandrasekhar; Pantaloon's 


speaks to BT on Roopa Purushothaman; IDFC's 
Wal-Mart s problems b. Deepak Parekh; Feedback Ventures’ 
in the US and ш 


Vinayak Chatterjee; Gary Knell, 
President & CEO, Sesame Workshop 
Worldwide; National tehnical 
advisor Ramesh Ramanathan; and 
Sameer Nair, CEO, Star 
Entertainment India. 


LEADERSHIP SPOTLIGHT 


174 BabaN. Kalyani, CMD, Bharat Forge 


Michael Duke, VC, Wal-Mart 





prospects in India. 


118 The Shadow 
Land 
India Tomorrow 
2006: Bridging the 
Divide was the theme 
for this year's India 
Today Conclave. 





APRIL 9 2006 BUSINESS TODAY 5 





Subscription Service: 


To begin or renew your subscription, 
please contact the customer services. 
Please have your credit card number 
and expiry date ready. 


@ 011-23684848 

.9 . wecare@intoday.com 

A www. business-today.com 

011-23684858 

Subscription for 1 year (26 issues); Rs 260 

Subscription for 3 years (78 issues): Rs 780 

Alternatively you can subscribe by 

completing and mailing the form below to: 
Living Media India Ltd., 13th Floor, 


Videocon Tower, E-1, Jhandewalan 


Extension, New Delhi-1 10055. 


POP PREP E REESE TEESE EEE EPP ЕТТЕГІ CTC eee Te ee 


POS PRE EPR E EERE EEE TT еттт ттан тк ттт ттт 


OPP POPP Pe Pee Pe PPP PPP Pe PPP eee ee ee eee PP eee eee eee eee eee ee 


‘ 

$ 

4 

: R 

і Ul] ccvvccncnscccanenesccenvsccccesccveseceseneonccecs 
LJ 

B 

' 


¦ Please find enclosed Cheque/DD No.:........... 
ЖИНИНЕ. оТ КИЛИК AE. drawn on 
| (specify bank & branch)........................es- 


ККИ ИРЕЕТ ee) 


¦ Favouring Living Media India Ltd. 

¦ (Please add Rs 10 for non-Delhi 

| payment). Or please charge my card 

HL RAND ж Tato alor SE PR 


| Dy ПО: аад аы едн 


| Member's signature: ................. eere 
¦ My subscription number: ............................ 


° PERRET CO Ree eee ee 


¦ (In case of renewal) 
* Terms & conditions apply 














www.business-today.com 


The online edition of Business Today 


| Web Exclusives | Exclusives 


How green is my valley? 


Not always pleasant 








Green Future 

Agriculture contributes one- 
fourth of the country’s Gross 
Domestic Product (GDP) and has 
around 410 million people 
relying on it. Low farm pro- 
ductivity and lack of investment 
in farming have led to a decline 
in growth rate. A look at the 
farm policy and what lies ahead 
for the country’s hinterland. 
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Health Check 
India’s healthcare delivery 
mechanism may not match 
global standards, but medical 
tourism is set to boom in the 
country. Medical tourism can 
prove a real moneyspinner, but- 
before that we need to over- 
- haul the medical system. A look 
at what needs to be done to 
get the prescription right. 
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Wrong Call 

Irate calls are a mainstay of cus- 
tomer service work in any coun- 
try. Experts believe centres in 
India became targets of a vicious 
. campaign a couple of years ago 
. when the us economy took a 
` nosedive. The stress caused by 
abusive calls is seen as one of 
the reasons for high attrition 
rates at call centers. A look at 
how BPOs are coping with it. 
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check bird flu? 
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Inspiring Chemistry 


At LANXESS, we are creating the chemistry of 
tomorrow. From commodity products to high 
tech system solutions. From technical plastics 
to resins for water purification. From leather 
dyes to special rubber for safer tyres. 
LANXESS has the solution for each and every 
application. The chemical industry is 
transforming rapidly and LANXESS is leading 
as a catalyst in this development. 


LANXESS 


Energizing Chemistry 


LANXESS India Private Limited, Kolshet Road, Thane, Maharashtra - 400 607. Tel.: 022 25311234 
Bax 022 25455030 F Ae QUEEN СУ d ve w 





bt letters 


BEST LETTER 


Ф 


Indian IT S 


Tears 110 value : er E rue LN idi P 
mM! 2003 Casg Indian "NY sir amg! ones vi he | Ries 
sad (he Act ont and grab api 01 10152 





Best letter wins 
a HIDESIGN travel bag 


from 
Я 
JK PAPER LTD. 


Creating lasling impressions 





Bright Future 
Your special story on India’s Hottest 
Young Executives (BT, March 26, 
2006) is well researched. Also, our 
country’s economic future seems 
to be in good hands as these exec- 
utives are between the ages of 25 
and 42. As a retired manufactur- 
ing executive, | would have liked to 
see more people from the manu- 
facturing sector in the listing. It 
seems brick and mortar functions 
are losing their charm in the new 
economy and very few fast trackers 
want to make a career in this line. 
K.K. MUTHU, through e-mail 


Dealing With IT Revolution 
The cover story on Indian IT’S 
$100 billion opportunity (BT, 
March 26, 2006) takes us to the 
next level of global battle for 
supremacy. Indian firms, already in 
the forefront of innovation, could 
certainly grab the deals coming up 
for renewal and break the stran- 
glehold of the IBMs and the 
Accentures. At the same time, I1 
could penetrate rural economy and 
bring a revolution in areas of con- 
cern, including in agriculture, irri- 
gation, crop financing and power. 
A. JACOB SAHAYAM, THIRUVANANTHAPURUM 


Haat Of The Matter 

Your article Haats R Us (March 
12, 2006) is bang on. | am a micro- 
finance professional and recently 
| did an analysis of a baat held in 
the Harrai block of Madhya Pra- 
desh's Chhindwara district. The 
haat covers 30 villages and most 
households purchase goods on 
credit by taking a loan (around Rs 
200) each week from money 
lenders in lieu of their non-timber 
forest products or agri-produce, 
which they sell at discounted prices. 
If FMCG companies want to make 
inroads here then they have to 
ensure that the rural poor have the 
option to offer their future crop 
as collateral and get weekly credit 
for it. They can later repay the 
loan when their crops are har- 
vested. This will ensure higher price 
for their produce and, in turn, a 
higher disposable income. 


ROHIT RAINA, through e-mail 


Rising Above The Glass Ceiling 
Your cover story The 25 Most 
Powerful Women In Indian Business 
(March 12, 2006) is highly inspi- 
rational and should motivate more 
young women to take up a career in 
management. It is also heartening to 
see certain companies go that extra 
mile and give women employees 
certain concessions so that they do 
not have to make that difficult 
choice between work and family. 
CHANDRA SEKHAR K., through e-mail 


Fair Change 

The 25 Most Powerful Women... 
recognises the growing importance 
of women in the corporate world. 
What these women have achieved is 
tremendous. Women can make a 
world of a difference and our soci- 
ety has to ensure that it puts proper 
safeguards in place for them, be it at 
the workplace or the public trans- 
port system . 


ANIL KUMAR, through e-mail 
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The Editor, Business Today, 
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Website: www. business-today.com 
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bt editorials 


May CFOs Continue То Prosper 


HEY DON’T USUALLY GRAB THE А, global credit rating agencies and analysts. 

б | Simply put, it is not longer enough 
for CFOs simply to be doing what every- 
one else is also doing. To make a dif- 
ference, they have to think out of the 
box to come up with solutions. An 
obvious example is Tata Motors' CFO 
Praveen Kadle's decision to write off 
Rs 1,200 crore of bad debts with money 


from the company's share premium 





headlines. That's reserved for the 
Chairmen and the Managing Directors of 
India Inc. But their work critically impacts 
the public and investor perception of 
the companies they work for and the 
corporate honchos they serve. Time was 
when the Chief Financial Officers (CFOs) 
were merely bean counters—the back- 
room boys who totted up the payments 


» 
and receipts neatly in their journals, © account. Such financial engineering had 
ledgers and whatever else they called 4 never been attempted before and, 
their books of accounts, presented the = expectedly, faced stiff resistance from 
final figures to their bosses in the corner * both domestic and foreign shareholders. 
rooms and occasionally invested any But the company backed its СЕО and 
extra or idle cash in the inter-corporate or other markets. — the results are there for all to see. 

But economic liberalisation, the increasing global- How companies are rated by analysts and credit rat- 


isation of the Indian business environment and the ing agencies also depends crucially on the СЕО? ability 
consequent complexities have brought these gentlemen to communicate with various stakeholders. This is 
to the forefront of the corporate growth story. Today's critical, as the difference of just a notch in credit rating 
CFO (synonymous with Executive Director, Finance, in сап mean a difference of several basis points in the 
many, though not all, companies) has to wear many interest rate companies have to pay on loans. Just 
hats. As the Business Today survey on India's Best how important this function is can be gauged from the 
CFOs shows, they are now the pointsmen for corporate fact that Infosys CFO T.V. Mohandas Pai spends an 
governance issues, they have to ensure that their com- average of 75 days each year travelling across the 
panies’ accounts not only adhere to accounting rules world meeting key institutional investors and analysts. 
prevailing in the country, but also to the Us GAAP (Gen- So, while the Chairmen and мрѕ of India Inc. 
erally Accepted Accounting Practices) if they are listed will, doubtless, continue to hog the limelight, it is 
abroad. And as the various examples in our survey — heartening to note that the largely unsung backroom 
show, they are also playing key roles in mergers and boys are at last beginning to get due credit for all 
acquisitions (M&As), including, increasingly, cross- the midnight oil they burn for their bosses. May their 
border ones, fund raising and liaising with Indian and tribe continue to prosper. 








Economics Of Expectation 


VER THE YEARS, INVESTING GURU WARREN BUFFETT'S 

annual letter to the shareholders of his investment 
firm Berkshire Hathaway has become the most widely 
anticipated speech, perhaps second only to the American 
President's State of the Union Address. Not surprisingly, 
then, Buffett's 2006 letter is not just cleverly written, but 
scary and ominous. At the heart of his letter is an 
ominous message, which he calls the *fourth law of 
motion", and he explains what it is: “For investors as 
a whole, returns decrease as motion increases." In 
other words, investors in American equities are earning 
less and less with newer sets of asset class and money 
managers arriving on the scene. Most of his ire is 
Buffett: And his law of decreasing returns directed at hedge funds and private equity investors, 
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who not just take а fixed fee (usually 2 per cent of the 
fund raised) but a “carried interest”, which is typi- 
cally 20 per cent of the profits above the promised 
return. Buffett’s central argument is that in the years to 
come, returns to investors in American equities will 
diminish. Before he wraps up his letter, he delivers the 
final staggering thought: If the Dow were to rise as it did 
in the 20th century, going from 65.74 points on 
December 31, 1899, to 11,497.12 end of 1999, it 
would need to touch 2,011,011.23 by December 31, 
2099. And as he points out, six years into 2000, the 


Dow has not gained at all. (Actually, it fell below 8,000 - 


in 2003; so it’s not true that it has not gained.) 

This edit writer would not for a moment pretend to 
know more about investing than the Oracle of Omaha. 
But if American equity investors are looking at alternate 
assets such as hedge funds and private equity, it is 
precisely because their staple isn’t fetching the sort of 


Arbitrary And Ill-advised 


HE BOARD OF CONTROL FOR CRICKET IN INDIA 

(BCCI) is now getting greedy and overreaching itself. 
It wants mobile phone companies to pay for the right 
to send short messaging service (SMS) updates on the 
ongoing India-England series. The board has served a 
legal notice on telecom operators, asking them to refrain 
from sending SMS updates to their subscribers without 
its (BCCI’s) prior permission. The crux of the matter: it's 
a lucrative income stream for telecom companies and 
BCCI wants a share of the pie; the board is targeting 
annual revenues of Rs 400 crore from this source. 

The question quite simply is: can the organiser 

of a public event claim exclusive right to disseminate 
news about it? And, following from this, can it charge 
the news disseminator for the right to carry the news? 
Common law, precedents and common sense would 
seem to suggest that the answer on both counts is a 
definitive no. After all, television channels 
and radio bulletins routinely carry news 
updates on cricket, and, for that mat- 
ter, all major sporting events of 
interest to their target audiences. To 
have different standards for tele- 
com companies, which have also 
emerged as major purveyors of news, 
would defy any parity of reasoning. 
And where does one draw a line? If 
the BCCI succeeds in its ill-advised 
move to regulate and charge for 
cricket updates over SMS, it might 
tomorrow want to restrict the 





returns they expect. And so what if the managers of 
such funds take a cut, as long as they deliver the 
goods? But the more important point is about expec- 
tation itself. It is unlikely that the Dow will hit the 2-mil- 
lion mark by the turn of this century. So will investors 
flee from equities? Unlikely, too. What's more likely is 
that investors will correct their expectations. Why? 
Because all expectations are relative. When oil rose from 
$13 a barrel to $30, people thought it was expensive; but 
today at $63 a barrel, consumption hasn't dropped 
and neither do people really think it is expensive. Why? 
Because relative to the $100 a barrel price it is expected 
to touch some day soon, oil today looks cheap. That, 
then, is the beauty of the human psyche. It hopes for the 
best, but is ever prepared for the worst. So, Mr Buffett, 
don't expect investors to “minimise investment returns". 
As long as there's hope of earning better returns, they'll 
put their money where their heart is. 


coverage of cricket matches only to those news chan- 
nels and publications that are willing to pay for it. 
Again, parity of reasoning suggests that this is not as far 
fetched and outlandish as it sounds. The sheer arbi- 
trariness of BCCI's legal notice apart, there could be a 
broader constitutional issue involved here. The Indian 
Constitution guarantees the freedom of expression 
to all citizens, organisations, bodies, corporates and 
institutions subject to certain restrictions. It can be 
argued that the BCCI, by trying to restrict the free 
and unfettered dissemination of news about a public 
event, is in breach of the Constitution. Incidentally, 
Indian law does not distinguish between public and pri- 
vate events, but even if it did, a cricket match would 
definitely not qualify as a private event. 
The BCCI's move can also set a very bad prece- 
dent. If it succeeds, politicians, political parties, com- 
panies and organisations can, in future, keep 
troublesome or non-pliant media 
organisations, journalists and analysts 
away from their rallies, meetings and 
events, thus, making a mockery of 
the concept of a free press and the 
freedom of information. 

But there's hope. The cellular 
operators have refused to be brow- 
beaten by the BCCI brass. They've 
decided to fight it out and, prima 
facie, seem to have a strong case. 
Civil society will watch the outcome 
of this battle with great interest. lI 
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Trends 


Parity Pangs 


Out of control entry-level salaries for MBAs pose a 
headache for companies that now have to address 
the sticky issue of internal parity. KUSHAN MITRA 





$ A SUBJECT, IT IS TABOO FOR ALMOST ANYONE INVOLVED IN THE 
process. No one, not the schools themselves, not the recruiters, and 


definitely not the students—one of them went underground after 


the initial rash of publicity surrounding his feat of landing a salary of 


$193,000 a year—want to speak about placements. The schools themselves, 
caught between the desire to upstage their peers and rivals (especially strong 
among the IMs) and the mature, it's-business-as-usual approach end up 
doing more harm than good with releases that set off a media frenzy. Not 
surprisingly, a system that is supposed to produce transparent free-marketers 
(every CEO should be that) is notoriously opaque, despite the surfeit of 
details. Some schools refuse to divulge recruiter-specific salaries; others con- 
fine themselves to function-specific details (X offers were received from 
marketing companies and the like). 


THE BIG LEAP FORWARD 


The recruiters them- 
selves do not like the sub- 
ject any more than the 
schools. The main reason 
for that is inflation. 
Average domestic salaries 
at Indian Institute of 





ПМ-А 6.2 7.1 7.9 9.7 


IIM-B 62 £o I 9 Management, Аһте- 
IM-C 61 7 7.5 NA. dabad, for instance, 
IIM-L 6.2 6.8 7 8.8 increased 23 per cent, 


from Rs 7.9 lakh a year in 
2005 to Rs 9.7 lakh. All 


Figures are average annua! salaries (domestic recruitments) 
in Rs lakh N.A.: Not available 





INsTAN TIP 


The fortnight's burning question. 


Q. ARE IIM GRADS 
WORTH DOMESTIC 
SALARIES OF RS 25 
LAKH-PLUS AND 
FOREIGN ONES OF 
RS 50 LAKH-PLUS? 


Yes, but... D. Harish, 

Vice President (HR), HLL 

It is not surprising that 
organisations are willing to pay 
high salaries. However, students 
with experience tend to get 
placed at higher levels and their 
salaries are commensurate with 
that. One must not draw wrong 
conclusions on that basis. 
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other things remaining equal (or ceterus paribus, as economists would 
put it), a company that paid Rs 7.9 lakh for an IIM-A grad of a certain 
profile would now have to pay Rs 9.7 lakh for a grad of a similar pro- 
file. Even were a company to do that, it would end up in a situation 
where it has to raise the salary of the individual it hired last year by 
around 45 per cent to keep a 20 per cent differential between him and 
this year’s hire. Only, if it does so, it would end up having to restruc- 
ture salaries across the board to ensure internal parity. 


THE RATIONAL RE-RATER 





Indian Financial Services Firm 65." 2 1, 78 E 
Indian FMCG/Marketing Firm 6 681. 72. TIS 
International Financial Services Firm 9 10.5 13 15 


Figures are annual salaries in Rs lakh offered by the same firm over four years at the IIMs 


One way companies get around this is by offering, say, 10 per cent 
more on campuses this year than they did last year. That may mean end- 
ing up with hires who are qualitatively inferior to the previous years’; 
still, inferior isn't a politically correct word to use in any organisational 
context, which is why companies end up either speaking about how their 
recruitment process isn't based on academic merit alone or how their 
training process can turn tin, er, sorry, gold, into even better gold, or 
prefer not to say anything on the subject at all. *We make sure our cur- 
rent employees' salaries are in line with their expectations and that their 
bonuses are handsome," explains the head of human resources of a large 
financial services multinational. N. Ramkumar, General Manager 
(HR), ICICI Bank, doubts the picture is as rosy, but points out that even 
if the previous year's hires are unhappy, there is little available to 
them by way of an exit option. *These people are paid so much over the 
market rate, year after year,” he says. “So, where do they go?”. 

Another way companies handle this is by down-trading from the IIMs 
to a few Tier II B-schools. Few foreign recruiters visit these cam- 
puses, the salaries are still rational, and the students themselves almost 
as good (the key word is almost) as those at the IIMs. This year, for 
instance, salaries offered at these schools rose by around 10 per cent. 

“Too many people want too little talent and obviously, something 
had to give," says a professor at one of the IIMs. Salaries are what seem 
to have given, with the difference between the average domestic 
salaries of the Class of 2006 and that of 2003 at IIM-A being ап 
impressive 50 per cent. *No wonder, some of the older guys from the 
IIMs wish they were here today,” laughs the India HR head of a 
multinational financial services firm. 

While multinational consulting firms can live with the inflation on 
campuses—they hire few people and their overall workforce is small 
too—large marketing or financial services companies cannot. “What sort 
of competitive organisation are you if you cannot handle input costs?” 
asks Ramkumar (ICICI picked up 40 grads from top B-schools this 
year for Rs 7.2 lakh a year). “Either you are admitting that you oper- 
ate on very fat margins or that you are going to increase the costs to your 
customers significantly," he adds. 
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Jen-Hsun Huang: 
He's Game 


EN-HSUN HUANG IS A HERO TO 

millions of gamers across the 

world. In fact, witbout bis com- 
pany, the $30-billion (Rs 1,35,000- 
crore) gaming industry would be 
shorn of a lot of its ‘realism’, because 
bis $3-billion (Rs 13,500-crore) 
nVidia makes some of tbe best 
graphics processors in the world. 


Why do you think video games have 
become so popular across the world? 
You can tell wonderful stories using 
video games. Unlike any other 
forms of entertainment, these are 
interactive stories. That is the ulti- 
mate power of the video game. 


Computer penetration is still miniscule 
in India, how will a company like yours 
tackle that problem of hardware? 

Look at mobile phones (picks up the 
next-generation Motorola RAZR); 
this phone has a graphics processing 
unit (GPU) made by us; the fidelity of 
this phone is amazing. This is why 
we are buying a company called 
Pace in Pune, which has achieved a 
level of expertise in producing 
phone-based graphics applications. 


With main processors becoming more 
and more powerful and increasingly 
acquiring multiple cores, is the graphics 
processor doomed? 
No, because they do completely 
different tasks. In fact, multiple 
cores would create even more 
demand for GPUs from companies 
like ours. 

KUSHAN MITRA 
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“MOST RELIABLE CAR." 


CONSUMER REPORTS MAGAZINE, USA 


"BEST NEW CAR” 


CANADIAN DRIVER 
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"MOST DEPENDABLE CAR” 
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“TOP OF THE CLASS.’ 
J.D. POWER INITIAL QUALITY SURVEY 


“FIVE STARS FOR SAFETY.’ 
NATIONAL HIGHWAY TRAFFIC SAFETY ADMINISTRATION, USA 


"GOOD DESIGN AWARD.” 


JAPANESE INDUSTRIAL DESIGN PROMOTION ORGANISATION 


AUTOMOTIVE SAFETY EXCELLENCE AWARD." 
POPULAR MECHANICS MAGAZINE 


“THE EXECUTIVE CAR OF THE YEAR 2006.’ 
BUSINESS STANDARD MOTORING, INDIA 


WHAT DO YOU SAY ABOUT A CAR 
THATS WON EVERYTHING THAT HAD TO BE WON? 
NOTHING. YOU SIMPLY DRIVE IT. 
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Bugs Are Bad 


The pioneer of process certification recommends a makeover for the IT industry. 


to help two big old economy houses—first the 

Birlas, then the Tatas—take their first tentative 
steps in the then alien world of information tech- 
nology. Four decades later, rr may have become syn- 
onymous with India, but Gilb, 65, isn’t exactly thrilled 
at the way the global technology market has evolved. 
He believes that companies often end up paying for 
faulty or useless code. “As long as customers foolishly 
pay for body-shopping, and system construction 
(writing code), without defining the real expecta- 
tions (such as time savings, or people savings) then 
there will always be suppliers happy to take our 
money, for fully or partly failed projects.” 

The core of the problem, Gilb believes, is that IT 
companies tend to hide specific requirements from a 
contract in jargon when they ink deals with their cus- 
tomers. The result: companies find out there isn't really 
a way to determine if the project has been successful or 
not. Апа the companies themselves are sometimes to 
blame. Gilb says that requirements from customers 
are so poorly drafted that managers often find as 
many as 80-100 major defects per page, resulting in 
bug-filled projects (remember that old tech-adage, 
Garbage In Garbage Out?). 

For example, Gilb, who describes himself as a 
teacher, consultant and writer, discovered that a tender 
for a telecom project funded by the Government of 
India had at least 70 to 80 ambiguous statements, 
resulting in bug-filled projects. Faulty projects clearly 
bite, with the UK, for instance, discovering that half of 
the £19 billion (approx Rs 1, 59,600 crore) spent 
on IT projects (50 per cent was public money) in 
2004 went into failed projects. Despite these statistics, 
Gilb argues, “people are not motivated to change, 
because the customers pay so well for failure". 

Now Gilb, the author of nine books on software and 
process engineering and a consultant with companies 
such as HP, Boeing and Ericsson, believes that a complete 
makeover for the tech industry is warranted. *My 
alternative is called a ‘no cure no pay’ method, where 
suppliers are paid for actual provable, measurable and 
testable results from their (new) rr systems," he says. 
Gilb has been part of the rr industry since he was just 
17—he started off with IBM in Norway while studying 
distinctly non-technical subjects such as psychology, 
sociology and economics—but believes that some 
tough-talking may be required to make his radical 
approach to software more prevalent. *We have to 


T OM GILB FIRST CAME TO INDIA IN THE MID 1960$ 
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IT whiz Gilb: Advocating a ‘no cure no pay’ approach 


refuse to do business on any other terms.” One part of 
Gilb’s recommended makeover suggests re-examin- 
ing the yearly system of contracts and breaking these 
deals down into smaller (and more manageable) quar- 
terly, monthly or even weekly deals. Another says 
that code-jocks “must learn to approach the problem, 
from a ‘holistic’ position (all necessary disciplines must 
be applied, not just coding and pure software)”. 

A fully-wired summer cabin (on the waterfront 
surrounded by a 100 trees, a private beach and pier as 
well as a “private” hill) just 30 minutes from Norway’s 
capital, Oslo, allows Gilb to escape the rush to do 
some writing and reading, he often finds himself drawn 
out of his cocoon and on a plane back here to India. 
Blame it on the urge to transform an industry. 
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PINAKI РАШ 


What: The shareholding pattern of Hutchison Essar, the company that is 
Slated to go public in a couple of months 


Why: Because the issue of beneficial stakes in the company is 
mind-boggling 
The facts: Hutchison Telecommunications International Limited (HTIL)'s ben- 
eficial stake in the company itself is 49.60 per cent. 
Egyptian telco Orascom's 19.3 per cent stake in 
HTIL gives it a beneficial 9.57 per cent 
stake in Hutchison Essar. Analjit Singh's 
38.78 per cent stake in Telecom 
Investment India (TII) gives him a 
beneficial 7.56 per cent stake in 
Hutchison Essar. And Asim Ghosh's 
23.97 per cent stake in TII, gives 
him a beneficial 4.67 per cent stake 
in Hutchison Essar. Phew! 


Problem: Essar has written to the 
government calling for clarity on the 
rules concerning indirect holding struc- 
tures; the group isn't exactly happy about 
Orascom's beneficial stake in Hutchison Essar 


Insight: Multi-tiered holding structures were common in the telecom industry 
when the ceiling on foreign direct investment was 49 per cent. That number is 
now 74 per cent. The Hutch Essar imbroglio, then, belongs to an earlier era 


KRISHNA GOPALAN 







Indireci 
holding 
of HTIL* - 


Hinduja 
ie —  Group* 


Figures in per cent 


*This is through an SPV called Telecom Investment India (TII) 
This company holds 19.5 per cent in Hutchison Essar. HTIL 
owns 37.25 per cent in TII, Analjit Singh owns 38.78 
per cent while Asim Ghosh holds 23.97 per cent 
ы Essar Tele Holdings Limited 

Hinduja TMT and other group 
companies 
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CM Kumaraswamy: Making news 


Citizen 
Kumaraswariy 


E'S MEDIA-SAVVY AND BEFORE 
H he jumped into the world of 
politics, he was a success- 
ful producer and distributor of 
Kannada movies, with two block- 
busters to his credit. It shouldn't 
come as a surprise to anyone, then, 
that Karnataka Chief Minister H.D. 
Kumaraswamy is all set to launch 
a Kannada news and entertain- 
ment channel, albeit, through his 
wife Anitha, who is tipped to be the 
channel’s MD. Today, the Kan- 
nada television market is domi- 
nated by Kalanidhi Maran’s Sun 
Network (through several chan- 
nels such as Udaya, Ushe and 
Udaya News), and Ramoji Rao's 
ETV network (ETV Kannada). That, 
says an aide of the CM, is reason 
enough to launch a channel. "Why 
should the Kannada TV market be 
dominated by Tamil (Sun is head- 
quartered in Chennai) and Telugu 
(ETV is headquartered in Hydera- 
bad) people?" Then, perhaps real- 
ising that this sounds a bit jingois- 
tic, he adds, "Kumaraswamy wants 
to be long-term player on the state's 
political scene and feels that own- 
ing a channel helps." 
VENKATESHA BABU 





Sun Microsystems has countless printers, but 
only one output management services provider. Xerox. 
By trusting our expertise they’re free to focus on theirs. 

There's a new way to look at it. 


XEROX. 
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A bird’s eye view of what’s 


P-WATCH 





NEW INCENTIVE SCHEME FOR EXPORTERS 
THE GOVERNMENT IS PUTTING THE 
IN А N ыгы | finishing touches to yet another 
ntrod incentive scheme for exporters. 
On the chopping block: the 
Target Plus Scheme (TPS), which 
was introduced in 2004. On the 
anvil: incentives for exporting 
some products to the world at 
large or all products to some 
“key” countries. The TPs scheme, 
which benefited barely 1,000 
exporters, was reportedly being misused. The cost to the exchequer is 
likely to be Rs 8,000 crore, though official estimates put the total value of 
credits till date at a modest Rs 3,000 crore. Moreover, it was not compliant 
with World Trade Organization rules. *The scheme is expected to benefit 
many more exporters than TPS," says Ajay Sahai, Director General, 
Federation of Indian Export Organisations. The new policy will help the 
Indian export community break into new territories such as Africa, Latin 
America and the cis countries, and help the country achieve the export tar- 

get of $150 billion (Rs 6,75,000 crore) by 2009. 





SHALINI 5. DAGAR 


NEW GUIDELINES FOR COMMODITIES TRADING 
THE FORWARD MARKETS COMMISSION (FMC) IS PLANNING TO BRING OUT A 
common platform for trading by drawing up uniform contracts for com- 
modities trading in the country. Similar norms prevail on the Bombay Stock 
Exchange and the National Stock Exchange. FMC is also planning to stan- 
dardise contract specifications for commodities and will soon announce 
common delivery centres for all commodities. Once this policy is imple- 
mented, it will phase out illiquid commodities from the exchanges and 
ensure that contracts for the same commodity have the same expiry dates 
across exchanges. The logic behind these moves: price discovery will 
become more efficient, the market will gain depth, trading volumes will rise 
and arbitrage opportunities will increase. A final decision on when these 
new features will be introduced will be taken in due course. 

MAHESH NAYAK 


CECA WITH SINGAPORE AMENDED TO SIMPLIFY PROCEDURES 
THE COMPREHENSIVE ECONOMIC COOPERATION AGREEMENT (CECA) BETWEEN INDIA 
and Singapore, which came into effect on August 1, 2005, is being amended to 
further reduce transaction costs, simplify procedures and encourage a deeper 
integration between the financial systems of the two countries. The new CECA 
will lay special thrust on the tourism, information technology, Telecom, audio- 
visual products, health, education, transport, construction, financial services, 
legal, architectural and engineering services, and environmental services sec- 
tors. The amendments are expected to be ready by the end of this month. 
RITWIK MUKHERJEE 
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hot and what's 
not on the government's policy radar. 


DEARER LPG SOON 


PETROLEUM MINISTER MURLI DEORA 
says public sector oil retailers 
IBP, BPCL and HPCL will go 
bankrupt in two months, two 
years and three years, respec- 
tively, if the oil subsidy issue is 
not sorted out. The Rangarajan 
Committee has recommended 
raising LPG prices by Rs 75, 
petrol prices by Rs 1.21 per litre 
and diesel prices by Rs 1.96 per 
litre. A final decision is expected 
to be taken only after the elec- 
tions in five states in May. 
SHALINI S. DAGAR 





Oil Minister Deora: Just sort it out 


7 MORE NAVRATNAS 


SEVEN MORE PSUS—POWER FINANCE 
Corp., Rural Electrification Corp., 
PowerGrid Corp., National 
Hydroelectric Power Corp., Bharat 
Sanchar Nigam, National 
Aluminum Co. and Hindustan 
Aeronautics—are likely to be 
granted navratna status soon, 
This will give them more opera- 
tional autonomy and make them 
“board-managed companies”. 
They will also be allowed to raise 
funds from domestic and 
international debt markets, sub- 
ject to approval from the appro- 
priate authorities. How 16 com- 
panies can still be called navrat- 
nas has not been explained. 
RITWIK MUKHERJEE 
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How to make the most of business conventions 
and other secrets of success. 





Banquet layout at Diwan-e-Khas, Jaypee Palace, Agra 


Looking for a business convention venue and don't know where to go? May 
we suggest you consider the Jaypee Palace Agra. Set in 25 acres of landscaped Mughal 
Gardens, the 350 room Jaypee Palace offers everything vou need 
lor a successful convention. State-of-the-art technical support, space for 10 to 1500 
delegates, excellent leisure and recreational facilities including spa & health 


club and a lot more besides. Practically everything vou could ask to make the 





most of your next business summit. Just check-in. and leave the rest to us 
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2 JAYPEE PALACE 
JAYPEE HOTELS HOTEL & 0 INVI N ION CENTRI 





For more information log on to: www.jaypechotels.com or call 011 26148800 or 1800-119900 (Toll Free) dentsumarcom.'iph/ 1081/06 
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BHASKAR РА! 


NEWS 


UDAY КОТАК 





M 


At it again: That's Uday Kotak, the master dealmaker 


F HEMENDRA KOTHARI DECIDED ТӨ SELL His STAKE NDS: 
Merrill Lynch to foreign partner Merrill Lynch last 


December, Uday Kotak, Kotak Bank's Executive Vice 
Chairman and - Director, has done the exact 


opposite. On March 16, Kotak Bank announced that it _ 


was acquiring the 25 per stake held by Goldman 
Sachs in its subsidiaries Kotak Mahindra Capital 


Company (KMCC) and Kotak Securities (KS). The total 
size of both deals is Rs 333 crore, a fair value according. 


to most i-bankers. 
The buzz in D-street is that late in 2005, around 


the time the Merrill Lynch deal was struck, Goldman. 


Sachs was in talks with Kotak to acquire a 51 per 


cent stake in KMCC and KS. The deal never hap- - 


pened, and Goldman whose India CEO Brookes 
Entwistle clearly stated after selling its stake i in the 
joint ventures to Kotak that his firm's intention was 
"to build a wholly owned onshore investment bank- 
ing and securities firm in India", has gone ahead and 
cleared the way to do just that. 

For the record, Kotak and Goldman have entered 
into a ‘cooperation agreement’ that will presumably see 
the former helping the latter meet licensing and regu- 
latory norms. The two companies are also rumoured to 
have signed a non-poaching agreement. That means, 
Goldman will have to worry about where its team is 
going to come from, although the firm is sure to do what 
other multinational i-banks setting up shop have done: 
skim the cream from existing players. 

Kotak, true to his reputation of being a master 
dealmaker, not only gets to keep his cake and eat it too, 
but all this without having to spend too much money. 


KRISHNA GOPALAN | 
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NUMBERS OF NOTE 


Rs 5,700 crore: The amount raised by 
Reliance Capital Asset Management Ltd through its 
new scheme, Reliance Equity Fund. This is the largest 
amount ever raised by an Indian mutual fund. 


30%: The proportion Indian companies account for 
in all foreign investment in London, making India the 
second largest overseas investor in the city after the US 


1 64 minutes: The time an average Briton spends 
online everyday compared with 148 minutes spent 
watching TV 


Rs 2.64 crore: Loss to the airline industry 
because of the five-day strike by AAl employees from 
January 30 to February 3, 2006 


$7,00,000 (Rs 3.15 crore): Value of contract 


signed last fall by the Indian embassy in US with lobby- 
ing firm Barbour, Griffith & Rogers, an outfit led by 
Robert Blackwill, the US ambassador to India between 
2001 and 2003. The embassy is also paying 
$6,00,000 (Rs 2.7 crore) to Venable, a firm that 
boasts former Democratic Senator Birch Bayh of 
Indiana as its point man 


1 1%. Increase in HSBC's annual pre-tax profits 
($21 billion or Rs 94,500 crore) for 2005, the largest 
ever profit reported by a British bank 


$650 million (Rs 2,925 crore): FDI (foreign direct 
investment) inflow in January 2006, a record increase of 
340 per cent over FDI inflow in January 2005 ($152 mil- 
lion or Rs 684 crore) 


$90 million (Rs 405 crore): The amount Google 
has agreed to pay to settle a lawsuit alleging the online 
search engine leader overcharged thousands of 
advertisers who paid for bogus sales referrals generated 
through a ruse known as “click fraud” 


30 million: The estimated number of Indians 
who pay taxes 


Rs 1.5 crore: The sales tumover of Viagra since 
its launch by Pfizer in India in 
December. At Rs 594 a tablet, 
Viagra is 20 times expensive 
than the generic versions 
available in the country. It 
was launched in India four 
years after its global launch 
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Innova celebrates its first anniversary with 


exciting new releases. 


Discover enhanced comfort, extra value, 
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| Watson Pharmaceuticals 
acquisition of Andrx Corp for $1.9 billion 
(Rs 8,550 crore) will create one of the largest 
generics companies in the US. The deal 
comes in a year when several blockbuster 
drugs are set to go off patent, and in the 
wake of frenzied M&A activity in the global 
generics space. For India's own generics 
powerhouses such as Ranbaxy and 
Dr Reddy's, that are seeking to grow their 

US business, this means more competition. 


EU Trade Chief Peter Mandelson 


А meeting of the EU, the 
= = ~ US, India, Brazil, Australia, and Japan, 
gf" al hosted by EU Trade Chief Peter 

| _ Mandelson to thrash out hurdles blocking 
| ,@ World Trade Organisation negotiations, 
д: failed to make any headway. The US and 
, the EU are reluctant to address the issue 

of farm subsidies; the two are also 
ҹа pushing Brazil and India to further open 
— their services and manufacturing sector. 


M&A'S DROVE FOREIGN INVESTMENT IN 2005 


Gr )wth 





Host region/ economy Host region/ economy 


9; China has entered a new phase of 
financial diplomacy by offering concessional loan: 
worth $10 billion (Rs 45,000 crore) to poor and 
backward nations. The country’s Prime Minister Wi 
Jiabao also promised to write off existing loans of 
$2.5 billion (Rs 11,250 crore) extended to 44 countrie 
Most of the beneficiaries are African countries whit 
are expected to play a key role in the process to 
reform the UN Security Council. India, which is seeki 
to increase its influence in Africa in the run up to i 
campaign for a permanent Security Council seat, 
would do well to follow suit. 








Growth 
2003" 2004" 2005** rate (75) 


European Union (25) — | 340.1 | 259.1 | 445.3 | 72 
EUS 827.6 | 2914 | 4077| 76 — 


„United Kingdom | 214 | 716 | 219.3 | 102. 
„New 10 EU member states |. 123 | 278 | 377) 36 _ 
United States | 96.8 | 95.9 | 106.0 | П 


Figures in $ billion 





[T 
айп America and the Caribbean | 48.0 | 68.9 | 720 | 5 
106.9 | 155.5 | 1727| П 
„South, East and South-East Asia | 94.7 | 137.8 | 146.2 | 6 
Ching | 535! 80.6 | 60.3 | -0.54 | 
Hong Kong (China) | 136 | 340| 397| П. 
nia dL 53| 60] 1 
Singapore | 93| 161] 199] 1. 
| South-East Europe and the CIS | 24.0 | 312] 499] 34| 
Russia | 80| 125] 261] 109 





Chinese Premier Wen Jiabao 


- The world's most 
admired automaker digs has revealed that it 
is yet to finalise its game plan to address emerging 
markets such as India and China, largely a function 
of the fact that it has no low-priced small cars 
in its product portfolio. It said it would take at 
least two to three years for the company to launch 
its fourth product for India after Qualis, the locally 
produced Corolla, and Innova. That should give 
companies that currently dominate India’s 
passenger car market such as Hyundai and Maruti 
some breathing space. 





New UNCTAD estimates show that global FDI flows rose to $897 billion 
(Rs 40.36.500 crore) last year. This time. the upswing affected all sub 
regions Developed countries attracted $573 billion (Rs 25.78.500 crore) 
ир by 38 per cent from the previous year. Record levels were noted for FDI 
inn Atrica and Developing Asia. Overall. the share of developing countnes 
was about 30 per cent In reased levels of FDI were mainly linked to mergers 
and acquisitions. The number of greenfield projects declined in 2005 

The rise in FDI was led by mounting inflows to the United Kingdom for the 
first time since 1977. Flows to the United States continued to nse, reaching 
$106 billion (Rs 4,77,000 crore), almost a doubling since 2003. Overall, FDI 
inflows to the devel oping world | ontinued to nse in 2005 — up 13 per cent 
to an estimated $274 billion (Rs 12.33.000 crore) 


World FDI inflows are projected on the basis of 96 economies for which data 


are available for part of 2005. as of January 3, 2006. Data are estimated 
by annualising their available data, in most cases first quarter data. The 
proportion of inflows to these economies in total inflows to their respective 
2004 is used to extrapolate the 2005 data 
**Preliminary estimates 
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Source: UNCTAD 





“With a sustained growth rate ol 996. by 2012 
unemployment will be totally eliminated" 


C. 5»amman, Conon 
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“Gosh, the cover prices of the newspap 
here! What’s it in dollars...less than 10 
How do you guys manage it and keep 


Publisher, Asia Pacific, The 1 


“The government has its own way of working 
It’s an elephant. And you really have t 
persevere” 


ajasthan Chief M 


A II 


"Many Indians see America as too domi 
neering. It's like a wife who wishes her hus 
band ... would give her more room to grow' 


Christian Science Mo 


“I believe I was extremely greedy, and that | 
lost my moral compass, and Гуе done terribk 
things that I very much regret” 


мет í Ft ! Of Í TON, WDO | 


“We need a net inflow of capital of $3 billi 
(Rs 13,500 crore) a day tO keep the econom 
afloat, Yet all of the body language here is 
‘go away" 


"The companv's (Google's) pattern of 
financial miscommunication 15 challenging 


our enthusiasm for shares,” 
Citigroup analyst гт Business W 


“I felt I was a frog in a well at Wipro. Now 
| have a panoramic view of business across 
various industries and companies and 
countries" 


B isiness W ex К onine 
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CLEARED: By 
the Government 
of India, 150 
special economic 
zones, including 
those that will be 
set up by the 
Reliance Group 
(Chairman 

Mukesh Ambani, left), Biocon, Bajaj 
Auto, and Satyam Computers. The 
move is part of the government's strat- 
egy to use SEZs to drive growth. 





INDICATED: By BMW, that it would 
launch its cult car, the Mini Cooper 
in India latest by 2009. The company 
is in the process of setting up an 
assembly plant (at an investment of Rs 
110 crore) in Chennai. The Mini 
Cooper, a 
British mar- 
que, is now 
owned by 
9 the German 
carmaker. 






WARNED: By i-bank JP Morgan in a 
recent resesearch report that Infosys' 
strategy of hiring more fresh graduates 
than its peers has created problems for 
it on the delivery front and that it has 
resulted in the company facing a 
shortage of middle managers 
(individuals with between three and six 





years of experience). The report goes 
on to downgrade Infosys from 
Overweight to Neutral. 


ANNOUNCED: By UK-based Caim 
Energy that it will list on Indian stock 
exchanges with a partial initial public 
offering (IPO). The company, which 
estimates the reserves in its Rajasthan 
oil-find at 3.5 billion barrels, will 
become the first multinational oil firm 
to list on Indian bourses. 


Э: RECEIVED: By 
| E Indian Institute of 
Management, 

Ahmedabad, a 
notice from the 
Income Тах 
Department in 
Ahmedabad ask- 
ing that the 
school pay service tax because it charges 
recruiters who participate in its place- 
ment season. (India’s service tax rules 
mandate that executive search firms 
have to pay tax). The school (Director 
Bakul Dholakia, left) has responded 
saying that it is not a placement agency. 


ANNOUNCED: By Aditya Birla 
Group, a $350 million (Rs 1,575 
crore) investment in Laos to develop 
plantations and build a pulp plant to 
feed its viscose business. 


CHILE: CALLING INDIA 


x GNED 


A PREFERENTIAL 


TRADE 


NDIA HAS 
шайр (PTA) with Chile, the first with 


any Latin American nation. In 2005, Chile 
imported goods worth $30 billion (Rs 
1,35,000 crore). Of this, Indian exports were 
a mere $130 million (Rs 585 crore); Chile 
exports $490 million (Rs 2,205 crore) worth 
of goods to India. Ambassador Jorge Heine 
believes there is scope for expansion in trade, 
and that Chile could serve as a beach-head for 
India’s foray into the region. Maruti 800s, he 
points out, are popular in Chile and India's IT 
and pharma firms, are present in the country 
and growing their interests. Interestingly 
Chile's pride—wine—does not figure in the list 
of items approved in the agreement. 
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Udaia Kumar: А clear victim 


HAT UNIQUE MATH HAS BEEN WORKED 
Тоя by Naveen Mittal, the District 
Collector of the Krishna district of 
Andhra Pradesh, who has forced 
several microfinance companies such 
as Share Microfin and Spandana to 
shut down their operations in the 
district. Mittal claims that the micro- 
finance companies were exploiting 
rural women by loaning them money 
at a rate of interest of 12 per cent (flat) 
or 19-20 per cent (reducing). “We 
offer one of the lower (microfinance) 
rates in the world,” says Udai Kumar, 
Chairman, Share. Kumar is right: the 
average cost of providing microfinance 
works out to 24 per cent (cost of 
funds is 8 per cent, of transactions, 14 
per cent, of defaults, 1 per cent, and 
the company keeps a 1 per cent mar- 
gin to ensure capital adequacy). If 
the companies have been able to offer 
a lower rate, it is by pruning transac- 
tion costs. “In China, where the gov- 
ernment is involved, the rate is 24 
per cent,” says Vijay Mahajan, CEO, 
Basix Microfinance. For the record, 
the informal sector in Andhra Pradesh 
and many other parts of India (read: 
local money lenders) charges rates 
that can sometimes be as high as 
120 per cent. 

E. KUMAR SHARMA 
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It's big, it's bold, it's Xerox colour. Put it to work in 
your business and it can make your sales pitches 
3990 more memorable. Pretty impressive. 
Xerox Colour. It makes business sense. 


Success is in the details. Keeping those details fresh in expertise. It's the know-how that combines state-of-the-art 
everyone's mind is what Xerox colour is all about. Use technology with real economy, to help you boost productivity 
colour smartly and it communicates facts, underscores and business performance. Xerox colour expertise is already 
salient points, and adds "aha's" to your work. That's why our making business sense in thousands of companies, leaving 
wide selection of desktop colour printers, multifunction lasting impressions that make an impact on the bottom 
systems and digital presses has something more. Xerox colour line. It's the juicy stuff any business would like to see. 


Xerox colour printers, 
multifunction systems 
& digital presses 
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CNN-IBN salutes the spirit of whatever it takes. 





WHATEVER IT TAKES 


BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Beginning July 2005, Business Today began publishing a monthly listing of 
India Inc.’s biggest deals. Our partner: Global professional services firm Ernst 
& Young. Here are the deals that were struck in February 2006. 


Deal Particulars: Dr Reddy's Laboratories (DRL), one of India’s leading pharmaceuticals com- 
panies, has entered into a definitive agreement to acquire 100 per cent shares in Betapharm 
Arzeniemittel GmbH from private equity firm 3i. The Enterprise Value for the transaction is €480 mil- 
lion (Rs 2,784 crore), all paid in cash. Funding for the transaction by DRL was done through a com- 
bination of internal accruals and committed credit facilities. The transaction is the largest overseas 
acquisition in the pharmaceuticals sector by an Indian company. 


DEALTRACKER 


Dr.Reppy’s Impact Analysis: The deal is a key strategic initiative of Dr Reddy's Laboratories towards 
becoming a mid-sized global pharmaceutical company with a strong presence in all key global 
geographies. The acquisition gives Dr Reddy's a strong position in the lucrative German market and 


DEAL OF THE MONTH a marketing channel for its own products. 





TARGET ACQUIRER INDUSTRY DEAL VALUE 


(Rs crore) 




















Betapharm Arzneimittel GmbH Dr Reddy's Laboratories ~ Pharmaceuticals Acquisition 2,566 _100% 
NICK's Drug Store Natco Pharma Ltd ~ Pharmaceuticals Investment Undisclosed § 75% 
UTI Securities Ltd Securities Trading Corportion Financial Services Acquisition 265 100% 
ACE MM o __ | AE 2 
MphasiS BFL _ ChrysCapital . Computer Software Divestment 130 6.526 
JK Paper Ltd International Financial Corporation Paper ~. > „Эней — 50 bns 300. 
Spectrum Infotech Pvt Ltd _ Larsen & Toubro Ltd Electronics Acquisition Undisclosed 100% 
NuCedar Mills, USA _ Jain Irrigation Systems Plastics — Acquisition — 13 _ 51%. 
Peninsular Capital Markets .. Motilal Oswal Securites Ltd = Financial Sevices Acquisition Undisclosed 100% 
Channel 7 .. Blobal Broadcast News ~ Media Acquisition 60 50% 
MilPharm Ltd, UK Aurobindo Pharma Ltd > Pharmaceuticals Acquisition Undisclosed 100% 
Development Credit Bank Housing Development Finance Banking investment 52 15% 
Corp Ltd, Khattar Holdings and 
A E DEOS _ Amtel Finance ws 
Sahara One Media and Entertainment Bennett, Coleman & Co. . Media _ ~ investment 38 6% 
DTDC Group . Reliance Private Equity ИШ Logistics - Investment 70 44% 
Sujana Universal Industries _ Bennett, Coleman & Co. — Media — Investment Undisclosed ^ 6.52% 
Indo Rama Textiles Ltd §  реліех Industries Ltd  Texiles —— Investment 37 - 15% 
Dishman Pharmaceuticals Nomura Group, Japan Pharmaceuticals — Investment — Undisclosed 5% 
cMango Inc, USA — Wipro Ltd _ Computer Software ^ Acquisition 9 100% 
Abrasive Enterprises Inc Carborundum Universal Ld ___| Manufacturing Acquisition 9 _ . 100% 
Su-Kam Power Systems Reliance Energy India Power Fund, Power Investment 45 20% 
| . | МӘЗ р жа. EEE | AEE m 
Eurodip S.A., Greece Jain Irrigation Systems _ Agriculture Investment — 19 7.596 
Amit Spinning Industries — — Spentex Industries Ltd Textiles _ . Acquisition — 17 44.14% 
Times Global Broadcasting Reuters Media Investment 89 25.82% 


Company Ud. 








Deal Watch includes only M&As, private equity and brand sale transactions 


Ernst & Young is a leading M&A advisor in India, While every care has been taken to compile this data, it is based on media reports, company 


announcements and other secondary research, Any decision on the basis of the above mentioned information should be taken only after professional advice. 


Business Today or Ernst & Young do not undertake any responsibility in regard to any such decision. 
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The world is waiting 
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bt vital signs 


THE BT 50 ROAD AHEAD FOR AUTO: EXECUTIVE SPEAK 


The global auto business is not getting any easier, and its growth is shifting from North America 
INDEX and Western Europe to Asia and Eastern Europe. In a KPMG survey, executives say Asian brands 
: are by far most likely to gain global market share. All Asian brands are expected to grow in global 
The market in upbeat mood. market share over the next five years, with South Korean (79 per cent) and Chinese (77 per cent) 
brands leading, followed by Japanese (65 per cent) and Indian (52 per cent) brands. 
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EVERY BIT OF PRODUCTIVITY & SAVING 


Epson Inkjet All-in-Ones let you do just that. They effortlessly print, scan and copy using cutting-edge features that help 
you save time and effort. More importantly they come equipped with 4 individual ink cartridges so you can save money by 
replacing only the cartridge that runs out. A black cartridge for as little as Rs.395/- and a colour cartridge for just Rs.355/- . 


Epson All-in-Ones. 52у2 on costs, Save on tire. 


a 
«Ap aL 


SCANNER PRINTER COPIER 5 SCANNER PRINTER COPIER 

EPSON STYLUS. CX 3700 EPSON STYLUS. CX4700 
GREAT VALUE ALL-IN-ONE d POWER PACKED ALL-IN-ONE 
MRP Rs.6229/- l МАР Rs.8789/- 


= EPSON For service, product info or to order a cartridge - 1800 425 0011 (9AM - 9PM) 
HELPLINE For service (СОМА & mobile users)- 3900 1600 (ЗАМ - 6PM) — — — — — — — — — — —— ————— www.epson.co.in 


The Great Indian 
M-cap Race 


Mukesh Ambani may be leading the market cap sweepstakes as of today, but 
brother Anil has emerged from the cold and isn’t far behind. KRISHNA GOPALAN 


F YOU HAD DOUBTS THAT ANIL 

Ambani, Chairman of the 

Reliance Anil Dhirubhai 

Ambani Group (RADAG), was a 

man in a hurry, consider this 
sequence of events. June 18, 2005: 
A settlement is hammered out 
between Anil and elder brother 
Mukesh, Chairman of Reliance 
Industries Ltd (RIL). August 3: The RIL 
board approves a demerger proposal 
that will allow Anil to own and 
manage a chunk of the group’s busi- 
nesses. December 19: The Mumbai 
High Court approves the demerger 
scheme. February 7: RADAG takes 
control of the four demerged entities, 
Reliance Capital Ventures Ltd (RCVL), 
Reliance Energy Ventures Ltd (REVL), 
Reliance Natural Resources Ltd 
(RNRL) and Reliance Communication 
Ventures Ltd (RCovL). By March 6, 


@ DOMESTICALLY-LISTED COMPANIES: 


Reliance Industries, IPCL, 
Reliance Industrial 
Infrastructure 


e PLANS: 
Expansion of Jamnagar 


capacity, newly-formed Reliance 


Petroleum to go public soon, 
food retail project is on the 
drawing board, life sciences 
project too taking final shape 





all the four companies are listed on 
the exchanges. 

If you think that’s creditable, 
take a look at how RADAG stacks up 


UMESH GOSWAMI 


e 


MARKET CAP: 


Rs 114 600 crore 


post-listing, which the Chairman 
lost little time in sharing with the 
media last fortnight: On the net 
worth front, the group had 


RIL's Mukesh Ambani: Wooing 


investors with а тора-ІРО 


pole-vaulted into #3 position, just 
behind RIL and the Tatas. And what 
Anil would love to emphasise is 
that in market cap terms too, aided 
in no small measure by the listing of 
RCoVL—with a market cap of Rs 
35,000 crore at the time of listing 
and about Rs 39,000 crore today— 
the group was in third position, 
hot at the heels of brother 
Mukesh’s RIL, with the Tatas com- 
manding the top slot. 

That’s how it stacks up cur- 
rently, but you can be sure those 
market cap figures will balloon over 
the days to come, and those rank- 
ings too could be in for some seri- 
ous shuffle. Anil will not say it, but 
somewhere in the top half of his 
priority list is one clear ambition: To 
command a group valuation on the 
markets that’s higher than RIL and its 


allied companies (IPCL and Reliance 


RADAG's Anil Ambani 


Rs 77,000 crore 





Industrial Infrastructure). Of course, 
brother Mukesh has his own plans 
to grow his market cap, the biggest 
one of those being a Rs 6,000 crore 
initial public offering (IPO) for 
Reliance Petroleum Ltd (RPL), which 
will set up an export-oriented 
refinery at Jamnagar with a capacity 
of 29 million tonnes annually at an 
investment of Rs 27,000 crore. 


RADAG's Consolidation Spree 
On March 5, a day before the listing 
of RCoVL, Anil invited the broking 
community and institutional 
investors to his sprawling Dhirubhai 
Ambani Knowledge City (DAKC) 
campus in Navi Mumbai. At this 
meeting, Anil talked about the con- 
solidation of the telecom business, 
with Reliance Infocomm merging 
into RCOVL, with Reliance Telecom 
(the GSM venture), Reliance 


THVd AVASVHG 


Communications Infrastructure and 
Flag Telecom being wholly-owned 
subsidiaries. But beyond the nitty- 
gritty, the big-picture message to 
the investing fraternity was: Here 
lies value, and the prospects for 
big-time returns. 

To be sure, Anil’s thrust to cre- 
ate value began long before the 
demerger process was cleared by 
the courts. Last August onwards, 
via Reliance Capital, he began pick- 
ing up stakes in a motley group of 
companies like Spanco Telesystems, 
Kinetic Engineering, DTDC and 
Adlabs. By picking up 51 per cent in 
the last-named film processing com- 
pany, Anil is in a position to piggy- 
back on Reliance Infocomm’s core 
business by converging voice, video 
and data. Adlabs has gone ahead 
and won licences for FM stations 
across the country and over the 


© DOMESTICALLY-LISTED COMPANIES: 
Reliance Capital, Reliance Capital 
Ventures, Reliance Comm. 
Ventures, Reliance Energy, 
Reliance Energy Ventures, 
Reliance Natural Resources 


© PLANS: 

Reliance Capital to become a 
financial powerhouse, with 

a presence in mutual funds and 
insurance; the entertainment 
foray too will be under Reliance 
Capital, which is making acqui- 
sitions of companies (Adlabs), 
and licences (for FM radio) 


* FUTURE PLANS: 

Reliance Communications, apart 
from wireless telephony, is also 
a significant player in retail and 
enterprise solutions. Future ven- 
tures are in retail broadband and 
triple play—voice, video and 
data over its 60,000 km optic 
fibre network. Reliance Energy's 
pipeline includes a Rs 11,000- 
crore, 3,740-MW gas-based 
power plant in Dadri, UP, and a 
Rs 50,000-crore, 12,000-MW 
coal-based project in Orissa 
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VIVAN MEHRA 


RADAG VS BHARTI: EVEN STEVENS 


Bharti's Sunil Mittal: # | 


U c iV, Dut tomorrow 


Rs 74,000 crore 





* LISTED COMPANIES: 
Bharti Tele-Ventures 


* PLANS: 
JV with Rothschild for agri 


business; said to be working out 


a partnership with Tesco of the 
UK for retail; JV with AXA for 
insurance has huge upside 


next few months is expected to 
consolidate its presence in the 
entertainment space. “With our 
media and entertainment focus, we 
can even do things like host the 
premiere of a film. At the end of the 
day, we are neutral about consumer 
and content," said Anil to the media 
after the listing of RCoVL. “We are 
looking at the digital distribution 
of content by using the 60,000 km 
of optic fibre cable. This really 
means we will be able to show films 
from the server for the end user," he 
added. The Adlabs stock is quot- 
ing at over Rs 400 at the bourses, 
which means it has doubled in less 
than nine months since RADAG 
acquired control. 
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between the Ambani brothers, but zero in on 

the high-growth, high-stakes telecom sector, and 
you'll realise there's another intense battle for leadership 
underway. As the numbers stack up today, Bharti is the 
leader, with a subscriber base of 18.45 million, with 
RCoVL not too far behind with 17.38 million users. 
There's little to separate them on the topline front either, 
with RCoVL clocking consolidated revenues (includ- — 
ing the GSM business and Flag Telecom) of Rs 3,327 
crore for the third quarter of 2005-06. Bharti's com- 
parable revenues stand at Rs 2,936 crore. Bharti's 
profits, though, are higher at Rs 539 crore for the 
same period, as against RCoVL's Rs 310 crore. In 
terms of profitability, clearly Sunil Mittal's company 
has the edge, with EBITDA (earnings before interest, 
taxes, depreciation and amortisation, a key indicator of 
the wellness of a telecom business) margins of 37 per 
cent as against RCoVL's 25-odd per cent. The scenario 
could well change going forward. As one analyst points out: "Considering 
that revenues from voice are now at reasonably stable and pre- 
dictable levels, operators will have to move into the next zone, which 
could be data." If that is the case, RCoVL, with the Flag Telecom 
infrastructure, is well placed to play the game. At the group levels, both 
promoters are running neck and neck, with market caps around Rs 
75,000 crore. Of course, Bharti today is just one listed company, with 
huge plans in the insurance, agri-business and retailing spaces. As of 
today, though, it's Even Stevens. 


IE CLASH FOR ONE-UPMANSHIP MAY BE PALPABLE 


As Anil guns for growth, big 
brother Mukesh and his core team 
have plenty on the drawing board at 
their Maker IV headquarters in 
Mumbai. The biggest blueprint, of 
course, is of the IPO for RPL, the 
first public offering from the group 
since 1993, which, on listing, could 
take the RIL Group’s market cap 
soaring into an altogether differ- 
ent zone. “This is a business (re- 
fining) that will be profitable from 
day one,” says Arun Kejriwal, 
Director at Mumbai-based equity 
research firm KRIS. In the longer 
term, there is the integrated farm-to- 
shelf retail game plan, where the 
outlay is estimated at $750 million 
(Rs 3,375 crore). “It’s a sector that 


will need a lot of money, but will 
also give growth,” adds Kejriwal. 
As for the existing business, the gas 
exploration one has tremendous 
upside, as does the rollout of petrol 
pumps on the marketing front. 

As both brothers go about their 
big-ticket ambitions cutting across 
several sectors, they will do their bit 
for enhancing the country’s global 
competitiveness—just as their father 
did. Just as their father did too, 
shareholders will reap a fortune. 
They’re already beginning to: In 
less than a year, shareholders have 
additional shares in companies 
collectively valued at over Rs 70,000 
crore to look forward to. And this is 
just the beginning. B 
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Sailing With The Wind 


Suzlon's takeover of Belgian firm Hansen is a step towards its goal of emerging as the 
#1 player in the world. Can Suzlon and its promoter Tulsi Tanti pull it off? ANAND ADHIKARI 


UZLON ENERGY WAS A LARGELY 

unknown entity a year ago. 

Then came its Rs 1,500-crore 
initial public offering in October, 
2005 and it has been in the news 
ever since. The scrip closed at 
Rs 1,306 on March 20, 2006 comp- 
ared to its issue price of Rs 510. Its 
market capitalisation on that date: Rs 
37,551 crore; the value of the 70 
percent stake held in the company by 
promoter Tulsi Tanti and his family: 
Rs 26,203 crore. Only recently, 
Forbes ranked him on its annual list 
of billionaires. The one-time textile 
businessman, who ventured into the 
non-conventional power sector in 
1995, had come a long way. 

But, before we proceed further, 
here are a few interesting facts: 

m Suzlon is the world's largest wind 
turbine generator manufacturer in 
terms of market capitalisation 

m It enjoys a healthy order book 
position; it had orders worth Rs 
1,613 crore from Indian customers 
and Rs 2,619 crore from overseas 
buyers at the end of the third quar- 
ter of 2005-06 

m Sachin Tendulkar and Aishwarya 
Rai have reportedly invested in 
Suzlon's wind turbines. 

Then, Suzlon, the sixth largest 
company (by sales) in the world in 
its field, sprang a surprise. It 
announced the €465-million (Rs 
2,511 crore) acquisition of Belgium- 
based Hansen Transmissions 
International Nv, the world's second 
largest maker of wind turbine gear- 
boxes. At one stroke, this back- 
ward integration gave Suzlon direct 
control over the supply of gear 
boxes which are critical to the oper- 
ation of wind turbines. Hansen has 
a capacity to roll out 3,600 Mw of 
wind turbine gearboxes and 3,000 
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TANTI'S GAMEPLAN 


Why Tanti Is Paying €465 mil- 

lion For Belgium Firm Hansen 

International 

m Fits with Suzlon s strategy of integrating 
manufacturing in the fast-growing wind 

. power industry "Fo 

m Offers readymade gear box and turbine 
technology — 








m Moves the company closer to world leader 
Denmark's Vestas 


industrial gear boxes a year. Incide- 
ntally, this is the second largest glo- 
bal mergers and acquisition (M&A) 
deal by an Indian company, next 
only to the €480-million (Rs 2,592- 
crore) acquisition by Dr Reddy's 
Laboratories of German generic 
drug maker Betapharm. “Globally, 
our industry is growing at over 40 
per cent annually and this acqui- 
sition will sustain our future growth 
in the wind energy market," says the 
painfully media-shy Tanti. 

The all-cash deal was financed 
partly by a syndicated loan from 
Britain's Barclays Bank, Germany's 
Deutsche Bank and icici Bank and 
partly from internal accruals. 
“Suzlon no longer has to depend on 
global suppliers for gear boxes," 
says Pankaj Namdharani, equity 
analyst at SPA Securities, a Mumbai- 
based research firm. Interestingly, 
Hansen also supplies gear boxes 
and other components to Vestas, 
the world's largest wind energy 
equipment manufacturer, which has 
a 30 per cent share of the interna- 
tional market. Forbes has quoted 
Vestas as saying it expected no 
change in its arrangement with 
Hansen following the takeover. 

"The Suzlon stock has already 
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Roaring loud: Suzlon's Tulsi Tanti 


run up in anticipation of a big deal, 
but there could be a re-rating going 
forward in view of various cost 
advantages it will now enjoy,” says 
V.K. Sharma, investment consultant 
at Anagram Securities, another 
Mumbai-based equity research firm, 
hinting at a further upside. 

With operations in India, China, 
US and Europe, and a capacity of 
1.5-gigawatts of wind turbine, 
48-year-old Tanti, a commerce 
graduate and a mechanical engi- 
neer, is aiming high. He is believed 
to harbour ambitions of emerging as 
the L.N. Mittal of wind power. 
Does he have it in him to achieve his 
goal? It's still too early to assess. 
But watch this space for more. Ш 
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FOR THOSE WHO LOVE TO TRAVEL BUSINESS CLASS, 
HERE IS SOMETHING TO LOOK FORWARD TO. 


INTRODUCING THE NEW TATA INDIGO GSX & SX. 


The Tata Indigo range just upped its luxury quotient a few notches higher, with the Indigo SX Series. Soothing 
beige interiors, luxurious leather seats, sleek electronic instrument cluster, and rear scat armrest ————— 
add a new dimension to comfort Further enhancing vour driving pleasure аге two Li fom “| 
— 
environment-friendly engines - an 85 PS MPFI Petrol engine, and the new 70 PS Turbo Charged —3 


: ө "T - 
Intercooled Diesel engine. Take a test drive today. Rest assured, you'll find the drive a class apart. INTERCOOLED 


FCB*ULKA 610281 





ATHER UPHOLSTERY VIDEO PLAYER HEIGHT ADIUSTABLE DRIVER'S SEAT ARMREST ON REAR SEAT FRONT FOG LAMPS ALLOY WHEELS ELECTRICALLY ADJUSTABLE ORVM 


Visit us at www.tatamotors.com For assistance or queries on our passenger car range, call our toll-free number 1800- 225552 
TA MOTORS The indiao SX Series is priced at Rs. 5.85 lakhs {GSX - Petrol) and Rs. 5.99 lakhs (SX - Diesel), Ex- showroom, Delhi. Accessones shown are not part of standard equipment 
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Wireless Tangle 


What’s the real reason for the fight between the Tata group and the AV Birla group 
over Idea Cellular and where is this dispute headed? KRISHNA GOPALAN 


A V Birla Group 
Chairman K.M. Birla Y; 


HEN THERE'S A 
face-off between 
the two most 
iconic Indian busi- 
ness groups, you 
can be sure ripples will be created. 
It's been a few weeks now that the 
Tata group and the Av Birla group 
are eyeball to eyeball over India's 
fifth largest cellphone operator, 
Idea Cellular, in which the Tatas 
have a 48 per cent shareholding 
and the Birlas 50 per cent. 

At its core, the impasse between 
the two is about co-existence and 
competition. The first wasn't always 
a contentious issue. The Birlas and the 
Tatas have been co-shareholders in 
the company since 2000, ever since 
Birla-AT&T and Tata Cellular decided 
to merge their operations. The 
merger saw the creation of a new 
entity called Birla-Tata-AT&T Ltd. 
(unflatteringly nicknamed ‘Batata’). 

Then, Batata’s fortunes saw ups 
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WHAT THE BIRLAS ARE ALLEGING 


48 per cent. 


informed either. 


and downs, including an aborted 
merger bid with Rajeev 
Chandrasekhar's BPL Comm- 
unications (now sold to Hutchison 
Essar) and a phase during which 
neither the Tatas nor the Birlas 
seemed certain about what they 
wanted to do with their not 
unsubstantial stakes in the company. 
For the record, back in 2000 and up 
until 2004, AT&T had a 32.90 per 
cent shareholding, the Birlas 33.69 


© PLATFORM: GSM 

© CIRCLES: Delhi, Andhra Pradesh, 
Madhya Pradesh, Gujarat, Maharashtra, 
Uttar Pradesh (West), Kerala and Haryana 


TATA Teleservices 


NO. OF SUBSCRIBERS (IN MILLION): 4.38 


@ PLATFORM: CDMA 
@ CIRCLES: All of the above plus 12 more circles 





Conflict of interest. Tata Teleservices operates in every circle 
where Idea has operations. Besides, the rules require Tatas to 
drop their stake in Idea down to 10 per cent from the current 





Board not informed. When Tata bought original co-promoter 
AT&T Wireless’ 16.45 per cent stake in Idea by acquiring 
AT&T Mauritius subsidiary, it didn't intimate this to the board. 
When AT&T Mauritius was renamed Apex, board wasn't 


Business overlaps. When Idea bought out Escotel's operations 
in three circles (Haryana, Kerala and UP West) and three licences 
(HP, UP East and Rajasthan) in January 2004, Tatas were a 
party to the decision. Since Tata Teleservices holds CDMA 
licences in these very same circles, there is a business conflict. 


per cent and the Tatas 31.69 per 
cent in the company, which was 
renamed Idea Cellular in 2002. 
Things took a different turn in 
2004 when AT&T Wireless was 
taken over by Cingular Wireless 
and Cingular put its stake in Idea on 
the block, which the Tatas and 
Birlas bought in equal proportion. 
Meanwhile, the Tata group's other 
telecoms venture, Tata Teleservices, 
which the group controls and ac- 
tively manages, was taking off. 
Beginning life as a basic fixed line 
operator, Tata Tele took the op- 
tion to move to the Unified Access 
Service License (UASL) regime in 
2003 and now offers cellular serv- 
ices—CDMA as opposed to Idea's 
GSM services—in 20 circles including 
the eight circles where Idea is 
available. And there lies the rub. 
Although the Tatas have been more 
pro-active with their CDMA venture 
and may see the investment in the 
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GSM venture as a purely financial 
one, the Birlas view the circle over- 
laps as an area where there could be 
a conflict of business interests 
between Idea and Tata Tele. 
Moreover, the Birlas charge the 
Tatas with non-compliance with the 





any í 





Not a non-compliance 

granted licences for these circles, neither itself nor Tata Industries 
nor Idea Cellular was a shareholder or promoter in Escotel. Idea 
miele iki. ducis a March 2005. 


Hence, there is no issue of non- 


Department of Telecommunications’ 
(DOT) rules, which specify that if a 
company operates in a circle it 
cannot also have more than a 10 
per cent shareholding in any other 
cellular services company (in the 
same circle). The Birlas, therefore, 
argue that since the Tatas operate a 
cellular services company, Tata Tele 
(in which the Tata group has an 
estimated 91 per cent stake follow- 
ing its recent deal with Temasek), 


Shareholding at the 





time of Batata formation 


AIG 
1.62 





Figures in per cent 


No conflict. The shareholding in Idea is through Tata Industries, 
which holds around 4 per cent in Tata Teleservices. Besides, the 
Tatas have asked for time till June 30 to reduce their stake. 


Not a valid issue. Apex continues to be a promoter of Idea and 
ге in its shareholding is of no consequence to the DoT. 
| The DoT itself has clarified that promoters are only those companies 
ios ip айнан: svi ето не 


issue. When Tata Teleservices was 





The current 
shareholding of Idea 


the group should reduce its stake in 
Idea from 48 per cent to 10 per 
cent. The Tatas on their part 
counter this, saying Tata Industries, 
which is the entity that holds 48 
per cent in Idea, only has a little 
over 4 per cent in Tata Tele, where 


other group companies, including 
the group’s apex holding company, 
Tata Sons, holding the balance. 
This, of course, doesn’t cut ice 
with the Birlas who believe that it is 
the Tatas nevertheless that control 
Tata Teleservices on the one hand, 
and have a large stake in Idea, on 
the other. Hence, there is a con- 
flict of interest. Now, with Idea 
planning to begin operations in the 
lucrative Mumbai circle where Tata 





AIG 





Teleservices is already an operator, 
there is a fresh twist to the dispute. 
When Idea applied for a licence in 
July last year, the por asked for 
certification that Tata Industries 
held less than 10 per cent in Tata 
Teleservices (Maharashtra), a listed 










Tat a Group 
Tata 


’ Chairman Ratan 


entity distinct from Tata Tele- 
services. With no certification forth- 
coming from the Tatas, the Birla 
group recently decided to apply for 
the licence through a separate 
group-owned entity. 

If the impasse continues, fric- 
tion points like this can become reg- 
ular occurrences. With telecoms val- 
uations soaring—recently Vodafone 
paid $1.5 billion (Rs 6,750 crore) 
for a 10 per cent stake in Bharti 
Tele-Ventures and the market cap- 
italisation of the recently listed 
Reliance Communications Ventures 
is around Rs 40,000 crore—it may 
have been an ideal time for the 
closely held Idea Cellular to go pub- 
lic and list its stock. The fact that 
Idea posted profits for the first time 
last year may have made that move 
even more propitious. But the spat 
between two of India’s most 
venerable business groups remains 
a hurdle to that. Ш 
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Mariwala s 
Shopping Spree 








But his rash of acquisitions is just one part of the growth recipe for FMCG 
underdog Marico. KRISHNA GOPALAN 


—— Ө Шу! 


UT 
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OR SOME TIME IN THE LATE 
nineties, a rumour per- 
sisted in Mumbai market 
circles that fast-moving 
consumer goods (FMCG) 
Goliath Hindustan Lever Ltd (HLL) 
was in the mood to gobble up 
Marico, a marketer of hair oils and 
edible oils. It didn’t sound like idle 
gossip; HLL in those days was gal- 
loping at double-digit growth rates 
fuelled by a rash of acquisitions, 
and Marico on the other hand was 
so low-profile that consumers would 
find it difficult to believe that such 
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Harsh Mariwala: Оп the fast track, with a 


3 
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best-selling brands as Parachute 
(hair oil) and Saffola (edible oil) 
did indeed belong to Marico (and 
not to HLL). So pretty much every- 
body who mattered believed there 
was some truth to the acquisition 
story. Except of course Harsh 
Mariwala, Chairman & Managing 
Director, Marico: *I had to keep 
hearing that “we were going to be 
swallowed by Levers, and that might 
have had to do with our cautious 
and conservative approach." 
Cautious he still is, but over the 
recent past Mariwala has picked 





UMESH GOSWAMI 


out a trick or two from the HLI 
book on the M&A front, which cul- 
minated in Marico buying a Lever 
brand, Nihar, early in the year for a 
total consideration of Rs 216 crore. 
The price Mariwala paid for the 
hair oil brand isn't as important as 
the underlying message in that acq- 
uisition: That Marico is doing just 
fine on its own as an Indian FMCG 
major, and is hungering for growth, 
which has anyways been coming in 
double-digit torrents in recent years. 
Last year, Marico crossed the 
Rs 1,000 crore barrier, and the CMD 
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Surging Sales & Profits 


2000 
-01 


Figures in Rs crore W Sales and Services W Net 


2001 2002 2003 2004 
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Source: Company's annual reports . Figures in Rs crore 


.Marico Is Trying To E Its 





Conservative Image With.. 
ш A corporate campaign highlighting a new-look 





company, the aim being to attract FMCG talent 


A successful entry into services, with Kaya Skin 
Care, which has now gone international 


A foray into new product categories like baby 
oil, displaying an eagerness to take on MNCs 


Innovative rewards to shareholders like 
quarterly dividends and bonus redeemable 
preference shares 


A buyout of a brand from HLL, a company 
that once looked to buy out Marico, lock, 
Stock and barrel 


.. -And A Recent String Of Acquisitions 
Highlights The New-found Resolve 


Marico's Acquisitions Over The Last One Year 
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expects to do Rs 1,150 crore in the 
current year on a consolidated basis. 
"The target is Rs 2,000 crore in 
three years," mutters Mariwala in 
his typical understated manner. 

Mariwala will also tell you that 
his company—he holds 66.62 per 
cent of the equity (with the Indian 
promoters)—should have hit 
Rs 1,000 crore in 12 years instead of 
the 15 it took to progress from 
Rs 100 crore. He's unlikely to have 
such regrets in the years ahead, 
though. *We will surely have a 
wider portfolio with more brands (in 
7-10 years). Nihar (coconut and 
perfumed hair oils) is expected to 
add 10 per cent to Marico's turnover 
at one go. "We are strong in the 
south and the west but weak in the 
east. Nihar, which is strong in east 
India, will give us a big presence in 
that region," points out Saugata 
Gupta, Chief (Marketing). Acq- 
uisitions are also helping Marico 
increase its overseas presence. "From 
about 10 per cent of our turnover 
last year, we are looking at this 
hitting the 12 per cent mark this 
year. The target is to hit the 20 per 
cent mark over the next five years," 
says Mariwala. 

In the meanwhile, Marico is 
doing its bit to test out new exten- 
sions. *While the overall focus will 
be on beauty and wellness, we will 
also look at contiguous categories,” 
says CFO Milind Sarwate. Among 
the new launches are a hair cream 
for men (Aftershower), Sparsh (a 
baby oil which has ingredients like 
tulsi), and Saffola atta mix. 

Be it low price points, or 
tamper-proof packaging, Marico 
has been at the forefront of inno- 
vation. Even, of late, on the com- 
munication front. Example: A strik- 
ing (and cost-effective) promotion of 
a line extension—Saffola Gold— 
involves an apparently overweight 
radio jockey. Every kilo lost by the RJ 
only solidifies Saffola's perch on the 
health platform. And Marico's pride 
of place amongst Indian FMCGs. M 
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All The Ambanis’ Men 


Brothers Ambani are vying with each other to poach the best of talent from MNCs 
and domestic competitors. A look at their game plan. ANAND ADHIKARI 


HE LOUDEST BUZZ IN 
corporate India is not 
about whether estra- 
nged brothers, Mukesh 
and Anil Ambani, who 
went their separate ways after the 
formal division of the Rs 90,000- 
crore Reliance group, are still 


warring over the finer details of 
what must be India's biggest own- 
ership settlement, but about how 
each of them is poaching talent 
from MNCs, domestic competitors as 
well as companies overseas. The 
buzz is about who the latest 
manager to join either brother is, 


and how much he's being paid. At 
least a million bucks (that's bucks as 
in US dollars, not poorly rupees) is 
what is rumoured to be paid to at 
least a couple of the new recruits 
that have signed up, either with 
Mukesh's Reliance Group or with 
Anil's Reliance Anil Dhirubhai 


NEW GUARD AT ANILS RELIANCE 


m 


SANJAY BEHI 


PEOPLE 


SANJAY BEHL 
ex-Nokia 





ex-MCI 
RAJESH SAWHNEY 


RAMESH VENKAT 
г ex-Vedanta 


SUNIL MISHRA 
ex-Airtel 


- PNANDGOPAL 


| (Source: Company) 


ex-Times Internet Ltd. 


AJAY KAKAR 
Ex-Ogilvy Public Relations 


_ ex-Birla Sun Life Insurance 
г ex-HDFC Standard Life 


MICHAEL Р. SAUER 


COMMUNICATIONS 
AND FINANCE TEAM 


Reliance Infocomm 
Head (Branding) 


. MICHAEL Р SAUER 


Reliance Communications Inc, 
President, based in New York 


Reliance Entertainment, 
President 


President (Finance), 
ADA Enterprises 


Reliance Capital, 
Head (Branding) 


Reliance Communications, 
Head (Strategy) 


Reliance Life Insurance 


Reliance Life Insurance, 
Chief (Marketing) 





RAJESH SAWHNEY 


KEY TASK 





Infocomm marketing, brand positioning and 
building corporate identity 


Responsible for company's operations in 
North and South American markets 


Responsibility of group's internet and portal 
strategies and providing movies, entertainment 
and gaming content for its mobile users 


Responsible for finance, treasury, corporate 
planning and related functions 


Look after the branding of financial 
services products 


To develop usage strategies 


To expand the life business 


Develop marketing team 
for selling life policies 





Ambani Group (КАПАС). 

Both Anil and Mukesh have big 
plans in new areas lined up and tal- 
ent induction is something that both 
have embarked upon on a war foot- 
ing. Younger brother Anil who, 
after the settlement, won control 
of the group’s telecoms, energy and 
financial services businesses, has 
already hired key personnel from 
companies such as Nokia, MCI, 
Times Internet, Vedanta and the 
WPP group, besides insurance com- 
panies like Birla Sun Life and HDFC 
Standard Life. Besides expansion 
of telecoms, Anil, who bought film 
production and distribution 


company Adlabs, which also owns 
multiplexes, in June last year, has 
drawn up big plans for entertain- 
ment and the insurance business. 
His elder brother Mukesh, who 
retains the large petroleum and 
petrochemicals business and has a 
swathe of new plans, isn't sitting 
idle. Besides the recently announced 
$6-billion (Rs 27,000-crore) project 
to build a 29-million tonne oil 
refinery next to Reliance Industries’ 
existing 33-million tonne unit at 


Jamnagar, Mukesh has plans to 


grow big in retailing—setting up 
malls that will sell everything from 
food and consumer electronics to 


MUKESH AMBANI’S TEAM RELIANCE 


RAGHU PILLAI RAJIV KARWAL 








PEOPLE RETAIL TEAM KEY TASK 

RAGHU PILLAI 

ex-Pantaloon Retail (India) ^ Operations To look after operations and 
home solutions 

GUNENDER KAPUR 

ex-Unilever Nigeria Food and Grocery Take care of food and 
grocery division 

RAJIV KARWAL 

ex-Electrolux Consumer Electronics To look after the 
consumer durable business 

SRIRAM SRINIVAS 

ex-Indus League Textile and Clothing To look after the apparels 
and fashion stores 

SANJEEV ASTHANA 

ex-Cargill India Grains & Oilseeds To look after the procurement 
of agri-items 

SURESH SINGARAVELU 

ex-Forum Mall Malls Development To look after the malls 
and supply chain 

D. SARAVANAN 

ex-McDonald Quality Control To look after quality control issues 
and supply chain management 

BIJOU KURIEN 

Ex-Titan Lifestyle To look after life style division 


(Source: Company) 


BIJOU KURIEN 
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textile and clothing. Plus, already 
underway is a network of retail 
petrol stations, with shops, restau- 
rants and rest-rooms. Little won- 
der then that Mukesh is hiring at 
top speed, picking up executives 
from companies like retailer 
Pantaloon, fast moving consumer 
goods giant Unilever, consumer 
electronics major Electrolux, watch 
and jewellery retailer Titan and US 
restaurant chain McDonalds. 


Going Where The Action Is 

In July last year, Nokia’s former 
Chief Marketing Officer Sanjay 
Behl, 37, came on board at Reliance 
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Infocomm. Behl, who had worked 
for a decade at Unilever before 
Nokia, signed on at a time when the 
ink had still not dried on the settle- 
ment deal that the two brothers 
signed last June. Rumoured to have 
been hired at an annual compensa- 
tion of more than Rs 1 crore, Behl 
says it's the challenge of being in a 
place where the action was, is what 
tilted the scales in favour of Reli- 
ance. “It’s a lot more fun working 
here,” says Behl, who shifted base 
from Delhi and now operates from 
the Reliance Infocomm Centre at 
Navi Mumbai. Behl works directly 
with Anil Ambani in shaping the 
new Reliance Infocomm brand and 
its positioning. 

A dozen other senior managers 
from MNCs as well as Indian com- 
panies have followed Behl to be 
part of the new team that Anil 
Ambani is putting together. In 
January this year, Michael P. Sauer 
from telecoms giant MCI signed up 
as the New York-based president 
of Reliance Communications Inc., 
the Us based subsidiary that looks 
after the company’s operations in 
the Americas. 

Around 50 kilometres from 
Navi Mumbai, at the Reliance 
Industries’ headquarters in Maker 
Chambers IV in Mumbai’s Nariman 
Point, the fervour to hire fresh 
blood is no less. Mukesh Ambani's 
most prized recent catch has been 
Raghu Pillai, the 49-year-old man- 
ager who was most recently the 
Managing Director and Chief 
Executive Officer of Pantaloon 
Retail, but before that the main 
architect of the RPG Group's suc- 
cessful retail ventures—Foodworld, 
MusicWorld and Health & Glow. 
Pillai, who refused to talk to 
Business Today, has signed up as 
Chief Executive of Reliance's big 
plans in retail for a rumoured Rs 5 
crore ($ 1.11 million). Mukesh's 
plans in retail involve initial invest- 
ments to the tune of Rs 3,375 crore 
and he wants to cover 800 cities 
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ON BOARD WITH ANIL AMBANI 
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BAKUL DHOLAKIA 


PEOPLE 


UDAYAN BOSE 


ENERGY & IT TEAM 





J. RAMACHANDRAN 





ИМ, Ahmedabad, Director Reliance Natural Resources 


S.L RAO KE 

Economist — . Reliance Natural Resources 

J. RAMACHANDRAN — — | 

IIM, Bangalore, professor Reliance Communications Ventures 
UDAYAN BOSE wae 

ex-Lazard — Reliance Capital 
 VRGAMRI 

eco —— . Reliance Energy Resources 

М.К. MANGLA NU Mure ЕР 
 e-BSNL -Dhirubhai Ambani Institute of Information & Technology 
(Source: Company) 


and towns with store formats that 
range from petrol pump conven- 
ience stores to malls and supermarts 
to hyper markets and fashion 
retailing. Pillai, a Harvard Business 
School grad, will spearhead the 
strategy in categories like food and 
grocery, consumer durables, jew- 
ellery, clothing and textiles. 

So palpable is the buzz about 
the hiring spree at both the Reliance 
factions, that not a day passes by 
without fresh buzz on who's on 
his way to Reliance. As BT went to 
press, the latest to join was Titan 
Industries COO Bijou Kurien as 
Chief Executive, Life Style divi- 
sion. А couple of weeks back, 
Gunender Kapur, CEO, Unilever 
Nigeria, and former head of foods 
business at HLL, signed up as Chief 
Executive of Reliance's food and 
grocery retailing business. 

To be sure, the hiring fever at 


both the Reliances is not out of the 
ordinary. When the undivided 
Reliance was expanding in the 
1980s and 1990s, under the lead- 
ership of patriarch Dhirubhai, for 
fresh talent, it looked outside the 
group. Then the core expansion 
was in petrochemicals and petro- 
leum, through a vertically integrated 
strategy. Reliance then picked up 
people from competitors. These 
were then the rsu giants like ONGC, 
IPCL, Indian Oil Corp., etc., many of 
whose managers formed the team 
that powered the Reliance jugger- 
naut in those decades. Today, for 
talent in new businesses like com- 
munications, retailing and enter- 
tainment, the two Ambani scions, 
though no longer together, have to 
similarly look outside. ‘Outside” in 
today's context implies MNCs, FMCG 
companies and other private sec- 
tor companies. W 
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Free, But At What Cost? 





A Supreme Court judgment removes a stay on mill-land development. 
Now, for the economics. KRISHNA GOPALAN 


N MARCH 7, A 
two-judge bench 
of the Supreme 
Court passed a 
judgment that ess- 
entially allowed 
mill land to be sold in Mumbai. 
The ruling pertains to the sale of 51 
acres of land belonging to five NTC 
mills (see Recent Mega Mill Land 
Deals...), and sets aside an October 
2005 ruling of the Bombay High 
Court that declared the sales illegal 
in response to a public interest lit- 
igation (PIL) filed by the Bombay 


ты: T Es E 1 
e 


EOF THE MILL 


Environmental Action Group, BEAG 
(see The Mill Land Controversy). In 
one stroke, the court has allowed 
those developers who acquired land 
from NTC to go ahead with their 
projects. It has also given the go- 
ahead to other mill owners and 
developers to jump into the fray. 
And, in the process, the Supreme 
Court may have just unlocked some 
600 acres of land for development. 

Not too long in the future, 
Central Mumbai, where all mills 
are housed, will wear a different 
look. There will be malls. There 


will be multiplexes. There will be 
high-rise residential and office 
buildings. There will be rr parks. 
And there will be luxury hotels. 
Pranay Vakil, Chairman, Knight 
Frank, a real estate firm, believes 
that this couldn't have come at a 
better time. *The madness of rising 
prices over the past six months will 
now give way to a scenario where 
prices could stabiliggg” he says, 
referring to real estaf@prices that 
are nothing short О е stratos- 
pheric: Rs 10,000-12,900 per sq. ft 
for commercial ргор@гйе$ and Rs 


А! 


Trendsetter: Jupiter 
Mill was the first to be 
puton the block 


-- Mill 14 216 Indiabulls 581.183 T 386 


Mumbai Textile Mill 17 702 Jwala Real Estate Private Limited DLF and Akruti combine 453,536 10,000 603 


Apollo Mill 15 КЕКТЕ 439,662 6,500 380 
Kohinoor Mill No. 3 4.9 421 Kohinoor CLD (Manohar Joshi-Rai Thackeray combine) 143,963 15,000 287 


Elphinstone Mill 78 441 Indiabulls 298,376 6,500 258 


* Floor space index (FSI) is calculated by multiplying the area at the mill owner's disposal by 1.33 

An FSI of 1.33 is considered the thumbrule in Mumbai. However, this will vary from one project 

to another. For an IT park or a hospital, the FSI is two while it can be as much as four for a 5-star hotel 
In the case of Mumbai Textile Mill, Kohinoor and Elphinstone, potential revenue is less 

than what has been paid. Obviously, the developer could have an IT park or a hotel 
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8,000-12,000 for residential ones. 

The Supreme Court judgment 
validates the 2001 amendment to 
Development Control Regulation- 
58 (DCR-58; see The Mill Land 
Controversy) and allows mill own- 
ers to carry out developmental 
activity on the land that houses the 
mill structure. For instance, if a 
mill has 10 acres of land at its dis- 
posal and occupies seven of these 
acres, the owner can develop these 
seven acres. Not surprisingly then, 
developers and mill owners are 
thrilled with the ruling, and are 
just stopping short of displaying 
their glee by carefully couching 
their happiness in ‘it’s-good-for- 
the-city' kind of statements. And 
those of them who have projects up 
and running are looking to com- 
plete them soon. “Three of our 
projects were delayed and we 
should be in a position to finish 
these over the next 24 months,” 
says Rajeev Piramal, Executive Vice 
Chairman, Morarjee Realities. One 
of these, Ashok Towers in Parel is 
among the most high-profile 


56 BUSINESS TODAY APRIL 9 2006 


< 





developments in the city. 


North Or South? 


If there is one question everyone in 
Mumbai would like answered, it 
is this: will prices fall to more rea- 
sonable levels? The answer is sim- 
ple: No. However, the real estate 
market is unlikely to witness the 
kind of exuberance it did in 2005 
when every auction featuring mill 
land set a new record in terms of 
price. “Releasing more land for 
development is a good thing and 
could keep prices under check,” 
says Anshuman Magazine, 
Managing Director, CB Richard 
Ellis (South Asia), a real estate firm. 

If all goes well, a school of 
thought popular with developers 
hypothesises, more land will be 
developed, prices will stabilise and 
Central Mumbai could become a 
residential hub. NTC, for instance, 
is now waiting for a clearance 
from the government to put up 
another 18 mills on the block. 
That would translate into some 
100 acres of land that can be 
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developed, says K. Ramachandran 
Pillai, Chairman & Managing 
Director, NTC, who expects the 
sale to generate at least Rs 3,000 
crore (for the record, the over- 
heated first phase of auctions saw 
the sale of 51 acres generating over 
Rs 2,000 crore). “Today, things 
look healthy from the supply side,” 
says Akshaya Kumar, CEO, Colliers 
Jardine, a real estate firm. 

Not everyone, however, is 
happy with the judgment. “The 
city is already in the midst of a 
crisis and it will only get worse 
now,” says BEAG’s Debi Goenka. 
“Look at the conditions of roads 
and the water supply situation for 
instance.” And the larger issue of 
‘public good’ remains unanswered. 
The government leased or sold 
land to mills at concessional rates 
on the premise that they would 
create employment and serve as 
engines of economic growth (much 
like governments across the coun- 
try are selling or leasing land at 
concessional rates to IT firms). Land 
wasn't part of the equation. Ш 
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When it's time 
to take the vows, 
be sure you're 
ready for it. 
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Fair-weather Friends? 


As the markets move into heated territory, many from the pinstriped 
fraternity are ringing the alarm bells. ANAND ADHIKARI 
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WO YEARS AGO, 
the $190-billion 
(Rs 8,55,000- 
crore; the num- 
ber is funds un- 
der management) CalPERS, 
also known as California 
Public Employees Retirement 
Scheme, the world’s largest 
pension fund, trooped into 
India along with dozen other 


pension funds. At the time, Tr А АП ng 
Hutia 


CalPERS’ entry—the com- 
pany was a late entrant into 
India—seemed timely. Most 
Indian stocks were underval- 
ued, the Sensex was trading 
at around 5,000, and with a 
price-earnings multiple of 15. 
In the two years since, 
CalPERS hasn’t emerged a 
big investor in the Indian 
market. Still, its word does 
carry a lot of weight in the 
international investing 
community. 

That should explain why 
the downgrade assigned by 
the company to India in its 
outlook for emerging markets 
in 2006 is worrying. It could 
indicate increasing concern 
among foreign investors 
about the Indian market’s capacity 
to deliver returns from its current 
levels. At 10,800+ (Sensex), the 
market looks fairly valued with a 
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P-E multiple between 17 and 18. 
The possibility of a downside from 
this level is certainly higher than 
that of an upside. Ergo, big foreign 


* Till March 16, 2006 








investors such as Citigroup, 
Merrill Lynch, JM Morgan 
Stanley, and DBS Asset 
Management have turned 
careful (see FIIs Are 
Sounding...) in terms of their 
India-strategy. 

The California-based 
Condor Advisers Inc., for 
instance, has recently cau- 
tioned that rising oil prices 
will take India's current 
account deficit to unsustain- 
able levels in 2006-07. The 
firm, which advises institu- 
tional investors such as hedge 
funds and mutual funds in 
the us, adds that “this deficit 
will prompt a large decline 
in foreign exchange reserves. 
The resulting exchange rate 
Feb yar depreciation could spur sig- 





2006 nificant foreign capital flight". 


Condor's 28-page report 
(price: $29) goes on to ad- 
vise investors to reduce their 
emphasis on India over the 
next few months. *Current 
account is definitely a worry if 
the oil price shoots up to $80 
or Rs 3,600 per barrel," says 
Source: $ЕВІ Andrew Holland, Executive 
Vice President, DSP Merrill 

Lynch, whose firm is also a bit 
cautious in its approach to the Indian 
market in the short run. *At the 
current level of around $50 or 


FIIS ARE SOUNDING THE RED ALERT 


What foreign investors are saying post-10K. 


e Citigroup 


Strong fund flow into emerging markets, including India, is not 
sustainable; cautious next six months to a year 


e Merrill Lynch 


After four consecutive years of positive returns, we expect 2006 
to be a year of consolidation with returns being flat to negative 


e JM Morgan Stanley 


We are bearish on Indian equities for the coming months. The market 
trades at 4.7 times trailing book, suffers from slowing earnings growth, 
the prospects of rising interest rates and unbridled exuberance 


eFirst State Investment 


We are finding more attractively valued opportunities in Asia than are 
available in the constrained BRIC (Brazil, Russia, India and China) 


universe 


e DBS Asset Management | 


Asian markets still offer attractive valuations with the exception of 
India, where valuation concerns could limit the upside in 2006 


(Source: Research reports/ Company views) 


Rs 2,250 per barrel, we are not very 
worried." Merrill Lynch expects 
2006 to be a year of consolidation 
with returns being flat to negative. 
Sushil Muhnot, CEO, IDBI Capital 
Market Services, agrees. “There are 
definitely concerns in the short run, 
but (in) the long term (the) India 
story is still intact.” “Interest rates are 


india Looks Expensive In The Emerging | 
Market Pack... 





going to play a big role,” adds 
Michel Tilmant, Chairman, ING 
Group, with interest in asset man- 
agement, insurance and banking in 
India. “Inflows into emerging mar- 
kets will continue if there is a meas- 
ured hike.” Evidently, India isn’t 
exactly the flavour of the month 
among foreign institutional investors 


12-month 
forward P-E 











UMESH GOSWAMI 


Merrill Lynch’s Holland: Worried 
about the current account deficit 


(Fils) that have pumped in over $25 
billion (Rs 1,12,500 crore) over the 
past three years, and that have 
played a part in taking the market to 
its current high. 


The Mind Of The FII 


What's on the mind of investors in 
the Us or Hong Kong? There are 


...And Many Asian Markets May Have More Steam Left 











In Yd INVNIJ Ай SOlIHMAVAD 


South Korea Japan | Singapore Hong Kong Thailand 
KOSPI Nikkei 225 STI HIS Wm 
India China Indonesia Taiwan Malaysia 
Figures in per cent, except Price-earnings 88 Dividend yield (2006) BSE Sensex HSMLCI JCI TWSE KLCI 
@ Return on equity (2006) Ж Earnings per share growth (2003-2006) 
Source: Datastream' Figures are percentage returns in 2005 on benchmark indices 
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several things, ranging from valua- 
tion to liquidity to political stability 
and India doesn’t exactly score high 
on most parameters. 

A Relatively Expensive Market: 
The Indian market looks expensive 
when compared to its BRIC com- 
petitors like Brazil, Russia and 
China. Returns on D-street have 
been an impressive 72 per cent in 
2003, 12 per cent in 2004, and 40 
per cent in 2005. Today, India is 
among the most expensive markets 
to enter based on 12-month for- 
ward Р-Е multiple. “We believe that 
earnings will be less impressive than 
the growth enjoyed over the last 
couple of years due to impact on 
margins from high energy prices...,” 
says Aberdeen Asset Management in 
a recent report. In effect, expected 
returns from the Indian market are 
lower now than they were in the 
past and Fils seeking higher returns 
could turn their back on D-street. 
RBI’s Belated Liquidity Tightening 
Move: With credit-offtake soaring, 
interest rates are being pushed up. 
The Reserve Bank of India’s move 
to raise interest rates marginally 
will directly increase the lending 
cost and could derail the consump- 
tion boom in the country. Globally, 
too, rates are оп an upswing. 
According to analysts, the Fed (the 
US Federal Reserve) rates are 
expected to touch 5.0 per cent by 
July this year. “If the Fed rate moves 
up over 5 per cent, the impact on 
fund flows into emerging markets, 
including India, could be more 
adverse than we anticipate," says a 
report from ABN AMRO. RBI could 
effect another measured hike in in- 
terest rates to keep pace with global 
rates and pre-empt any overheating 
in the economy. Given all this, some 
foreign investors, especially hedge 
funds, will not find India attractive 
since their borrowing cost has been 
gradually increasing. In contrast, 
several foreign investors are begin- 
ning to look at India's debt market. 
A Zooming Current Account 
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FIIS HAVE BEEN EXITING MID-CAP STOCKS 


e Merrill Lynch 


SOME OF THE STOCKS SOLD: Reliance Capital, Aptech Ltd, McLeod Russel, 
SRIE Infrastructure, Indiabulls Financial Services, Satnam Overseas, 


e Citigroup Global 


SOME OF THE STOCKS SOLD: Swaraj Engines, Bajaj Hindusthan, Aban 
Lloyd, Satnam, Amtek Auto, Punjab Tractors, Kesoram Industries, GTL, 
Lloyd Electric, 3i Infotech, Visualsoft Technologies, Indiabulls, Aptech 


e Morgan Stanley 





SOME OF THE STOCKS SOLD: Amtek Auto, GTL, D.S. Kulkarni Developers 


—— —Ó— —— س‎ 


e Goldman Sachs 


SOME OF THE STOCKS SOLD: Ind-Swift Laboratories, India Infoline, Aban 


Lloyd, Bajaj Hindusthan, GTL, Strides, Syndicate Bank 


e HSBC Global 


SOME OF THE STOCKS SOLD: Bajaj Hindusthan, Ind-Swift Laboratories, 


Welspun-Gujarat Stahl Rohren, GTL 


eCLSA 


SOME OF THE STOCKS SOLD: Container Corporation of India, 


Zee Telefilms, GTL 


Deficit: Russia, Brazil, China, and 
several other emerging markets 
enjoy a current account surplus. 
India has only a deficit to show and 
one that is spiralling out of con- 
trol. This could weaken the rupee. 
Consequently, any gains made by 
Fils in the local market will also 
reduce in magnitude. Worse, if Fils 
start pulling out and investing in 
other markets, foreign exchange 
inflows will reduce and that, in 
turn, will have an adverse impact on 
interest rates and the rupee. 

No Local Money In Stock Market: 
[ГЕП money moves out, the market 
could collapse. Domestic investors 
are always first to exit when there is 
turmoil in the market. Over two 
dozen mutual funds in India have 
been a consistent seller over the 
last three months (December- 
February). The funds are also not a 
force to reckon with on D-street. 
Between April 2005 and March 
2006, their net investments in the 


market were Rs 11,709 crore as 
compared to a figure of Rs 45,794 
crore for Fils. Mutual funds are raking 
in money through new offerings, 
but they face huge redemption pres- 
sures; much of the money being 
invested in new fund offerings is 
coming from investors who are 
churning their mutual fund portfolios 
in search of short-term gains. 
Political Turbulence: India is ruled 
by a coalition; five states go to the 
polls this year; the ruling coalition's 
key allies, the communist parties 
are key contenders in two of these 
states; and that doesn't bode well for 
the stock market at all. 

If India has something going for 
it, it is a GDP growth rate in excess of 
8 per cent. For investors faced with 
slow-growth at home (if home is 
Europe, especially), that is a strong 
lure. Which could explain why the 
last word from Fils in terms of 
investing in India seems to be, “pause 
and then continue playing”. ш 


ЄІєсоп Gears 
the difference is... 


„OUR TECHNOLOGY 


Elecon - India's first gear company to get ISO 9001-2000 ^ Cement, Chemical, Fertilizer, Plastic Extrusion, Rubber, Paper and 
accreditation - is India's largest gear manufacturer with all types of Steel processing and working, Food processing and Marine 
gear transmission products under one roof. propulsion with unmatched credibility. 


Use of advanced CNC Machines & Machining Centers, Automatic & € State-of-the-art 11 Axes Form Grinding machine from Hofler 
Effective Furnaces and Profile Checking Machines to ensure ^ generating Class-ll Accuracy enables to envelope global market 


consistency. e integrated WAN connectivity across all branches and equipped with 


Backed with extensive infrastructure and exceptional Oracle ERP & CRM system for prompt service. 
in-house design capabilities to cater diverse markets like Sugar, 


Worm Gear Fluid, Geared & Flexible Couplings EP series - Bevel Helical Gear Box 


ELECON 
Always: a step ahead in technology 


ELECON ENGINEERING COMPANY LIMITED 
Post Box # 6 Vallabh Vidyanagar, 388 120, Gujarat, India. Gear Division: Tel.: +91(2692) 236469, 236513, 236516. Fax: +91(2692) 236527 
E-mail: infogear@elecon.com МНЕ Division: Tel.:+91 (2692) 237016 / 236521 / 236590 Fax: +91(2692) 236457 E-mail: infomhe(Qelecon.com 
* AUSTRALIA: Elecon Australia Pty. Ltd. - salesaus@auselecon.com, sales@eleconaustralia.com * SINGAPORE: Elecon Singapore Pte Ltd 
elecon_sing@eleconsingapore.elecon.com * SOUTH AFRICA: Elecon Africa Pty. Ltd. - eleconafrica@mweb.co.za, adramsay@mweb.co.za 
EMTICI ENGINEERING LTD. Marketing & Servicing Company Regd. Off: Vallabh Vidyanagar. Branches: Ahmedabad, Asansol, Bangalore 
Bilaspur, Kolkata, Chennai, Dhanbad, Jamshedpur, Mumbai, New Delhi, Nagpur, Secunderabad, Pune & Vadodara. www.emtici.co.in 
bl An, 
E 2 that run the 
om 


С 
м 


7 





bt current 


The New 





Money Managers 


As India becomes the flavour in favour for the international investing community, a new 
breed of young fund managers is taking a walk down Dalal Street. MAHESH NAYAK 


EET RUSHABH SHETH, 34, 
and Nikhil Desai, 35. 
Sheth’s a former fund 


manager with Kotak Asset Manag- 
ement Company, whilst Desai was 
a portfolio manager with ABN AMRO 
Bank. Until he teamed up with 
Sheth to start up Karma Capital 
Advisors which, other than man- 
aging high net worth clients, also 
advises offshore funds. “The reason 
for setting up Karma Capital is 
more of a philosophical one,” muses 
Sheth. “The way money is man- 
aged these days is driven more by 
institutional imperatives, which are 
shorter-term in nature. Rather than 
running after assets to manage, we 
wanted to manage money based 
on our philosophy.” That philoso- 
phy is pretty straightforward: Mana- 
ge money and build wealth for cli- 
ents over a long period of time. 
Whilst Sheth currently advises a 
$14-million (Rs 63-crore) offshore 
fund, the Juilis Baer Multiopp- 
ortunities-India Millennium Fund, 
Desai takes care of the portfolios of 
some 30 high net worth clients. 
Karma Capital has a portfolio man- 
agement scheme with a corpus of 
Rs 25 crore. Ticket size: Rs 1 crore. 
Fee structure? A mix of fixed and 
performance-driven. 

Sheth and Desai aren’t the only 
ones to chuck up conventional jobs 
in financial services to take on risk 
—and, of course, the prospect of 
fabulous returns—head-on. As the 
Indian stock markets continue to 
defy gravity and keep hitting new 
highs every other day, in the process 
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THE OFFSHORE FUNDS RUSH 











FUND NAME MEL S MES READ CAPACITY 
Tricolor India Opportunities Fund January. ES 150 | 
JF India Capital Fund . January lI 100 
WM India Fund-Class B _ March TE i 12 300 
Fair Value Risk Arbitrage & April 20 250 
Value Fund (RAV) | RT 
Monsoon India Inflection Fund 2 LP Мау 113  — 250 
Passport India Fund May – ЗИН NA. 
Julius Baer Multiopportunities- June 14 200 
India Millennium Fund | 
Naissance Jaipur Fund Juy- Ж sS £300. 
Helios Strategic Limited „Juy ae "BO r 
UOB India Equity Fund = July CIEN NA _ 
Whitney Asis Star . October N.A. INA 
Avatar India Opportunities Fund September S 300 
Melchior Indian Opportunities Fund November 50 500 


N.A.: Not available Figures in $ million 





NAME: Rushabh Sheth (left) and Nikhil Desai AGE: 34 & 35, respectively 
FIRM: Karma Capital Advisors Pvt Ltd 
FUND CORPUS: Portfolio Management Services:Rs 25 crore; Offshore fund: $14 million 


delivering some of the best returns 
in the universe of equity-investing, 
a clutch of brash, young and adv- 
enturous self-starters are aiming to 
make hay by the truckload as the 
sun keeps shining benevolently on 
Dalal Street. This breed of managers 
tends to be in its late 20s or early 
30s, as opposed to the 30-ish and 
early-40s profile of yesterday’s 
dyed-in-the-wool fund manager. 
And many of them are expats 
who’ve realised that if the path to 
Indian markets is not paved with 
riches, a goldmine for sure exists at 
the destination. Most of these man- 
agers are overseeing offshore India- 
dedicated funds, 13 of which were 
launched since January 2005. As 
K. Sudarshan, Managing Partner, 
EMA Partners International, a HR 
and placement consultant, says: 
“The fund managers who have set 
up their advisory shops in India are 
seeking to maximise their returns 
and create their own track records. 
With the market rapidly expanding 
in the past 12 months and new asset 
management companies (AMCs) and 
hedge funds entering India, there is 
a huge dearth of talent in the area of 
fund management.” 

Clearly, India is the place to be 
for these new fund managers—and 
the place to earn their stripes. The 
ever-increasing tribe of millionaires 
in the country wants qualified peo- 
ple to handle its money. And there 
aren't enough of them going aro- 
und. Sudarshan of EMA observes 
that if equity analysts and fund 
mangers are setting up advisory 
firms in India, “it’s no more to 
make a living, but it's got more to 
do with making a name". Compen- 
sation is higher in advisory, as it is in 
terms of a percentage share of prof- 
its. Adds Desai of Karma Capital: 
*We have a minimum two-four 
year perspective when managing 
clients’ money. The real challenge is 
to drive absolute return across mar- 
ket cycle. The whole idea is when 
the market goes down, we still 


KALYAN CHAKRAVORTY 


NAME: Rakshit Sethi 
AGE: 27 
FIRM: Fair Value India 


FUND CORPUS: Offshore fund: $20 million 


continue to deliver positive returns." 

What's common to this new 
breed is the conviction in the long- 
term India story, revolving around 
three themes: domestic consump- 
tion, infrastructure build-up and 
growth from outsourcing. "You 
could make money in the Indian 
market by riding any one of these 
broad trends," says Nitin Raheja, 
senior Vice President & Chief 
Investment Officer, Dawnay Day 
A.V. Financial Services. А former 
fund manager with Sun F&C 
Mutual Fund, Raheja is now in 
charge of a portfolio management 
scheme and is also expected to 
advise the $75-100 million (Rs 
337.5-450 crore) offshore India- 
dedicated Fulcrum DDAV India 
Opportunity Fund. 

Along with this new crop of 
money managers comes plenty of 
new thinking. And innovation too. 
Consider for instance the multi- 
manager concept, not unpopular 
in the West but still alien to India. 
Until ING recently set up Optimix, a 
fund that does not rely on the strat- 
egy of just one investment man- 
ager but on many. As Mugunthan 
Siva, Chief Investment Officer, 
Optimix, explains: "India is the 
second country in the Asia Pacific 
and third worldwide after Australia 
where the multi-manager concept is 
being used by ING. There is great po- 
tential in India for such open-ar- 
chitecture, third party fund of funds 
because there is a huge bandwidth 





NAME: Nitin Raheja 
AGE: 38 

FIRM: Dawnay Day A.V. Financial Services 
FUND CORPUS: PMS: Rs 11 Crore 


between returns generated by fund 
managers." 

Meantime, many of the old- 
timers—at least, relatively—are also 
making the move towards advisory 
services from investment manage- 
ment. “Managing a large-cap fund 
can become monotonous. The con- 
viction to do better work and find 
multi-baggers has been the primary 
reason for moving from mutual 
fund to advisory,” says U.R. Bhat, a 
veteran fund manager, now Mana- 
ging Director, Dalton Capital advi- 
sors. Similarly, Vibhav Kapoor, 
Group Investment Strategist, IL&FS, 
is also managing a $16 milion (Rs 
72 crore) India-dedicated fund. And 
Bharat Shah, Managing Partner & 
Chief Executive officer, ASK 
Raymond James, is advising the 
Switzerland-based hedge fund 
Naissance Capital on its Naissance 


Jaipur Fund. 


As the market reaches fair val- 
ues, the challenge clearly is to fund 
new ideas. In the short term, 
patience and caution are the catch- 
words. As Rakshit Sethi, who runs 
the offshore Fair Value Risk Arbi- 
trage & Value Fund, points out: 
“It’s not a sin, or at least a much 
smaller one, to sometimes sit on 
the fence and wait, rather than go 
in, when things don’t make sense to 
you and you get out first ball. One 
needs to sit with a loaded gun and 
wait for the white elephant pat- 
iently. He always comes.” 

Bang! Ш 
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This Party’s Not Over Yet 


Higher interest rates in India and in the West can cause a few flutters, but are unlikely to 
derail the country’s growth story. ANAND ADHIKARI 


IRCA 2001, THE INTEREST RATE CYCLE WORLDWIDE 
( began a long downward march, led, in many 

cases, by low interest rate signals from the then 
Us Federal Reserve Chairman Alan Greenspan. The 
cheap availability of loans fuelled a consumption-led 
boom in several countries, including India. 
Simultaneously, a road- and real estate-led construction 
boom in the country rubbed off on other sectors, setting 
off an upward economic spiral and a bull run on the 
stock market that is only now showing some incipient 
signs of flagging. The common thread running through 
most of this virtuous cycle: the EMI (equated monthly 
instalment) economy. In other words, the monthly pay- 
out—and not the retail price—emerged as the new 
determinant of the purchase decision. 

Then the inflation monster came roaring back in 
2004 on the back of soaring oil and commodity prices; 
the Wholesale Price Index rose from 4.30 per cent in 
January 2004 to 6.56 per cent in December 2004. The 
short term interest rate followed suit, rising from around 
6 per cent in April, 2005 to 6.50 per cent now. The 
Reserve Bank of India (RBI) is due to announce its credit 
and monetary policy review in April, and the market is 
expecting another 25 basis points increase in the short 
term rates. This is a direct threat to the EMI economy. 

In the us, the Fed rate, which had dipped to 1 per 
cent in June 2003, has now touched 4.5 per cent. This 
Is squeezing the surplus liquidity worldwide and mak- 
ing money dearer still. This doesn't augur well for 
money flows from the world's largest economy to 
emerging countries like India. *Tightening of liquidity 
globally will drive down foreign inflows," says Pankaj 
Namdharni, Assistant Vice President at SPA Securities that 
handles institutional clients. 

The European Central Bank, too, has twice raised its 
rates by a quarter percentage point each in the last six 
months. Not much European money flows into the 
Indian market, but higher rates there mean money from 
elsewhere, which might have come India's way, may 
now be diverted to Europe. 

And, experts say, interest rates and asset (read: 
shares, bullion, real estate, etc.) prices just can't move in 
the same direction for long. The implicit warning: once 
the expected inverse relationship kicks in, it won't be 
interest rates that go down. A prolonged rise in interest 
rates will definitely impact the consumption boom and 
affect the Fil (foreign institutional investors) inflows. 

Another concern is India’s trade and current account 
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HEMANT CHAWLA 





The EMI economy: Consumption-led boom is here to stay 


deficits, which are putting pressure on the rupee. In its 
latest report, JP Morgan says: “The latest trade data do not 
change our view that the current account deficit is poised 
to hit a record high of $22.6 billion or Rs 1,01,700 
crore (2.9 per cent of gross domestic product) in 2005- 
06.” Foreign direct investment is still at an abysmally low 
level, so any outflow of Fil money from the Indian market 
will result in a depreciation of the rupee. 

Such a gloomy scenario will almost certainly cause 
short-term bumps in the feel-good state that is sweeping 
across the country. But these will in no way affect the 
country’s long-term growth prospects. And even if west- 
ern funds pull out of the country’s stock markets in the 
short- to medium-term, the ensuing vacuum will almost 
certainly be filled up with fresh inflows from Japan, 
South Korea, Taiwan, Hong Kong and Singapore. 

So, if there are no fresh oil shocks and RBI takes 
care not to derail the EMi-led boom, the Indian economy 
looks set to continue on its growth path. Ш 
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A world where you can organise your tunes anyway you like, and take then 
anywhere you want. A world that says you shouldn't have to push more than 
one button to access your music. A world where stunning audio quality and 
outstanding battery life come standard. А world that proves music and mobile 
can coexist as one. The new Walkman* Phones from Sony Ericsson 


e Music Management Software • USB Fast Port Connector * in-ear Earbuds + Memory Stick Expandablility" 
"W800i and W810i only. W550i comes with 256MB built-in memory 


www SonyEricsson. com /WalkmanPhone 


BE SURE. BE SAFE. ALWAYS INSIST ON INDIA WARRANTY CARD 


For further information (CALL NOW == КЕКЕК (Add your city STD code when dialing from a GSM/CDMA connection) or visit: www.SonyEricsson.com 
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India's Best 





He's Ratan Tata's financial navigator at Tata Motors, structuring 
complex acquisitions, raising capital at attractive rates, wielding 
the axe on costs and showing the road ahead in the automotive 
major's quest to become a global auto brand. MAHESH Nayak 


PRAVEEN KADLE 





Executive Director (Finance & Corporate Affairs)/ Tata Motors 


HEN PRAVEEN 
Kadle joined Tata 
Motors in January 
1997—in those 
days the trucks 
giant was known 
as Tata Engineering and Locomotive 
Co. (Telco)—he wouldn't have sus- 
pected the carnage that was to fol- 
low a few years down the line. 
Actually pretty much nobody would 
have been able to predict the slide. 
After all, the December quarter 
report card was one of the best ever 
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in Telco's history, and Telco was 
one of the elite blue-chips that most 
shareholders securely locked up and 
threw away the key. However, 
growth post-1997 stagnated, as 
fixed and raw material costs spun 
out of control, and depreciation 
and amortisation charges started 
eating into the bottom line. The 
flashpoint came in March 2001. As 
costs continued to bloat, the com- 
mercial vehicles sector slipped into 
a vicious downcycle even as the 
fledgling car business got bogged 


down by teething problems. Result? 
A hole of Rs 500 crore in the P&L 
(profit and loss), the largest ever 
splash of red reported in the private 
sector. Investors were perplexed as 
the stock price crashed, and analysts 
and editors questioned Ratan Tata's 
decision to make cars as well as 
Telco's very survival. 

When Kadle looks back, he 
would, in many ways, be grateful 
for having driven through that 
rough patch, and emerged stronger. 
If Tata Motors today looks in ship 


COMPANY Tata Motors = 
DESIGNATION: Executive Director 

М (Finance & Corporate Affairs) 

AGE: 49 e 

- QUALIFICATION: Commerce Graduate, 
CA, ICWA and CS 
JOINED THE FIRM: January 1997 


BEST ACHIEVEMENT: Turnaround of the 
company in two years 

BIGGEST INF LUENCE: Mahatma Gandhi 
OTHER DIRECTORSHIPS: On the board of 
Tata-Daewoo, Cummins, Holset and 


Hitachi, and a member of the Western 
India Regional Council-of Cll 


е LIKELY 3 BE HEARD SAYING? “ме? 
e work as a team Г. 
HOBBIES: Indian and Classical uu - E 1 


Cricket and Reading. Currently 
reading Steve Waugh’s autobiography 
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RAVI KANT, MD, TATA MOTORS 

“Praveen has demonstrated a leadership role in making 
the finance department more integrated in the business 
and in taking several steps proactively in exploring new 


areas like M&As and the NYSE listing" 


shape—profits as of March 2005 
stand at Rs 1,237 crore, return on 
capital employed is around 30 per 
cent and the stock had risen 14 
times from its 2001 low of Rs 60 as 
of last fortnight—it's thanks in no 
small measure to the lessons learnt 
during the tough times. For 
instance, cost reductions, which 
were initiated during the bleeding 
period, are today a way of life at 
Tata Motors. And if today 16 per 
cent of the company's revenues are 
coming from international opera- 
tions, it's thanks largely to the 
decision to use overseas operations 
as a hedge against the cyclical 
nature of the commercial vehicles 
business. “The Rs 500-crore loss 
was the turning point that made 
us make all the drastic changes like 
cost cutting and financial restruc- 
turing," avers Kadle, now the 
Executive Director (Finance & 
Corporate Affairs), with additional 
charge of human resources. 


Turnaround Touch 

If Kadle has been chosen India's 
Best CFO for 2005, it’s for his clear- 
cut role in not just turning around 
Tata Motors, but also in steering it 
on the growth path and lending it an 
international profile via acquisitions. 
Nilesh Shah, Chief Investment 
Officer, Prudential ICICI, one of the 
four members of the panel that 
picked Kadle, says he deserves the 
award for both his turnaround touch 
as well as his contribution to growth. 
“We choose Mr Kadle for the role 
he played as an ideal CFO in the ac- 
quisition of Daewoo Motors' heavy 
truck business and the integration 
and transformation of Telco to Tata 
Motors. The overall improvement in 
the financial profile of Tata Motors 
in the last few years, especially on 
the cost-cutting and working capital 
improvement side, as well as the 
overall treasury management of the 
company both on the fund raising as 
well as fund deployment side au- 


THE NUMBERS AND THE MAN 


Kadle's financial acumen is visible in the improved report card 
of Tata Motors over the past five years 





PARAMETER 2002 2003 

Sales growth 7.9 98 213 459 32.5 
PAT growth -802.7 -89.3 na. 170 52.7 
ROE 454 /2202c0 46% 2265. 301 
ROCE -0.1 64 7 202-- 08 283 
Market cap growth -52 94.1 541 248.1 -13.6 


All figures in per cent 
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n.a.: Not applicable 


Source: Motilal Oswal Securities 
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gured well for him." Adds Ravi 
Kant, Managing Director, Tata 
Motors: *Praveen has demonstrated 
a leadership role in making the 
finance department more integrated 
in the business and in taking sev- 
eral steps proactively in exploring 
new areas, like M&as (mergers & 
acquisitions) and the NYSE (New 
York Stock Exchange) listing." 
Two years may not be a long 
time in corporate history, but a 
glance through the effort that went 
into the turnaround would make 
the period appear longer. Between 
2001 and 2004, Tata Motors 
reduced its costs by a whopping Rs 
1,000 crore. Of these 65 per cent 
were on the raw material front, 20- 
25 per cent were interest costs and 
the rest conversion (fixed) costs. 
The amount the company was 


DEALS IN WHICH 
KADLE HAD A HAND 


Ф Acquisition of Daewoo's 
commercial vehicle segment 
for $102 million (Rs 459 cr) 


@ Merging Tata Finance with 
the company 





а Acquisition of the German 
firm CEDIS Mechanical 
Engineering 

© Acquisition of the UK-based 
INCAT International 


company Hispano 
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THE ROAD AHEAD 


To bring out the Rs 1 lakh car in the next two-and-a-half years. 


E MAY BE THE CFO, BUT PRAVEEN 
H Kadle is today one of Ratan 
Tata's key pointsmen at Tata 
Motors, playing a critical role in new 
project evaluation, funding new proj- 
ects, capital expenditure evaluation 
as well as attracting and retaining tal- 
ent. So it would be fair to say that 
Kadle will be at the forefront of some of 
the very exciting challenges Tata Motors 
has ahead of it. 

The biggest one undoubtedly is 
the launch of the Rs 1-lakh car. “It's 
achievable, and production will start in 
two-and-a-half years," says Kadle, 
who obviously is very much in the 
project loop, abreast with the prod- 
uct design, manufacturing concept, 
product configuration, and of course the 
costs involved. "Volumes will play an 
important role in bringing down the 
costs," he smiles. * 


paying in interest charges can be 
gauged from the fact that in 2001, 
the average borrowing on a monthly 
basis was Rs 4,000 crore on a 
turnover of Rs 7,500 crore! To cut 
costs on raw materials and get cash 
discounts, the company started pay- 
ing suppliers upfront, compared to 
the earlier lag of 90-100 days. 
Receivables were also brought down 
from 75-90 days to 10 days, as the 
company started selling products 
on cash rather than credit. Working 
capital also came down from around 
150 days into negative territory. As 
Kadle began to whittle away at costs, 
he also found the time opportune 
for a Rs 1,000-crore rights issue, at 
Rs 65 per share. Shareholders 
remained unconvinced and the 
group had to step in and subscribe to 
the issue. 


Novel Gambit 
Kadle pulled off a brave and novel 
gambit during this period when he 
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The Rs 1-lakh car may be the 
project to watch out for, but at the 
same time there’s plenty more that 
will come out of the Tata Motors sta- 
bles: the Indica on a new platform, 
some more models and variants, and a 
car for the international markets, per- 
haps the Indica itself, the ill-fated 
alliance with Rover of the UK notwith- 
standing. "If the pricing would have 
been realistic, the Rover deal could 
have been profitable in the long term,” 
shrugs Kadle, who doesn't rule out 
Tata Motors entering the UK market on 
its own. Back home, a recent alliance 
with Fiat to use its technology and 
distribution could throw up several 
opportunities, and all Kadle is willing to 
cryptically reveal is that "Fiat is still an 
open canvas", 

The biggest challenge for Tata 
Motors—and Kadle—in the years to 


wrote off bad debts to the tune of 
Rs 1,200 crore in the share pre- 
mium account. It was novel because 
nobody had done it before. And 
brave because nobody dared to use 
shareholder money to write off 
unproductive and non-performing 
assets. Acknowledges the cro: *We 
had a tough time convincing share- 
holders on the share premium 
account. We had huge opposition 
from both international (30 per 
cent Fils and GDR holders) as well as 
domestic investors. However, we 
went ahead with the initiative and it 
has paid good dividend." 

Kadle was on a roll. The loss of 
Rs 500 crore had reversed into a 
Rs 300 crore net profit by 2003. 
Tata Motors had turned EVA (eco- 
nomic value added)-positive in 
two years, and operating margins 
had entered the double-digit ter- 
ritory. By 2004, aided by an eco- 
nomic revival, the success of the 
second version of the Indica, and 





Reason to smile: Chairman 
Tata is betting big on Kadle 


come is to keep expanding interna- 
tionally and eventually make Tata 
Motors a force to reckon with in the 
global automotive universe. 


of course dollops of operational 
and financial restructuring, the 
once deep-in-debt Tata Motors 
had become a zero-debt and cash- 
rich company. And it's from 
hereon that the CFO's magic touch 
extends beyond the numbers, into 
the realms of strategy blueprinting 
and execution. Kadle's hand was in 
ample evidence in the acquisition 
of the heavy truck business of 
Daewoo of Korea—Tata Motors' 
first big growth-oriented decision 
since the Rs 500-crore loss—the 
structuring of the $102-million 
(Rs 459-crore) deal and the sub- 
sequent integration and turn- 
around. From a company that was 
on the verge of going under to 
one that has an international pro- 
file, to one that's listed on Wall 
Street, to one that's rewarding 
shareholders handsomely, Kadle 
has seen the bad times and the 
good. The best, however, he might 


just tell you, is vet to come. 
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ERHAPS ON A DIFFERENT DAY, BUSINESS TODAY'S INDIA'S BEST 
CFO might have been Dabur India’s Rajan Varma. Rajan 
who? Well, that might have been one of the reasons foi 
Varma not making it to the top slot. Yes, he’s worked mir- 
acles for Dabur—and that’s no exaggeration, as you will 
realise when you read about his initiatives at the fast mov- 
ing consumer goods major—but not too many in the Mumbai inv- 
esting community (analysts and fund mangers) have had an opp 
ortunity to meet the man. That indeed may not be Varma’s fault, but 
on another front where Varma fell short would be scale and com- 
plexity of operations. Whilst both Tata Motors’ Praveen Kadle and 
Varma scored maximum points for their deliverables, what eventu- 
ally turned the tide in Kadle's favour is the sheer breadth and depth of 
l ata's finance function—which includes intense treasury and work- 
ing capital management as well as big-ticket fund raising and dep- 
loyment. On the M&A front, both Kadle and Varma have been neck 
deep in deals, but once again, what would have worked in Kadle’s 
favour 1s the challenge of structuring the deal for the Daewoo heavy, 
trucks acquisition and, thereafter, his role in integrating it successfully 
into Tata Motors. Varma, too, had his hands full with the Balsara 
acquisitions, but they were smaller than the Daewoo one. 

Another contender for BT's Best CFO award was Alok Agarwal, 
CFO, Reliance Industries. Anybody involved in the placement of a 100 
year bond in the US markets and who raises multi-currencv loans a 
dime a dozen (well, almost), should be an automatic shoo-in, at least 
ull the shortlist. But vou might have guessed why Agarwal didn’t 
quite make it to the top slot: Yes, it’s the poor track record of cor 
porate governance at the conglomerate, much of which spilled into 
the public domain last year. As for the others, T.V. Mohandas 


Pai of Infosys has set such high standards for so long now that peo 


ple have come to take it for granted, Tata Steel’s Kaushik Chatterjee, 
perhaps, could well be tomorrow's best cro, and S.G. Joglekai 
might just be lost in the towering shadow of the Kalyanis. Still, vou 
can't take away from what Joglekar—and all the other CFOs on the 
final list—has achieved. We at BT salute them. Here are their profiles, 
in no particular order. 


T.V. MOHANDAS PAI 
41/ Infosys 


F YOUR IDEA OF A BEAN COUNTER IS 

somebody with a droopy frame, 

who is sparse with words and 
heavy on the numbers, T.V. 
Mohandas Pai, 47, CFO, Infosys, 
doesn’t quite make the cut. With a 
six-feet-three-inch, rugby-player 
frame, a booming voice and an 
opinion on most subjects, Pai is far 
removed from the traditional image 
of the humble scorekeeper- 
accountant honcho. 

If numbers alone were to do 
the talking, Pai has an impressive 
story to share. In the past four years 
(the period under consideration for 
this study), Infosys has grown its 
top and bottom line at a com- 
pounded average growth rate in 
excess of 35 per cent. Return on 
capital employed and return on 
equity have always been in the 40s 
and high 30s. And the company’s 








standards and benchmarks on the 
transparency and disclosure fronts 
are top notch. “It is almost like 
being on auto pilot,” grins Pai. “We 
continuously work towards ensuring 
that it remains so.” 

When you become the beacon 
for others to follow, it’s unsurpris- 
ing that the usual metrics used to 
gauge CFOs—working capital and 
long-term capital management, clar- 
ity of accounting, investor griev- 
ance redressal, et al—get dismissed 
as “hygiene issues”, which are per- 
force expected. Pai asserts one 
ought to look beyond numbers. 
And it’s here that Infosys under Pai 
has set several new benchmarks. 

Infosys was the first Indian com- 
pany to receive a rating from Stan- 
dard & Poor’s that was higher than 
the sovereign rating accorded to the 
country. “We were not looking to 
raise any debt. In fact, we were (and 
still are) sitting on a huge cash pile. 
What we wanted to do by opting to 
be evaluated for this rating was to 
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indicate that India must have a better 
rating than what had been given to 
it,” says Pai. The success of its $1-bil- 
lion or Rs 4,500-crore ADR receipts in 
the secondary market, which 
attracted bids worth $8.5 billion or 
Rs 38,250 crore, is another feather in 
Pai’s cap. For the last 10 years run- 
ning, Infosys has picked up the 
award for transparency and corpo- 
rate governance handed out by the 
Institute of Chartered Accountants 
of India. It was the first Indian com- 
pany to go in for SOX (Sarbanes- 
Oxley) compliance. All this success 
has not come easy. In his role as the 
CFO, Pai spends 75 days on the road 
each year, travelling all over the 
world meeting key institutional 
investors and analysts. 

These days Pai is being increas- 
ingly seen as a strategic advisor to 
CEO Nandan Nilekani in the quest 
to take Infosys to the next level of 
being a global rr player. Pai already 
handles the infrastructure require- 
ments of an organisation growing at 
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a furious pace. In the past decade, 
Infosys has built 10 million square 
feet of property and it will be add- 
ing 3.5 million square feet this 
year alone. “We are the second 
largest builder in the country," 
says Pai. As land acquisition 
becomes more controversial, Pai 
has deftly handled the fallout by 
becoming the public face of the 
company in these matters. 

Pai is Chairman of Progeon, the 
IT-enabled services wing of Infosys, 
which is also growing rapidly. He is 
also a director in charge of human 
resources, reporting to the board. 
That’s a huge challenge considering 
that Infosys is recruiting and train- 
ing almost 1,000 people every mon- 
th. “We have extremely competent 
people. I only help in policy and set- 
ting the direction,” is Pai’s modest 
way of putting it. 

In addition to these internal 
roles, Pai sits on a number of exter- 
nal committees. He is a member of 
the Narayana Murthy Committee 
on Corporate Governance, SEBI's 
Accounting Standards Committee 
and the rr Task Force of the Prime 
Minister, to name just three. “While 
my internal roles are a part of my 
job, what gives me tremendous sat- 
isfaction is the work I do, in helping 
set standards in openness, trans- 
parency, disclosure and corporate 
governance norms. For instance, 
we worked in drawing up Е$ОР (em- 
ployee stock option) guidelines for 
ADRs as well as guidelines for framing 
of insider trader regulations." This 
fiscal, he would have spent close to 
45 days in helping the Finance 
Ministry make the tax information 
network comprehensive. 

Also involved in running and 
managing the ‘Askhay Patra’ 
scheme—which feeds 3.25 lakh less 
privileged school children a mid- 
day meal—Pai has donated Rs 9 
crore of his personal wealth to the 
cause. Numbers—and their crunch- 
ers—aren't always cold. 

VENKATESHA BABI 
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ALOK AGARWAL 


49/ Reliance Industries 


Treasure 
Hunter 


T THE CORE OF ALOK AGARWAL'S 
work ethic is a rather simple 
philosophy, reflective of the 
stature of the company at which 
he works: That if you are doing 
what everybody else is doing, then 
the organisation you work for could 
be any run-of-the-mill organisation. 
But if you are continuously striving 
to do things that are newer, better 
and smarter than everybody else, 
that’s when you will be able to 
make a difference to yourself and 
the company you work for. The 
results of that mindset are amply 
clear in the performance of the 
company: Reliance Industries, 
India’s largest business house with 
consolidated revenues of close to 
Rs 1 lakh crore, equivalent to 
roughly 3.5 per cent of India's GDP. 
CFO Alok Agarwal also reflects that 
can-do-better spirit: He's the man 
responsible for making Reliance the 
first Asian corporate to issue 50- 
and 100-year bonds in the us debt 
market. Reliance is also the first 
Indian private sector company to be 
rated by international credit rating 
agencies. “If you are working for 
Reliance, you must be able to do 
something smarter than others. We 
are smart, opportunistic and believe 
we have to improve on what we 
have done before," says Agarwal, 
matter-of-factly. 

There's a first time for every- 
thing though—even for Agarwal. 
“This is the first time | am meeting 
someone from the media and it's 
been five years since I shot my last 
photograph," he grins. An пт 
(Каприг)-пм (Ahmedabad) alum- 
nus, Agarwal is the man who's 
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ensured that the treasury of Reliance 
keeps humming, and the cash that 
Its mega-projects guzzle, keeps com- 
ing. ^I have three challenges—one 
people related, second how to man- 
age our balance sheet and the third 
is to manage the investor franchise 
by communicating the consistent 
long-term growth story of the com- 
pany, primarily in the oil and gas 
space and the sustainability of its 
strong position in the petrochemi- 
cal business." 

Reliance has been the darling 
of its shareholders—3.1 million at 
last count—ever since it made its 
first initial public offering in 1977. 
In the last 15 months, even as fears 
of shareholder value destruction 
gained ground in the midst of the 
battle for ownership and control 
of the group's assets between 
brothers Mukesh and Anil Ambani, 
Reliance has succeeded in rewarding 
investors. In the past 15 months 
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(between December 31, 2004, and 
March 13, 2006), market capitali- 
sation has surged 37 per cent to a 
little over Rs 1 lakh crore. In addi- 
tion, investors also get shares in 
four other companies that are now 
controlled by the younger brother, 
courtesy a recent demerger. 

Yet, the recent past has been a 
challenging period for Agarwal, who 
spent most of his time conveying 
the Reliance growth story to inter- 
national and domestic investors. 
The message was clear: The battle 
for ownership notwithstanding, 
Reliance was here to stay, and here 
to grow by pursuing the right 
opportunities—which currently 
includes the farm to retail game 
plan, gas exploration (where the 
company is investing close to $500 
million or Rs 2,250 crore annually), 
and a new mega-refinery, in which 
Rs 1,000 crore has already been 
sunk (as of end-February). The 
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philosophy running through all these 
projects is pretty much the same 
that has been followed over the 
decades: Think Big, derive benefits 
of integration, value-add and execute 
impeccably. For the cro, the job 
has been to keep raising the green- 
backs to fuel such projects—either 
via syndicated or multi-currency 
loans, or euro-issues or euro bond 
convertibles or even domestic IPOs. 
Reliance Petroleum will soon storm 
the market with a mega $1.3-bil- 
lion or Rs 5,850-crore offering to 
fund the Rs 27,000 crore, 27 million 
tonne, export-oriented refinery in 
Jamnagar. Last month, Agarwal 
raised $750 million or Rs 3,375 
crore via syndicated loans for the 
refinery project, the cost of which is 
estimated at $1.5 billion or Rs 
6,750 crore. Early this year, the 
company also raised $348 million 
or Rs 1,566 crore syndicated loan 
for refinancing two existing higher 





cost loans. *We are conscious about 
raising money ahead of time so that 
our projects don't suffer due to lack 
of liquidity." 

Agarwal's unforgettable moment 
doubtless is the issue of 100-year 
bonds in 1996-97. “Three unfor- 
gettable moments for me at Reli- 
ance are the 100-vear bond, the 
sterling bonds (Reliance Industries 
had issued sterling bonds worth 
£150 million or Rs 855 crore then 
with institutional investors in the 
UK through a 10-year offering) and 
the European private placement 
among three-four investors done in 
1996. They're still pioneering, and 
the fact that 10 years later, no 
Indian company has been able to 
repeat something like that means 
fundamentally it was path break- 
ing," says Agarwal, who headed 
the treasury of an international 
bank before joining Reliance. 

Menton of the Reliance treasury 


Nothing has changed... 


in Mumbai market circles is greeted 
with awe. Analysts point out a sig- 
nificant part of the refinery project 
will be funded by the treasury, 
which contributed Rs 1,000 crore to 
Reliance via sale of investments in 
2004-05. Market sources also con- 
jecture that around half of 
Reliance's investments could be in 
equities in the current market sce- 
nario. Going forward, Agarwal is 
cautious about the current global 
liquidity position, as he forecasts 
rising inflation courtesy of strong 
global economic growth. “It’s time 
to be little more defensive and con- 
servative. Access to capital market 
won't be as cheap as historically." 
Should Reliance worry? You prob- 
ably guessed the answer to that. 
"Capital will be available for the 
group, given its track record. | don't 
really worry about it." Neither do 
over 3 million shareholders. 
MAHESH NAYAK 
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RAJAN VARMA 


56/ Dabur India 


Capital Man 


HERE WERE NO NAIL-BITING, 
almost-not-there moments for 
Rajan Varma, СЕО, Dabur 
India, during the negotiations for 
the acquisition of three Balsara 
group companies last financial year. 
It was a deal where both the buyers 
and sellers were clear and quick. 
Between November 2004, when 
the idea surfaced, and January 28, 
2005, when the two boards 
approved it, there was hardly a slip. 
Varma, however, made up for it 
with enough anxious moments after 
the public announcements during 
the budgeting exercise for the 
acquired units in February and 
March. *Here we were budgeting, 
setting targets for the next financial 
and there was no means of verifying 
the background information," 
Varma recalls. Certainly, a CFO's 
nightmare! To add to his anxiety 
levels, there was an added detail. In 
a bid to close the deal quickly, the 
Dabur team had negotiated for a 
lower price in return for complete 
upfront payment with any post- 
deal liabilities devolving on to 
Dabur. The brief then was clear 
that the Balsara units had to sell 
{тот day one of the merger 
becoming effective, that is April 
1— less than 90 days from the 
finalisation of the deal. “Those were 
tough times. Lots of planning, skills 
of speed and execution were 
needed,” Varma recalls. Varma had 
a team parked in Mumbai for 
almost six months to iron out the 
glitches, the integration work took 
off at a furious pace. Common dis- 
tribution and sales forces and com- 
mon back-end for the sales were 
put in place. Training sessions were 
held for the integration of enterprise 
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resource planning software. 

Balsara provided Dabur with a 
sizeable presence in the oral care 
segment, which was a strategic 
thrust area for the company. “Our 
expectations were exceeded in terms 
of the speed and the problem-free 
manner in which the integration 
took place. The complete integra- 
tion was a fairly complex job which 
went off quite smoothly,” says CEO 
Sunil Duggal, who is all praise for 
Varma. The turnaround was dra- 
matic: The acquired units, which 
were believed to be making losses to 
the tune of Rs 30-40 crore, were 
doing profits of Rs 7-8 crore by 
December, nine months post- 
acquisition. “We not only had fancy 
plans, but we executed them very 
well,” quips Varma, who believes 
the turnaround in Balsara and the 
benefits that accrue in terms of cost 
reduction, far exceed the capital 
invested. The entire Balsara 
acquisition of Rs 143 crore was 
funded through internal accruals, 
with only a small short-term bor- 
rowing of some Rs 20-odd crore. 
Such conservative funding arrange- 
ments for the acquisition ensured 
that Dabur’s robust capital struc- 
ture was protected. 

Varma can also take credit for 
the pretty numbers on the Dabur 
report card. Supply chain 
improvements and the commis- 
sioning of manufacturing plants in 
excise-free zones have helped drive 
up operating and net profit mar- 
gins. Net working capital, which 
was negative five days of sales in 
2003-04, was pulled down further 
to negative 20 days of sales a year 
later. That’s helped drive up the 
return on capital employed into the 
40s, from just 16.6 per cent four 
years ago. Return on net worth, 
too, is in the impressive 40s terri- 
tory. Shareholders have been kept 
satisfied, the recent investment com- 
pulsions notwithstanding, with a 
dividend payout and a recent 1:1 
bonus. $. Balasubramanian, Head of 
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Corporate and Infrastructure 
Ratings at credit rating agency CRISIL 
says: “Dabur is expected to show 
continued improvement in its 
financial profile and in sustaining its 
strong business position.” 

As a final flourish in rising up 
the ladder of the most admired 
companies, Dabur is pushing 
aggressively in setting benchmarks 
in transparency and corporate gov- 
ernance. Dabur is one of the few 
companies in India to be coming 
out with a mid-year review and 
sending out copies of the docu- 
ment to its shareholders. It was 
also amongst the handful of com- 
panies to have volunteered for cor- 
porate governance rating a few 
years back. Just one of those small 
things, but enough to spread the 
good word around. 

SHALINI S. DAGAR 
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KAUSHIK CHATTERJEE 
38/ Tata Steel 





Of Mint 
And Metal 


AST NOVEMBER, AS B. MUTHURAMAN, 

Managing Director, Tata Steel, 

was about to leave his first 
floor chamber at his Jamshedpur 
headquarters for a dinner meet- 
ing, a bit of great news trickled 
in. Global ratings agency Standard 
& Poor’s had promoted Tata Steel 
from BB+ to BBB (this enables the 
company to access global funds at 
much more competitive rates). 
Significantly, the rating was two 
notches higher than the country’s 
sovereign rating. The upgrade 
meant the steel giant could access 
global funds for its various expan- 
sions, new projects and acquisi- 
tions at lower costs and with fewer 
hassles. A beaming Muthuraman 
was quick to pick up the phone 
and call on the members of his 
core team who were instrumental 
in this achievement. One of those 
few good men would have to be 
Kaushik Chatterjee, Vice 
President (Finance), at the Rs 
16,000-crore TIS (Tata Steel and 
its subsidiaries) group. 

To be sure, Muthuraman has 
genuine words of praise for the 38- 
year-old financial whiz-kid. “He 
carries a mature and balanced head 
on his young shoulders and will go 
very far in India’s financial and 
business community.” In the near 
term, of course, the managing 
director wouldn’t want Chatterjee 
straying too far off Tata Steel limits. 
That’s because Chatterjee has been 
keeping himself busy raising cash 
and structuring M&A deals in the 
recent past. On the back of the 
upgraded rating, Chatterjee lost no 
time in raising $1 billion or Rs 4,500 
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crore at competitive rates late last 
year. He was also a key member of 
the group that worked on the 
international acquisitions of National 
Steel and Millennium Steel. 

Mobilising foreign currency at 
competitive rates, achieving higher 
credit rating and cross-border 
acquisitions are Chatterjee’s prime 
responsibilities. A commerce grad- 
uate from Kolkata’s Goenka College 
of Commerce and a qualified char- 
tered accountant by training, Chatt- 
erjee has learnt to love these chal- 
lenges after an 11-year stint with the 
Tatas. He is on the board of several 
companies, including Tata Refra- 
ctories, Tata Services, The Tinplate 
Company of India, Dhamra Port 
Company, NatSteel Asia Pte Ltd, 
Singapore, and Southern Steel 
Berhad, Malaysia. 

Chatterjee these days is one of 
the select few spearheading the 
thrust to transform Tata Steel from 
a relatively small Indian company 
with a marginal foreign presence 
into a global behemoth with foot- 
prints in at least seven countries, 
including Bangladesh, Iran, China, 
and parts of South East Asia. This 
will involve a capital outlay of a 
whopping $23 billion (Rs 1,03,500 
crore) over the next 10 years. 





Chatterjee will clearly have to work 
over time in identifying targets, 
structuring deals, and raising cost- 
effective funds. 

He has the experience to take 
on such onerous responsibilities. 
Chatterjee re-joined Tata Steel as 
Vice President (Finance) in August 
2004, but his tryst with the metals 
giant dates way back to 1995 when 
he was part of the core team of the 
Managing Director, then J.J. Irani. 
Called the Synergy Group, this team 
was engaged in executing new proj- 
ects, joint ventures of Tata Steel sub- 
sidiaries and associates as well as in 
assessing the viability of large projects. 
“All that was like interactive learning 
for me,” muses Chatterjee, who also 
did a stint at Tata Sons’ Group 
Executive Office in 1999 after mov- 
ing from Tata Steel. 

Married to a child psychologist 
and father of a three-and-half-year- 
old son, Mumbai-based Chatterjee 
has one regret. He wishes he had 
more time to teach and groom 
young executives at institutes like 
XLRI (where he taught corporate 
finance between 1996 and 1998). 
Once he’s raised a few more billions 
for Tata Steel, he'll perhaps change 
his mind. 

RITWIK MUKHERJEE 
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What's more, the increased processing power, higher speed and memory also 
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Network and duplex ready mfp 
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SANJEEV JOGLEKAR 


48/ Bharat Forge 





Fun With Figures 


IS COMPANY HAS BEEN ON A 

global acquisition spree over 

the past few years, but you 
won't see Sanjeev Joglekar, Vice 
President (Finance), making the 
front pages too often. But don’t let 
that delude you that Bharat Forge’s 
CFO has little or no role to play in 
the M&A mania that’s been under 
way at what’s now become the 
world’s second largest forgings man- 
ufacturer (that’s right behind Ger- 
many’s Thyssen). “My biggest fina- 
ncial challenge is to manage the 
tremendous organic as well as inor- 
ganic growth. This entails raising 
large amount of funds, the right 
mix of fund-raising and managing 
the overall costs of borrowings and 
judicious allocation of these funds,” 
says the chartered accountant. 

If that doesn’t impress you, Jogl- 
ekar’s clean-up on the balance sheet 
front perhaps might. In 2001, Bha- 
rat Forge’s return on net worth 
was 8.83 per cent. Four years later 
it had surged to 47.2 per cent. The 
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net working capital cycle fell from 
35 days to a negative 36 days in the 
same period. Shareholders have 
also been amply rewarded, with 
the market capitalisation rising 24 
times since April 2002. Last fort- 
night, Joglekar was in China with 
the Kalyanis (the promoter fam- 
ily) to complete the regulatory 
formalities following the joint ven- 
ture between Bharat Forge and 
Chinese company FAW Corporation, 
in which the Pune-based company 
will hold 52 per cent. Indeed, 
Joglekar is CMD Baba Kalyani's 
lynchpin when it comes to evalu- 
ating JVs and M&A. “The three 
acquisitions we did were all cash 
transactions, but we had restricted 
our investment to about 25-30 per 
cent of the deal size. The balance 
funds were raised via a combination 
of non-recourse debt in the acq- 
uired company and its cash flows,” 
says Joglekar. Now you know 
what’s keeping him busy. 
MAHESH NAYAK 
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How We 
Did It 


The rigorous methodology behind 
Business Today's Best CFOs study. 





HIS IS THE SECOND EDITION 
of Business Today's India's 
Best CFOs—last year the 
winner was Bharat Doshi of 
Mahindra & Mahindra—and 
there wasn't much deviation from 
the methodology of the previ- 
ous year. Do remember that the 
financials considered when mak- 
ing the shortlist are for the four 
years up to 2004-05. Hence, also, 
the CFOs were judged largely by 
their contribution to their resp- 
ective companies—in terms of 
conceptualising, structuring and 
executing M&A deals, raising cap- 
ital, and treasury management, 
to name just three areas—in that 
period. So, don't be surprised if 
you don't find CFOs who pulled 
off great feats in calendar year 
2005 on any of the lists. Judging 
the CFOs involved maintaining a 
fine balance between the num- 
bers, tangible contributions and 
market perception. That's why, 
akin to last year, a three-stage 
process was followed: 

We started by identifying 
386 companies—that's the num- 
ber of companies common to 
the BSE 500 and the NsE 500— 
and their financial data for the 
four years up to 2004-05 was 
pulled out. Financial services 
firms were excluded because it is 
difficult to separate the role of 
the CEO and the cro. 


STAGE 1: Data Analysis 


To ensure that CFOs across sectors 
can be compared, we focussed 
on four significant areas: 

Long-term Capital Management 
А CFO's main responsibility is to 
generate return on capital, mea- 
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sured as return on capital emp- 
loyed (ROCE) and return on net 
worth (RONW). For our study, the 
CFO should have been able to 
show consistent improvement on 
both parameters. The survey con- 
sidered the ROCE and RONW for 
2004-05 as well as improvements 
on each over the past three 
preceding years. 


Working Capital Management 

A CFO should be able to keep 
inventories under check and 
extract more from creditors than 
he concedes to debtors. The net 
working capital cycle effectively 
captures this. Again, the survey 
considered latest year’s net work- 
ing capital cycle as well as im- 
provements over the past three 
years. In cases where this param- 
eter is not relevant (for software 
firms, for instance, it isn’t), it was not 
considered, and weightages of the 
other parameters were increased. 


Cost Reduction 

CFOs also advise the top manage- 
ment on efforts that could reduce 
overall costs, thereby, improving 
margins (especially at the operat- 
ing profit level). The survey con- 
siders the latest full year operating 
profits margins and improvements 
over the previous three years. 


Accounting Efficiency And 
Transparency 

This is an important role of the CFO 
and one proxy for this is the speed 
at which the companies finalise their 
accounts and conduct the annual 
general meeting. Again, the survey 
considers data on this front for the 
four years up to 2004-05. 


STAGE Il: Market Survey 


Based on the scores the 386 com- 
panies received on these parame- 
ters, the top 50 with the highest 
scores were selected. In Stage II, 
Business Today appointed market 
research firm Synovate to survey 
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The panellists: (Sitting left-right) Manish 
Chokani and Motilal Oswal; (Standing left- 
right) Prabhat Awasthi and Nilesh Shah 


the investing community nation- 
wide (predominately brokers and 
fund managers) on a variety of issues 
related to the companies the 50 
CFOs work for. Those surveyed were 
asked to rank the companies across 
10 parameters: Appreciation in 
stock price, enthusiasm for divi- 
dends, speed with which investor 
grievances are addressed, clarity of 
accounts, quality of investor com- 
munication, access to company (for 
the analyst and fund manager com- 
munity), quality of senior manage- 
ment, quality of financial manage- 
ment, and performance compared 
to peers. Companies were assigned 
an indexed score between one and 
five on each parameter (with five 
being the maximum score possible), 
and the average scores were totalled 
for each company. A median for 
each parameter was set, and only 
companies above that median across 
all 10 parameters were eligible for the 
final round. Nineteen companies 
and their CFOs made the cut. 


STAGE Il: 
Panel Discussion 
This is the stage at which the 


tangible achievements of the 
finalists were married with their 
impressive report cards for their 
respective companies. If ROCEs 
and market cap appreciation were 
working in favour of the CFOs, 
their record at innovative capital- 
raising, treasury management, 
originating M&A as well as in pro- 
viding strategic direction were 
taken into account. A four-mem- 
ber panel met up in Mumbai's 
Taj, Colaba, and brainstormed 
for over two hours over who 
should be BT’s India’s Best CFO. 
The panel comprised Motilal 
Oswal, Chairman, Motilal Oswal 
Securities, Nilesh Shah, Chief 
Investment Officer, Prudential 
ICICI, Manish Chokani, Director, 
Enam Securities, and Prabhat 
Awasthi, Head (Research), Brics 
Securities. After sifting through 
the shortlist of 19, the panel was 
pretty unanimous on which CFOs 
deserve to make the finals. Six CFOs 
were picked out for their roles in 
providing respectability to their 
company numbers, as well as for 
playing pivotal roles in their growth 
strategies. Picking out a winner 
from the six wasn’t a simple task, 
however. Soon, the shortlist had 
whittled down to three, with Alok 
Agarwal of Reliance Industries, 
Rajan Varma of Dabur India and 
Praveen Kadle of Tata Motors grac- 
ing the list. Agarwal, who easily 
handles India’s largest treasury, 
could have been the winner but for 
his company’s recent lapses in 
corporate governance and perc- 
eived lack of transparency. Varma 
almost made it, but the panel felt 
that the scale and complexity of 
Dabur’s operations weren’t in the 
league of most of the other finalists. 
Kadle won the big prize for his 
significant contribution to Tata 
Motors’ turnaround, its subsequent 
surge, and the CFO’s consequent 
growth in stature. 

Few should have any complaints 
with that. Ш 
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KULDEEP 





AKSHMI BHINDARE 
sits outside her 
mud hut, clutch- 
ing a framed 
photo of her 
husband. There’s a date 
scrawled in Marathi across 
the bottom of the picture: 
19.1.2006. That was the day 
when Nanda Nameshwar 
Bhindare went out to his 
small 10-acre farm outside 
this village of Bhadmuri, 160- 
km southwest of Nagpur. 
It was a trip he had made 
thousands of time before. But 
this time, he never returned. 
As they discovered the next 
morning, Bhindare had 
consumed pesticide—to kill 
himself. Unlike the other 
widows of farmers who killed 
themselves, Lakshmi chose 
not to return to her parental 
home, but stay on in 
Bhadmuri and take care of 
her two children and an aged 
mother-in-law. When the 
news of yet another farmer 
suicide went out of the small 
village, the local tebsildar 
came visiting and promised to 
get her the Rs 1 lakh that the 
Maharashtra government 
pays to the families of farmers 
who kill themselves. But, of 
course, not one rupee has 
come in the past two months. 
Lakshmi, barely in her mid- 
30s, is resigned to her fate; 
she doesn’t know what she 
and her children will do next. 
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But she knows one thing: Her 
son won't grow up to be a cotton 
farmer and she won't marry off her 
daughter to a man who has any- 
thing to do with cotton. *Kapas 
(cotton) has ruined my life, it 
shouldn't ruin the lives of my 
children," she says in Marathi. 
Bhindare, a cotton farmer, had 
killed himself when he couldn't 
repay the Rs 20,000 he had bor- 
rowed from a moneylender because 
his crop failed. In death, it seems, 
your loans are forgiven. 

It is as much ironic as tragic that 
India's cotton farmers should be in 
such a sorry state of affairs. With an 
estimated 9 million hectares under 
cotton cultivation, India accounts for 
a quarter of cotton acreage in the 
world. And although even the 9 
million hectares account for just 5 
per cent of the country's cultivated 
area, some 60 million people 
depend on the crop for their liveli- 
hood. Yet, between 1996 (when 
the first such suicides occurred) and 
now, about 1,000 cotton farmers 
like Bhindare have killed themselves 


in India. The deaths have mainly 
been in Maharashtra and Andhra 
Pradesh, although there have been 
reports of farmer suicides from 
even prosperous areas like Punjab. 
What's wrong with India's cot- 
ton story? There are four villains 
in the piece—poor yield, poor 
quality of cotton, poor availability 
of farm credit and poor cotton 
marketing—each reinforcing one 
another. Let's backtrack to und- 
erstand the problems with cotton. 


Not-so-white Gold 


India has been growing cotton for 
several centuries, but it was only 
in the mid-80s that a large num- 
ber of farmers shifted from staples 
like rice and wheat to cotton. The 
reason was simple: Cotton fetched 
more rupees per quintal, as implied 
in the crop's nickname: white gold. 


To start with, farmers made lots of 


money. But then gradually, at least 
in places like Andhra Pradesh's 
Warangal district and Maharashtra's 
Vidarbha district, the farmers got 
sucked into a downward spiral. 
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Unlike rice or wheat, cotton is а 
high-maintenance crop. It is vul- 
nerable to pests (especially the 
notorious American bollworm) 
and, therefore, requires high doses 
of expensive and harmful pesti- 
cide. The problem, however, is 
that with repeated use, the pests 
become resistant to the pesticide, 
requiring higher and higher 
dosages of the killer spray to pro- 
duce the same level of effective- 
ness. (India's cotton farmers spend 
about $350 million or Rs 1,575 
crore annually on pesticides). 
What compounds the problem 
for the average Indian cotton farmer 
is the fact that his holdings are very 
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small—an estimated average of less 
than one hectare per farmer. 
Typically, the farmers buy the 
cotton seeds, the fertilisers and the 
pesticides on credit, and usually 
from the local moneylender at an 
interest rate as high as 4 per cent a 
month. So when the crop fails, the 
farmer falls into a debt trap. Even 
when he has a good crop, the 
farmer doesn't make much money. 
Why? The quality of cotton isn't 
good enough, and in the cotton 
business, the price is determined 
by its staple length (the length of 
each fibre from the fruit). The 
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higher the staple length, the better 
the price. Most of the cotton grown 
in Telengana and Vidarbha is of 
26-28 mm staple length and fetches 
mediocre prices—say, Rs 1,600 per 
quintal. But cotton with a staple 
length upwards of 30 mm can fetch 
more than Rs 3,000 a quintal. The 
problem: A bare 4 to 4.5 lakh bales 
of the 243 lakh bales produced in 
the country last year (the cotton 
season is between October and 
September) is of the long staple 
variety, and their production is lim- 
ited to some areas of Karnataka, 
Tamil Nadu, Madhya Pradesh and 
Orissa. Why aren't Indian farmers 
able to produce more and better 
quality cotton? It goes back to the 
issue of fragmented land holdings 
and poor farm practices. 


Enter Bt Cotton 

As an answer to India's problems of 
poor productivity and high pesticide 
usage, American seed company 
Monsanto launched Bt cotton in 
India in 2002 (it was formally 
approved by the government in 
2002, but farmers in Gujarat had 
been using illegal seeds as early as 
2000). Bt cotton is a genetically 
engineered cotton crop that makes 
the plant more resistant to the 
American bollworm. The Bacillus 
Thuringiensis (hence Bt) gene was 
first introduced by Monsanto into 
American cotton and later crossed 
with Indian cotton. This is how the 
Bt gene in the cotton plant works: It 
literally slows down the worm feed- 
ing on the leaves of cotton plant by 
making it lethargic and sleepy. With 
the bollworm dosing off, the cotton 
plant grows unharmed and even 
requires less pesticide (apparently, 
just two sprays versus the eight for 
a normal cotton plant). 

Needless to say, the popularity 
of Bt cotton in India has surged. 
In 2002, Mahyco Monsanto 
Biotech (MMB) India (Monsanto's 
seed marketing JV in India) sold 
72,000 acres worth of Bt cotton 
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THE PARTNERSHIP SOLUTION 





М [COS MAY SEE SPINNING MILLS AS PART OF THE PROBLEMS PLAGUING 

J N f cotton farmers. But the fact is, given bankrupt and apathetic state 
¥ administrations, corporate India may be the cotton farmer's best — 

hope. Slowly but surely, spinning companies in Tamil Nadu and Punjab - 


r 





have started partnering with the cotton farmers to get not just better cot- 


ton, but returns for the farmers. In Punjab, for instance, half-a-dozen mills — 


(including Vardhman Group, JCT and Trident) have been working together 
since 2000 to help farmers improve cotton yield. The initiative, launched 


. in response to a cotton crisis in the state (production dropped from 25 lakh 


bales in 1992 to 5.5 lakh bales in 1998-1999), started off as an attempt 


. to identify and showcase the best farmers. The textile mills even roped in 


SBI Patiala and the Punjab National Bank to hold "credit camps". 
Starting 2004, though, the initiative moved onto a higher plane, with the 
consortium adopting whole villages for productivity improvements. In 2004- 
05, there were 10 such villages, the following year 25, and this year 

| ... (2006-07) it will adopt 50 vil- 
lages. The results have been dra- 
matic: Compared to a state aver- 
age of 575 kg per hectare, the 
farms in the adopted villages are 
producing 875 kg per hectare, 
and state-level production, at 21 
lakh bales, is climbing back up. 
The investment (mainly in scouts 
and supervisors): Rs 1 lakh per vil- 
lage. Says Sachit Jain, Executive 
Director, Mahavir Spinning Mills, 
part of Vardhman: "Money is not 
the issue. | think what we need is 
a vision to do it." 

Happily for India's cotton farm- 
| ers, some mills in South India 
ь ; have taken to contract farming. 

The Southern India Mills 


crop maintenance and integrated 
pest management. "In the last 
two years, the yield has increased 


ıı 9 quintals per acre) and the cost of 
maintenance has reduced by around Rs 2,000 per acre," says K.R. 
Seethapathy, Executive Director, Super Spinning Mills, part of the 


association. What's more, the quality of cotton has improved. The fibre 


is more uniform and cleaner, with the trash content (contamination) com- 
ing down 2 per cent. So far, Super Spinning has done work in Coimbatore, 
Dharmapuri, Salem and Theni (all in Tamil Nadu), and Karnataka's Hubli 
region. That's 15,000 acres of cotton fields. Starting next year, Super 
Spinning plans to adopt villages (around 20 in Kamataka). "This helps get 
07, it plans to spread contract farming to Maharashtra (between 500 to 
1,000 acres) and Andhra Pradesh (around 1,000 acres). Looks like help 
is on its way to Vidarbha and Warangal. 


Association is helping farmers in - 


by 50 per cent (from 6 quintals to 


one variety without any adulteration,” says Seethapathy. Also, in 2006- - 
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seeds to 55,000 farmers. But last 
year, more than one million farmers 
grew 20 Bt cotton hybrids on 3.1 
million acres. In the nine states 
where MMB sells Bt cotton, farmers 
have reported higher yields. Take 
the case of K. Ramchandar Rao, a 
farmer in Ashlapali village in 
Warangal. Last season, he shifted to 
Bt cotton and got 12 quintals per 
acre against the usual 7 quintals 
per acre. Similarly, in others parts of 
the country, farmers have reported 
15-25 per cent increase in yields. So 
why aren’t our farmers laughing all 
their way to the bank? 

There are three major problems 
with it. One is of fake seeds. In the 
name of Bt cotton, a lot of poor 
quality seeds are being sold to the 
farmers, who, confident in their 
belief that their crop is indestructi- 
ble, do not take adequate measures 
to protect it. Last season in 
Vidarbha, for instance, nearly half of 
all Bt cotton seeds sold are said to be 
fake. The second problem is that the 
genuine seeds are terribly expen- 
sive. A 450-gm packet of Bt cot- 
ton seeds from MMB costs Rs 1,800 
compared to an ordinary seed 
packet of Rs 300-400. Why do Bt 
cotton seeds need to cost six times 
more? “The pricing philosophy is 
based on sharing the value that 
products and technology deliver to 
farmers," says a Monsanto spokes- 
person. In other words, Monsanto 
takes a cut from the farmer for 
higher productivity. (By that logic, 
any software vendor that improves 
productivity at a company should be 
charging differently, and any drug 
company that saves you a day's loss 
of work should be charging not for 
the drug, but taking a cut on your 
day's earnings.) 

The seed price wouldn't in itself 
be a problem, but for another rea- 
son. While Bt cotton is bollworm 
resistant, it does not offer protection 
against other pests. So it's still pos- 
sible for a Bt cotton farm to be rav- 
aged by some other disease. For 
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instance, unseasonal rains in 
Vidarbha last November plagued 
the cotton crop with a condition 
locally known as lalya, a reddening 
of the leaves. The farmers, who 
believed that the Bt plant was 
indestructible, did nothing to correct 
the condition until it was too late. 
As a result, instead of their usual 
four quintals per acre, they managed 
an average of two. Besides, Bt 
cotton does not translate into 
higher—and, hence, more 





lucrative—staple length. For that, 
the soil environment has to be rich. 
And in India, over use of pesticides 
has poisoned cotton farm soils. 


World Trade Dynamics 

Finally, world trade has a role to 
play in India’s cotton misery. To 
be sure, American cotton is of 
longer staple length and free of 
contamination such as human hair 
and dirt (another factor that drives 
down cotton prices) and preferred 
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A. PRABHAKAR RAO 


by the cotton mills, but it is made 
competitive by subsidies (annually of 
about $2.3 billion or Rs 10,350 
crore). Therefore, while imports 
from the us are just 5 lakh bales 
(versus a domestic production of 
243 lakh bales), they represent a 
big loss to the local farmer in terms 
of opportunity. At Rs 8,000-9,000 
a bale, it represents lost sales of Rs 
400-450 crore a year. “What does 
the Chinese government do to pro- 
mote its cotton industry? It raises 
local tariffs against imported cot- 
ton. In India, why are tariffs on 
cotton at just 10 per cent?” asks 
Vijay Jawandhia, an activist and 
farmer in Wardha. (Raising the cost 
of good quality, imported cotton 
is not the solution; it will hurt 
India’s garment exports.) 

The other issue is of minimum 
support prices (MSP) to cotton 
farmers. Those in Vidarbha and 
Warangal complain that cotton sup- 
port prices are collapsing. P. Mohan 
Reddy in Gorlavedu village in 
Warangal says that he received only 
Rs 1,900 per quintal last year as 


92 BUSINESS TODAY APRIL 9 


200 





against Rs 2,500 the year before. 
“The Cotton Corporation of India 
purchases at least in Warangal 
have collapsed,” laments T. 
Ramesh Babu, Chairman of the 
Agricultural Marketing Committee 
(AMC) for the district. He says that 
in the last full year (October 2004- 
September 2005), CCI, which is 
the government's central cotton 
buying agency, picked up 528,682. 
quintals brought into the AMC. 
This year until March, it had 
picked up only 13,459 quintals of 
the 1,170,662 brought into the 
AMC. "Overall, we have purchased 
11.5 lakh bales so far, compared 
to the 25 lakh bales last year, and 
we have asked purchases to be kept 
open till the very end," says C.S. 
Teotia, Director of Marketing at 
CCI, adding that his corporation has 
been buying even low-grade cot- 
ton to help farmers. cci, he says, 
plans to more than triple cotton 
exports this year to 35 lakh bales. 
Even as the different players in 
the cotton drama pass the blame 
around, some farmers are reduc- 


ing their dependence on cotton. 
For example, this season, Waran- 
gal's Rao has planted cotton in 
just two acres compared to four 
last year. Instead, he has increased 
maize cultivation on his 15-acre 
farm. “In maize, I invested Rs 
6,000 for three acres on seeds, 
pesticides and labour, and ГІІ get 
a return of Rs 45,000. In cotton, 
Pll invest more than Rs 15,000 
for two acres, and my return will 
only be Rs 45,000," he explains. 
Even his neighbour from nearby 
village, Reddy, is contemplating 
switching from cotton altogether. 
Both of them don’t want their 
next generations to be farmers. 





A. PRABHAKAR RAO 


Across the border in Maha- 
rashtra’s Dorli village, where 35 of 
the 40 families live below the poverty 
line, signs of ‘for sale’ have sprung 
up. “We want to sell the village 
because we will not commit suicide, 
because we want to live,” says 
Chandraprakash, the village sarpanch. 
Ironic that a crop that once brought 
an entire nation together (Mahatma 
Gandhi's chosen symbol of freedom 
movement was the charkha) should 
now be the seed of misery and dis- 
content in the Indian heartland. Ш 
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Here it is: CEO Jorma Ollila 
with the made-in-India phone 
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ARLY IN THE MORNING OF 
March 11, Jorma Ollila 
hops into the car that will 
take him from a hotel in 
the heart of Chennai to 
Sri Perumbudur, an 
industrial township that lies 48 km 
to the south-west of the city. It is a 
Saturday, and the traffic is light, 
but the road to Sri Perumbudur is 
narrow in parts and boasts a couple 
of choke points created, ironically, 
by roadwork. Ollila, however, is 
unlikely to be caught in a gridlock. 
He is the Chairman and CEO of 
Nokia India and is headed for Sri 
Perumbudur for the opening of his 
company's first manufacturing 
facility in India. 

Elections to the state assembly of 
Tamil Nadu are due in May and 
the Election Commission has barred 
ministers from both the state and 
the central government—Union 
Minister of IT and Communications, 
Dayanidhi Maran is from the DMK, 
the main opposition party in the 
state of Tamil Nadu—from partic- 
ipating in the function. Maran has 
deputed his senior-most bureaucrat 
].5. Sarma, and Tamil Nadu Chief 
Minister J. Jayalalithaa, an entire 
army of state officials to represent 
them at the function. Maran has 
also met with Ollila earlier in the 
day, and the state government's 
blessings are evident in the army 
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of policemen stationed all along the 
road to Sri Perumbudur to ensure 
that the passage of anyone headed 
for the Nokia factory is smooth. 

If Ollila looks out of the window 
anytime during the hour-long jour- 
ney, he will see two things that are 
sure to make him happy: most of the 
policemen are communicating with 
their colleagues through mobile 
phones, not wireless radio-trunking 
handsets, and there are still enough 
people around who do not seem to 
be carrying mobile phones. If the 
man needs any reassurance that 
Nokia’s decision to start manufac- 
turing operations in India is the cor- 
rect one, these should provide that. 
Then, it is unlikely he needs any. 

Nokia India is estimated to have 
ended 2005 with revenues of 
€2.022 billion (Rs 10,716.6 crore). 
That’s around six per cent of the 
parent's global revenues and almost 
60 per cent of its revenues from 
China. India is the fourth largest 
market for Nokia (after China, the 
US, and the UK), and it could well 
end 2006, the third or the second 
largest. The number also means 
that Nokia India is the second 
largest multinational operating in 
India in terms of revenues, ahead of 
conglomerate GE, software behe- 
moth Microsoft, chip-major Intel, 
consumer durables’ powerhouses 
LG and Samsung and beverages firm 
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PepsiCo. It also means that, if the 
company sticks to its current growth 
trajectory, it will end 2006 with 
more revenues than consumer prod- 
ucts firm Hindustan Lever Limited, 
the gold standard for every mar- 
keting company in the country and 
several without. 


105 Connections A Minute 
In January 2006, India added 4.7 
million mobile telephone connec- 
tions, an average of 105 a minute. 
That took the total number of 
mobile telephony subscribers in India 
to 81 million. By the time of the 
official opening of Nokia's Chennai 
factory, that number had risen to 
over 85 million. There are other 
numbers, equally or even more 
impressive, doing the rounds. India's 
booming mobile telephony market is 
the subject of countless research 
reports. One (by Research & 
Markets) estimates that bv 2007 
India will become the third largest 
mobile telephony market in the 
world after China and the us; 
another (by Portio Research) that 
India will add 358 million mobile 
connections between 2006 and 2011 
as compared to China's 354 (the 
same study extrapolates that by 2011, 
China and India together will boast 
over a billion mobile connections). 
The more relevant number for 
Nokia, the market leader in the 
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global mobile telephones market—ts 
market share dropped from 35 per 
cent in 2003 to 31 per cent in 2004, 
but the company has since recov- 
ered and ended 2005 strongly with a 
market share of 33 per cent—is 123. 
That’s the estimated number of 
mobile handsets per minute sold in 
India in January this year; that works 
out to around 5.5 million phones 
for the entire month. Of this, close to 
a million phones are sold on the 
grey market, a term that encom- 
passes everything from phones 
bought overseas to those smuggled 
into India by traders and sold. That's 
a radical change from the period 
before 2002 when the grey market 
accounted for almost 90 per cent 
of all mobile phones sold in India. 
The reason: although customs duties 
had been reduced to 5 per cent, а 
high countervailing duty (CVD) of 16 
per cent still made phones sold 
through the legal route some 47 per 
cent more expensive than those sold 
through the grey market. 

*We lobbied hard to create a 
legal and ethical market," recalls 
Sanjeev Sharma, General Manager, 
Nokia Mobile Phones (Customer 
& Market Operations), Nokia India. 
And so, when India removed the 
сур on mobile phones, the com- 
pany decided to get aggressive: it 
imported an unheard-of number of 
mobile phones; ran а campaign 
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targeting the grey market; convinced 
retailers to reduce their own margins 
in an effort to match grey market 
prices (they were promised higher 
volumes); and, in effect, did every- 
thing in its powers to grow the 
market (and its own share in it). 
Today, Nokia has a stranglehold 
over the market for. GSM handsets 
(India has two rival mobile plat- 
forms, GSM and CDMA; of the 4.7 
million connections added in 


January 2006, 3.5 million were GSM) 


with a market share (January 2006) 
of 76 per cent according to ORG- 
Gfk, a tracking agency. The com- 
pany's lowest share in the past 12 
months was 68 per cent in 
September 2005. The market shares 
of its nearest competitors, Samsung 
and Sony Ericsson are 8 per cent 
each (January 2006). Market shares 
in the CDMA handset market are not 
tracked, perhaps because most 
phones are sold by the operators; 
unlike GSM phones that can be 
activated at the point of sale with а 
SIM (subscriber identity module) 
chip, these have to be activated at the 
factory itself or at a centre operated 
by the telco. Thus, for some time 
after CDMA-based telcos launched 
their services in India, subscribers 
wishing to change phones discovered 
to their horror that they would have 
to change numbers too. That has 
since changed and Sharma claims 
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Nokia, which doesn’t deal directly 
with the CDMA telcos and has in- 
stead chosen to advertise its CDMA 
handsets in an effort to push retail 
sales, has forced these companies 
to offer their subscribers the facility 
of changing phones without chang- 
ing numbers. “We created the 
replacement market in CDMA,” he 
says. 

Nokia, admit rivals, is the com- 
pany to beat in India. In December 
2005, Motorola launched its first 
made-in-India phone targeted at the 
mass market. “The top leadership of 
our High Growth Markets (HGMs) 
unit is based in India,” says Sudhir 
Agarwal, Motorola's Director, Sales 
(Mobile Devices), India, Nepal and 
Sri Lanka. “India is the primary 
engine in Motorola’s emerging/HGMs 
strategy.” It is that for most other 
companies in the business too. 


68 Days; 1 Million Phones 

The Nokia factory at Sri 
Perumbudur is spread across 210.87 
acres (the entire campus is called 
the Nokia Telecom Industry Park); 
the main building, which occupies a 
space of 330,850 sq. ft. is a colour- 
less (except for a large Nokia logo 
on the side) low-rise structure of 
the kind preferred by electronics 
companies all over the world. If 
the surroundings look dug-up, it 1s 
because the company hasn't yet 
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SANJEEV SHARMA 


GENERAL MANAGER, NOKIA MOBILE PHONES 


Nokia is a young company compared to other global 
players, but its management has been very open to 


the localisation of strategy, one reason for our success 


focussed on that; Nokia received 
the land for the factory in mid- 
2005; the factory was up and run- 
ning in 23 weeks; and commercial 
production started on January 2, 
2006. By the time of the official 
opening, the factory has already 
rolled out some 1 million handsets. 

Inside, an impromptu hall for 
the opening has been carved out 
of the factory floor. The Prime 
Minister of Finland, Matti 
Vanhanen, has flown down for the 
opening. And there are as many 
employees and customers trying to 
capture a piece of the action on 
their mobile phone cameras for pos- 
terity, as there are cameramen and 
photographers trying to on profes- 
sional equipment. “We make and 
sell more digital cameras than any- 
one else,” laughs Ollila as an aside 
during an interview with Business 
Today later in the day, referring to 
the number of camera phones 
shipped by the company (around 
100 million in 2005). 

The man of the moment has to 
be Jukka Lehtela; his card reads 
Director, India Operations, but it 
could well read Nokia-head (to 
reflect his obsession with the 
company). He has worked for the 
company for 20 years; his wife Pia 
Lax-Lehtela works for it too (she is 
Purchase Manager in Sri Peru- 
mbudur); and his youngest daughter 
has spent two vacations working 
for Nokia. Nokia, the man says, 
first considered setting up a manu- 
facturing facility in India a decade 
ago; only, the market didn't warrant 
it. In December 2004, when the 
company revisited the issue, it 
decided that the market was ready, 
not just from the point of view of 
mobile handsets but from also that 





of network equipment. Nokia, after 
all, makes both. In 2005, for 
instance, 19.17 per cent of the com- 
pany's revenues of €34.19 billion 
(Rs 181,207 crore) came from this. 

The Sri Perumbudur factory is 
the only one of Nokia's 15 manu- 
facturing plants in the world that 
makes both phones and network 
equipment. “We figured that in a 
country that is booming we should 
be able to better serve our cus- 
tomers were we based here," says 
Lehtela. He points to the phone in 
his hand, a new avatar of the old 
Nokia 1100 that was launched as a 
"Made for India' phone (it came 
with a dustcover and a torch, was 
slip-proof, and could support 
Hindi). This new version comes 
with a saffron back cover with a 
green *Made in India' script (a play 
on the colours of the Indian flag) 
and a Hindi keypad. Lehtela won't 
comment on the capacity of the 
plant or the handset models it will 
roll out. The first isn't relevant, he 





insists, because, the factory can be 
rapidly tuned to work at a higher 
capacity (for the record, the typical 
capacity of a plant such as Nokia's 
Chennai one, at full tilt, is between 
20 million and 25 million units). 
Instead, Lehtela and Ollila 
would rather talk about how Nokia 
is helping the cause of hardware 
manufacture in India. The Nokia 
Telecom Industry Park (it is a 
Special Economic Zone, SEZ) has 
already attracted two component 
makers, says Lehtela, and it will 
eventually house between eight and 
10 of them. Sometime this year, 
the company plans to start export- 
ing handsets made here to India’s 
neighbours in the sub-continent, 
maybe even to Malaysia and 
Indonesia. “We may export 30 to 
40 per cent (of our production) 
next year," says Lehtela. “From 
the point of the view of an 
opportunity for the country, I think 
this (hardware manufacture and its 
eventual export) is the biggest one," 
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Q&A: Jorma Ollila/ Chairman and CEO/ Nokia 


“Our Company Is Not 
Known For Giving In” 


OU STARTED OFF IN EUROPE. TODAY, 

you find that India is a large 

market. In the next five to 10 
years, it is quite possible that India and 
China together will account for more 
than half the company’s revenues... 
Not impossible. 


So, how does that change a com- 
pany? How does it change a com- 
pany’s culture, the way it thinks? 
Your home base may have been 
historically important but increas- 
ingly, other things (markets) are 
becoming important. Not just in 
terms of marketing and sales, which 
is obvious, but also in R&D, manu- 
facturing, and particularly in terms 
of Human Resources. You have to 
take a truly global view. I think 
we started thinking that way in 
1995, 1996, but these are long 
processes and don't happen in a 
year or two. 

Now, it (the globalisation) 
means we have to have a very 
diverse management team; we need 
to have meetings regularly in dif- 
ferent parts of the world. You have 
to be consciously and unconsciously 
willing to make very diverse 
recruitments and use it to your 
advantage when the time comes. 
It’s a much more demanding job 
for the top management. 


Today, Nokia probably has amongst 
the strongest consumer brands. Has 
the thought ever crossed your mind 
that you could leverage this to launch 
products, say in the consumer enter- 
tainment space? 


One of things we learned because 
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we moved from a conglomerate 
to a focussed company is that you 
need to focus on what you are best 
at. I think we have plenty on our 
plate being a premier company 
supplying mobile handsets and 
infrastructure. 


Your networks, infrastructure and 
managed services business seems to 
be taking off. It did very well in the last 
quarter of 2005... 

In 2004 and early 2005, every- 
body had their questions on how 
the business would evolve and we 
have clearly shown that not only is 
there life in that business but that it 
Is part of our future. 


The years 2004 and 2005 were also 
interesting because you first lost a 
bit of market share and then regained 
part of that... 

We are very much back. 


Much of the credit for the turnaround 
is attributed to design and new prod- 
ucts. Do you think there was some- 
thing else you did in this period that 
helped? 

Anybody who thought in 2004 
that this company Nokia did not 
have such a great future was 
underestimating the guts in our 
organisation. Our culture is such 
that people aren't known for giving 
in. We are at our strongest when 
we are under pressure. 

What did we do? I think it's 
about product, it's about focus, 
and a lot of it, about attitude. We 
always had the technology. I think 
we just got a bit defocussed. And it 
all happened in a situation where 
some of our competitors really got 
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their act together. For me, what 
happened was normal. Somebody 
asked my wife, ` Was that a tough 
period for the family?' and she 
didn't even remember (what was 
being talked about). These things 
happen. 


Your company is very successful in 
India and it is also very successful in 
China. How do you think the two 
markets compare? 

There are lots of similarities. It 
(the telecom market) was very heav- 
ily regulated in both countries ear- 
lier on. In terms of differences, 
there is a timing difference (China 
opened up its market earlier than 
India). You also have cultural dif- 
ferences and how the business 
works, There is much more opera- 
tor competition in India, and that is 


bringing a lot of dynamism. 


Do you think manufacturing handsets 
and infrastructure equipment in India 
could change the dynamics of the 
market? For instance, could prices 
come down further? 

No, I think this is a very compet- 
itive market. Prices will find their 
own level. I think the size of the 
market now justifies local manu- 
facturing. Coming across the bor- 
der no longer makes sense. | 
would say that the next major 
dynamic effect will be if the man- 
ufacturers find India a good base 
to manufacture and export. From 
the point of view of an opportu- 
nity for the country, I think that is 
the biggest one. I think we are 
breaking ground here. 


This will probably be your last visit as 
CEO... 

| am afraid that might just be so. I 
hope I can come here in a differ- 
ent role. 


When you look back at your stint at 
Nokia, what do you see as your 


legacy? 

When I look at the Nokia people 
here and listen to what they have 
to say, you have here people who 
are extremely proud that they are 
the first to open such a plant. 
They built the plant in 23 weeks; 
no one believed it would be pos- 
sible. Somebody said we had a bit 
of a market share issue in 2004. 
Our people said they'd put it right 
and they did it in 18 months. 
Nobody would have thought that 
possible. It is this attitude that 1 
think I have had an instrumental 
role in building. I hope this is a 
legacy that will last. There are lots 
of other things but this attitude 
to work as a team, to work as a 
company, to never give in, to go 
for your next thing, to set goals 
that seem unbeatable, I think this 
is the thing I leave behind. 
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we based here 


beams Ollila. *I think we are break- 
ing ground here." 


36 Contracts; 28 Countries 
In February 2004, Bharti Tele- 
Ventures signed a three-year, $400 
million (Rs 1,800 crore) managed 
services deal with Ericsson in 13 
circles. Although the term managed 
services had been around in the 
telecom lexicon for almost a decade 
at the time, the deal was revolu- 
tionary, and not just in the Indian 
context. Essentially, managed serv- 
ices encompasses everything from 
providing and maintaining equip- 
ment to network management and 
quality assurance. 

Nokia was a late entrant into 
this market. Swedish telecom major 
Ericsson had parlayed its dominant 
share in the network equipment 
business in India into an early lead 
in managed services. Since then, 
Nokia seems to have worked its 
way back. Three months after 
Bharti's epochal deal with Ericsson, 
the company signed a similar one 
with Nokia, this one a three-year, 
five-circle $275 million (Rs 1,238 
crore) one. Between then and now, 


JUKKA LEHTELA 


DIRECTOR, INDIA OPERATIONS, NOKIA 


We figured that we should be able 
to better serve our customers were 
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Nokia has signed similar deals with 
BSNL, Idea, and most recently, Hutch 
(a five-year, nine-circle one for an 
undisclosed amount). 

By some estimates, Nokia was 
#2 in the networks business after 
Ericsson in 2004; now, says, Ashish 
Chowdhary, Country Head, India, 
Nokia Networks, the company is 
"the leading supplier to networks". 
А spokesperson for Ericsson, how- 
ever, insists that the company still 
remains the market leader. Around 
a third of Nokia's revenues in India 
comes from the network business, 
a proportion that is far higher than 
the global aggregate of 19.17 per 
cent. Chowdhary is pleasantly sur- 
prised that Indian telcos have 
moved towards managed services 
“at such an early stage in their life- 
cycle"; he points out that the phe- 
nomenon was once considered a 
"mature market strategy." Not that 
he is complaining. 

The performance of its network 
business in India may have plaved а 
part in influencing the company to 
decide that the Sri Perumbudur 
facility should also house its new 
Global Networks Solutions Centre. 
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The company will manage networks 
(or parts of them) of telcos in the 
Asia Pacific region, West Asia, Africa, 
even Europe that have signed a 
managed services contract with it; in 
all, 36 companies across 28 countries 
have such an arrangement with 
Nokia (the Ericsson spokesperson 
adds that the company has two 
such centres in India). 

The presence of a large and 
growing domestic market has clearly 
influenced Nokia to look at India 
from several perspectives: as a mar- 
ket, as a manufacturing and export 
base, and as a Business Process 
Outsourcing destination for its man- 
aged services business. Which is as it 
should be for a global company. 
Only, by one definition, Nokia isn’t 
so global after all. 


58,900; 40% in Finland 
At the end of 2005, Nokia 
employed around 58,900 people 
worldwide. Of this number, 40 per 
cent is the company’s workforce in 
Finland itself. Less than 10 per cent 
of the workforce is based in China, 
its #1 market. While that in itself 
isn’t cause for concern, what is 
could be the fact that because of 
the kind of business it is in, Nokia 
could well become the world’s first 
multinational company to derive 
over half its revenues from India 
and China. “Your home base may 
have been historically important 
but increasingly, other things (mar- 
kets) are becoming important,” says 
Ollila, admitting that the company 
will have to change the way it thinks 
to succeed in such an environment. 
If there is one thing going for 
Nokia, apart from what Ollila calls 
its culture of “not giving in”, it is its 
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Economies of scale really matter in the (network) 
managed services business. You get better at it the 
more you do; you gain a lot of experience 


relatively strong financial position. 
The company ended 2005 with 
revenues of €34.19 billion (Rs 
181,207 crore) and a net profit of 
€3.61 billion (Rs 19,133 crore). A 
report from Merrill Lynch points 
out that 2005 “was the first year 
since 2001 that Nokia grew its 
revenues and EPS.” 

The report goes on to raise its 
price target to €19.4 (Rs 1,028)— 
the stock currently trades at €17 (Rs 
901)—but warns that this is 
dependant on "high emerging mar- 
ket subscriber growth and Nokia's 
ability to execute its emerging mar- 
kets and mix shift strategies." 

In the handset business in India, 
this translates, in part, into how 
effectively the company distributes 
its products. Today, Nokia has to 
address the same issues that con- 
sumer products companies seek- 
ing to tap the semi-urban and rural 
hinterland do. Sharma explains that 
the company's response has been to 
*go to market jointly with 





operators" when they expand their 
services and "create micro distrib- 
utors," who are essentially small 
entrepreneurs who run their op- 
erations out of their homes. *We 
hope to be in 5,000 towns by the 
end of 2007," says Sharma, who is 
being rewarded for the company's 
performance in India with a larger 
regional role based out of 
Singapore. He adds that he wants 
to come back after a few years. 
“India is the telecom market to be 
in," he gushes. 

Nokia can only gain if it picks 
up a thing or two from the com- 
pany that it could overtake some- 
time this year to become the biggest 
consumer products firm in India, 
Hindustan Lever Limited (in one of 
those coincidences, Sharma's suc- 
cessor, D. Shivkumar, once worked 
for it), which is considered to be an 
Indian company (and not a multi- 
national) by most Indians. Ш 
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clutter, and an 
outdated customer 
classification 
system have 
left the marketer 
scrambling to 
get to the real 
ARCHNA SHUKLA 
Coke's Vikas Gupta: 
“Our market doesn't exist 

N FW TH | N 6 beyond 500 million people” 

Here’s what some of the 

smarter researchers and 

marketers are using to find 

their real customers. 

MEDIA BUYER 
gw IMRB 
It has mainly two proprietary 
consumer research models: 
1) HOUSEHOLD PURCHASE 
PANEL: wherein it tracks 70,000 
households based on their SEC 


Changing _ 

come, [Пе Quest For 
increasing media 

consumer. 

RESEARCHERS 

classifications. The variables 


used are geography, age of the 
housewife, durables ownership, 
eating and entertainment habits. 


2) TARGET GROUP INDEX: 
It combines products, brands, 
media, demographics and 
lifestyles, but is again based 
on the SEC classification. 


ш MINDSHARE AND MAXUS: 
The two top media buying houses 
in the country have developed a 
new model called 3D. Variables 
tracked are: media consumption, 
psychographics, and brand/cate- 
gory relationship. 





UESS WHAT ACE MARKETERS 
say when they get into the 
contession booth? No, 
they don’t talk about all 
the slick but wily ads with 

which they woo consumers or even 

how they might be stiffing them 
on one product or another. What 
they say is something far simpler: 

“We just don’t know who our real 

consumer is.” Don’t believe us? 

Hear it from the experts: *Today's 

consumers are quite evolved eco- 

nomically and empowered socially. 

Traditional consumer insight mod- 

els are insufficient to gauge their 

attitude and predilections at a micro 


level," says B.V. Pradeep, President, 
Market Research Society of India 
(MRSI). Adds Christophe Вехи, 
Adidas CEO, Asia-Pacific: “There is a 
lack of qualitative data on consumers 
in India. Hence, marketing of niche 
products that ought to be extremely 
targeted, remains mass led.” 
Cracking this most fundamental 
marketing riddle was never such a 
thorny issue as it is today. That’s 
because until the early 90s, India 
remained a mass market, where 


classifying consumers on the basis of 


their gender, geography, demogra- 
phy and social attitudes was fairly 
easy. Besides, how many SKUs (read: 


RAPHS n N MEHRA 


product varieties) did we have until 
organised retailing took off in the 
mid-90s? But not anymore. “The 
prosperity following the recent eco- 
nomic resurgence, the changed 
demography and media explosion 
have transformed the Indian mar 
ket," Savs Srikanth Srinivasa 
Madhavan, Head, Consumer and 
Market Insight, HLL. 

For instance, urban markets 
today house over 50 million 
consumers with global tastes and 
outlook. Then, there is another set 


of 300 million consumers broadh 
classified as middle-class. But as 
Ravinder Zutshi, Deputy Managing 


MARKETERS 


@ HLL: It has two broad 
consumer tracking models. 


1) LIVING STANDARD MEASUREMENT: 
Which has been devised to track 
and compare consumption trends 
across markets that Unilever is 
present in. it takes into account 
factors like income, education, 
durables ownership, media 
consumption, and entertainment 
preferences. 


2) CONSUMER WINDOWS 
PROGRAMME: It facilitates direct 
contacts with the consumer to 
develop a more intimate under- 
standing of her needs. More than 
40,000 consumers were 
contacted last year through 

this programme. 


Ш P&G: The company segments 
the SEC data and tracks 
ownership of durables to 
identify its consumers. 


В WHIRLPOOL: It combines 
National Readership Survey 
data with Television Audience 
Measurement research to under- 
stand preferences for durables. 


Ш SAMSUNG: The Korean major 
uses 3D module of Mindshare. 
Bg COKE & PEPSI: A mix of SEC, 
TAM and a couple of proprietary 
research modules. 
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Director, Samsung India, says, 
“These could further be divided 
into most affluent, middle-affluent 
and affluent categories. This set of 
consumers is extremely diverse in its 
traits, ambitions and consumption 
habits.” In other words, this con- 
sumer could physically be in 
Bangalore, aspirationally in 
California, and economically some- 
where between the per capita 
indices of the two cities. Therefore, 
her spend patterns could show 
much more complex algorithms. 
Then, adding to the stratifica- 
tion of the market, there exists 
another class that 15 at the subsis- 
tence level. To understand the 
extent of fragmentation in the 
Indian market, Harish Bijoor 
Consults, a Bangalore-based mar- 
keting consultancy, recently con- 
ducted a study across Cincinnati, 


106 BUSINESS TODAY APRIL 9 2006 


Boston, New York, Delhi and 
Bangalore. “We found as many as 
26 variants of consumer attitude 
sets in New York, 14 in Cincinnati, 
17 in Boston and on average 297 in 
Delhi and Bangalore,” says the CEO, 
Harish Bijoor. In such a diverse 
market, traditional marketing wis- 
dom does not work anymore. 
Marketers are unanimous that the 
lowest-denominator formula of 
yore can’t deliver goods today. Says 
Sandeep Tiwari, Head of Product 
Marketing at LG India: “Marketing 
is no more about creating aware- 
ness at a mass level. It is about 
reaching out to the right consumer 
with the right product at the right 
time and through a right medium.” 
For this, a deeper penetration into 
the new consumers’ psyche is a 
pre-requisite. And that is where 
the problems begin. 





Know Your Consumer; How? 

It is quite amazing that the mar- 
ket that generates sales of several bil- 
lions and in which around Rs 
50,000 crore is spent every year 
on various marketing, advertising 
and communication initiatives, does- 
n't have a basic contemporary con- 
sumer classification model. All con- 
sumer research in India, whether 
at the end of research or media 
buying agencies or marketers, is 
based on a Socio-Economic 
Classification, or SEC as it is popu- 
larly called. SEC was devised in 1988 
by the MRSI, set up the same year by 
the country's top corporates and 
media research users. 

Under SEC, a grid was created 
that classified consumers on the 
basis of their education and occu- 
pation. *These variables were cho- 
sen because these remain constant 





Arvind Mediratta of Yum International says the consumers’ 


ability to buy and propensity to spend is a complex process. 
Linking it with their education alone can’t explain it. 


through the life of a consumer, 
whereas affluence keeps changing,” 
says MRSI's Pradeep, who till recently 
was with HLL and now is moving to 
Unilever, UK, as Vice President, 
Consumer and Market Insight, 
Home and Personal Care Division. 
It was then presumed that the more 
educated consumers would be more 
resourceful and in a rather homo- 
geneous market, they would have 
similar consumption habits. Inco- 
mes were not taken into account 
because of different standards of 
living across the country. 

Sut marketers and research bod- 
ies agree that these assumptions 
don't reflect today's realities at all. 
*Consumers' ability to buy and 


propensity to spend is a much more 
complex process today. Linking it 
with their education and occupation 
alone can't explain it." says Arvind 
Mediratta, Chief Marketing Officer, 
Yum Restaurants. Where would 
you put a post-graduate clerk in a 
government office with a much 
smaller income against a metric pass 
but fairly prosperous farmer in 
Punjab, he asks. 

Unfortunately, despite such 
obvious inconsistencies, marketers 
have made little attempt to upgrade 
the current system or even to evolve 
a new model. *One basic hurdle in 
consumer research has been the lack 
of initiative on the part of mar- 
keters," says Atul Phadnis, Chief 
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EDIA CONSUMPTION MEASURE- 
ment is another area of 
concem for marketers. On 
an average, mainline advertising 
accounts for around 40 per cent of 
most mass marketers' marketing 
budget. It was around Rs 14,000 
crore in 2005. Measurement of 
media habits is important because 
brands communicate with consumers 
mainly through media vehicles. 
Besides, the retum on investment 
in advertising has to be accounted 
for. "Even if | manage to spot my tar- 
get group, how do | ensure whether 
my message is reaching them and 
more importantly, prompting them to 
buy my product?" asks Vikas Gupta, 
Vice President, Marketing, Coca- 
Cola India. "What we have today 15 
anecdotal data rather than hard 
facts," he adds. 

Capturing media consumption 
has become too complicated today, 
thanks to the proliferation of cable 
and satellite channels (around 200 
against 50 till five years ago), radio 
stations, print and wireless media. 
Increased choice has fragmented 
mass audience and there are no 
tools to capture new trends. Although 
the TRP-oriented research by 
Television Audience Measurement 
(TAM) remains the most commonly 
used currency to measure TV view- 
ership, concerns have repeatedly 
been raised about its small panel 
size (4,800 households). As for the 
print medium, National Readership 
Survey and Indian Readership Survey 
are the yardsticks. Although they 
do an extensive job, industry remains 
divided over their authenticity. Says 
Madhabi-Puri Buch, Senior GM & 
Country Head, Customer Delivery, 
Products and Technology, ICICI 
Bank: "The media measurement 
infrastructure in the market ts too 
weak to capture reality and generate 
worthwhile consumer insight." 
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Evangelist, Media e2e. Phadnis, who 
was spearheading research at 


Television Audience Measurement 


(TAM) till six months ago, points out 
that research users themselves have 
not been forthcoming in making 
investments in new tools. That 
explains why, while the Us spends 
over $100 billion (Rs 450,000 crore) 
a year on market and consumer 
research, India spends 0.15 per cent 
of that—around $155 million (Rs 
700 crore). The result: Marketers go 
wrong on basic things like the size of 
the market. “A lot of marketers have 
learnt the hard way that the dream 
of one billion population is all but a 
sham,” says CVL Srinivas, CEO, 
Maxus, a top media buying house. 
Indeed, Coke and Pepsi’s rural mar- 
ket debacle and HLL and P&G's price 
wars are all but examples of wrong 
perceptions of the market size and 
consumer attitude. Agrees Coke's 
Vice President Marketing, Vikas 
Gupta: "We learnt it the hard way 
that our market doesn't exist beyond 
300 million people." 
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Sandeep Tiwari of LG 


New Challenges 

The vagueness of the sEC template 
notwithstanding, most marketers 
and research bodies have gone 
ahead and built new research mod- 
els based on SEC itself (See The New 
New Thing). Be it the Household 








Purchase Panel or Target Group 
Index of IMRB or 3D of Maxus and 
Mindshare, Living Standard 
Measurement of HLL, all use SEC 
grid to get a better understanding of 
their consumers. “Linking sEC with 
niche research yields disparate set of 
information and if one links all the 
dots it provides, one can identify 
some broad consumer trends," says 
Punita Lal, Executive Director, 
Marketing, Pepsi. But Gurmukh 
Singh, CEO of gotocustomer argues 
that such research would still be 
indicative and not definite. "The 
results could be used for mass mar- 
keting, but not for individual clusters 
of consumers," says Singh, who 
provides niche marketing solutions 
to new-age marketers like Nokia, 
Airtel, Microsoft and Samsung. 
Penetrating into the mind-space 
of all the 297 types may be the only 
way to crack this riddle. Apparently, 


: MRSI has already got the cue. It is 
: working on a new model that will 
= track a larger set of variables like 
z “affluence, economic buying power, 


willingness to spend, ownership of 
products and valuables etc," says 
Pradeep. Perhaps that will give the 
marketers a better clue as to who 
their real consumer is. 8 
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Michael Duke/ Vice Chairman/ Wal-Mart 


“Wal-Mart Can Be A 





Big Business Here” 


$ THE MAN IN CHARGE OF WAL-MART’S 
international business, Michael Duke runs 
a $62.7-billion (Rs 2,82,150 crore) retail 
empire, spanning 2,250 stores in 10 coun- 
tries. But more importantly from 
Wal-Mart's point of view, Duke, 56, is also in charge of 
the fastest growing part of the retailing behemoth’s 
business. Although Wal-Mart racked up $312.4 billion 
(Rs 14,05,800 crore) in sales year ended January 31, 
2006, its growth in the us has been slowing. In India 
recently to meet with government officials and suppli- 
ers, Duke spoke to BT’s R. Sridharan on Wal-Mart's 
problems in the us and prospects in India. Excerpts: 





This is your first visit to India after taking over last September 
as the chief of Wal-Mart's international business. How do you 
see India? 

It is very exciting to be in India. India is very very 
important from a sourcing standpoint already. We 
think it also has a lot of potential in the future of 
(Wal-Mart's) retailing. So for lots of reasons, India is an 
important country for me to visit. 


How do you react to the Indian government's decision to allow 
51 per cent foreign investment in single-brand retailing? Are 
you disappointed that the government didn't go the whole hog 
and allow multi-brand retailers? 

No, as a matter of fact we are pleased that there's 
progress. We see it as a step. But it is also very important 
for the government to move ahead. We would like to 
see the ability to invest and have majority (stake) with 
FDI (foreign direct investment) in retailing without the 
restrictions. We do believe we can offer a wide array of 
products to the customer. The consumer wins. The 
consumer ends up getting the benefits from the offerings 
of a store like Wal-Mart. 


On a scale of 10, how would you rate your eagerness to enter 
India? 
Is 10 the highest? 


Yes... 
10. Or can I say 10+ (laughs)? We are very eager. We 


see a terrific country that offers us so much opportunity. 
А growing middle class, a growing consumer 
attitude...the retail base today is already growing. 
There are many stores, many formats...l've already 
visited some yesterday. We landed and immediately 1 
went out to visit retailing, and we saw some retailing 
formats already developing and we saw a lot of 
customers that need a store like Wal-Mart. 


That must have got the store owners worried. 

We were just like other customers. We walked the 
stores informally to observe what is the consumer 
purchasing, what does the store look like etc. 


Did you visit Big Bazaar? Because that has really redefined 
mass market retailing in India. 

We saw a number of stores yesterday. We went to à 
couple of malls, and probably I went in 20 or 30 
different stores. 


How do you look at the retailing scenario in India today? 
Obviously, it is nowhere near as organised as in the US. 

[ do see there is so much more opportunity to better 
serve the customer. And it really does start by opening 
up the opportunity. And of course that is why we are 
also here. We are interested in talking to senior 
government officials about the opportunity to open up 
FDI to global retailers. But, we also see the opportunity 
to better serve customers. For example, our sourcing 
office is providing products to customers in other 
countries around the world. Beth (Keck, Director- 
International Corporate Affairs) and | were in Mexico 
a couple of weeks ago, and we saw a product made in 
India being shipped to our stores in Mexico. 


In India, getting into retail is not easy. Real estate, supply 
chain, even people are all issues. What will be the big 
challenges for Wal-Mart in India? 

I certainly do understand the complexity of supply 
chain, particularly the food supply chain. | guess it's a 
shame that today not only is the consumer 
disadvantaged, but so is the farmer. The product itself— 


from the farm to the consumers—is disadvantaged 


APRIL * 2006 BUSINESS TODAY 111 


2% 


"bt 60 minutes 


because the supply chain is not working as well as it 
should. So, I do think there is a big opportunity in 
improving the food supply chain, particularly the cold 
chain. But it is also the most complex. It takes a lot of 
time and government support, and it takes a lot of 
collaboration of businesses to be able to do that. 


What sort of a format would you bring to India? Would it be 
like what you have in the US—say, a Supercentre? 

It would be premature for me to jump to that because 
we would first like to start with the customer. And, we 
need to do more research and better understand the 
customer. It starts with visits like what I did yesterday 
to stores. But, we really would like to do more research 
with the consumer. You probably know we have applied 
for a liaison office and hopefully it will soon get 
approved. We would like to station someone here in 
India to begin doing more research to help us determine 
what is the best format for us to develop here. 


Where would you want to locate your stores, given that your 
stores are huge and you may not have cheap and good 
quality real estate in big cities? 

l'd say the answer would be, *wherever there are 
customers’. To be real upfront, we start with the 
consumer and where there is a significant customer base, 
we believe we can serve them well. Our vision as a 
company is to improve the standard of living for all our 
customers. 


A lot of big Indian groups are getting into retail. Would you 
consider partnering with any one of them? 

We definitely would consider partnering. Again, we are 
doing research to determine the best approach, but | 
think it is one that we've had a lot of success with. . .part- 
nering around the world. If you look at our business 
relations, our stores in China, for example, have been 
very successful in working with partners that understand 
the market, particularly understanding real estate, 
development, and how to build a business. You can even 
go back earlier in Wal-Mart's history and look at our 
first steps in international markets like Mexico, where 
our partnering with a business called Cifra turned out 
to be one of the greatest successes that we've had. 


And would you be happy with a minority stake, if that's what 
the law permitted? 

I wouldn't necessarily conclude that. Our desire is for 
the government to allow for majority interest in wide- 
scale retailing like Wal-Mart has. 


You already source about $1.5 billion (Rs 6,750 crore) 


worth of goods from India. What are your future plans for 
sourcing? Will you be ramping up sourcing? 
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“The consumer ends up 
getting the benefits from the 
offerings of Wal-Mart" 


India sourcing operation for Wal-Mart is the fastest 
growing in the world. If you look at all other countries, 
our percentage growth last year was 35 per cent, 
which is the fastest growth. I visited the sourcing office 
a little over three years ago and now the office is three 
times the size of what it was then. So, the sourcing office 
is growing fast and I expect that to continue in the 
future as well. I do believe that with retail stores here, 
the opportunity will be even better to grow faster. If we 
had stores here, it would be even easier for the factory 
owners, for suppliers, for our own associates to better 
relate to the retail stores that we operate. We do believe 
that the operation of retail stores facilitates sourcing and 
sourcing facilitates the operation of retail stores. 


Wal-Mart does everything from giving a customer a haircut 
to changing her car tyres while she shops. Do you think 
Wal-Mart will ever get to a point where it says, 'Enough is 
enough, we are not going to sell this’? 

As a matter of fact there are businesses that we don't do 
in certain countries or certain markets within them. We 
try to look at what the customer needs in a particular 
area. So, certainly in many areas we do provide what 
we, in some cases, call one-stop shopping. But where 
there's no such demand, we don't try to do everything. 
Our whole business starts with the customer. We say, 
"What are the needs of the customers, and how do we 
help them meet those needs in an efficient way? We 
don't think of our size though. We don't pay much 
attention to the total annual sales. We really try to think 
of one store at a time. Our philosophy is that retailing 
is local. It is about serving that customer in that local 
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community. We think of 
ourselves as a local store. We 
don’t often, back in Bentonville 
(the Wal-Mart headquarters), 
think of our size in terms of this 
grand international corporation. 
We think of ourselves more as a 
small company. 


How big do you think Wal-Mart 
could get, say, by 2010? 

Back to my point about the local 
store, it’s hard for me to think of 
how big we could be. We don’t 
ever really set a goal of being 
big and bigger...we really think 
about ‘how do we provide the 
very best shopping experience 
for the local customer? How do 
we provide the best employment 
for the associates, how do we 
make Wal-Mart the best place 
to work for our associates?’ That 
said, | do see big opportunities in 
India. Wal-Mart can be a big business in India. 


But how long before, do you think, the anti-trust guys get 
worried about Wal-Mart? 

Frankly, if you look at retailing, the market share is so 
dispersed. Even today we have a very tiny market 
share worldwide. Even in markets like the us, Canada, 
the UK, and Mexico, we don't see the market share as 
being an issue. 


In the US, Wal-Mart has been under fire for not paying its 
associates well and not offering them medical cover. In 
fact, you would rather shut down a store than let your 
associates start a union. How does this go with your 
philosophy of being the best employer? 

| guess with any successful business, there are opponents 
and there are false statements that are made. Yes, 
there have been a number of false statements that 
have been made about employment at Wal-Mart. The 
best way, though, is to actually look at our associates, 
or our prospective associates. In Chicago, we opened a 
new store just outside the city a few weeks ago. For 
about three to four hundred jobs, with all of the 
allegations and false statements made, we had 25,000 
applicants. And the associates that were selected out of 
those 25,000 applicants, they called themselves the 
‘chosen ones’. They thought they had been given а 
special honour to work with Wal-Mart. Yes, we pay 
very competitive wages, we have a good healthcare plan 
that we are looking to improve all the time, and we do 
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“We think of ourselves 
as a small company, a 
local store" 


have very satisfied associates with 
a great opportunity. Seventy-six 
per cent of our store managers in 
the US started working at 
Wal-Mart as hourly associates. 


But would you say the manage- 
ment was late to sense and react to 
the growing public resentment 
against Wal-Mart? After all, 
Wal-Mart has been called the Beast 
from Bentonville for sometime now. 
Let me correct one thing. There 
is not a public sentiment against 
Wal-Mart. As a matter of fact, 
there is an overwhelming public 
sentiment for Wal-Mart. We 
have over a 100 million of those 
visiting our stores every week in 
the us. So your focus on this is 
primarily related to the us, and 
there tends to be a few more 
vocal opponents, but the public 
opinion is overwhelmingly 
positive. We'll open a record number of stores this year 
both in the us and international markets. Now, to be 
real clear, did we recognise that there would be those 
vocal opponents that would make false statements 
about us? Yes, we were late in recognising that. 


On a more personal note, last September you switched 
jobs with John Menzer, who now looks after Wal-Mart's US 
operations. There is speculation that either of you could 
be a successor to Lee Scott, CEO of Wal-Mart. 

| haven't had the time to think about that (laughs). Гуе 
been in many different countries, l've been spending 
time looking at our stores, visiting customers and 
talking to our associates. As a matter of fact someone 
told me about the article and I told them that I hadn't 
had the time to read the article. | can't ever really 
address speculation like that. 


At what point will Wal-Mart's patience run out in India if the 
govemment continues to keep foreign investors out of retail? Will 
there be a point when you say, ‘We've had enough of India’? 
| don't anticipate that. Because I don't anticipate that 
occurring. | anticipate positive movements from the 
government, I anticipate as we get into the local levels 
that the state government support would be positive. I 
always find that in the long run, the consumer speaks. 
The consumer, whether it is in the us or China or 
India, will speak and Wal-Mart will be able to support 
the consumer, as will other global retailers that 
participate in this growing market. Ш 
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New order: Former German Chancellor Gerhard Schroeder delivers the inaugural address as /ndia Today's 
Editor-in-Chief Aroon Purie pays close attention 


The Shadow Land 


India Tomorrow 2006: Bridging the Divide was the theme this year. 


HI INDIA TODAY 
Conclave, an annual 
assembly of some of 
the world’s leading 
thinkers and decision 
makers, has, over the last five years, 
become a much-awaited fixture in 
Delhi’s events calendar. The fifth 
edition of the conclave, held on 
March 10-11 at the Taj Palace, 
lived up to that billing. Inaugurating 
“the most anticipated event in 


India”, India Today Editor-in-Chief 


Aroon Purie lauded the country’s 
scorching pace of growth, but drew 
the attention of the forum to the 
“other India—the shadow land” 
that exists “beyond the multiplexes 
and the call centres”. Two-fifths 
of the world’s poor live in this 
shadow land. Nearly 300 million 


Indians subsist on less than $1 (Rs 
45) a day. Understandably, the con- 
clave’s theme “India 
Tomorrow: Bridging The Divide.” 

The inaugural address on 
“Multilateralism in the New 
Millennium” by former Chancellor 
of the Federal Republic of Germany 
Gerhard Schroeder emphasised the 
role of a rising India in the new 
world order. “Globalisation and 
international political questions are 
the twin challenges confronting the 
global community,” he said, adding 
that for the former to be successful, 
every country had to have a stake in 
the world’s economic well-being 
and developing countries had to 
be granted access to international 
markets. “Multilateralism is the 
only way to deliver the tangible 


Was: 


benefits of globalisation to com- 
mon people all OVCI the world," 
he said, adding that India has a big 
role to play here; this necessarily 
presupposes a greater Indian role in 
regional issues as well. 

The next session on "The 
Centre-State Divide", saw a lively 
discussion on whether devolutions 
to the states should be entitlement- 
driven or performance-based. The 
Chief Ministers of Rajasthan and 
Bihar, Vasundhara Raje Scindia 
and Nitish Kumar, respectively, 
participated in the discussion, which 
was moderated by N.K. Singh, for- 
mer Member of the Planning 
Commission. While Raje felt that 
the emphasis on performance 
should increase steadily, Kumar 
said the Centre had to necessarily 
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“The world needs India to be a moral power as well” 
RANIA AL-ABDULLAH, QUEEN OF JORDAN 


play a larger role in the develop- 
ment of backward states such as 
his. Kumar also wanted the gover- 


nor's role to be clearly defined. If 


the governor can be used as a link 
between the Centre and the state, 
then it would be a positive step, he 
said. “And in this era of coalition 
governments, there is an urgent 
need to improve communications 
between the Centre and the states,” 
they both said. 

In the luncheon keynote address, 
L.K. Advani, Leader of the 
Opposition in the Lok Sabha, was at 
his rhetorical best, systematically 
dwelling on the economic and 
political gaps prevailing in the Indian 
society. CNN-IBN Editor-in-Chief 
Rajdeep Sardesai looked bemused as 
Advani launched broadsides against 
both the Congress and its Left allies. 

Next up was the session on 
“Globalisation: Can Free Markets 
Serve the Masses?" Senior BIP leader 
Arun Jaitley pointed out that India 
had wasted decades on its ill-fated 
socialist experiment; the way out: 
reallocate resources that remain 
locked up in unproductive or 





TK n-priority assets to sectors that are 
crying out for funding. Senior CPI(M) 
leader Sitaram Yechury, expectedly, 
did not agree and repeated his 
party's clichéd arguments against 
greater economic freedom. The 
spirited discussion was truncated 


by the long-distance address of 


noted economist Hernando de Soto, 
head of Peru's Institute of Liberty 





and Democracy, who said sound 
property rights are a prerequisite for 
building trust in free markets. 
"Legal structures are essential if 
tree markets are to serve the 
masses,” he said. 

The next session “Geopolitics: 
India vs China or India & China” 
was arguably the most interesting of 
the day (see "There Are No 
Communists In China”). 

The day's last session, on 
"Development: Government vs 
NGOs” was chaired by Dileep 
Ranjekar, CEO, Azim Premji 
Foundation. Opening the discus- 
sion, ITC Chairman Y.C. Deveshwar 
called for a greater corporate role in 
poverty alleviation and develop 
ment programmes. Citing well 
known ITC initiatives like the e- 
choupal and the social e-forestry 
schemes, Deveshwar argued that it 
was possible for companies to 
simultaneously help reduce poverty 
and increase profits by following 
the "triple bottom line"—another 
well known ITC initiative— 
approach. But Sandeep Pandey of 
the National Alliance of People's 
Movement was unsparing in his 
attack on both the Indian corpo 
rate sector as well the government- 
bureaucrat-contractor nexus. “The 
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“There Are No Communists In China” 


E FIRST WENT TO SOUTH-EAST ASIA AS A YOUNG 
Нә. went on to become a business jour- 
nalist in Hong Kong, followed by a stint in the 
local venture capital industry, and finally rein- 
vented himself as a China expert. In Delhi recently 
to speak at the India Today Conclave, James 
McGregor, Partner at BlackInc China, a China ad- 
ү visory firm, and author of One Billion Customers, 

spoke to ВТ on India and China. Excerpts: 





As an observer, what do you think is the difference between India and China? 
China is stable on the surface, but chaotic underneath, while India is 
chaotic on the surface, but stable underneath. 


One of the speakers at the Conclave today said China is a bubble. Do you agree? 
No, I don't. Once the government starts incentivising provincial officials 
not for the number of factories built, but for improvements in the qual- 
ity of life of its people, then things will change. 


What can India do to catch up with China on FDI? 
[ think India should tighten its intellectual property rights and then sell 


it as a strong point to foreign investors. 


You've been in China for two decades. How communist is the country really? 
1 don’t think there are any communists in China anymore. Гуе met one; 
he was an actor and he used to get paid for acting as Chairman Mao, 


Finally, India and China see themselves as rivals. Do you think it's possible 
for them to cooperate? 

I don't see China and India becoming partners. І don’t see a natural 
affinity. But I also don’t see why India should be afaid of China. 
That country is going to be preoccupied with its own problems for quite 
a few years. 
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best way to bridge the divide is to 
return the ownership of natural 
resources to the people,” he said, 
adding: “Civil society has to play an 
assertive role in the implementa- 
tion of policies.” 

At the dinner keynote session, 
Queen Rania Al-Abdullah of Jordan 
stressed the pivotal role that India 
can play in world politics. “An 
emerging economic power, yes...but 
the world needs India to be a moral 
power as well,” she said. 

Day 2 began with a session on 
“Business: Is Innovation the Key to 
Growth?” (see Assembly Line 
Innovation). Nelson Mandela, for- 
mer South African President, in a 
recorded message, called for a return 
to Gandhian principles to bring 
back the dispossessed and the 
deprived to the mainstream. “The 
dilemma of India as explored in 
the Conclave is, in fact, a dilemma 
of the entire planet,” he said. 

The post-lunch session on 
“Communities: Can We Overcome 
the Faultlines?” saw some provoca- 
tive volleys between Praveen 
Togadiya, International General 
Secretary, Vishwa Hindu Parishad, 
G.M. Banatwalla, President, Indian 
Union Muslim League, Teesta 
Setalvad, lawyer and activist, and 
Subramaniam Swamy, President, 
Janata Party. As Togadiya and 
Banatwalla sparred on the various 
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“Uniform Civil Code “When many diverse 


can only apply to groups learn to live 
non-religious civil together on the basis 
laws; otherwise it will of shared values, 
negate the country’s it becomes a 
secular nature” civilisation” 


PRESIDENT, IUML 


definitions of secularism, among 
other things, Setalvad provided the 
rational counter point. *The fault- 
lines are due to politics of religious 
identity," she said, adding rather 
bluntly that the nation's youth 
hardly identified with the ideologies 
put forth by her fellow panellists. 
Swamy blamed international Islamic 
terrorists and foreign Christian mis- 
sionaries for creating and deepening 
the faultlines. This session was 
chaired by Chandan Mitra, Editor- 
in-Chief, The Pioneer. 

Then followed a discussion on 
"Society: Can Power Feminism Talk 
to Power Machismo?" chaired by 
filmmaker Rohan Sippy. Authors 
Naomi Wolf and Suketu Mehta dis- 
agreed on the forms of redressal of 
gender inequality, but did concur on 
the basic premise that a lot more 
needed to be done to ensure that 
women got their rightful dues. 

"Culture: The Immigrant 
Experience" was the theme of the 
next session which was chaired by 
Vir Sanghvi, Editorial Director, The 
Hindustan Times. Uber model and 
actress Saira Mohan, daughter of 
a French-Irish-Canadian mother 
and a Punjabi father, spoke on bal- 
ancing the different pressures that 
persons with multi-cultural ancestry 
experience. The other panellist, 
filmmaker Karan Johar, however, 
emphasised that it would be unfair 
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Assembly Line Innovation 


S INNOVATION THE KEY TO GROWTH?" WAS THE QUESTION THROWN AT VIJAY 
Govindarajan, Professor, Tuck School of Business, and Nandan 
Nilekani, President, CEO and Managing Director, Infosys Technologies, at 
the India Today Conclave. Chairing the session was R.A. Mashelkar, 
Director General, Centre for Scientific and Industrial Research. 
Govindarajan argued that innovation was a mandatory pre-condition 
for growth. "Revolutions don't happen unless somebody questions the sta- 
tus quo," he said. But can there be a scientific way of going about 
thinking differently? There can, he felt. How? His recommended path: chal- 
lenge the accepted wisdom; don't strive to follow the best global practices; 
create the next best practice; manage the present; and forget the past 
selectively and then create the future. The upshot of all this: "Don't set 
realistic goals. Set unrealistic goals because performance is a function of 
expectations and ambition is the starting point for expectations," he said. 
Nilekani, too, made a strong case for innovation. Expectedly, perhaps, 
he cited the success of the Indian information technology (IT) sector. "Top 
IT companies in the country now boast over Rs 2,00,000 crore in mar- 
ket capitalisation," he said, adding that this wealth creation for shareholders 
is a direct function of the ability of the companies to innovate and dare to 
think differently. Nilekani, like Govindarajan, also thinks it is possible to 
go about innovation in a scientific manner. “One has to think both linearly 
and laterally. This is essential for reconfiguring, repackaging and introducing 
fresh discontinuous products and technologies,” he said. 


and simplistic to segment Indians as 
residents and non-residents. 

At the dinner keynote session, 
Minister for Communications and 
IT, Dayanidhi Maran stressed on 
need to bridge the digital divide. 
“rr is changing the way we work, 
we communicate and the way we 
do business," he said adding that 


majority of Indians, however, have 
sparing access to technology. 
Former telecom minister 
Pramod Mahajan seconded the 
argument. And, Civil Aviation 
Minister, Praful Patel also reiter- 
ated the need to reduce the infra- 
structure deficit that is severely 
impeding India's growth story. 8i 
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The Art Of Parking 
Your Money 








Don’t just earn money. Learn how to grow it. Here’s 
a primer on asset allocation, your primary financial 
planning tool. 4 вт керовт 


HEN YOUR GRAND- 
mother told you 
not to put all your 
eggs in one basket 
and not to count 
your chickens before they hatch, 
you probably dismissed it as just 
another instance of her unhealthy 
interest in poultry. Now, those very 
same concepts are coming home to 
roost. And who is spouting these 
words of wisdom? None other than 
that ubiquitous new age guru, the 
financial planner. 

There was a time not so long 
ago when the only financial plan- 
ning you had to do was remember 
to pay your life insurance premium 
and keep track of a few bank fixed 
deposits (FDS). Sadly, things are not 
that simple now. Your assured 
return instruments are slowly being 
eroded despite benign inflation, 
but—on a happier note—incomes 
and investible surpluses are much 
higher than before. Your expecta- 
tions from life are correspondingly 
climbing. The upshot: you expect 
your money to earn much more 
than it needed to earlier. 

The quest for better returns will 
inevitably lead you to the mantra of 
asset allocation. Devang Shah, СЕО, 
Right Returns, a financial planning 
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practice, says: “Asset allocation is 
something every individual does, 
often unconsciously.” We subcon- 
sciously try to ensure that we own a 
home, some gold, some stocks, and 








п Distributing your money 
among different asset classes 
gets you better returns because 
prices of different assets do not 
move up or down together, thus, 
letting you control risk 


m Choose allocation patterns 
that suit your stage of life, 
investment time frame, life goals 
and risk appetite 


m Review your portfolio 
periodically, but especially when 
there is change: marriage, 
growing family, retirement, etc. 


some insurance. The trick, however, 
is to do this scientifically—allocate 
assets according to your needs and 
not your wants. At its best, asset 
allocation can help control risk, 


match portfolios to specific goals, 
and increase predictability of returns. 

While this article looks at the 
theory of asset allocation, we also 
have three examples of people who 
have shared some of their financial 
details with us. Certified financial 
planner Gaurav Mashruwala, 
Director of ACE, a Mumbai-based 
financial planning consultancy, has 
studied these portfolios and made 
suitable recommendations. The idea 
is to give you a quick sketch of what 
you can typically expect when you 
set out on an asset allocation exercise. 


Basic Theory 
The principle behind asset allocation 
is simple: all asset classes do not 
move up or down at the same time. 
In the words of Harry Markowitz, 
"dividing a portfolio over asset 
classes that do not move up or 
down at the same time helps bring 
down the risk of the portfolio." 
Of course, if you could, ora- 
cle-like, predict which asset class 
will do best during which period, 
you can do away with asset allo- 
cation altogether. In the absence of 
a crystal ball, though, what can 
you do? Simply this: balance the 
variability in returns in a typical 
portfolio by distributing your 


money among various asset 
classes like equity, debt, or prop- 
erty їп certain proportions. 
Thus, each asset class should 
be mutually exclusive, exhaustive 
in its category and have differing 
returns to give optimum results. 
Markowitz’s Modern Portfolio 
Theory asks the basic question: 
how, for a given level of return, 
can I reduce risk? Or how, for a 
given level of risk, can I increase 
returns? Answering these ques- 
tions means getting the risk-return 
equation just right. So, for the 
long-term investor, smart asset 
allocation is the primary deter- 
minant of returns. It combines 
market timing with asset distri- 
bution and risk diversification to 
maximise portfolio returns. 


Diversifying Risk 


In an investment dictionary, 


diversification is defined as 


distributing investments among 
different asset classes in order to 
limit losses in the event of a fall in 
a particular market or asset class. 
Explains Mashruwala: “Assume 
your entire investment is only in 
stocks; a sudden fall in the stock 
market will reduce the value of 
your entire portfolio. If you had 
diversified your investment across 
various asset classes, then even 
in the event of a stock market 
crash, your non-equity assets 
would have remained intact.” 
The whole point of asset 
allocation is to diversify the risk 
within your portfolio. Sir John 
Templeton, the legendary fund 
manager, once said: “To avoid 
having all your eggs in the wrong 
basket at the wrong time, 
diversify.” This has to be done 
carefully—investments have to be 
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MAILY NANDA, 28, is a manager in 
a BPO and lives with her consultant 
husband. They are planning a family in 
two years. They have just started asset 
accumulation, and own a car but not vet 






a home They have Rs 10 lakh 
insurance, Their goals include a luxury 
vacation, children's education. and 


looking after their aged parents 


Approximate annual 
income (post-tax) 15,54,000 
Approximate 
annual expenses Mandatory 4.80,000 
Voluntary 60,000 
Total 9,40,000 
Investible surplus 10.14,000 
Liabilities Nil 
Investments Govt Bonds Nil 
Mutual Funds 8,00,000 
Equity 8,00,000 
Total Invested 
Assets 16,00,000 
Approx. net worth 19,00,000 
(incl. assets) 
Current Asset Debt 0% 
Allocation Equity 100% 


Figures in Rs 


RECOMMENDATIONS: The couple is young with 
growing income. Since their goals are 
long-term, equity makes sense. However 
they can hedge it with some debt and 
more systematic investments in mutual 
funds (MFs). For emergencies, a three- 
month contingency fund is essential. 


SUGGESTED ASSET ALLOCATION: Debt: 2076; Equity: 80% 
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diversified among given asset classes 
based on their various levels of risk, 
and in such a way as to ensure that 
investors get a rate of return in tune 
with their financial goals. 

Asset allocation can be of two 
kinds—strategic and tactical. While 
volatility determines the choice of 
instrument in strategic asset allo- 
cation, tactical asset allocation 
depends on market timing and is 
based solely on recent price and 
volume movement data. The former 
will allocate a given corpus among 
various asset classes so as to nullify 
volatility; the latter will diversify 
portfolios in order to make the most 
of changing valuations. Of course, 
relying completely on market timing 
can cause high portfolio turnover 
and expose the investor to high 
risks. In the former approach, 
diversification is the goal; in the 
latter, it is returns. 

The main argument against 
market timing is, of course, that it is 
notoriously difficult to time the 
market accurately, and is a prac- 
tice best left to the experts. And 
secondly, why concentrate so much 
on ‘when to invest’ when other 
equally important factors are neg- 
lected? Have you considered why 
you are investing or for how long? 

A point to remember here is 
that most investors do not need 
eight or 10 asset classes to invest in, 
as the maximum risk reduction 
comes early on in the process. So, 
there could be steeper risk reduction 
when an investor goes from one 
asset class to two, and not neces- 
sarily when he moves from six asset 
classes to eight. 


The Parameters 

So, can you then choose a few asset 
classes, divide your money equally 
among them to reduce risk, and 
then sit back? Sorry, but it's not 
that simple. Allocation is essentially 
driven by two parameters. The first 
is your time horizon—how much 
time are you giving yourself to get 
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EARLY CAREER 
YEARS 
Investment goal: 
Maximum long- and 
short-term growth 
HIGH INCOME 
YEARS 
Investment goal: 
Long-term growth 
without high risk 








PRIME EARNING 
YEARS 
Investment goal: 
Maintain current 
income+long-term growth 
RETIREMENT 
YEARS 
Investment goal: 
Current income and 
safety of principal 





` Equity Funds 88 Debt Funds W Cash Funds 
Figures in per cent 


THE MARKOWITZ CLASSIC 


“Dividing a portfolio over asset classes that 

do not move up/down at the same time helps 

bring down the risk of the portfolio.” 
Markowitz: Portfolio Selection, 1952 






Two risky assets with 
negative correlation 
equal zero risk portfolio 


those dreamt-of returns? The second 
is your specific goal—is it a short- 
term goal like buying a car? Is it a 
long-term goal like retirement? 
Goals include both dreams and 
responsibilities; so, it is fine to list a 
luxury cruise on the to-do-list but 
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don’t forget to include an elderly 
parent’s medical expenses. 

What’s the first thing that strikes 
you about these two parameters? 
They will never be static. Your 
goals will constantly change: with 
age, with changing milestones, and 
with increasing wealth. And each 
new goal will come with its own 
time horizon. 

So can you safely say that two 
couples in their early 30s, wanting 
more or less the same things, can 
have the same asset allocation plan? 
The answer is no; and here, we 
come to the next important variable. 
Consider this: Couples A and B are 
in their mid-30s and want a lux- 
ury apartment in two years, a cruise 
three years down the line, and Rs 25 
lakh a decade hence for its kid’s 
higher education. While Couple A’s 
portfolio mix is an aggressive 80 
per cent equity and 20 per cent 
debt model, Couple B’s is a more 
cautious 50:50 mix. Why are the 
two portfolios different although 
the age group and the goals are 
roughly the same? Because Couple 
A is comfortable with high risk, but 
Couple B is not. Individual risk 
appetite, then, is a crucial variable 
that will determine your asset 
allocation. “The willingness and 
ability to take risks is an important 
factor,” explains Rohit Sarin, 
Partner at Client Associates, a wealth 
management firm. 

However, risk appetite is difficult 
to measure. Often, ignorance can 
be the driving factor behind an 
investment decision rather than a 
true appraisal of risk. This cuts both 
ways. A man in his 30s might 
describe himself, correctly enough, as 
a high-risk individual and invest 
heavily in stocks, again correctly. 
However, if he invests directly in 
equity without the slightest knowl- 
edge of the bourses and based purely 
on hot tips and guesswork, his port- 
folio allocation is completely wrong. 
He needs to look at entering equity 
through a mutual fund, perhaps 


Take pride in giving, 
even after retirement. 


= HDFC Standard Life PENSION PLANS ~ | 
By investing today, you can continue to take care of your family even after 


retirement. HDFC Standard Life Pension Plans have been devised with 


various options to suit your needs : 


Respect Yourself 


* Option of two plans - ‘Personal Pension Plan! & "Unit Linked Pension Plan’. | Ж 1600-227-227 
• Avail tax benefits under See 80ССС. | sms PLAN to 7333 


sae a eee eee c یک‎ Email: lite@hdfcinsurance.com 


HDFC Personal Pension Plan Form No. SNOT & HDFC Unir Linked Pension Plan Form No. SN18. Unit Linked es ans are different from — wal insurance рим s&s ра different riak factors In Unit 
Linked Pension Plan, the investment risk in your chosen investment portfolio is borne by you. HDFC Standard Life Insurance Co. Ltd. Insurance is the subject matter of the ole 
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hedge his bets with some debt, and 
look at long-term returns from post- 


office savings. 

Equally, you could have a 40- 
year-old single woman with high 
income putting all her money into a 
savings bank account and FDs 
because she is risk-averse. This 
makes no sense. Her actual problem 
is that she does not know enough 
about investment alternatives. Given 
her age, her income and her lack of 
responsibilities, she can easily put at 
least 30 per cent of her portfolio in 
equity via mutual funds (MFs), while 
still retaining her risk-averse 
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outlook. Shah points out: “Investors 
can sometimes end up being 
‘aggressively safe’ in saving money 
even when they need not be.” 


The Age Factor 

Ideally, for asset allocation pur- 
poses, age groups are divided as 
25-30, 30-45, 45-60, and 60+ (see 


Age ©” Investment). The first age 


group is the early career years, when 
income is growing, responsibilities 
are low, and risk appetite can be 
set high. This is the asset building 
stage, and this age group should 
ideally have a portfolio that’s 75:25 


PURNIMA RAO, 55, lives with her 


husband, and son, 29. She has one 
married daughter. The couple has по 
current liabilities and adequate insurance 
cover. Their main short-term goal is 
their son's marriage, for which they are 
budgeting approximately Rs 4.5 lakh. 
They would also like to save for travel 
overseas and to buy art, but they haven't 
quantified these goals yet. 


Approximate annual 


income (post-tax) 10,85,000 
Approximate 
annual expenses Mandatory 3,00,000 
Voluntary 1,80,000 
Total 4,0,00 
Investible surplus 6,05,000 
Liabilities Nil 
Investments Govt Bonds 2,00,000 
Mutual Funds — 5,00,000 
Equity 10,00,000 
Total Invested 
Assets 17,00,000 
Approx. net worth 84,00,000 
(incl, assets) 
Current Asset Debt 41.18% 
Allocation Equity 58.82% 


Figures in Rs 


RECOMMENDATIONS: The couple is com- 
fortable financially but given that they are 
nearing retirement, the equity exposure is 
a little high. At the time of their son's 
mariage, they can liquidate part of their 
equity investment. Future investments 
can be realigned in favour of debt. 


SUGGESTED ASSET ALLOCATION: Debt: 75%; Equity: 25% 


in favour of equity. 


Then comes the high-income 
years, when your career and salary 
are growing, but so are responsibil- 
ities towards family, etc. In this 
stage, you are now accumulating 
larger assets like a home. You are 
looking at long-term growth but 
without too much risk, so your port- 
folio will be about 55:45 in favour of 
equity, 

The next stage is when you are 
nearing retirement. You have mostly 
finished accumulating assets and are 
getting ready to meet important 
goals like a son's marriage or a 
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WELCOME TO STATE BANK DEBIT CARD. 
WELCOME TO A CASHLESS WORLD. 


State Bank Group, the largest debit card issuer in the country has over 14 million customers enjoying the benefits 
of cashless transactions. With acceptance at over 1,23,000 outlets across the country, now all you need is a 
State Bank Debit Card in your wallet. So, the next time you see a 'BEWARE OF PICKPOCKETS' sign, ignore it. 


Toll free No.: 1800112211 www.statebankofindia.com mudra 2300 
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daughter’s higher education. Your 
main target is to maintain current 
earnings while putting away enough 
for retirement, and your risk appetite 
should be low now. Your asset allo- 
cation will ideally be 40 per cent 
equity and 60 per cent debt. The 
last stage is retirement, when your 
goals have been reached, assets are in 
place, and the main aim is to keep 
your principal safe while maintaining 
your income and standard of living. 
Your asset allocation is now 80:20 in 
favour of debt and safe avenues. 


Goal Setting 
In all of this, setting yourself tangible 
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S.B. ROY, 61, VP, Eveready Industries, 
lives with his wife. Nearing retirement, the cou- 
ple has accumulated most assets, and their 
daughter is comfortably settled. Their present 
responsibilities include taking care of Roy's 
mother-in-law, plus looking after two sisters- 
in-law. Their long-term goal is to take a world 
tour and cruise someday, although they have 
not earmarked any particular figure for this. 


Approximate annual 
income (post-tax) 17,55,000 
Approximate 
annual expenses Mandatory 3,00,000 
Voluntary 84,000 
Total 3,84,000 
Investible surplus 13,71,000 
Liabilities Nil 
Investments Govt Bonds 10,00,000 
Mutual Funds 3,00,000 
Senior Citizen Scheme 10,00,000 
Equity Nil 
Total Invested 
Assets 23,00,000 
Approx. net worth 81,00,000 
(incl. assets) 
Current Asset Debt 100% 
Allocation Equity Nil 
Figures in Rs 


RECOMMENDATIONS: Having met most goals, 
planning for retirement should be the couple's 
main focus. The Roys’ 100 per cent investment 
in debt ensures capital protection, but does not 
beat inflation. A small exposure to equity is 
advised for portfolio growth. 


SUGGESTED ASSET ALLOCAnON: Debt: 80%; Equity: 20% 


financial goals is vital. “If you don't 
have goals, you end up living 
somebody else’s goals,” warns 
Mashruwala. So, you can end up 
with somebody else’s asset allocation 
as well. You will buy shares because 
your neighbour does so—regard- 
less of the fact that he is a 30-year- 
old bachelor while you are 45 and 
have two kids. 

The thumb rule for investing in 
an asset class is to ascertain the 
proximity of your goal. If your goal 
is a short-term one, say, buying a 
car, investing in a debt instrument is 
a good idea. This way, even if you 
end up losing out to inflation, your 


principal stays safe. On the other 
hand, if your goal is a long-term 
one, then equity is a safe bet because 
volatility evens out over time. 
Ironically, the investment psyche 
in India is exactly the opposite, says 
Mashruwala. You end up buying 
equity for short-term returns while 
parking your money for years in 
assured return instruments. 


The Asset Classes 

What are the chief asset classes, 
then, into which your funds go? 
The first is debt, where investors 
are the lenders and they get returns 
in the form of interest. Here, the 
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Director: Dr.Prasanna Chandra 
ees ANNOUNCES the following Distance Learning Programmes — 


Certified) Financiali/Managern=\x Balch 


Where Theory meets Practice 





CONTENTS | 
* INVESTMENT ANALYSIS AND PORTFOLIO MANAGEMENT 


* PROJECT APPRAISAL AND FINANCING 
= TREASURY AND FOREX MANAGEMENT 
| @ STRATEGIC FINANCIAL MANAGEMENT 


HIGHLIGHTS 

V/ State of the art curriculum 

v/ World class courseware 

у Web - learning support 

FOR WHOM 

CAs, ICWAs, MBAs, PGDBAs, CSs, CAIIBs and students in these programmes. 

DURATION : 1 year FEES : Rs.8500 for enrollment upto April 30,2006. 


EXAMINATIONS AND QUALIFICATION 
Twice a year . Successful candidates will be awarded the qualification CERTIFIED FINANCIAL MANAGER 
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FINANCE FOR NON-FINANCE EXECUTIVES 








CONTENTS 

= Accounting and Control = Financial Management 

HIGHLIGHTS 

У State of the art curriculum < World class courseware < Web - learning support 
FOR WHOM 


Non-finance executives in various areas (like marketing, production, purchase, R&D, HR, and IT), 
entrepreneurs, and software professionals. 


DURATION : 6 months FEES : Rs.3750 for enrollment upto April 30,2006. 
EXAMINATIONS AND QUALIFICATION 
Twice a year. Successful candidates will be awarded the qualification DIPLOMA IN FINANCE 


For PROSPECTUS and other details of both the programmes visit us at www.cfm-india.com 
Email : info@cfm-india.com € 080 - 2659 7634, 2659 5183. M-98452-32705 
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m COLUMN: Stuart Purdy, Managing Director, Aviva Life Insurance 


Learn To Juggle 


| бим ARE INUNDATED WITH 
information everyday—oil prices, 
interest rates, policy changes. Tying 
these snippets together into clear mar- 
ket trends can be a Herculean task. 
How do you then manage your 
investment? Simply use asset allocation. 

Asset allocation seeks to balance 
risk and return by investing specific 
amounts in various instruments like 
equity, bonds or cash based on your risk 
tolerance and financial goals. Your 
allocations should meet both long-term 
and short-term goals. For the short 
term, invest in the money market, short- 
term deposits or equity. And for long- 


term goals and financial security, look at pension funds, 
systematic investment plans (SIP) or life insurance. Life 
insurance, for instance, now allows you to invest in 
equity, bonds or balanced funds, and gives you the 
same power of compounding as, say, a SIP. 

In the absence of assured return instruments, it is 
time investors realised the role played by personal 


principal is safe unless the company 
in which you’ve invested goes 
bankrupt. Your investment has 
liquidity but it does not beat 
inflation. The most popular debt 
instruments are National Saving 
Certificates (NSCs), traditional 
insurance schemes, post office 
schemes and government bonds. 
The next asset class is equity, where 
the investor is a shared owner and 
gets dividends, but the principal is 
not safe. The investment is com- 
pletely liquid and can beat infla- 
tion comfortably. Property or real 
estate is another asset. Here, the 
investor is the owner and gets the 
benefit of appreciation if he sells it 
at some stage, or rent in other cases. 
The disadvantage is that real estate 
is totally illiquid. Typically, investors 
who have made huge profits from 
equity move over to the property 
market. So, there is a negative co-re- 
lation between debt and equity, 


132 BUSINESS TODAY APRIL 9 2006 


HJW NVAIA 


©) 





vu 





with property following equity, 
albeit after a time gap. 

There are various routes and 
vehicles to enter these asset classes— 
mutual funds, direct investments, 
portfolio management services or 
insurance. The biggest and most 
common mistake that investors 
make is to enter the same asset class 
through different routes, which 
completely defeats the purpose of 
risk diversification. The other com- 
mon mistake is to confuse life 
insurance with investment. Life 
insurance should be looked at only 
as something that covers the risk 
of death. “Just look at buying term 
plans and use the balance to agg- 
ressively invest,” says Mashruwala. 

Over and above this, what is 
the primary concern of any asset 
allocation plan? First and foremost 
is wealth protection. Create a con- 
tingency fund for events that can 
affect wealth—accidents, job loss, 
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savings and investments in determin- 


ing the quality of life. 


Your portfolio cannot be uni- 
dimensional. Debt, equity, property 
and gold—they all need to be repre- 
sented. While equity gives you high 
returns, debt funds are safe and score 
over other safe avenues like fixed 
deposits on parameters like liquidity. So, 
take equity for returns and debt for 
stability. 

Treat your investments like stages in 
a life cycle. In your working years, 
equity-led investment will get you 
higher returns. In your middle age, a 
balanced strategy will help conserve 


assets. And in retirement, income and stability will be 
your priorities, although with some growth to hedge 
against inflation. 

Finally, though, individual goals and time frames will 
determine your allocation strategy, investors are going 
to increasingly turn to professional financial planners for 
help in asset juggling. 


disability, etc. Wealth protection 
also includes insurance, such as 
property or health cover. The next 
goal of asset allocation is wealth 
accumulation, which includes plan- 
ning for financial goals like chil- 
dren's marriage, education and 
retirement—this is where strategic 
allocation takes place and you invest 
aggressively with an eye to the fut- 
ure. Wealth distribution is the last 
piece of the puzzle. This happens 
either in the form of assets that are 
passed on to future generations or as 
erosion of accumulated wealth as 
part of natural retirement planning. 
And if you still have doubts 
about the efficacy of asset alloca- 
tion, let's leave you with this 
thought: in a study called 
Determinants of Portfolio 
Performance, it was found that asset 
allocation—right or wrong—could 
help explain over 93 per cent of a 
portfolio's performance. 
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International Banking 
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Specialised branches to cater to NRIs 


Speedy & easy remittance facilities from USA/UK/Gulf 
Countries (e-Remit) 


Internet Banking facilities 
International Debit / Credit Card 


Home Loan to NRIs at very attractive terms (for acquisition 
of property only in India) 
Payment of utility bills - Union Billpay (only in India) 


We also accept NRE / FCNR Deposits in addition to 
foreign currency deposits at Offshore Banking Unit. 


www. unionbankofindia.com 


Union Bank of India 
Good people to bank with 
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NEWS ROUND-UP 


Will Cover Get Costlier? 


With reinsurance now taxed, there's every 
chance of premiums getting hit. 





Taxing reinsurance: Likely to backfire 


FIVE YEARS AGO, THE INSURANCE SECTOR WAS OPENED UP 
ostensibly to increase affordability and penetration. 
But the Budget proposal to extend the 12 per cent serv- 
ice tax to reinsurance can only make the cover, espe- 
cially non-life cover, less affordable. In the short run, pre- 
miums are expected to be hiked by about 2 per cent, 
but in the long run, rates might go up by as much as 5 
per cent, say industry sources. 

With the service tax exemption given to reinsurance 
now gone, the primary insurers are going to have to bear 
the tax on inward and outward reinsurance contracts. 
When insurance agents were brought under the serv- 
ice tax net in 2002, the insurers took on the burden, 
thus, sparing policyholders. This time around, they might 
not be so willing. 

“Already, the industry is reeling under loss-making 
portfolios such as motor and mediclaim. A tax on 
reinsurance will aggravate the situation further,” says 
K.N. Bhandari, former chairman of New India 
Assurance. “Premiums,” he says, “are bound to go up.” 

With detariffing, insurers were expected to anyway 
increase premium rates on all personal lines of business 
like mediclaim, personal accident, and motor insurance. 
Now, companies are likely to take this chance to fac- 
tor in the service tax hike as well. Says M.K. Garg, 
Chairman and Managing Director, United India 
Insurance: “Premiums will increase initially by the 
amount of the service tax, but we foresee additional 
increases subsequently.” 

The basic cavil, though, is at the idea of levying 
service tax on premiums. Insurance is a contract to 
compensate a person for losses suffered; ‘service’ 
comes in only at the time of settling claims. Perhaps, 
then, it could be called a premium tax, but taxing pre- 
miums is aS unreasonable as taxing bank deposits or 
the issuing of passbooks. 

NITYA VARADARAJAN 
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Some Good, Some Bad 


GOOD NEWS FOR CLOSE-ENDED SCHEMES—THE BUDGET BROUGHT 
them in from the cold by allowing them to pay tax-free div- 
idends. Earlier, investors in close-ended schemes were 
paying 10 per cent dividend tax and 10.2 per cent service 
tax. However, some anomalies, like double taxation, 
remain, with investors paying tax both when the fund 
buys/sells equity and when it redeems units. As JP Morgan's 
CEO designate Krishnamurthy Vijayan says: “This is bad for 
the overall growth of the mutual fund industry.” The other 
concern pertains to the redefinition of equity-oriented 
schemes as those having more than 65 per cent equity 
exposure. Says Ajay Bagga, CEO, Lotus India AMC: “The 
concept of balanced funds disappears; funds have to 
aggressively invest in equity.” This increases risk, but industry 
watchers point out that most schemes constantly tweak their 
equity exposure and since it is the annual average exposure 
that’s calculated, risk could still be kept under control. 
MAHESH NAYAK 


Top 5 Close-ended Schemes 






BOB Equity Linked Saving Scheme 97 





Morgan Stanley Growth Fund | 9599 |. 
Sundaram Tax Saver 97 65.44 
Birla Taxplan 98 95888 
Sundaram Taxsaver 98 93.94 

*0п March 10, 2006 Source: MutualFundsindia.com 


Traveller's Checks 


TRAVELLING? NOW YOU CAN BUY YOUR FOREIGN EXCHANGE, 
book your air tickets, call your host in the UK, and even 
send her a thank you gift—all from under one roof. 
Logistics player AFL has launched TouchWorld stores, a 
format that offers a whole gamut of services like forex, 
money transfers, international telephony, courier, travel 
insurance and e-ticketing. The first store is in Mumbai, 
and AFL Chairman and MD Cyrus Guzder plans to soon 
extend it to all major cities: "By 
end-2006, we will roll out 20 more 
outlets across the metros, Pune, 
Ahmedabad and Kochi." From per- 
sons of Indian origin, to inbound 
tourists, to Indian travellers, the 
store has caught the fancy of a lot of 
customers. The benefits include no 
transaction fees on foreign exchange 
and low-cost international telephony, 
but obviously time and convenience 
are the real deal on offer here. 
KRISHNA GOPALAN 


TouchWorld: 
Travellers' delight 
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Two year, Full-time, Campus Programs at Hyderabad. 











Highlights 
* Full-time programs organized in * Active Industry Interface through Internship 
4 semesters in 2 years and Projects 
* Competent and committed faculty * Merit Scholarships 
e Emphasis on case-based learning • Stipendiary Assignments / Assistantships 
+ Well-equipped Library and Computer facilities + Bank Loans 
¢ Soft Skills Training and IT Training * Excellent Career Opportunities 
* Unique 16-week summer internship * Placement Assistance 
Eligibility 
e Graduation (any discipline) € Final year degree students awaiting results. 
Selection 


Through MS programs Entrance Test (MSET) on April 23, 2006 at 59 test centers all over India. 
(Certain categories are exempted from MSET 2006) 


Classes from 
June 01, 2006 at Hyderabad. 


For Prospectus and Application, please send a DD for Rs.500 drawn in favor of “ICFAI A/c MSET", 
payable at Hyderabad, to: Campus Programs Admissions Department (CPAD), ICFAI, 45, Nagarjuna Hills, Punjagutta, 
Hyderabad - 500082. Tel : 040-23435328/29/30/45. Fax : 040-23435347/48. Email: cpadhq @icfai.org 


Visit us at: WW¥w.icfali.org/mset 
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Rates Ride North 
Banks might soon close the interest rate gap 
between FDs and small savings. 
Long-term Deposit Earnings 
SBI 5+ 6.5 
IDBI Bank 5-10 7.0 
*|nterest rates for deposits below Rs 15 lakh Source: Banks 


PANICKING AT THE DECLINING FLOW OF LOW-COST 
deposits, banks had made a strong pre-Budget 
pitch to North Block to extend tax breaks to 
bank fixed deposits (FDs). This would have been 
much welcome to the beleaguered risk-averse 
investor too. Rather than concede the point fully, 
though, P. Chidambaram typically gave some 
partial relief. He drew long-term bank deposits (five 
years and above) into the overall Rs 1 lakh limit 
allowed under Section 80C. 

Experts argued that if you had to lock in your 
money for five years, you might as well lock it for 
six years and get 8 per cent returns from NSCs 
(National Savings Certificates). Now, apparently 
recognising the flight of long-term money, banks 
are set to push up interest rates on FDs. 

ICICI Bank has set the ball rolling with a 50 
basis point hike in rate to 7 per cent for fixed 
deposits of five years and above. IDBI Bank is also 
giving 7 per cent for similar deposits. Other banks 
likely to follow suit: HDFC Bank, Allahabad Bank 
and Canara Bank. In fact, most banks are already 
offering over 7.5 per cent for bulk deposits of over 
Rs 15 lakh, but this hike will be a boon for 
small investors. According to G.V. Nageswara 
Rao, CEO (Commercial Banking), IDBI Bank, in a 
rising interest rate scenario, there is a strong 
possibility of long-term bank deposit rates closing 
in on postal savings rates. 

In fact, given the scorching credit growth in 
the economy, bankers are also under tremen- 
dous pressure to hike deposit rates to mobilise 
low-cost funds. As things stand now, the 
interest rate differential between bank deposits 
and small saving schemes is not much; and 
the long-awaited demand of bankers for mar- 
ket-linked postal savings rates may well be 
around the corner. 

ANAND ADHIKARI 
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SMARTBYTES 


Look Beyond The Ad 


IT LOOKS LIKE ANY OLD DIVERSIFIED FUND BUT THERE'S A CATCH—THE 
Reliance Equity Fund is using derivatives as a hedge against risk. 
“This is also the first time a fund has categorically announced tak- 
ing short and long positions in the market,” says Hemant 
Rustagi, CEO, Wiseinvest Advisors. While primarily investing in 
equity, the fund will enter derivatives based on the month-end 
weighted average P-E ratio of the S&P CNX Nifty. So, if the fund 
P-E is 12, the fund can hedge 0-10 per cent in derivatives; or 
even go up to 100 per cent if the index P-E is above 28. 
While interesting, the strategy is too risky for first-time investors. 
It works for those looking to enter derivatives. Says Rustagi: 
"Investors are taking the ad at face value; they don't realise that 
a wrong call can completely erode their capital." 


MAHESH NAYAK 
Fund Facts 


€ Portfolio allotment 


@ Benchmark 





*On exit within six months; 1.0095 on exit within 12 months 


Source: MutualFundsindia.com 








Toeing The Line 


AFTER IRDA'S (INSURANCE REGULATORY AND DEVELOPMENT AUTHORITY'S) NEW 
norms for unit-linked policies (ULIPs) came into effect from 
December 2005, ICICI Prudential has come out with the first mod- 
ified unit-linked life plan. However, there aren't any major surprises 
in LifeLink Super. From an earlier lock-in of one year, the policy now 
comes with a three-year lock-in, after which partial withdrawals will 
be allowed. Also, the net asset value (NAV) of the scheme will be 
disclosed from the very first day. But you also pay a higher 2.25 
per cent fund management charges (hiked from 1.5 per cent). The 
single premium plan allows policy- 


the premium, and is mainly aimed 
at people with variable incomes. 
Says Shikha Sharma, MD and CEO: 
"LifeLink Super does not dilute the 
concept of life insurance as a long- 
term instrument for protection and 
wealth creation." 

MAHESH NAYAK 


VIVAN MEHRA 





Knowledgeware ES 


Jor profitable 


` 


Cygnus is а world-class knowledge products and services organization focused on 
enabling its customers grow profitably. 


Cygnus publishes a range of Business Intelligence products like Country Reports, 
Global Industry Insights, Global Industry Monitors, China Industry Monitors, Indian 
Economy & Industry Monitors and Quarterly Performance Analysis of Industries & 
Companies (QPAC). They cover a range of sectors - both manufacturing and services 
and provide the needed knowledge inputs for decision making. 


Besides, Cygnus takes up customer specific projects in areas like Industry Surveys, 
Market Entry Strategies, Techno Economic Viability Studies and Equity Valuations. 


Our prestigious customers include industry and trade associations (Cll, FICCI), banks, 
(SBI, SBH, UCO Bank, United Bank of India), corporates (Dr. Reddy's Labs, HPCL, 
Kodak, Nicholas Piramal, Monsanto, TCS, Wockhardt) and business schools (IBS, 
ISB, NITIE). 


Cygnus 


Business Consulting & Research 


Auowledge partner for profitable growth 
Cygnus Business Consulting & Research 
4th & 5th Floors, Astral Heights, 

Road # 1, Banjara Hills, Hyderabad - 500 034, 
Tel: 040-23430202-07, Tele Fax: 040-23430201, 
Email: info@cygnusindia.com. 








www.cygnusindia.com 





Branches : 
Bangalore 51311229 € Chennai 42122158/819 € Kolkata 22890642/3 € Mumbai 228706 12/4 € New Delhi 51520651/2 
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China Industry Monitors 
Rs. 15,000 for 12 Issues 





Indian Economy & Industry Monitors 
Rs. 15,000 for 12 Issues 





Industries and Companies 


Sucre bur industy anos rie or by 
contacting us at · infogcygnusindia.com 
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That Three-Letter Word 


Scrambling to file your income tax returns? Run a quick check to see if you 


are doing it right. RITWIK MUKHERJEE 


IME AND TIDE WAIT FOR NO 
man. Add that other dreaded 
T word to the list—tax. 
Chances are you are still scrambling 
for forms and frantically calling 
your CA (chartered accountant). 
Ideally, of course, it should not be 
this last-minute rush. *The compu- 
tation of expected total income and 
the tax on it should be made at the 
beginning of the new financial year, 
and reviewed sometime in the latter 
half," says Narayan Jain, a Kolkata- 
based rr consultant and advocate. 
Getting into this habit can be a 
struggle, but it's worth it. 

You must ensure that you make 
the most of all deductions and 
rebates. Drawing up the most effi- 
cient tax-planning avenue should be 


Gomak again: To file IT returns 


Income is taxable under three slabs 
Up to 1 lakh p.a. ER FY) I ES 


, 1,00,001-1,50,000 
an important part of your financial 
plan. Let's take a quick look at the 1,90,001-2,90,000 
basics of tax planning as eligible 2,50,001 plus 
for fiscal year 2005-06. Figures in Rs 


Max Those Breaks 
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*|ncluded under Sec. 80С in Budget '06 N.A.: Not applicable 
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For the current year, the one- 
by-six criteria is still operational, so 
even if you fall outside the tax 
bracket, you have to file returns if 
you fulfil one of six conditions— 
ownership of car, home, club mem- 
bership, etc. Forms and challans are 
available online, making filing easier. 
Deductions: Almost all tax deductions 
have now been clubbed under the um- 
brella of Section 80C, with an upper 
limit of Rs 1 lakh. Try to make the 
most of this section. If you pay tax at 
the highest rate of 30 per cent, you can 
save as much as Rs 33,600 in taxes if 
you invest Rs 1 lakh in the products el- 
igible under Section 80C. Exemptions 
under this section lower your total 
income by Rs 1 lakh, and it’s avail- 
able to people in all income brackets. 

The instruments available under 
Section 80C (see table) include your 
contribution to the Employees' 
Provident Fund (ЕРЕ), Public 
Provident Fund (PPF), life insurance 
premiums, equity-linked savings 
schemes, the principal on housing 
loans, tuition fees (two children), 
pension schemes of mutual funds, 
and National Savings Certificate 
(NSCs). Except for РРЕ, which has a 
ceiling of Rs 70,000, you can put 
the full Rs 1 lakh in any one or a 
combination of these. 

Plus, you can invest a maximum 
of Rs 10,000 in pension funds of 
insurance companies under Section 
80CCC, but subject to the overall Rs 
1 lakh cap. In Budget 2006, this will 
come under Section 80C. Under 
Section 80D, you continue to get 
tax breaks on mediclaim premiums. 

As you can see, filing returns is 
getting simpler, but the quantum 
of deductions and rebates is being 
steadily reduced. Make the most of 
them while the going’s good. 


bt 
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What's riding high, what's riding low post-Budget? The 
market makes up its mind. ANAND ADHIKARI 


ORTH BLOCK MIGHT FRAME 

policies but you have to 

turn to Dalal Street to 
gauge the reaction from Corporate 
India. Sure, the Street is run by 
punters but it is still the best place to 
judge how investors are reacting to 
changes in official policy. 

In the fortnight following the 
Budget, the stock market has risen 
and fallen, and much has been writ- 
ten about its reactions. Finally, 
though, the dust has settled and it is 
fairly clear that the market has dis- 
covered its winners, losers and 
upcoming stars. 

So, while the bellwether BSE 
(Bombay Stock Exchange) Sensex, 
has returned 4.69 per cent post- 
Budget, sectors like automobile, 
metals and FMCGs (fast moving 


AUTO 





BSE AUTO INDEX 


STOCK PERFORMANCE 
Maruti Udyog 
Tata Motors 


POST-BUDGET** % CHANGE 


consumer goods) have out- 
performed it. Equally, while some 
stocks like Gujarat NRE and GAIL 
(India) Ltd have tanked, some oth- 
ers like BHEL (Bharat Heavy 
Electricals Ltd) and Suzlon have 
returned 11-18 per cent during this 
period. Obviously, the Budget has 
meant different things to different 
segments. Here’s a look at just how 
it has impacted individual stocks, 
and how you should be reading 
between the lines. 

Automobiles: The automobile sec- 
tor is the biggest gainer from this 
Budget. Riding high on the incen- 
tives announced for small cars 
(duties slashed from 24 per cent to 
16 per cent), scrips like Maruti and 
Telco are zooming. Even better, 
some small car manufacturers have 


METAL 


BSE METAL INDEX 








STOCK PERFORMANCE 
Gujarat NRE 
Sesa Goa 


“Index performance in points 


already announced price reductions 
on both petrol and diesel models. 
"This is expected to push volumes 
growth and lead to increased rev- 
enues," says RSM, a leading char- 
tered accountancy firm, in a post- 
Budget analysis. *We also expect 
margins to improve across the 
industry as customs duty cuts on 
aluminium and plastic will result 
in lower raw material prices," says 
IL&FS Investmart, a research firm. 

Metals: The metals sector has been 
on an upswing on the back of rising 
global prices. The Budget cut duties 
on alloy steel and ferro alloys. In 
reaction, steel stocks like Essar Steel, 
SAIL (Steel Authority of India Ltd) 
and Jindal are doing comfortably 
well. The Tata Steel stock has gone 
up close to 10 per cent to Rs 470 
per share. The increasing focus on 
infrastructure projects is driving 
steel stocks. However, the reduction 
in customs duties on aluminium 
and copper is expected to impact 
the profitability of aluminium and 
copper players, while the duty cuts 
on ores and concentrates will impact 
raw material manufacturers. 
According to Capital Markets, a 
brokerage firm, companies like 
Hindalco, NALCO (National Alum- 
inium Company Ltd) and GMrx 
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(Gujarat Mineral Dev- 
elopment Corporation) 
will be affected by the 
duty cuts on ores and 
concentrates, 

Power: The finance min- 
ister's proposals to 
enhance power genera- 
tion and reform the trans- 
mission and distribution 
sector has fired up power 
stocks. Public sector BHEL 
will be a major beneficiary 
of the five new ultra-mega 
(4,000 Mw) power proj- 
ects that the government 
plans to award before the 
year-end. Another gainer 
is Suzlon, which spe- 
cialises in wind power 
solutions and stands to 
benefit from the govern- 
ment’s focus on non-con- 
ventional energy sources. 
Finance Minister P. 
Chidambaram said the 
10th Plan target of 3,075 
MW of installed capacity 
for non-conventional 
energy was surpassed last 
December. The current 
capacity: 3,650 MW. 
Suzlon, which has suc- 
cessfully developed some 
of the largest wind power 
projects in Asia, has been 
attracting a lot of atten- 
tion on the bourses. 

Oil and Gas: Completely 
neglected in the Budget, 
stocks of most oil com- 






RETAIL 
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OIL AND GAS 


POWER 


STOCK PERFORMANCE 
BHER Arava 
Suzlon Energy 
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panies have declined 
sharply in the last fort- 
night. The Budget has 
hiked the cess payable on 
domestic crude from 
Rs 1,800 per tonne to 
Rs 2,500 per tonne. This will 
adversely impact exploration and 
production companies like ONGC 
(Oil and Natural Gas Corporation 
Ltd) and оп (Oil India Ltd). Many 
brokerage houses have lowered the 
2006-07 earnings forecast for ONGC 
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by 6-7 per cent. IDBI Capital Market 
says the increase in cess will result in 
an outgo of Rs 700 per tonne of 
production. Similarly, the import 
duty on petrochemicals has been 
reduced; this could affect companies 
like 1РС1. (Indian Petrochemicals 


Source: BSE 


Corporation Ltd), GAIL 
and RIL (Reliance 
Industries Ltd). The 
import duties have been 
reduced on plastics (PP/PE 
or polypropylene/poly- 
ethylene) to 5 per cent 
from 10 per cent, and on 
polyester and polyester 
intermediates to 10 per 
cent from 15 per cent. 
Retail: The market has 
been slow to react to the 
retail sector even though 
the Budget has favoured it 
with many benefits. The 
excise and custom duty 
rationalisation on man- 
made fibres, yarn and raw 
material is expected to 
have a positive effect on 
the apparel segment. 
Similarly, the duty cut 
from 16 per cent to 8 per 
cent on ready-to-eat pack- 
aged foods and instant 
mixes is expected to 
increase sales of these 
products. Footwear is 
another item where duties 
have been reduced. 
FMCG: This is another 
sector that’s riding high 
in the post-Budget phase, 
following a long period 
spent away from the arc 
lights. The Finance 
Minister has lowered the 
excise duty on products 
like condensed milk, 
pasta, ice cream and 
instant mixes, and has 
also cut customs duty on 
some raw material like 
non-edible oils. Food 
processing has been 
treated as a priority sec- 
tor, and banks have been directed 
to funnel more money into it. “We 
expect FMCG companies to gain the 
maximum in the long run since this 
sector has under-performed the 
overall market in the last three to 
four years," says a research analyst. 
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A Siren Song 


NFOs have given great returns but take care— 
they come with high risk. 


HE GROWTH IN MUTUAL FUND CORPUSES HAS COME 
ү бимен ely from investors buying units їп 
new fund offerings (NFOs), often at the cost of existing 
funds. Fund managers, collecting humungous amounts 
through this route, aren't complaining. 

Neither are investors—they pay less for NFOs 
since there's no entry load here compared to 2.25 per 
cent for existing funds. Says Rajiv Shastri, CEO, Sahara 
Mutual Fund: "Indians don't like to pay for services, 
which is why NFOs are receiving huge inflows com- 
pared to existing funds." But high outflows have made 
fund houses charge exit loads for both existing and new 
funds. So, an NFO investor, who stays invested for even 


Funds Come Lately 






SBI Magnum 
Midcap 







Franklin India 
Flexi Cap 


*On March 13, 2006 


All returns are absolute (саре) Source: MutualFundsindia.com 


one year, pays 1 per cent exit load and 1 per cent for 
expenses (NFO expenses are 5 per cent of corpus 
Spread over five years), while an investor in an existing 
fund pays an entry load of 2.25 per cent plus an exit 
load of 1 per cent. 

Luckily for investors, NFOs have given excellent 
returns in this bull market, and most have outper- 
formed the Sensex. The 24 NFOs launched in the last 
six months-to-one year gave an average six-month 
retum of 51.6 per cent; the corresponding Sensex fig- 
ure is 49,8 per cent. 

Unfortunately, this tempts investors into thinking 
NFOs are manna from heaven. Says Hemant Rustagi, 
CEO, Wiseinvest Advisors: "In today's market, 
outperforming the broad market is not difficult." But 
NFOs have no track record; so, the problem starts when 
you invest blindly. "It'S a huge risk," says Rustagi. 

Bottom line: Sure, take advantage of the bull 
run, but for long-term and comparatively safe returns, 
stick to existing funds with a good track record and 
high peer group ranking. 

MAHESH NAYAK 
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Value-picker's Corner 


BSE adjusted closing prices Daily market cap on BSE 
. (in Rs) (in Rs crore) 
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TAMIL NADU NEWSPRINT AND PAPERS LTD; PRICE: RS 119.25 


AMONG THE MOST EFFICIENT PAPER COMPANIES, WITH A STEADY 
EBIDTA (earnings before interest, taxes, depreciation and 
amortisation) of around 25 per cent for the last four quar- 
ters, TNPL's results this fiscal bode well (estimated PBT or 
profit before tax: Rs 95 crore; estimated turnover: Rs 810 
crore). Paper prices went up four times in the last fiscal and 
excise duty has been reduced from 16 per cent to 12 per 
cent. TNPL has capex plans worth Rs 565 crore underway, 
and expects turnover to touch Rs 1,000 crore by 2007-08. 
With a projected EPS (earnings per share) of Rs 15.2 for cal- 
endar 2007, it is quoting at a forward P-E of 7.4, and is 
both a good short- and long-term buy, says Rohan Gupta, 
Research Analyst, Emkay Share and Stockbrokers. 

NITYA VARADARAJAN 


Trend-spotting 
FROM THIS APRIL, BE PREPARED TO TAKE 
your PAN (permanent account num- 
ber) very seriously indeed. Sebi 
(Securities and Exchange Board of 
India) making the PAN compulsory 
for demat accounts looks to be the 
forerunner to its emergence as the 
all-purpose citizen's ID card. PAN 
has become vital for most financial 
transactions—IPO (initial public 
offering) investments above Rs 1 lakh, savings bank deposits 
above Rs 10 lakh, or property transactions over Rs 30 lakh 
will all require this number. Say NSDL (National Securities 
Depository Ltd) officials: “In future, any high-value transaction 
like car or airline ticket purchases, or even paying hotel bills 
will require PAN.” The recent discovery of over a million 
duplicate PAN numbers does not augur too well but cross 
your fingers and watch this space. ш 

MAHESH NAYAK 
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As business evolves, so do 


Notes author Sheldon Rampton: 


‘Three trends related to globalisation are driving the 
rise of CSR: the rising protest movement against 
economic globalisation, the ‘war on terrorism’ that 
began on September ll, and recent corporate 
scandals.’ 


By the 1990s, the rate at which the world consumed 
its natural resources, such as water, clean air and 
vegetation, had reached 125% of the rate at which 
they can be renewed. In other words, we have begun 
to erode our natural capital. And by the 1990s, the 
rich had got so rich that merely 1% of the wealth of 
the hundred richest persons in the world could 
provide free primary education to all the children in 
the world! 


Therefore, experts say that we have to rethink the 
very concept of corporate social responsibility. CSR 
must be directed to two objectives. One is to reduce 
corporations’ net consumption of natural resources to 
zero and thereafter to add back resources to the 
environment. The other is to create a pattern of 
economic activity by which poor people in the 
communities and countries in which the corporations 
operate can see a direct connection between the 
growth of the corporations’ activities and profits and 


their own incomes. 


The role of corporations cannot be limited only to 
producing financial value for financial investors. It 
must encompass the production of value more 
broadly defined and from the perspective of many 
stakeholders - within which financial value for 
financial investors would have to be an essential 
component, It therefore follows that CSR managers 
cannot be expected to rethink the core purpose of the 
corporation and its central business model. This is 
the job of the CEO and the board. Therefore, only 
when we see CEOs and not CSR managers at CSR 
meetings, and only when we hear these CEOs talk 
about something more than their philanthropic 
activities, will we begin to address the deep 
conceptual crisis in CSR. 





IMPACT FEATURE 


Defining Objectives... Measuring Results 


L&T's Professional Approach to Community Welfare Produces Results 


In an area where sentiment is generally seen as the driving force, L&T seems to be securing 
remarkable results through its determination to adopt a level-headed, hard-nosed approach. 
L&T addresses its CSR issues in a manner that mirrors its approach to its core business, viz: 
clarity in defining objectives and a consistent and replicable model in achieving them. Driven 
by strong management commitment, L&T's social initiatives embrace the areas of health, 


education and environmental conservation. 


AIDS/HIV Initiatives: Perhaps India's first corporate 
to launch a concerted battle against HIV/AIDS, way 
back in 1985, L&T is today one of India's few 
companies to have an HIV / AIDS policy. It also offers 
free testing and counselling. 
Ў “HIV AIDS AWARENESS” 
| ОИТ OCTOBER $, 2005-10 дя. 
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L&T received 
an award from 
Global 
Business 
Council 
(London) in 
1999 for 
Business 
Excellence in 
HIV/AIDS. 






Family Planning services include counselling and 
cash incentives for sterilization. 


Mothercare: Free or subsidised services safeguard 
female health. 


Childcare: At L&T's welfare centres, childcare begins 
even before birth, through maternal care. Post-natal 
care includes immunization against 
common childhood disease, 
promotion of breast-feeding and 
malnutrition management. 


Communication — a vital health 
channel: Combating ignorance with 
information, L&T creates health-care 
awareness on TB Eradication, HIV 
awareness, etc. L&T also trains NGO 
health workers to disseminate the 
message of prevention. 


Tuberculosis: Diagnosis and monitoring of TB cases. 


The Gift of Sight: Regular eye check-ups, eye camps, 
screening for glaucoma and cataract are part of L&T's 
ophthalmology services. 


.. EDUCATION 


L&T moulds the minds that mould the nation. From 
computers to counselling, L&T has enhanced the 
lives of underprivileged children. 


Schools: L&T runs balwadis, provides support to 
village schools (infrastructure, teaching aids, 
enhances learning of maths, English, social skills, 





etc.), and constructs schools. 


L&T-Build India Scholarship: Each year, L&T gives 
40 promising engineering graduates the opportunity 
to undergo the prestigious M.Tech Programme at IIT 
at L&T's cost. 


Construction Skills: Six training institutes impart high 
quality training їп construction skills. 


Adult Education: L&T organizes courses for rural 
electricians, dropouts, the HIV-affected, etc. 


ENVIRONMENTAL CONSERVATION _ 


Pollution-controlled Processes & Practices are 
undertaken at L&T's factories. Hazardous materials 
have been replaced with safer ones. L&T also builds 
pollution-control plants for industries. 


Greenery — beautiful, beneficial: Around 35% of the 
land at L&T's factories has a green cover, nurtured 
using organic fertilizers and recycled water. L&T 
undertakes large-scale tree-plantation and maintains 
gardens and lawns in cities and towns. Afforestation 
projects in rural areas foster a good monsoon, so 
essential in an agrarian economy. 


OTHER INITIATIVES - 


^ Employee Volunteering: Using 
FT their own time and resources, 
E many L&T employees and their 
| spouses have taken initiatives that 
help improve the lives of the 
marginalized. They teach in 
municipal schools, generate 
funds for those who work among 
the poor, and volunteer as faculty 
and resource persons for 
academic institutions and NGOs. 





A patch of green in the concrete jungle - Maheshwari 
Udyan at Mumbai, sponsored by L&T. 





responsibility (CSR) is born. In today's environment, besides generating profits and employment, there is an ever - 


\ s organisations grow and prosper, wealth creation takes on a larger meaning, and this is where corporate social 


increasing necessity for business enterprises to be responsible towards social issues. At HDFC, India's pioneer housing 
finance company, this responsibility was embraced in its nascent years and has since grown to encompass a variety of initiatives 
such as education, healthcare, child development, livelihood support, housing and natural environment among other emerging 


needs. 


Walking the high ground 


HDFC was incorporated іп 1977, with the prime objective of 
meeting a social need -- that of promoting home ownership 
by providing long-term finance to the Indian middle class 
households. An activity, which had a latent societal benefit, a 
model that served both business propositions and the society 
at large. CSR has been an evolving concept at HDFC, akin to 
the company's ‘learning by doing’ philosophy. Its relationship 
with the society within which it operates is synergistic, based 
on mutually beneficial ties and is encouraged and sustained to 
build a better tomorrow. 


A structured approach 


In terms of social commitment, HDFC's approach has been 
to make a positive contribution to economic development 
while improving the quality of life. Built on the core values of 
fairness, kindness, efficiency and effectiveness, HDFC, from 
its very inception injected social responsibility into the core 
component of the business and focused on ethics, 
transparency and good governance. 


HDFC's efforts over the years towards economic and social 
upliftment of the marginalised sections of the society is being 
accomplished by adopting different structured mechanisms, 
which address a diverse set of socially relevant issues. 


The development initiatives at HDFC have largely 
constituted an extension of its core business involving: 
(1) provision of innovative financial products targeting the 
low income communities and (2) extending financial support 
by way of grant funding towards development initiatives that 


encompass varied social sectors. 


Philanthropic Initiatives 


The Shelter Assistance Reserve, (a fund supporting 
worthwhile projects undertaken by NGOs, community 
groups, local bodies and others), was set up to commemorate 
the beginning of HDFC's second decade, symbolizing 
HDFC's inclination to respond to wider societal needs, an 
understanding that grew out of a conscious realisation that 
housing is a process intricately connected to all other aspects 


of living. 


The Reserve is primarily utilised for the provision of grants to 
NGOs, and, in select cases, for making soft loans for 
development projects, as also equity investments towards 
institutional development. The use of the Reserve covers the 
areas of education, causes of the disabled, child welfare 
programmes, community development initiatives, 
infrastructure and heritage and environment programmes to 
name a few. At appropriate times, this Reserve is utilised 
towards providing relief and rehabilitation support to victims 
of calamities, both natural and man-made. The scope of the 
Reserve is as wide as possible and this allows the company to 
respond to different situations and challenges appropriately 
and flexibly. The Reserve has grown to become an integral 
partof HDFC's philosophy. 


Shelter Credit for the Informal Poor 


HDFC's response to the need for better housing and living 
environment for the poor materialized in its collaboration 
with Kreditanstalt fur Wiederaufbau (KfW), a German 
development bank. This partnership has enabled HDFC to 
offer affordable credit to the economically weaker sections of 
society. Hands-on involvement in the absence of contractors 
has resulted in the construction of good quality houses at 
lower costs, and the high recovery rates have demonstrated 
that the poor are indeed bankable. Moreover, HDFC's 
schemes are marked by an emphasis on people's participation 
and application of the “self-help” approach, wherein the 
borrowers contribute in terms of locally available building 
materials and labour. 
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 HDFC has been quick to 


Holi Village, Maharashtra. The 


Initiatives in Micro-Enterprise Financing 


HDFC has been a strong advocate for the development of the 
Indian micro-finance sector. Some of its initiatives include 
conduction of pioneering research studies, workshops, 
financing of the implementation of rural livelihood projects, 
participation in national and international forums and equity 
investments into professional micro-finance institutions 


(MFIs). 





In 1997, HDFC introduced a new flexible financing 
instrument called the 'micro-enterprise finance facility’ (МЕЕ), 
which can support any income generation or livelihood activity 
whether in the farm or the non-farm sector. Utilised by 
organisations from development NGOs to professional MFIs, 
this scheme has seen 100% recoveries. 


The operations pertaining to the MFF and low cost housing 
initiatives of HDFC are co-ordinated and managed by the 
widespread network of HDFC offices, and these products 


have been streamlined into the normal business activities of 


HDFC. In all, HDFC has evolved a lending relationship with 
NGOs / MFIs across India, representing a large community 
base at regional and district levels. 


Response to Natural Crises 


respond to crisis situations; 
one of the initiatives being 
rurdl housing for the 
earthquake-affected victims at 


village was adopted by HDFC 
for reconstruction, subsequent 
to the earthquake of 1993 in 
Latur and Osmanabad 
districts. Similarly, in the wake 
of the devastating cyclones at 
Orissa, HDFC has provided 
grant support to Orissa based NGOs towards relief and 
rehabilitation measures. This assistance has been directed 
towards the reconstruction of destroyed houses and 
community infrastructure in the coastal areas to benefit the 
worst affected rural poor. 
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HDFC responded in a larger role in the aftermath of the 
January 26, 2001 earthquake that devastated several villages 
and urban towns in 21 districts of Gujarat. Apart from 
contributing towards the immediate relief operations, HDFC 
has helped reconstruct close to 10,000 houses through various 
implementing agencies in Gujarat. Besides providing housing, 
HDFC has also worked towards rchabilitation and economic 
development of the affected population. Much recently, 
HDFC also responded to the Tsunami tidal wave disaster. 


Socially Responsible Investments 


Since HDFC is in the private domain, any fruitful association 
with the public sector that leads to an improvement in the 
quality of life of the marginalised or the public at large has 
been valued. In order to build experience in savings and credit 
organisations at the ground level, HDFC invested in a 
pioneering MFI- the Indian Association for Savings and Credit 
(IASC). IASC is the outcomes of a seven-year association 
between the Palmyrah Workers Development Society (a south 
based NGO) and HDFC, which came together as equity 
partners to combine community skills with financial expertise. 


Employee Commitment 


HDFC has always been open to leveraging its core strength- 
The employees, for the benefit of the social sector in India. 
Often, this has been by way of employees encouraged to 
participate in various events and activities of charirable trusts 
and NGOs that are dedicated to a broad spectrum of social 
causes. For instance, very recently, HDFC had collaborated 
with a Mumbai-based NGO working for street and slum 
children, for a mentorship programme facilitating interaction 
between students from Municipal schools and volunteers from 
HDFC who act as their mentors. 


HDFC's long-standing approach has been socially responsive 
actions primarily aimed at enhancing the quality of life of 
community members, without ruling out the importance of 
profits. At HDFC, every individual shares in the thought of 
being compassionate, touching the lives of people around 
them and striving to give back to the society what has been 
received. For the company, CSR is nota duty; it is an emotional 
and principle-centred initiative that is part of its existence. To 
HDFC, business is not merely about earning profits, but a way 
through which they provide an essential and valuable service to 
society. B 
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small farmer into a micro-entrepreneur and bringing water 
back to more than 40,000 drought -hit families. 


Environmental engineering services pioneer, Thermax, led 
by Anu Aga takes corporate social responsibility very | Green and organic movements are gaining muscle 
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Introducing DESH VIDESH 206 


Now avail free tickets to any one International destination on Indian's network based on total value of your domestic 
travel between 6th February and 5th May, 2006. So welcome aboard, fly more and more on Indian and enjoy the 


pleasure of free international travel. 
Total Value* of Domestic Travel , Free International Ticket(s) Offer 
1 Round Trip Economy Class Ticket 
1 Round Trip Business Class Ticket 


2 Round Trip Economy Class Tickets 
2 Round Trip Business Class Tickets 
Exclusive of PSF: 


Free ticket(s) are transferable and may be used for domestic flights. 
ir 


Indian Airlines Limited 
New horizons. Enduring values. 
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Fueled by 
AZ HP Aviation 
А business unit of Hindustan Petroleum Corpn. Ltd 
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BECKONING CAREERS 


Wanted Project Managers 


There’s a huge shortage of project managers in the country. 
Result: companies are offering higher salaries and better growth 





PROS AND CONS 
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Talent Crunch: Infrastructure growth has lead to an acute shortage of 








зуу 
Ж BOY = yi 


t. 
te 
~. 


тапарегѕ 


A career іп project management сап 
be very rewarding, but there are some 
downsides as well 





if 


= Record number of greenfield and 
brownfield projects over the next four to 
five years will provide tremendous op- 
portunities for employment and growth. 


= Professionals will get exposure to 
global scale projects. 


= Professionals will get exposure to 
international best practices. 


= Salaries are expected to shoot through 
the roof. 


= Expected manpower crunch will lead to 
heavy demand for talented professionals 
within the sector 


= Large projects are extremely compli- 
cated. Professionals have to constantly 
upgrade skill sets and keep abreast of 
the latest technologies and trends 
worldwide. 


* Job may require long periods of stay on 
remote sites with limited comforts. 





NDIA INC IS ALL DRESSED FOR THE more new roads and highways, = There can be safety concerns de- 
Г ball, but is sud- ports, airports, Export Processing pending оп local law and order situation. 
denly discovering that there Zones, Special Economic Zones, 
aren't enough suitable boys to escort railway corridors, etc. They present — * Project schedules can be affected by 
it to the dance. Everybody and his а huge political and logistics chal- local factors. This can impact career 
uncle are bullish on India. Several lenge. Now, a new variable has assessment and progression 


hundred thousand crores of rupees 
have been earmarked for invest- 
ment in the country's infrastruc- 
ture sector. On the anvil are many 


When infrastructure projects were opened up to private - 
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entered the equation: there aren't 
enough project managers around 
to handle all these projects. 
Estimates of manpower shortage 


= Inadequate infrastructure and poor 
logistics can impact career 
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What is project management? Project management lies at the core of infrastructure proj- 
ects and pertains to the planning and directing of materials and human capital resources to 
achieve given objectives in a timely and cost-effective manner. Aspects of Project 











Skill Search: GVK Industries’ Reddy 


in the industry vary from a few 
hundreds to several thousands. This 
obviously means that there are huge 
opportunities for talented and amb- 
itious veterans, freshers. and wann- 
abes alike. “The shortage of man- 
power in the construction and infr- 
astructure sector is a result of the 
manner in which the industry has 
developed in India,” says Arun 
Mahapatra, Managing Partner, 
India, Heidrick & Struggles, a lead- 
ing executive search firm. Big ticket 
infrastructure projects were, till 
recently, almost exclusively a public 
sector monopoly. When these proj- 
ects were opened up to private 
companies, they poached experi- 
ence project managers—who hold 
the key to the successful imple- 
mentation of any project—from 
psUs and soon used up the entire 
gene pool. But the supply pipeline 
wasn’t equipped to handle the 
exponential growth in demand. 
Result: the current shortage. 

The peculiarities of the profes- 
sion ensure that this gap will not 
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i Planning the work 


a Directing activities 
"Estimating the resources required Controlling project execution 
-= Organising and scheduling the work = Reporting progress 
ененнен = Analysing the results based on the 
m Assigning tasks facts achieved 


What skills/qualifications does a project manager require? Typically, technical and 
operational leadership skills are required, because there is a need to multi-task across var- 
ious functional departments to ensure project execution. An engineering background and some 
business orientation are generally considered essential. 


Can these skills/qualifications be acquired from institutions or are they purely 
experiential? Engineering and management degrees are obviously acquired from institu- 
tions. But it is equally important for professionals to develop all-round logistics-oriented 
capabilities on the basis of their own experiences. 


Why is there a shortage of project managers in India? The slew of new mega-projects 
on a scale that did not exist in ће past has led to a massive demand for project managers. 
It must also be noted that mega-projects were almost totally a public sector monopoly fill the 
onset of economic reforms. So, the gene pool in this sector did not get a chance to grow. 


What are starting salaries here like? Each sector within this industry has a different salary 
structure. However, senior executives with 15-20 years of experience can expect about 


Rs 20 lakh per annum. Entry level salaries are around Rs. 3.5-5 lakh per annum. 


What about career progression? Career path here will include moving into Profit and 
Loss-led Strategic Business Unit Management, also referred to as sector management. 
Professionals will have to develop leadership skills across functions like operations, finance, 
purchases, marketing and human resources. Sky is the limit for executives who master these. 


be filled in a hurry. A project man- 
ager is essentially a team leader who 
plans, directs and oversees imple- 
mentation of projects (See FAQs). А 
civil engineering degree is sine qua 
non for this profession and a man- 
agement degree helps, but the major 
part of a good project manager's 
skill sets is experiential. He has to 
lead diverse teams, co-ordinate 
between various and—sometimes 
antagonistic—vendors and contrac- 
tors, manage local political and social 
equations and ensure that the supply 
and logistics chains remain well- 
oiled. Unfortunately, no institution 


can teach these skills. According to a 
spokesperson for the Human Reso- 
urce Department at Hindustan Con- 
struction Corporation (HCC), a lead- 
ing erection, procurement and con- 
struction (EPC) company: "Project 
managers need to spend time unde- 
rstanding and learning the practi- 
cal aspects of the construction busi- 
ness and simultaneously learn people 
and relationship management skills 
vis-à-vis owners, vendors, sub-con- 
tractors and allied agencies." 
“There is a shortage of good 
project managers right now,” says 
G.V. Sanjay Reddy, Vice Chairman, 


companies, they poached experienced managers 
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Balancing Act: 


GVK Industries, which recently won 
the bid to modernise the Mumbai 
airport. Not surprisingly, many 
companies are bringing in non-res- 
ident [Indians (NRIs) and expatriates 
to manage their project in India. 
“Lots of expats are coming in at 
the project manager level," says 
Venkat Shastry, Partner, Stanton 
Chase International, another leading 
executive search firm. “This trend 
will continue for the next 3-5 years; 
the demand-supply mismatch will 
balance out only after that," adds 
P.P. Sukumaran, President, Organ- 
isation Development and Total 
Quality Management at GMR 
Group, which had bagged the con- 
tract to upgrade the Delhi airport. 

This shortage of skilled man- 
power and the import of expat 
managers are naturally pushing 
salaries up. Says P.K. Gandhi, 
President, HR and Administration, 
Punj Lloyd: *Huge opportunities 
are opening up in the infrastruc- 
ture sector. This is leading to a lot of 
movement within the industry; and 
this, in turn, is pushing up salaries. 
But you can still attract and retain 
talent if you pay your managers 
well, give them a fair opportunity to 
grow and treat them with respect." 
He adds that Punj Lloyd has not 
faced any shortage of manpower. E. 
Sudhir Reddy, Vice Chairman and 
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P.P. Sukumaran, President, GMR Group and E. Sudhir Reddy, VC & MD, IVRCL Infrastructure Projects 


Managing Director, IVRCL 
Infrastructure and Projects Limited, 
another large player in this sector, 
concurs with Gandhi. “I haven't 
faced any significant manpower 
crunch yet,” he says. “If at all, the 
real shortage is in the blue collar, 
migratory labour, category. Earlier, 
we used to get masons from Bihar 
and rod-benders from Kerala. But 
with activity picking up in these 
states, this kind of labour is now 
difficult to come by.” 

Typically, project managers are 
mid-senior to senior professionals 
with at least 15 years of experi- 
ence. The nuts and bolts of indi- 
vidual projects are usually handled 
by Resident Construction Managers 
(RCMs), who are a rung below, and 
report to, project managers. And 
depending on skills and track 
record, RCMs are promoted to proj- 
ect managers after 5-7 years on the 
job, Says Gandhi: “A young engi- 
neering graduate can join as a grad- 
uate engineer trainee and over a 
period of time, can go on to senior 
management positions. The best 
example I can think of is V.K. 
Kaushik, who joined Punj Lloyd as 
a graduate engineer trainee and 
rose gradually to his current position 
of Joint Managing Director and 
Chief Operating Officer." 


Financial rewards and career 





progression are all very fine, but a 
career as a project manager offers 
some other rewards as well. Most 
Indian companies now operate 
around the globe, so top performers 
are often sent abroad for assign- 
ments that can last up to two to 
three years. Punj Lloyd, Larsen & 
Toubro (which declined to talk to 
Business Today for this report as 
its top brass is preparing for its 
annual general meeting), Tata 
Projects and HCC all have sizeable 
projects abroad and new recruits 
can expect to be posted there (sub- 
ject to meeting performance 
standards) within a reasonable 
period of time. 

L&T Managing Director A.M. 
Naik had told Business Today a few 
months ago that most fresh engi- 
neers were opting for the information 
technology industry, leaving com- 
panies such as his high and dry in the 
recruitment market. But now, with 
salaries heading north, and faster 
growth opportunities becoming the 
order of the day even in ЕР‹ 
companies, engineers may well be 
tempted back to the legacy industries 
that have fallen out of fashion. And 
when they do, the recruitment cycle 
will have turned a full 360 degrees. 

ADDITIONAL REPORTING BY 
SHALEEN AGRAWAI 
AND E. KUMAR SHARMA 
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Good morning Mr. CEO. 
how would you like your coffee? 


With more than 25 years of corporate 
excellence and contribution to the national 
economy, the GMR Group is one of the 
lastest growing private sector 
organisations in the country with interests 
in energy, transportation (roads and 


airports) and manufacturing. 


GMR Industries Ltd. (GIDL), a listed 
company headquartered in Hyderabad is 
engaged in sugar, cogen, distillery and 
ferro alloys at multiple locations with 
major expansion projects in sugar, cogen 
and distillery under execution. The 
company is also exploring diversification 
opportunities in the agri business. A 
company with great emphasis on quality, 
all units are ISO certified. 

Being the CEO of GIDL is about having à 
lot of freedom and choices, with regard to 
where and how you want to build and grow 
the business. One of the core values that 
the GMR Group is deeply committed to is 
‘entrepreneurship’ - the ability and 
willingness to take calculated risks. 


You will be 


* An MBA or CA with an engineering 
degree 

* А professional with at least 15 years of 
work experience in a process industrv 
out of which at least 5 years as the No.1 
or No. 2 of a company recognized for its 
business process excellence 

You will have: 


* Expert knowledge of process industry 
and market dynamics 


* Expert knowledge and practical 
experience in successfully 
deploying ТОМ tools 


* Ability to build and maintain 
relationships at high levels in industry 
and government 


As CEO of GIDL, vou will 


* Bring dynamic leadership and 
management to make the company 
one of the best in the industry 


* Develop, articulate and implement а 
strategic plan for the company to achieve 
à five-fold growth in revenues and profits 
within 5 vears 


* Establish systems and processes 
necessary to keep the company on à 
steep growth curve 

* Achieve process excellence through ТОМ 

* Develop a strong cadre of management 
including a three level succession plan to 
take the company forward 

You will be based in Hvderabad. 

If the opportunity to explore choices in 

the GMR Group excites you, please send 

your resumé to the Chairman of the 

company at the address mentioned below 
within 10 days. 


[he Chairman, 

GMR Industries Ltd. 

6-3-866/1/62, Greenlands, 
Begumpet, Hyderabad - 500016. 
Email: chairman.gidl&gmrgroup.co.in 





GMR Group 


www.gmrgroup.co.in 
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Save up to 47%* plus get TIME Great Buildings Of the World FREE! 


TIME, the world's most respected weekly newsmagazine, is trusted 
PERSONS OF THE YEAR by millions of readers for insightful authoritative reporting. For active 
influential people who need to stay informed, TIME is the premier 
source for up-to-the minute information on world politics, business, 
finance, technology, education and more. 


Subscribe to TIME now and receive your free gift, TIME Great Buildings 
Of the World. 


Great Buildings Of the World is your 
gateway to the world’s most influential, 
astonishing and inspiring structures. You'll 
find visions of great beauty, icons that 
resonate with history, memorable homes, 
buildings touched by genius and sanctified by worship, engineering marvels 


and lofty skyscrapers. 
Best of all, it is yours absolutely FREE when you subscribe now! 
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5. Free Delivery to your home or office 


6. Money Back Guarantee - You must be completely satisfied or 
you'll receive a full refund for all unmailed issues. 


7. 24-Hour Customer Service - You can manage your subscription 
24 hours a day at www.timeasia.com/customer_service 


8. Bonus Gift - If you subscribe for two years cy 
or more, you'll receive an extra mystery 
gift absolutely FREE! 
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Jobs Today | 


А Global Hub For 
Human Talent 


Indian institutes are beeping furiously on the 
global recruitment radar. 


ANAN AHUJA'S TWO MINUTES OF FAME ACTUALLY 
lasted about 48 hours. This Indian Institute of 
Management, Ahmedabad (M-A) alum (Class of 2006) 
had landed а London-based job with Barclay's Bank 
for what was then a record offer of $185,000 (Rs 
83,25,000). Two days later came the news that the 
same bank had offered $193,000 (Rs 86,85,000) to 
Gaurav Aggarwal, who passed out of пм, Bangalore 
this year. “I think these indicate an acceptance of top-rung 
Indian talent in the global workplace," says Aggarwal. 
Adds Y.L.R Moorthi, Chairperson (Placements) at ПМ-В: 
"What is now happening is only a logical conclusion of 
the search for talent globally." So has India finally become 
a global HR hub. Goldman Sachs, BNP Paribas, Merrill 
Lynch, Lehman Brothers and Deutsche Bank, among 
others, seem to think so. *The numbers speak for 
themselves," says Vikash Daga, Consultant, McKinsey & 

Co, a big recruiter from Indian campuses. 8I 
RAHUL SACHITANAND 


Gaurav Aggarwal : It's all about demand for talent 








Let the best employer find 


you - TODAY 


Take this chance of getting noticed by top 


employers hiring on Monster... 
Post your resume for FREE 


monster.com 


COUNSELLING 


HELP 
TARUN! 


1 am a 37-year-old Area Sales Manager with a diag- 
nostics equipment manufacturing company. | also hold a 
PG diploma in HR and have over 14 years’ experience. | 
am now planning to do an MBA (correspondence) to 
improve my salary and future prospects. Please advise 
whether this is the right decision at my age. 

Some companies do have a policy of giving salary 
hikes for additional relevant qualifications, If this is 
the case in your company, an MBA would be an 
advantage. It will also enhance your job prospects, 
albeit not as much as a full-time MBA. However, at 
your age a full-time MBA may not be possible. On an- 
other note, you are in a sector that is set for growth. 


I'm a 23-year-old Executive (Operations) with a housing 
finance company for the last one year. | did my PG in com- 
merce and am currently pursuing MBA (Finance) on a part- 
time basis. My ultimate aim is to go abroad. Many people 
now tell me that a full-time MBA is better. I'm currently in 
the first semester, so should | opt out of it right away? 
At your age and stage of career, | would agree that 
a full-time MBA course is a much better option. You 
could continue the current course, till you get 
admission into a good B-school. That way you will 
have this course in case things don’t work out. 








Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 









India's No.1 Jobsite 





Over 2,00,000 job opportunities. 6000 companies. 












7005 T Oday 


Senior Management Jobs 





wW 
monster.com 
[E ` 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Karnataka Cardio Diagnostic Center, 
Radiologist, Coimbatore, 

12 - 15 Years, 2577388 

The candidate must have the knowledge of 
the following 1.5 Tesla MRI scanner from 
Philips , Spiral CT scanner from Toshiba, U/S 
& Color doppler - Nemio 30 Toshiba, Digital 
X-Ray. 


TechPoint Solutions, Business 
Finance Head, Bangalore, 

10 - 12 Years, 2592340 

The candidate must prepare, maintain and 
monitor internal controls with development 
of policies and documentation required under 
Sarbanes-Oxley Sec 404. Manage compliance 
under STPI requirements, accounting 
processes based on transfer pricing concepts. 


BBT Ltd., Architects, Bangalore, 

10 - 15 Years, 2593050 

The candidate should be a B.E/B. Tech, 
M.E/M. Tech. He must also be well versed 
with the architectural designs and patterns. He 
must also understand the various concepts 
relating to the architectures. 


Novacom Technologies India Pvt. 
Ltd., Solution Architect, Chennai, 

10 - 15 Years, 2590108 

Mandatory knowledge/experience in several 
of the following areas: Storage subsystem 
architecture, Storage Area Network, Network 
Attached Storage, Backup and Recovery, 
Capacity planning/ application sizing, 
Business Continuity and Disaster Recover. 


EENADU, Vigilance Officer, 
Hyderabad, 10 - 15 Years, 2582646 
Graduate, preferably from the Defense 
Services, and should have worked in a similar 
position for not less than 2 years, in a reputed 
Star Hotel / Hospital. He should be a 
dynamic person, active and energetic and 
should have the Knowledge in the Security 
Systems etc. 


Ma Foi Management Consultants 
Limited., AVP Operations, Chennai, 
10 - 20 Years, 2609312 

The candidate should have experience in a 
BPO industry, Should have strong process 
knowledge, specifically in the non-voice or the 
Finance and accounting processes, 


To know how to apply for these jobs, go to 


Kanrad Technologies (I) Pvt. Ltd., 
India Centre Head, Bangalore, 

15 - 25 Years, 2599637 

The candidate must have started the carrier 
with technical and moved on to head 
operation and marketing. He must also have 
good knowledge and experience on how to 
handle various operations related to a 
company. communication skills. 


Astergate Solutions Pvt. Ltd., Head 
Of Software Operations, Bangalore, 
15 - 20 Years, 2607418 

The candidate should be heading 500 + Team 
of software services firm, handling operations 
and planning of any big firm. 


Kone Elevator India Private Limited, 
Business Manager, Bangalore, 

15 - 25 Years, 2634160 

The candidate must prepare a realistic budget 
for the departments and arrive at an action 
plan for achieving the same. He must plan and 
budget optimum manpower to achieve the set 
targets based on company's productivity 
norms. 


Larsen and Toubro Limited, Director 
Training, Bangalore, 15 - 20 Years, 
2526886 

The candidate must lead the training center to 
optimize effective delivery and to 
continuously meet and raise the quality 
standards through continuous monitoring and 
up gradation. 


NEPC India Limited, Projects Lead, 
Tirunalveli, 10 - 12 Years, 2547550 

The candidate should have good 
communication skills and also have good 
analytical skills. Good academic background is 
a must. 


Tavant Technologies Pvt. Ltd., 
Creative Director, Bangalore, 

12 - 20 Years, 2440645 

Must have marketing /advertising background, 
must have lead and grown such a practice 
before, must have US exposure, working with 
clients, leading workshops, user interviews, 
market surveys, etc. hands on person ,must 
have good marquee websites that he/she was 
instrumental in designing. 
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Aerens Goldsouk International Ltd., 
Projects Head, Bangalore, 

15 - 20 Years, 2552256 

The canidate must hav experience in project 
construction & sales. A mature techno 
commercial profile. Experience of real 
estate/construction companies will be 
preferred. The candidates should have good 
communication skills & analytical skills, 


Phoenix Resource Management Pvt. 
Ltd., VP/ Head - Technology, 
Bangalore, 12 - 15 Years, 2548975 

The candidate must have good 
communication skills and also have good — ^1 
analytical skills. Should also have sound 
knowledge on SAP BASIS. Mus: also have the 
knowledge of various concepts related to 
heading a corporate company. 


RM Associates, GM - Finance, 
Bangalore, 10 - 15 Years, 2538029 
Responsible for Product Costing, Standard cost 
setting and analysis for variances. CA / MBA- 
finance with 10 years experience in handling 
MIS, Costing & Budgeting. Preparation & 
timely submission of all monthly reports & 
other MIS required by the Region and Division. 


Human Resource Specialists, System 
Analyst, Chennai, 10 - 16 Years, 
2529289 

Design Business Objects as part of a Business 
Intelligence System which should support 
consolidation, financial reporting, inter- 
company transactions and journals. The grovip 
will be multicultural and the work might 
require long-periods. 


Asher, System Analyst, Bangalore, 
10 - 12 Years, 2562196 

This is a key technical position where the 
person has broad responsibility for current 
and future products of the company. 


Excel Services, Marketing Manager, 
Bangalore, 14 - 20 Years, 2561267 

The incumbent will be responsible for 
marketing strategy and support to field force 
for a host of products marketed nationally. 
He will have to devise innovative ways to 
reach the consumers to strengthen the 
franchise on existing products. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Oracle India Pvt. Ltd., Oracle Apps 
Functional Consultant, Bangalore, 
5 - 12 Years, 1830341 

The individual in this position will be 
responsible for conducting Quality control 
reviews for the various Consulting and 
Managed Services projects within the 
organization. 


Value Source, Mainframe - SE / SSE, 
Chennai, 2 - 4 Years, 1839368 

Software Engineers with excellent working 
experience in COBOL, JCL, DB2 are required 
for a development project. The candidates 
with work experience in banking domain will 
be an added advantage. 


Keane, Inc., Sql DBA, Hyderabad, 
2-5 Years, 408937 

Should have more than 2 yrs of experience in 
SQL DBA . Should have programming 
experience. Should be willing to travel. Should 
also have good communication skills and also 
good analytical skills. 


Virtusa (India) Pvt. Ltd., Project 
Manager, Hyderabad, 7 - 10 Years, 
407734 

Very sound industry trends awareness, Sound 
project management skills, very sound 
technical skills, very sound ability to take on 
multiple assignments, very sound problem 
solving skills. 


IVY Comptech Private Limited, 
VC++ Guru, Hyderabad, 6 - 12 Years, 
1840556 

The candidate must have experience in 
customization of windows control, active-X 
controls, DLL’s development. He must have 
good aptitude for animations, fixing and 
removing memory and GDI leaks. 


Satyam Computers Services Ltd., 
Oracle Express Professionals, 
Chennai, 2 - 10 Years, 1831771 

Oracle express development experience, 
strong in oracle express objects (min 6 
months). Worked on MOLAP architecture, 
very strong data modeling skills in MOLAP. 


ə know how to app 


Applied Materials India Pvt. Ltd., 
Software Developers, Hyderabad, 

2 - 9 Years, 1856769 

The candidate must have experience in 
windows programming technologies including 
MFC, COM, and DCOM. He must also have 
strong programming background in 
C++/VC++ and also excellent. 


IPsoft India Pvt. Ltd., Lead-Windows 
Admin, Bangalore, 7 - 10 Years, 
257658 

Understanding of networking, good in doing 
3rd party software administration in windows 
environment, good communication skills. The 
ability to absorb new technology, enjoy 
working with a highly motivated technical 
staff. 


Datel Systems & Software FZ LLC., 
Software Developers, Chennai, 

3 - 5 Years, 1879232 

The candidate must have excellent 
programming/ coding and debugging skills. 
He must have the ability to translate business 
requirements into functional requirements. He 
must have the knowledge of SDLC and SSAD 


process. 


Verizon Data Services India Pvt Ltd, 
Testing, Chennai, 3 - 8 Years, 1841454 
The candidate must have the following 
automation testing skills - nSilk Test, Junit 
Test, Win runner, Config management Tool - 
CVS / CM Synergy. He must also have the 
knowledge of Oracle. 


Vyom Labs Pvt. Ltd., VB Developer, 
Bangalore, 5 - 7 Years, 2634543 

The candidate must have experience in 
developing applications of which the last 2 
years have been with VB, Windows 2000 
environment, SOL (Oracle, SOL server or 
Sybase). 


Microsoft - MGSI, Senior Consultant, 
Hyderabad, 8 - 10 Years, 385703 

The candidate must understand the relevant 
application development, infrastructure and 
operations implications of the 

designed / developed solution. 


Dyn Pro India Pvt. Ltd., Siebel 
Developer, Bangalore, 2 - 6 Years, 
2635415 

The candidate must have experience as a 
developer using in Siebel 6 and 7 Tools, 
eScript and workflow on a daily basis. He 
must have exceptional technical, logical, 
analytical, and problem solving skills. 


Thomson Corporation, Lead QA, 
Bangalore, 6 - 8 Years, 2628536 

The candidate must have testing disciplines 
for validating data integrity, middleware 
(APIs), back end servers and UI functionality 
He must have the ability to develop and 
communicate QA lifecycle process to be 
implemented. 


C C G India Pvt. Ltd., Microstrategy 
Professionals, Bangalore, 4 - 8 Years, 
2628642 

The candidate must be proficient on Data 
warehousing, Data mining, business 
intelligence. He must have excellent vertical 
understanding and excellent communication 


skills. 


Radiant Infosystems Pvt. Ltd., Sybas 
DBA, Bangalore, 3 - 6 Years, 2606830 
The candidate must have the knowledge of 
Sybase. He must also have the knowledge of 
replication. Must be well educated and also 
have knowledge of computing, 


Changepond Technologies Ltd., SAP 
ABAP programmers, Chennai, 

3 - 10 Years, 296822 

Hands-on АВАР programming with exposur 
to BAPI/ BADI/ DynPro/ ABAP 
Workbench, CrossApps Minimum 1-2 global 
SAP implementations Expertise in one 
functional module configuration Exposure to 
SAP NetWeaver framework will be a plus 
point. 


DNDC Ltd., Mainframe Professional 
Bangalore, 2 - 8 Years, 2627669 

The candidate must have expertise and skills 
in latest high-end technologies. He must also 
have good knowledge of COBOL and such 
other mainframe programming languages. 
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Sales and Marketing Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


WorldSpace India Pvt. Ltd., Head- 
Music, Bangalore, 5 - 8 Years, 1849871 
The candidate must explore co-branding 
opportunities with music companies/ film 
production houses. He must plan and execute 
content marketing initiatives, execute events 
on a national scale. 


Pramati Technologies Pvt. Ltd., IT 
Sales, Hyderabad, 0.6 - 2 Years, 
1832111 

To initiate First Level contact with 'C' and 
other level prospects & pitch the ground. 
Prospecting for new customers by cold calling 
in US Market. Interaction with VP or C level 
people over the phone. 


Packaging Ware House India Ltd., 
Regional Sales Executive, Mumbai, 
3 - 8 Years, 1839335 

Graduate preferably Plastic Engineer with 
MBA having 2 to 6 years experience in the 
field of sales. Should possess good 
personality, fluency in english with regional 
language. 


Detection Instruments, Sales 
Engineer, Cuttack, 2 - 5 Years, 419399 
Responsible for direct selling of Fire 
Detection Systems. Specialization in selling 
fire & security solutions for businesses would 
be preferred. Having previous experience in 
selling Fire Detection products to Oil, etc. 


Transasia Biomedicals Ltd., Zonal 
Manager, Mumbai, 10 - 20 Years, 
1842478 

Total responsibilities for the targeted 
performance of sales and services for the 
zone. Lead the zonal sales team. Ensure that 
the zonc has required goal oriented 
manpower. 


FANUC India Pvt. Ltd., Engineer, 
Robot Sales, Chennai, 1 -2 Years, 
283472 

The candidate must have experience in a sales 
position at an engineering Company, 
preferably dealing with automation/ robotics 
requirements, Knowledge of South Indian 
market is required. Targets handling, the 
center and the students. 


Pearl Polymers Ltd., Sr. Marketing 
Executives, Mumbai, 2 - 4 Years, 
1839121 | 

Should be science graduate with post 
graduation in musiness management / 
marketing management, Candidate of age 23 
- 30 years with more than 2 years experience 
in the Packaging Industry will be preferred. 


PACL India Ltd., Assistant Managers 
(Marketing), Dehradun, 3 - 4 Years, 
1842481 

Experience in sales / marketing of large real 
estate with ability to manage and organize 
sales of group housing and townships and 
lead team of professionals at site office. 


Parsec Interact, Executive - 
TeleMarketing, Gurgaon, 0.6 - 2 Years, 
373236 

Should have prior tele calling experience, 
should posses well developed communication 
skill. Should be comfortable in working in 
other MS Office suite. Should have own 
conveyance and ready to work in night shift. 


Sorix Solutions Pvt. Ltd., Marketing 
Manager, Hyderabad, 2 - 5 Years, 
207029 

The candidate must take ownership of the 
product marketing in all India bases. He 
should bring cutting-edge microcontroller/ 
electronic robot technology to the market. He 
should define electronics products and drive 
them to market. 


Reliance Infocomm Ltd., Manager- 
Marketing, Hyderabad, 5 - 12 Years, 
1870366 

The candidate must lead the prepaid marketing 
function of the telecom circle. He would be 
responsible to the entire marketing activities. He 
should also have the good experience in 
FMCG/ telecom marketing. 


Prince Plastic International Pvt. Ltd., 
Assistant Manager Marketing, 
Mumbai, 4 - 6 Years, 1853301 

The candidate must prepare marketing 
materials - like catalogues, danglers etc. He must 
train sales team, handling distributors. Не must 
also prepare sales and marketing strategies. 


Temple Packaging Pvt. Ltd., 
Marketing Manager, Daman, 

2-5 Years, 381770 

The candidate should have working 
experience in any packaging field connected 
with pharmaceutical companies. Candidates 
who have worked for (Offset) printing 
companies manufacturing printed cartons will 
be preferred. 


AirTravel Enterprises India Ltd., 
Manager Tours, Chennai, 3 - 8 Years, 
1867124 

The ideal candidate should be a hard core 
business development professional with good 
contact with travel agents / Hotels/ 
Airlines/Corporate Houses in the respective 
markets. 


The Zandu Pharmaceutical Works 
Ltd., Area Sales Manager, Ranchi, 

3 - 5 Years, 1876612 

The candidate must be a graduate with field 
experience preferably in sales of 
ayurvedic/OTC Product. He must be capable 
of achieving sales targets and should have 
exposure in secondary sales expanding 
distribution network and leading a sales team. 


Techap India Pvt. Ltd., International 
Marketing Head, Mumbai, 

8 - 14 Years, 1867427 

The candidate must be responsible for entire |, 
international media, alliances and gaming 
business with the topline and bottom line — 
responsibility. He should have expertise in 
handling teams and executing projects (end- 
to-end).Marketing strategy, etc. 


Deloitte, Assistant Manager, 
Hyderabad, 5 - 7 Years, 1867350 

The candidate must understand client annual 
plans and other necessary information (based 
on industry issues and associated client needs) 
to develop communication and marketing 
strategies for specific clients. 


Philips, Sales Manager, Vijayawada, 

5 - 7 Years, 1834847 

The National Sales Manager is responsible for 
managing the assigned modality, including 
mecting or excceding order volume and revenue 
targets and operational budgeted costs. 


To know how to apply for these jobs, go to finance jobs listing page. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Icode Software Pvt. Ltd., Senior 
Executive (Finance), Bangalore, 

1-7 Years, 1830927 

General Accounting Support, Cash 
Maintenance & BRS (Bank Reconciliations 
Statements). Assistance in handling Internal & 
Statutory Audit, Day to day compliance of 
Income Tax, Vat etc. 


Lantek Automation Pvt. Ltd., 
Accounts Assistant, Bangalore, 

2 - 5 Years, 1838518 

Managing books of accounts on company's 
ERP software and MS Excel. Payrolls, TDS 
calculations and returns filling. Invoicing and 
Suppliers payments control. 


K R Choksey Shares & Securities Pvt. 
Ltd., Derivative Analyst & Strategist, 
Mumbai, 2 - 5 Years, 312310 

Candidate should posses a decp insight about 
the derivatives market and conceptual strength 
in designing innovative trading strategies that 
can help investor to earn money. 


Motorola India Pvt. Ltd., Delhi, 

5-10 Years, 1830449 

Handles credit portfolio covering India and 
emerging markets. That includes resolving daily 
credit issues, collection and cash applications, 
credit hold releases, customer set 
ups/coordination, credit file maintenance and 
sending monthly statement of accounts. 


Anugrah Stock And Broking Pvt. Ltd., 
Accounts Executive, Mumbai, 

1 - 3 Years, 1842606 

Day to day accounting work like bank 
reconciliation, make bank and journal entries. 
To make trial balance and balance sheet, assist 
auditors for finalization of accounts. 


Eliyon Systems, Accountant, 
Bangalore, 2 - 6 Years, 1882107 

The candidate must have hands on experience 
in maintaining accounts. Preference will be 
given to the person has experience of having 
worked with a big private limited company. 


Thakker & Thakker Co., Accounts 
Assistant, Mumbai, 2 - 5 Years, 
1858606 

The candidate must have profound knowledge 
of preparing invoices, handling accounts 
transactions. He must have statuary 
compliance with Service Tax, TDS etc. He 
must also do the account finalizations. 


RPG Enterprises, Internal Auditor, 
Kochi, 2 - 5 Years, 1869395 

The candidate must review of systems / 
procedures / policies which includes appraisal 
of past transactions and probe into deviations 
from established commercial practices. 


Hazel Infotech, Accounts Executive, 
Mumbai, 2- 3 Years, 1869574 

The candidate must have fair knowledge of 
pay roll, provident fund and other related 
labour laws. He must have the knowledge of 
maintaining the accounts of big companies. 


Morgan Stanley - India, Fixed 
Associate, Mumbai, 3 - 4 Years, 
1867348 

The candidate has to maintain production of 
fixed asset note information for financial 
statements and tax computations. He must 
have the ability to analyze processes and 
procedures and intermediate level Excel. 


Arete Technologies, Accounts & 
Administration Officer, Hyderabad, 
3 - 5 Years, 1877420 

The candidate must perform all 
administration related work including 
maintenance of petty cash, premises of 
Office, Stationery, System equipments, 
electrical etc. 


KK & Co., Accounts--Snr, Mumbai, 

2 - 6 Years, 1858784 

The candidate must have good knowledge of 
accounts and also have experience in handling 
various company accounts, He must be willing 
to take the burden of the whole company's 
accounts. 


Hit the bull's eye. 








Coromandel Agrico Pvt. Ltd., General 
Manager, Delhi, 15 - 20 Years, 1891 
The person is responsible to handle Accounts. 
( General & Sales ) and Fiance dept. and — — 
other relating work. He must have expsoure - 
from manufacturing companies. He must also 
be well versed with the companies accounts, _ 
Y 
Kaizen Technologies, Specialist - 
Taxation, Delhi, 5 - 7 Years, 425317 
The candidate must be conversant with j 
transfer pricing, tax audit, companies act, 
FEMA etc. He must also be well versed with 
the companies accounts which would be an 
added advantage. | 


Ld. 


Reymount Commodities Pvt. Ltd., 
Accountant, Mumbai, 1 - 2 Years, | 
1869593 І 
The candidate must be conversant with ч 
transfer pricing, tax audit, companies act, j 
FEMA etc. He must also be well versed with —— 
the companies accounts which would be an 
added advantage. 


Gemini Software Solutions Pyt. Ltd., 
Chief Accountant, Delhi, 7 - 10 Years, 
411731 


The candidate must experience in travel — — 
agencies with GSA. He must also have good E. 


experience in handling the accountants A 
department of big companies. He must also _ 
be well versed with the accounts of big i 
companies. 4 


Otis Elevator Company (India) Led, 
Indirect Taxation, Delhi, 8 - 15 Yeast 
1852055 А 
The candidate must compute monthly tax 
payables. He must fill of sales tax/ service tax” 
returns. He must also prepare details for — — — 
assessments of accounts, He must have 
accounting background. ем 
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2. Type the job ID in the “Search 
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Going home: Asked to vacate their hostels, 
Sathyabama's engineering students head home 


In its bid to tame rogue technical 
institutes, AICTE has roiled waters 
at some good institutions too. 

The good news: With things 
coming to a head, the focus 

has shifted to fixing the mess 

in technical education in India. 


NITYA VARADARAJAN 


Df | 
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February 27 


T WAS NEARING MIDNIGHT ON FEBRUARY 27TH, 
but no engineering student in the hostels of SRM 
Institute of Science & Technology at 
Kattankulathur was asleep. It is not unusual for 
students at engineering colleges to burn the 
midnight oil. But today, it wasn't the 
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approaching exams that played on their minds. Rather, 
the students were rattled by a bigger question—one con- 
cerning their very future. On February 16, the All 
India Council for Technical Education (AICTE), the 
regulatory body for technical education across the 
country, issued a notice stating that “all institutions” 
offering technical education should obtain AICTE 
approval before March 7. That meant deemed uni- 
versities, which have always regarded the University 
Grants Commission (UGC) and not AICTE as their mas- 
ter, would need to get such an approval or lose the right 
to offer and award degrees for technical courses. 
Earlier in the day, worried students had tried to find 
out from the institute’s management whether their 
courses were certified, but no clear answers were 
forthcoming. So at midnight, when the “minders” 
hired by the management to keep protests under check 
were away, the technical students decided to give vent 
to their frustrations. It started off as a regular protest— 
a lot of shouting and banner-raising—but soon 
descended into stone-throwing. Windows were smashed 
and some computers and equipment damaged. But 
before the students could inflict too much damage, the 
police arrived and /atbi-charged them. According to the 
institute, 22 students were arrested, but G. Selva, 
President of Students Federation of India (SFI) in Tamil 
Nadu, says the number was only eight. *The parents of 
those students were not informed immediately by the 
institute, and they spent two days in jail. It was SFI that 








Uncertain future: Engineering classes at the troubled 
colleges are expected to resume later this month 


got them out on bail," says Selva. 

SRM wasn't the only institute at the receiving end 
of student ire. The first protests occurred at the 
Vinayaka Mission's Research Foundation in Salem, 
followed by SRM and then another famous institution in 
Chennai, Sathyabama Deemed University, promoted by 
Jeppiaar, a former legislator in the MGR government. At 
Sathyabama, the protests took place on March 1, 
when the students failed to get a convincing reply 
from the management and started pelting stones at the 
institute's building. In fact, on March 3, soon after the 
violent protests at Sathyabama, Robin Vaas, 20, a 
third-year student of electrical and electronics engi- 
neering, hanged himself at a relative's house. The rea- 
son behind the suicide was not immediately clear. In 
contrast, the other affected institutes in and outside of 
Tamil Nadu have largely been peaceful. 


Profiting From Loopholes 

Whar's the row about? Under the existing regulations, 
a university can only be set up by a central or state act. 
But a decade after India's independence, the government 
had found out a way to speed up the spread of institutes 
of higher education. In 1956, UGC passed an act 
allowing deemed universities to come up. Deemed 
universities aren't actually universities (in that they 
are not set up by a central or state act), but affiliated to 
one, but independent for all practical purposes. They 
can set up their own courses, and administer them 
with almost no interference. There had always been 
fight between AICTE and the deemed universities over the 
former's right to certify their technical courses. But the 
Supreme Court sort of tipped the balance in favour of 
the deemed universities, when it ruled in 2001 (in a fight 
between Bharatidasan University and АІСТЕ, although the 
former was a proper university and not a deemed 
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one) that they were exempt from AICTE regulations. With 
the result, while just 29 deemed universities came up 
between 1956 and 1990, in the 10 years to 2000, 26 of 
them were notified as deemed universities. Between 
2001 and 2005, 36 such universities came into being. 

Because the uGc Act allows the deemed universities 
complete autonomy, some of them have turned them- 
selves into a money-making racket. In states such as 
Tamil Nadu, Karnataka and Hyderabad, most of these 
technical colleges have a “management quota" that 
allows them to admit students for a large capitation fee 
(it can range between Rs 5 lakh and Rs 8 lakh). Given 
that some of these colleges admit as many as 5,000 
engineering students a year, there's Rs 200 crore to be 
made in capitation fee alone. No wonder, there's been 
a rush to get the deemed university status. In the 
process, the quality of technical education at most of 
these institutions has suffered—a primary reason behind 
the AICTE crackdown. 

With the AICTE saying that all institutions would 
need their certification or lose the right to offer degrees 
in technical courses, the choice for the deemed uni- 
versities is to either fall in line or give a Bsc degree 
instead of, say, a BE or BTech degree. Of course, in the 
job market, a BSc degree is far less valuable than a BE 
degree. Says a former Vice Chancellor of Anna 
University: “MNCs hiring engineers from here ask for the 
AICTE approval, since they cannot be monitoring the 
quality of hundreds of colleges." Confirms R. 
Chandrasekaran, Managing Director, Cognizant 
Technology Solutions: “Cognizant has historically 
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Paying the price: Computers and windows bore the brunt of students' ire at the SRM Institute 





recruited graduate engineers only from premier tech- 
nical universities and engineering colleges. We have 
never, and shall not in future, recruit from engineering 
colleges that are not bona fide, and do not issue legit- 
imate degree certificates approved by the AICTE." 


Getting Them To Submit 

For the hundreds of technical students in India's 
deemed universities that is the big worry. When BT 
went to press, the chancellors of SRM, Sathyabama 
and Vellore Institute of Technology had said that 
they would abide by UGC rules and even allow AICTE 
inspection 1f the Madras High Court so ordered. On 
March 15, at a Madras High Court hearing, the 
central government informed the court that AICTE 
was empowered to lay down norms for technical 
institutes, including those of deemed universities, and 
that the AICTE had the right to inspect them. The 
counter petition filed by the deemed universities 
had argued that the AiCTE could not take any arbi- 
trary action, such as non-recognition of courses, 
and must refer all matters to the UGC. 

As for the troubled deemed universities in 
Chennai, classes have commenced for the non-tech- 
nical courses, but the engineering courses will restart 
on the 21st of this month. It's likely that the fight 
between the deemed universities and the AICTE will 
not end here but reach the Supreme Court. When it 
does, the apex court should simply put all technical 
courses under the purview of the AICTE. The country’s 
students don't deserve to be short-changed. m 
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The M&A Conundrum 


An insightful book on why deals go wrong and what corporate 
chieftains can do about it. R. SRIDHARAN 


DEALS FROM HELL \\/ = BEEN TOLD SO BY SO MANY AND SO 

often that we now tend to take it as a 
By Robert F. Bruner gospel truth: M&As don't work. Read the 
Wiley & Sons popular and academic literature on the subject, and 
Pp: 420 you'll be told that six—or even more—out of every 
Price: Rs 1,348 10 M&A deals end up as failures. Reasons could be 


anything: The purchaser overpaid, there were little 
synergies in the merging businesses, cultural 
differences were too wide...But, usually, 
by the time the shareholders find out, it is 
too late. In Deals from Hell, Robert Bruner 
says it needn't be so. In fact, Bruner, an 
M&A expert at the University of Virginia's 
Darden School of Business, argues that M&as 
do pay and can be made more valuable. 
How? "You must have a view about the 
underlying drivers of M&A profitability to 
make intelligent guesses,” answers Bruner. 

One of the first things we need to 
understand, the Darden professor argues, is 
that all M&a is local. That is, one must con- 
sider the market dynamics specific to a busi- 
ness. "An understanding of these neigh- 
bourhoods can help...tilt the odds in favour 
of an economically successful deal," he says. 
Based on his study of “neighbourhood 
| maps”, Bruner lists circumstances under 
which М&А$ are likely to fail. Broadly, the 
deal will go wrong if you've entered an unrelated 
business or the economic benefits from it aren't incremental. 

But Bruner doesn't stop at saying what works and what doesn't. He 
gets into the why of it as well. To do that, he considers 2,804 transactions 
that took place in the Us between 1985 and 2000, and based on their per- 
formance, categorises them as best and worst. The differences he finds 
between the best transactions and the worst transactions are rather 
interesting. For instance, the best transactions start showing material gains 
within the first 20 days of the deal announcement; for the worst deals, 
the returns are modestly negative for the first 99 days. Thereafter, 
things improve rapidly in the case of best deals, while they deteriorate for 
the worst ones. There are some other learnings: all-cash deals seem to do 
better than stock-swaps; and deals that are big relative to the size of the 
buyer tend to perform worse than smaller deals. 

Bruner then goes on to look at some real-life disasters (including the 
Union Carbide disaster in Bhopal) to come up with lessons that man- 
agers can draw on in combating M&A disasters. But what the readers will 
likely find more interesting are the 10 case studies that typify deals from 
hell. Bruner's message to CEOs is simple: Don't do deals for the sake of 
making up numbers; do deals only if they add intrinsic value to your 
business. A simple message, but often unheeded in the heat of M&As. I 


















THE APPLE WAY — 

By Jeffrey L. Cruickshank 
Tata McGraw-Hill 

Pp: 206 

Price: Rs 275 


TEVE JOBS AND APPLE COMPUTERS 

have ridden (and are still rid- 
ing) a rollercoaster. The company is 
simply fantastic when it rides the 
crest; but has also floundered on 
the edge of bankruptcy for a con- 
siderable phase of its life. Jeffrey 
L. Cruickshank's The Apple Way 
is part history, recording the twists 
and turns in the affairs of the com- 
pany and the tempestuous and often _ 
discordant relationship between its 
co-founders—both Steve, one Jobs 
and the other Wozniak. It is also part 
history of the evolution of the PC, 
and later, such iconic products as 
the iMac and the iPod. It tells how 
Microsoft licensed the windows and 
graphic user interface applications 
from Apple to create Windows 1.0. 

There's also a very interesting 
chapter on how Apple creates a 
cult by building up real or imaginary 


‘Bad Guys, whom it then squares up 


against. The list of Bad Guys 
includes IBM, Microsoft and even its 
own roster of customers. 

But this book is not just about 
corporate history. Cruickshank draws 
12 important lessons that manage- 
builders can leam "from the world's 
are they? Read the book to find out. 
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MEAL-TIME @ TREADMILL PRINTED 


MUMBAI 


Meal-time@ 





In which BUSINESS TODAY traipses 
through Mumbai’s hallowed 
vegetarian dives. 


Г ISN'T JUST COASTAL-STYLE SEAFOOD THAT MUMBAI IS 

known for; the city has a sprinkling of old-world veg- 

etarian eateries. Unlike their peers in other Indian 

cities, Mumbai's white collar pros, i-bankers, brokers, 

ad agency types and the like frequent these. The food 

is good and the service is fast. Most importantly, it 
is alright for the head of an i-bank to be spotted at one such 
restaurant, something that wouldn’t have been kosher in 
Delhi. B's man on the spot tries four such haunts. 
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MODERN HINDU HOTEL 
Banana Leaf Bonanza 


Г IS PART OF MUMBAI'S HISTORY, AND THERE 

are enough captains of finance who lunch 

here (U.R. Bhat, who runs Dalton Capital 
is one). Why, of the owner’s two sons, one is 
a VP in a multinational bank (the other is 
the CEO of a multinational publisher). The 
food is served on banana leaves, and popular 
enough for 250 people to head for Modern 
Hindu for lunch every day. Since there are " 
only 24 covers that could mean a bit of a wait. 
"My old customers are Tamils," says owner 
A.K. Hebbar, *but now the crowd is 
cosmopolitan." 


e When: Founded in 1826 

e Where: Apeejay Chambers, Fort 

e What: Mangalorean 

e How much: Rs 35 (for an unlimited tha/i) 





CRYSTAL ICECREAM AND SNA! 
Perfect Price Poin 
ctP Point 
HERE IS NO QUESTION OF INCREASING PRICES,” SAYS KAMAI 
Khanna, the owner of Crystal, speaking of the import- 
ance of constancy in his business. Actually, little has chan- 
ged at the establishment on Marine Drive; only two electric fans 
have had to be changed in the past 50 years. On weekday aft- 
ernoons, Crystal is packed with brokers, i-bankers, advertising 


pros, and students. The highlight of the menu: the kheer 
(pudding), the recipe for which came from Khanna's wife. 


e When: Founded in 1956 
e Where: Chowpatty 
e What: Punjabi 


e How much: Rs 50 (for an unlimited tha/i); 
Rs 120 for a meal for two (a /a carte) 
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Time For Lunch 


IME WAS, SHRI KRISHNA BOARDING 5 OWNER SATISH RAMA NAYAK 
will tell you, when employees of the Manipal-headquartered 
Syndicate Bank would take the 10.00 a.m. flight from Bangalore 
to Mumbai so that they could land on time for lunch at the estab- 
lishment. Nayak himself eats at the restaurant, and believes not 
changing the menu has helped. Still, when a student from a local 
college pointed out to the man that most of his customers were over 
the age of 40 he responded by launching (a couple of months ago), 
a for-young-snacks-only restaurant called Idli House. 
e When: Founded in 1942 
e Where: LBS Market Building, Matunga 


e What: Mangalorean 
eHow much: Rs 24 (for a limited tha//); Rs 60 (for an unlimited thali) 





Home Away From Home 
ORMED TO PROVIDE GUJARATI FOOD FOR THE GROWING 
number of Gujaratis moving to Mumbai—India’s former 
Prime Minister, the late Morarji Desai was a member— 
The Friends Union Joshi Club is a throwback to an era when 
Gujarati entrepreneurs ruled the roost in a city whose currency 
was cloth. Today, says co-owner Jeetu Purohit, “with the tex- 
tile business not growing, our business has gone down." Still, 


as Ashok Purohit, another co-owner puts it, “the food 15 
homely and Gujarati,” and that is still a draw in Mumbai. 


e When: Founded in 1945 

e Where: Kalbadevi Road 

e What: Gujarati 

e How much: Rs 70 (for an unlimited thali) 


REPORTED BY KRISHNA GOPALAN, ANAND ADHIKARI AND 
MAHESH NAYAK 








Sculpting Secrets 


NLESS YOU'RE TRAINING TO BE A POWER-LIFTER—YOU KNOW, THOSE 
really strong guys who grab and snatch and lift unbelievable 
amounts of iron at competitions—in your quest for fitness you will, 
| аг some point (once you're passably de-flabbed), look for a ripped, 
defined body, where your body fat levels are low enough and muscle ton- 
ing levels high enough to give you that perfect, sculpted look. And you 
don't have to be 20 to get there. Madonna’s got that physique. And she's 
what? 47? Or is it 48? Гуе seen guys in their 50s with lean, ripped bod- 
ies, six-pack abs and all. 

How do you get there? First, a caveat: there's no easy way. Behind 
every ripped body are a regular, hard-driving exercise regime and a no- 
Ў nonsense, yet nutritive diet. In other words, there are no short-cuts. But 
then, if you're at a stage where you're looking to get cuts and definitions 

in your body, I’m assuming that the two—an exercise regime and 
je a sensible diet—are already part of your life. 
The way to a ripped body is a twin path. The first aims 
me. at keeping your body fat levels under control via regular 
"X. cardiovascular exercise and a sensible diet. Incorporate 
f 3 a 7+15-minute cardio session into your daily work- 
out—seven minutes before your weight training session 
and 15 minutes after it. The second path is aimed at ton- 
ing and sculpting your muscles. For that you have to train 
intensively. What you need to do is to slow down your 
movements while weight training. For example, when 
you’re doing biceps curls, concentrate on the movement and 
slow down—count 2-3 seconds on the upward movement 
^ and 4 seconds on the downward movement. Maintain 
` \ proper form by not struggling with the maximum weight 
i _ that you can normally lift by lifting weights that are only 
p s tj around 70-80 per cent of your max. 

E. үрү Now, for the best part. Shake up your schedule by 
introducing a week of intensive circuit training every month. Your 
А normal schedule may be exercising опе ог two muscle groups а day, four 
or five days a week—i.e. chest and triceps on Day 1, back and biceps on 
Day 2, shoulders Day 3 and legs on Day 4. Once every four weeks, 
introduce a week of circuit training (CT). CT involves a day of working 
out various parts of your upper body—chest, shoulders, back and 
arms—alternated with a day of working out parts of your lower body— 
thighs, calves, lower back. Choose one exercise for each of these body 
parts and do them one after another, performing one set of 10-12 
repetitions for each. Complete the circuit twice without breaks between 
sets. For instance, do a set of bench presses, followed by a set of 
shoulder presses, followed by a set of lat pulldowns, followed by a set of 
dumb-bell curls, followed by a set of triceps extensions. Now, take a 
minute's rest and do the same routine once again. That's circuit training, 

And here's a tip: it is definitely harder than what it seems. 
MUSCLES MANI 











RAMEN SARKAR 





~~ e I Ui 


write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
Should exercise caution and consult a physician before attempting to follow any of these. 
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SKINCARE 


SIMPLIFIED 





F YOU ARE OVER 40, AND PRONE TO 

checking the mirror way too often 
before dashing for another power 
point presentation, wrinkles may not 
be a laughing matter. 
What Is It: Wrinkles and age spots 
are normal skin conditions that occur 
as a person ages. Fat cells beneath 
the inner skin begin to wither and 
consequently skin loses its elasticity. 
The skin's ability to retain moisture di- 
minishes and it becomes dry and 
scaly. According to Dr R.K. Joshi, - 
Senior Dermatology Consultant, 
Indraprastha Apollo Hospital, "nor- 
mally a person starts developing 
wrinkles and pigmentation changes at 
around 40 years of age. In addition, 
the ability of the skin to repair itself di- 
minishes with age; as a result 
wounds take time to heal." — 


Causes: Wind, heat, chemicals and 
the effects of ageing cause a certain _ 
amount of wrinkling in everyone, 
but it is much worse in people who 
spend a lot of time in the sun. Other _ 
factors that may hasten ageing of 
skin include smoking and exposure 
to pollution. Adds Dr Joshi; “It is 
known that some people may have 
a genetic predisposition to severe 
wrinkling.” 

Prevention: The best way to pre- 
vent skin damage is to avoid exces- 
sive exposure to the sun, particu- 
larly between 10 am and 4 pm when 
sunlight pours down 80 per cent of © 


its daily Ultraviolet (UV) emissions. - 


Use sunscreens that block out UV 
radiation. Also wear protective cloth- 
ing and sunglasses. And wash your 
face with a mild non-soap cleanser. 
Treatment: A diet with plenty of 
whole grains, fresh fruits and veg- 
etables may protect skin. Daily 
exercise brings oxygen to the skin, an 
important ingredient for a healthy 
skin. “Common antioxidants like 
Vitamin A, C, E and beta carotene 
assist in skin repair and the strength- 
ening of blood vessels,” adds Dr 
Joshi. However, reducing stress and 
tension may also have beneficial 
effects on the skin. 
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“Thumb Rule 


Srighter, Lighter BlackBerry 


г. Фей 


Y FIRST DALLIANCE WITH THE BLACKBERRY 
M was in February last year when I tested one 
ind wrote in this magazine about the wonders of 
he berry and how M 'od—at least for a while— 
t felt to be always connected via e-mail. | toyed 
evith the idea of subscribing to the BlackBerry 
service, provided in India by Airtel, but before | 
‘ould do that I found myself succumbing to the 
unctional ease of a Nokia 9300 communicator— 
ou know the silver candy bar phone that opens 
ip to reveal a QWERTY keyboard and а horizon- 
al screen where you can access your e-mail, 
The main advantage of the Nokia was that you 
пап look like an idiot if you were talking on the 
shone. The BlackBerry 7730 (the model Га 
ested last year), in contrast, was like a square 
irtificial palm that looked ungainly pressed 
igainst your ear. Besides, its audio quality wasn't 
something to call home about. So, if you had a 
slackBerry, you'd need to also carry a cell- 
'»hone—not a great prospect. 

Not so with the BlackBerry 8700. This 
utie is smaller and lighter and yet has a bright 
ew screen that is easy to read. What's more, the 
sound quality has vastly improved and it looks a 
ot less clunky than its predecessors. The 
slackBerry 8700g features a completely 
'€-engineered device platform with an Intel® 
XScale® cellular processor, 64 MB flash memory 
ind 16 MB SDRAM. What all this means is that it’s 
aster for web browsing, attachment viewing 
ind, most important; you don't look like a mon- 
<ey when you speak оп it. 


гс: Rs 29.990, 
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“It's Not Me Talking” 
Talking Beer Mug 






VAILABLE ON WWW. 

bimbambanana.com is 
a beer mug that will never 
allow itself to go empty. It 
will repeat such phrases as , “Your 
Beer is running dangerously low”, “Refill immediate! 
ger of sobering up” and “Cheers”. We predict 
despite its $21 (Rs 945) price tag, this will be a bi; 
d. 





YOUR BEER 
IS RUNNING 
DANGEROUSLY 
LOW! 










college campuses across the wor 


IMMEDIATELY... 
DANGER OF 
SOBERING UP! 





Ka Redux 


Nokia's New Snake 


ALKING ABOUT MOBILE-PHONE GAMES MIGHT SEEM SILLY 
| an era of phones that come with 2-megapixel 


cameras and MP3 players. Then, this piece is about Snake, t 
cult game that old-time Nokia users swear by. The lat 
iteration of the game has made its way into one of the coi 
pany's new phones, the N70. This fourth generation Sna 


eel 


Kt 


takes the game 3D and boasts such features as hexagonal dir 


ectional ability and power bonuses. You can switch the gam 


Over to a 2D view, but that isn't half as much fun. 


Finger File 
Bio-Swipe 


OME CARS COME WITH MUSK 
A erae onto which you can load an 
USB-drive, but what if you don't want 
anyone else to hear your secret collection 
of indipop music? Or, what if you carry 
lots of sensitive data on an USB-storage 
device and do not want anyone else to 
access it? Well, vou could use Imation 
'Bio-Swipe', a USB device which has ап 
in-built fingerprint scanner so that your 
music and other important files are never 
compromised as your fingerprint is the 
only thing that can unlock it. How much: 
Priced between Rs 5,800 (128 мв) to 
Rs 14,400 (1 Св). m 
COMPILED BY KUSHAN MITRA 
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BUSINESS TODAY BALLANTINE'S PRO-AM OF CHAMPIONS 


Hunting In The Woods 


Corporate bigwigs flexed their muscles, all in style, at the finals in Delhi. 
































[ WAS A CHILLY BREEZE THAT 
welcomed the participants 
very early in the morning at 
Classic Golf Resorts in Gur- 
gaon at the Final of the 11th 
Business Today-Ballantine's Pro-Am 
of Champions. Braving the winds 
were the country's top corporate 
honchos, rubbing shoulders with 
some of the finest professional golf- 
ing talent in the country. Over 100 
corporate leaders, after slogging it 
out at qualifying rounds in Kol- 
kata, Bangalore, and Mumbai, were 
here to test their mettle. 

Each participating team had four 
members, including one professional 
player and three amateurs—some of 
whom gave the pros a run for their 
money. The tournament was played 
on Stableford format, where pro's 
score was not mandatory and 75 





per cent of the original handicap of 
the amateur was taken into account. 

Among the leading golfers who 
participated in the only stand-alone 
Pro-Am golf event recognised and 
accredited by the Professional 
Golfers Association of India (PGAD 
included India #1 and order of 
merit leader Mukesh Kumar, sec- 
ond-rank holder on the money list 
S.S.P. Chowrasia, Feroz Ali, two- 
time Indian Open champion Ali 
Sher, Jaiveer Virk, Ashok Kumar, 
Digvijay Singh, Arjun Singh, Rafick 
Ali, Gurbaaz Mann, Amardip Sinh 
Malik, U.S. Mundy, Harinder 
Gupta, Rahul Ganapathy, Amri- 
tinder Singh, Vijay Kumar, Vivek 
Bhandari, Yusuf Ali, Vinod Kumar 
and Shamim Khan. The tournament 
witnessed rrc-Welcomgroup and 
Philips as associate sponsors with 


In full swing: (from left) Sabeer Bhatia, Founder, blogeverywhere; Sanjeev Sharma, 
MD, Nokia India; and L V Sastry, Associate Director, Xerox Global Services 
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American Airlines, Ford and 
Marriott International sponsoring 
the prizes. 

The teams slogged it out over 
the two-day event, competing 
against each other, yet having no 
sense of rivalry. They moved from 
one hole to another, as the chilly 
winds gave way to the sun rising 
overhead at one of the finest golf 
resorts in the country. 
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Cool Buddies: Business Today Ballantine's Pro-Am of 
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Champions pa 
The event could not have con- 
cluded in more style than this. Glitz 
and glamour, shimmer and shine, 
executive profile, it was all there 
at the fashion show organised on 
Sunday at the dinner party held to 
toast the tournament winners. 
The award presentation cere- 
mony was preceded by a fashion 
show featuring five different cloth- 
ing lines from Louis Philippe's latest 





Spring-Summer collection. Eyes 
rolled as hunks walked the ramp 
sporting the collection amid the 
country's top corporate honchos 
present at the Nandiya Gardens, 
ITC Hotel Maurya Sheraton & 
Towers. Not only this, the ramp 
also witnessed five of these c Irpo- 
rate figures taking on a different 
role of willingly sporting a catwalk 
—a scene rarely ever seen. 


All cued in: (left) Amitabh Kant, Joint Secretary, Ministry of Tourism with Sanjay Prakash, CEO, HSBC Securities (top right); 
and Gen J J Singh, Chief of the Army Staff (below right) 
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Winning moments: (from left) Aroon Purie, Editor-in-Chief, Business Today, with Mukesh Kumar, winning Pro Day One; and 


Arjun Singh, winning Pro Day Two 
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Winning moments: (from left) Joydeep Chandra receiving the prize for Longest Drive-day one from Pavan Varshnei; and Kapil 
Dev, Closest to the Pin-day one receiving Ballantine’s Gift hamper 
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БАМ 


PHILIPS 








Winning moments: (from left) Pavan Varshnei, Publishing Director, Business Today and Charu Sharma (Longest Drive-day 
two); and Aditya Tripathi (Closest to the Pin-day two) 


The Louis Philippe clothing lines 
showcased included a sports col- 
lection, a shimmer and shine col- 
lection for a party evening, a formal 
collection to match the executive 
profile of top honchos and prét 
wear for that smart casual look. 
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Among those who presented the 


awards at the party were Aroon Purie, 


Editor-in-Chief, Business Today, 
Mrs Rekha Purie, Pavan Varshnei, 
Publishing Director, Business Today, 


Jagbir Sidhu of Seagram India and 


ITC's B Hartharan. 


Earlier at the event, Mukesh 
Kumar led his team comprising 
Amitabh Kant, Kabir Advani and 
Nikhil Chopra to a fine win. The 
winning team, who tallied 120 
Stableford points on Saturday, 
pipped Arjun Singh and his team— 


Rajesh Jindal, Manu Anand and 
Harinder Bansi—who tallied 119 
Stableford points on Sunday. 

Mukesh Kumar shot the best 
individual score of 17-under 127 
over 36 holes over the two days to 
clinch the first prize of Rs 1,00,000. 
The trio of Arjun Singh, Digvijay 
Singh and Vivek Bhandari tallied 
12-under 132 over 36 holes to fin- 
ish tied second to win Rs 48,333 
each, while Vijay Kumar finished 
fifth with a two-day tally of 
| 1-under 133 over 36 holes to win 
Rs 25,000. Mukesh Kumar as the 
professional in the winning team 
pocketed Rs 60,000 for his effort, 
while Arjun Singh got Rs 40,000. 

The three amateurs in the win- 
ning team won an all-expense paid 
trip for two to Chicago, courtesy 
American Airlines and Hotel 
Marriott, while the amateurs in the 
runners-up team won an all-expense 
paid trip for two to Renaissance 
Koh Samui Resort, Thailand. 

Meanwhile, on the measure of 
each of the days’ best performance, 
on the first day, Mukesh Kumar 
carded a round of eight-under-64 to 
win the first prize of Rs 40,000, 
while Digvijay Singh and Vijay 
Kumar shot the day’s second best 
score of seven-under 65 to share 
the purse of Rs 25,000. On the sec- 
ond day, Arjun Singh shot the day’s 
best score of 10-under 62 to pocket 
Rs 40,000, while Mukesh Kumar 
and Yusuf Ali shot the day’s sec- 
ond best score of nine-under 63 
and won Rs 25,000. 

In the skills category, Kapil Dev 
bagged the closest to the pin award 
at 2 feet 6 inches on the 17th hole 
on the first day, while Aditya 
Tripathi won the closest to the pin 
at 1 foot 6 inches on the 17th hole 
on the second day. Both took home 
Ballantine’s gift hampers. To bag 
the longest drive award, Joydeep 
Chandra hit 303 yards on the 13th 
hole on the first day, while Charu 
Sharma came up with a 290-yard hit 
on the second day, each of them 





AM OF CHAMPA 
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Winners: Mrs Purie and B. Hariharan with the victors Amitabh Kant, Kabir Advani, 
Nikhil Chopra and Mukesh Kumar 





Runners-up: Arjun Singh, Manu Anand, Harinder Bansi and Rajesh Jindal 
with Mrs Purie 
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who is selected to go to Chicago 


walking away with one Odyssey 
White Hot Putter. 

Unfortunately, no one could 
drive away with the fabulous Ford 
Endeavour, which was up there to 
be given to the one hitting the hole- 
in-one on the Sth hole. 


- - Э, E 
oe ERS Md 
"E. но В 


Letterhead! Ca mm 


Tray t 0 te Cnm m 


РА 
4 6 
fi //. 


JAM 


HAN 


і 
-_- = 


» IMS 
RON. 

ION 
> ie 
3 









Anon i 


Athar Khan, Sheema Vohra and Jagbir Sidhu with Sanjay Prakash (third from left), 


There was also a special prize 
that went to Sanjay Prakash, who got 
business class tickets for two, cour- 
tesy American Airlines, and stay at 
Oak Brook Hills Chicago for four 
nights. There was a minimum guar- 
antee of Rs 25,000 for every pro. m 
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Healthcare: Faster, Better, Cheape 


(From left): R. Sukumar, Executive Editor, Business Today; B. Ramesh Babu, MD, Medwin Hospitals; Kasi Raju, VP, Care Hospital; Ratan Jalan, CEO, Apollo 
Health & Lifestyle; Jangoo Dalal, Senior VP & Country Manager, Cisco Systems; G.S. Rao, ED, Yashoda Hospital; K. Ravindranath, MD, Global Hospitals 


BT BOARDROOM BREAKFAST 








Healthcare In New Age 


Business Today Boardroom Breakfast, held in association with Cisco Systems at 
Taj Krishna in Hyderabad, focussed on technology in healthcare: Faster, Better, Cheaper. 


HE PRIMARY FUNCTION OF 
technology, irrespective of 
the industry, one would 
imagine, is to make things easier 
for people. In the business of health- 
care, this would translate into pro- 
viding healthcare more efficiently 
and inexpensively. To discuss this 
and to look at the impact that tech- 
nology can have on this industry, 
Business Today chose Hyderabad, 
arguably the country's capital of 
organised healthcare. 
Business Today Executive Editor 
R. Sukumar set the tone of the 
meeting by pointing out that typi- 
cally healthcare businesses start of as 
a very individual-centric entrepre- 
neurial initiatives that later seek to 
be organisations which can func- 
tion across several hospitals and 
across several locations. So, while 
there were systemic and techno- 
logical challenges that had to be 
dealt with while trying to scale up 
there was also the issue of time 
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spent on healthcare. This being rather 
skewed more in favour of front-end 
technology which meant into things 
that are used in the line function of 
healthcare (medical and diagnostic 
equipment) rather than into areas 
that can be used to run the hospitals 





JANGOO DALAL 


Senior VP & Country Manager, 
Cisco Systems 


"The healthcare industry 
would have to seek 
productivity, scalability and 
repeatability” 


better and to provide healthcare in a 
more efficient manner, 

Seeing a change in this, Jangoo 
Dalal, Senior УР and Country 
Manager, Cisco Systems, pointed 
out the huge opportunity that was 
opening up for the healthcare 
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"The first problem is the 
mindset of our society 
that healthcare should 
be cheaper" 
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9 industry where it would have little 
- choice but to get down to, like in 
any industrial activity, seek produc- 
tivity, scalability and repeatability. 
The opportunity, he said, was evi- 
dent from the сп-МсКіпѕеу study 
that predicted that by 2012, health- 
care in India would contribute about 
8.5 per cent of GDP (4 to 4.5 per 
cent at the moment) and become a 
$50 billion (Rs 2,25,000 crore) 
industry (much like the rr industry 
expected at $50 billion by 2010). 

While the digits may seem to 
show a bright way forward, Dr 
G.S. Rao, Executive Director of 
Yashoda Hospital, felt “the first 
problem that we are facing is the 
mindset of our society and this is 
that healthcare should be cheaper. 
We are running a business where 
everyone is unhappy—patients have 
to pay the bills, doctors feel they do 
not get their required share and 
the promoters are not able to pay 
back to the banks." 

But is the use of technology 
helping reduce costs? “Technology 
has made life better for doctors. 
For the patients, it has meant faster 
and better diagnosis. But, it has cer- 
tainly not got the costs down," said 
Dr B. Ramesh Babu, Managing 
Director, Medwin Hospitals. Giving 
an example, Dr Babu, a cardiologist, 


[ 


` “Technology did таке life 


said, “Today, because of technol- 
ogy everyone wants to undergo 
angioplasty with drug coated stents 
each costing about $1,500 (Rs 
67,500). So, technology did make 
life better, faster for the doctor but 
definitely far more costlier for the 
hospitals, insurance companies and 
the public.” Which is perhaps why, 
Kasi Raju, Vice President, Care 
Hospital, pointed out: “Unless, we 
innovate and reduce material cost, 
80 per cent of people will not be 
able to afford healthcare.” 

The answer, according to Dr K. 
Ravindranath, Managing Director, 
Global Hospitals, lay in insurance. 

Emphasising the crucial role that 
IT can play in healthcare, Dalal from 
Cisco, said: “Gradually if you begin 
putting IT infrastructure in place 
and get down to digitising every 
aspect of hospital care (patient 
records, scan reports, blood sugar 
reports) and make them ubiqui- 
tously available it then becomes 
really scalable and one could start 
getting productivity gains.” 

But then does the healthcare 
industry listen. Not quite, if one is to 
go by what Ratan Jalan, Chief 
Executive Officer, Apollo Health 
and Lifestyle, had to say. 
“Healthcare globally,” he said, “is a 
very insular industry. It refuses to 
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look and learn from any other 
industry." He gave examples from 
the airline and fast food industries. 
"But then, it is not that easy to repli- 
cate some of the examples from 
other industries," according to 
Ravindranath. “If Jet Airlines oper- 
ates the flight at half the cost at 
mid-night, it may not be possible 
to do so in healthcare as it needs sev- 
eral back ups like intensive care and 
other support functions." Instead, 
he suggested a focus on getting 
patients from abroad to help cross- 
subsidise and reduce costs. The 
obvious reference being on the need 
to encourage medical tourism. 
The members of the audience 
that included iLabs chairman and 
venture capitalist Srini Raju, tr heads 
like B.V.R. Mohan Reddy, 
Chairman of Infotech Enterprises 
and Shakti Sagar, Head of App in 
India and former President of the 
Hyderabad Software Exporters 
Association, Suchitra Ella, Founder 
Director, Bharat Biotech Inter- 
national, agreed with the panelists 
that it was a time well spent on the 
issues facing the healthcare industry. 
All in all, the consensus among 
the panelists was that technology 
was making things faster, better but 
certainly not making it cheaper, at 
least at the moment. Ш 


PHOTOGRAPHS BY A. PRABHAKAR RAO 








"Healthcare 





g globally is 
faster for he doctor but costier reduce material cost, 80 per f « healthcare affordable is by | very insular industry. It PS 
for hospitals, insurance - сін poops ий nok be ae ` getting people to insure ei оох nina 
` companies and the public" to afford healthcare” — — from any other industry.” 


APRIL 9 2006 BUSINESS TODAY 171 





Citi’s Famous Indian 


FOR A MAN WHO SAYS HE NEVER PLANNED 
his career, AJAY BANGA, 45, hasn’t done 
too badly. Starting out at Nestle in 
India as a trainee 25 years ago, Banga, 
brother of Unilever’s Vindi, is now 
the head of Citigroup’s Global 
Consumer Group businesses. That 
makes him not just the senior-most 
Indian in the Citi set-up, but one of its 
top rainmakers: At $5 billion (Rs 
22,500 crore) a year, his business pulls 
in a quarter of Citigroup’s bottom line. 
“I have found it very exciting whenever 
somebody needed my help to under- 
stand things,” says the New York- 
based Banga, who likes to teach stu- 
dents. A role model, if there was any. 


VIN AH 
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Live 
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Rajeev For Rajya Sabha? 


AFTER UB’s VIJAY MALLYA, RAJEEV CHANDRASEKHAR, 
42, may become the second young businessman 
from Bangalore to make it to the Rajya Sabha. 
The man, who recently made Rs 1,200 crore 
selling his telecom business to Essar, is all set to 
get the support of ruling JD (S)-B]P combine as an 
independent candidate from Karnataka to the 
upper house. "If elected, I will ensure that 
infrastructure development gets priority and 
public private partnership gets impetus,” 
Chandrasekhar told вт. For that reason alone, = 
Bangaloreans must wish him all the best. 
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Pantaloon’s Hot New Arrival 








THE HOTTEST NEW ARRIVAL AT RETAILER PANTALOON 
isn’t on the store shelves, but in its corporate offices 
in Mumbai: ROOPA PURUSHOTHAMAN, 27. Yep, the 
very same "BRICs" lady from Goldman Sachs will 
now be heading Pantaloon's (to be renamed the 
Future Group) strategic and economic 
research unit. Apparently, Pantaloon's 
Kishore Biyani met her in India and sold 
her the job. *Here was this idea of doing 
this unique thing by combining econom- 
ics with social sciences," explains the lady, 
who has resigned from Goldman. Having 
hired her, Biyani must now worry about 
keeping her interested. 


Teaming Up For Infrastructure 


FINALLY, INSTEAD OF JUST BEMOANING INDIA'S POOR INFRASTRUCTURE, 
some corporates have decided to do something about it. DEEPAK 
PAREKH's IDFC and VINAYAK CHATTERJEE's Feedback Ventures were set 
to launch an India Infrastructure Initiative when BT went to press on the 
20th. Details weren't available at the time of writing, but ВТ understands 
that the initiative will develop infrastructure projects through a public- 
private partnership. Critics of the initiative (there will be some) may say 
that India's infrastructure deficit is too big (by some estimates we 
need $150 billion or Rs 6,75,000 crore) to be bridged by something like 
this. Our advice: Lend the triple I a hand if you can. Else, shut up. 


NOT JUST AN EVENING AT THE RITZ. BUT 


A FABULOUS TIME FRIENDS WON’T FORGET. 





our success. Signature style. 


For Kids’ Sake 


GARY KNELL LOVES KIDS NOT JUST 
because he’s got four of them 
himself. Rather, as President & 
CEO of Sesame Workshop 
Worldwide, Knell, 50, runs an 
NGO that creates content for chil- 
dren with the aim of making 
them better human beings. 
“Through our (TV) programmes, 
we try to instill social values in 
children, an aspect that largely 
remains ignored in modern edu- 
cation system,” he says. The NGO 
recently announced the launch in India of a localised version of its 
award-winning series, Sesame Street, which will be on air by the end 
of this year on Cartoon Network and poco. “We hope to make a 
positive contribution to the lives of millions of children in India," he 
says. Can't get your kids off Tv? Give them Sesame Street to watch. 


NOT JUST 


ABOUT MAKING 





VIVAN MEHRA 


MILLIONS TO 


LAST A 


Civic Champ 


LIFETIME. 


THE GOVERNMENTS NATIONAI 
Urban Renewal Mission could 
not have found a better man for 


the job than its newly appointed 

national technical advisor, BUT CHOOSING 
RAMESH RAMANATHAN. For the 
42-year-old Yale-grad-turned- 
Citibanker and advocate of grass- 
roots democracy, it provides a 

bigger platform to improve urb- TO LIVE FOR 
an India. “Transparency, greater 
involvement and accountability 
are some of the issues, we will 
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HERE ARE THREE REASONS WHY SAMEER 
NAIR’s recent elevation as ‹ EO of Star 
Entertainment in India should not 
surprise anyone: One, on his watch, 
flagship channel STAR Plus has 
remained the market leader for five 
years now and others in the bou- 
quet are also doing fine. Two, two- 
thirds of Star’s Asia revenues ($400 
million) come from India. Three. 
Anil Ambani’s Reliance Entertainment 
was said to be eyeing him. Get it? 


Live your success. 
Signature style. 
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Airtel 
presents 
the 
redit card 
of the 
future. 





Presenting India's first 
credit card on mobile. 
Only on Airtel. 


innovation so revolutionary, it 
going to change the future of 
ney Now you don't have to 
yend on cash or credit card 
more. Your Airtel mobile is all 
i peed to make transactions if 
i are an ICICI Bank credit card 
der. It's that simple. This service 

be activated on any Airtel 
bile. Call now to step into the 
azing new world of mobile 


ney. Only with Airtel 
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МАМЕ: ВАВА М. KALYANI 
AGE: 57 | 
DESIGNATION: CMD | 
COMPANY: Bharat Forge Ltd 
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A Cautious Risk Taker 


HE INDIAN AUTO COMPONENTS INDUSTRY IS AIMING FOR THE SKIES. THE GOAL: TO BECOME 

a $25-billion (Rs 112,500-crore) sector by 2015. Ask the Automotive Component 

Manufacturers Association (ACMA), the apex industry body, if the target is realistic and 
it points to the success of Baba Kalyani and his company Bharat Forge Limited (BFL), the world’s 
second largest forgings company and a serious pretender to the pole position. It has bid to 
take over the global numero uno, Germany’s ThyssenKrupp, jointly with a group of as yet 
unidentified private investors. If the bid succeeds—the Mahindras and some other overseas 
companies are also in the fray—it will mark the first instance of a domestic company 
emerging as the Global No. 1 in a manufacturing industry. 

But it wasn’t always this hunky dory for Kalyani and his empire. When India’s automobile 
market tanked in the mid-1990s, Kalyani took a calculated gamble by deciding to expand 
capacity and aggressively tap business opportunities abroad. The strategy paid off; Bharat Forge 
now supplies components to global biggies like Ford, General Motors, Volvo, Toyota, Honda 
and DaimlerChrysler, among others, and has eight manufacturing units spread across 
India, China, Europe and the us. Kalyani believes that this international strategy gives his group 
several advantages—it brings it closer to its customers and allows him to practice ‘dual-shoring’, 
which he describes as marrying high-technology (particularly from its European acquisitions) 
and low costs (in India). He acquired a unit in China, he says, not to send cheap exports to 
the Us and European markets but to give BFL a large foothold in the world’s fastest growing 
automotive market. 

Kalyani, a Mechanical Engineer from the вттѕ, Pilani, and an Msc from MIT, Us, has turned 
what, in the 1960s, was a small family business, into a global leader. In the process, he’s become 
one of the country’s richest individuals, making it, this year, to the Forbes list of billionaires 
with a personal net worth of $1.4 billion (Rs 6,300 crore). But he’s far from done. “We want 
to be the world leader in our business,” he has said on umpteenth occasions. If his bid for 
ThyssenKrupp succeeds, that position will be his for sure. Ш 

KUSHAN MITRA 
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Lenovo recommends Windows® XP Professional. 


intel 


Centrino S». 
Duo CA 


IF YOU DON’T KNOW WHO’S IN CHARGE, 
LOOK FOR THE THINKPAD. 


You may not speak the language. 

You may not know the customs 

You may not have the organisation chart. 
But if you know who has the ThinkPad®, 
you know who to talk to. The new 
Lenovo ThinkPad T60 with Intel” 
Centrino” Duo Mobile Technology. 
ThinkPad is now a product ої Lenovo, 

a new global company uniting Lenovo 
and the former IBM PC Division under 
the Lenovo name. 


lenovo. 





